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Sengbusch 8-C Inkstand Co. 
Service Products Div. Woodall 
Shaw-Walker Co. 
Valeo Co. 
Weis Mfg. Co. 
Wells Chair Corp. 

Costumers 
Globe-Wernicke Co. 
LaSalle Products Co. 
Metal Office Furn. Co. 
Peerless Steel <3 Co. 
Royal Metal Mfg. 
Security Steel pnes Co. 
Valco Co. 
Vogel-Peterson Co. 
Wells Chair Corp. 

Covers, Leaf 
Ellingsworth Mfg. Co. 
Smead Mfg. Co. 


rayons 
Tweeten Fibre Co., Inc. 
Dating Stamps 
American mepbering Machine Co. 
Bates Mfg. 
Consolidated Stamp Mfg. Co. 
Force, Wm. A., Co. 
Force Western, Ine. 
Rivet-O-Mfg. Co. 
Stewart, R. A., & Co. 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Desk Lamps 
General Lamps Mfg. Corp. 
Industrial Lamp Corp. 
Wells Cnair Corp. 

Desk Name Plates 
Force, William A., & Co. 
Force Western, Inc. 
Heyer Corp. 


Desk Pa 
Chicago Desk Pad Co. 
Wilson Jones Co. 
Desk Pen & Ink Sets 


Sengbusch 8- c Inkstand Co, 

Desk Side Files 
Amberg File & Index Co. 
Art Steel Sales Corp. 

Cole Steel Equipment Ca, 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 
Advanco Products Div, ASB 
Art Steel Sales Corp. 
Globe-Wernicke Co. 

Lyon Metal Products, Ine. 
Victor Safe & Equipment Co. 
Wilson Jones Co. 

Desks 
All-Steel Equipment, Ine. 
Alma Desk Co. 
Arnot-Jamestown Corp., The 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Columbia Steel Equip. bo 
Corry-Jamestown Mfg. © 
General wher ey co. 
Globe-Wernicke Co. 

Harrison Steel Cabinet Co. 
Haskell of Pittsburgh 
Hiliside Metal Products, Inc. 
Hoosier Desk 

Imperial Desk Ca, 

Indiana Desk Co. 

Jasper Desk Co. 

Jasper Office Furn. Co, 
Leopold Desk Co., The 

Metal Office Furniture Co. 
Myrtle Desk Co. 

Peerless Steel Equipment Co. 
Security Steel Equipment Co. 
Standard Furniture Co. 

Stow & Davis Furniture Co. 
Victor Safe & Equipment Co. 
Wells Chair Corp. 

Worden Co., 

Diaries (see Memo Books) 

Dictating Machines, Used 
International Office Appliances, Ine. 
Shipman-Ward Mfg. Co. 

Drafting Instruments & Equipment 
C-Thru Ruler Co. 

Cardinell Corp. 
Haskell of Pittsburgh 

Drafting Tables 
Stacor Equipment Corp. 

Drills, Paper 
Smead Mfg. Co. 

Duplicating Machines & Supplies 
American Stencil Mfg. Co. 
Ames Supply Co. 

Bohn sg Corp. 


Codo Mfg. —_ 

Curtis-Young Corp. 

Frankel Mfg. Co. 

Harding, Milo, Co, 

Heyer 

Ink Specialties Co., Inc. 
Manifold Supplies 

Mittag & Volger, Inc. 
Multistamp Company 
Peerless-Imperial Co., Inc, 
Pres-To-Line Corp. of America 
Print-O-Matic Co., The 

Rose Ribbon & Carbon Mfg. Co. 
Smith-Corona, Ine. 
Speed-O-Print Corp. 


Victor Safe & Equip. Co. 
Wolber Duplicator & Supply Co. 
Duplicating Stencil Files 
Atlas Stencil Files Corp. 
Halverson Specialty Sales 
Envelope Openers 
MacKenzie, Arnold, Inc. 
Envelopes 
Cooke & Cobb Company 
Justrite Envelope Mfg. Co. 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Smead Mfg. Co. 
Western Paper Goods Co. 
Willson Jones Co. 
Envelopes, Plastic 
Aigner, G. J., Co 
Markilo Co. 
Erasers, Rubber 
American Pencil Co. 
Ames Supply Co. 
Roberts, Weldon, Rubber Co. 
Expense Books 
Beach Publishing Co. 
Boorum & Pease Company 
Nascon Products Div. 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 
Rivet-O Mfg. Co. 
(Continued on page 6) 





(Continued from page 5) 
File Boxes, dag on Collapsible 
Bankers Box 


Globe- Werntcke. Co. 
Guide System & Supply Co 
Files, Rotary 
Revo-File Div. Mosler Safe Co. 
Filing Cabinets, Insulated 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 
Mosler Safe Co. 
Murphy Mfg. Co. 
Shaw-Walker Co. 
Victor Safe & Equipment Co. 
Filing Cabinets, Metal 
Advanco Products Div. ASB 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Berger Mfg. Div. Republi 
Cole Steel Equipment Co 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Co 
Geller, J. BR. 
General Fireproofing Co 
Globe-Wernicke Co. 
Guardsman- Valentine, Inc 
Harrison Steel Cabinet Co 
Hillside Metal Products, Inc 
H-O-N Co., The 
Lexington Metal Prods., Inc 
Metal Office Furniture Co 
Neimann Steel Equipment Co 
Otis Steel Products Corp 
Parker Steel Products Co 
Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell Barnes Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Top Flight Products Co 
Victor Safe & Equipment Co 
Watson Manufacturing Co., Inc 
Weis Mfg. Co. 
Western Mfg. Co. 
Filing Cabinets, Wood 
Globe-Wernicke Co. 
Imperial Methods Co. 
Weis Mfg. Co. 
Wells Chair Corp. 
Filing Supplies 
Acco Products, Inc. 
Advanco Prods. Div. ASB 
Aigner, G. J., Co. 
Art Metal Construction 
Barkley, C. L., & Co. 
Cooke & Cobb Co. 
Corry-Jamestown Mfg. Co 
Ennis Tag & Salesbook Co 
Guide System & Supply Co 
Imperial Methods Co. 
Justrite Envelope Mfg. Co 
Metal Office Furn. Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products Co 
Quality Park Envelope Co 
Rockwell- Barnes 
Security Steel Equipment Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co. 
Finger Pads 
Speed Products Co., Inc. 
Fountain Brush Pens 
Cushman & Denison Mfg. Co 
Marsh Stencil Machine Co 
Speedry Products, Inc 
Fountain Pens, (incl. Ball Pt.) 
All-Rite Pen, Inc 
Changepoint, Inc 
Esterbrook Pen Co. 
Flo-Ball Corp. 
Waterman Pen Co., Inc 
Globes, Geographical 
Cram, The George F., Co 
Gummed Cloth Rings 
Dennison Mfg. Co. 
Reyburn Mfg. Co., Ine 
Warshaw Mfg. Co. 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 
Reyburn Mfg. Co., Ine. 
Hardware, Office Desk 
National Lock Co. 
In & Out Boards 
Lit-Ning Products Co. 
index Card Signals 
(see Signals, Index Card) 
Index Tabs 
Aigner, G. J., Co 
Amberg File & Index Co 
Barkley, C. L., & Co. 
Globe-Wernicke Co. 
Graff, George B., & Co 
Guide System & Supply Co. 
Markilo Co. 
Reyburn Mfg. Co., Inc. 
Shaw-Walker Co 
Sheppard, C. E., Co. 
Speed Products Co., Inc 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 
inks, Adhesives, Ete. 
Cushman & Denison Mfg. Co 
Higgins Ink Co., Inc. 
Ink Specialties Co., Inc 
Marsh Stencil Machine Co 
Rivet-O Mfg. Co 
Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch S-C Inkstand Co 
Invertors for Motor-Driven Accessories 
American Television & Radio Co 
Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply Co. 
Reyburn Mfg. Company 
Smead Mfg. Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 


Ladders, Library, Store & Vault 
Car D. R. ¢ 
t T I. D 


Cottermar 
Leather Goods 


Library Equipment 
All-Steel Equ Li 
Corry-Ja Ss Mf { 
Lithographed Continuous Forms 
H } 


Loe phe rs ‘ Storage Cabinets 





\ Met { ‘ 
Mf R 
Fra ( I 
( Lock ( 
| D nN 
( Wer ( 
I M I ( 
Me i I 
nn S Equip. ¢ 
S Pro I 
“ S } ' Cort 
3 S I nt Co 
S e Ste , ts, Im 
Loose Leaf Books & Devices 
\ er, G J ( 
\ Index ( 
3 se ( 
( Leaf Cory 
I er ( 
G e Leaf ] 1 
I I The 
Na ; Book ( 
Ss Cc. ] Co 
Ss Lo Ls ( 
W m Jones ( 
Loose Leaf Materials 
National Blank Book (« 
Sheppard. { I ( 
W Jor ( 
Loose ‘Leaf Sheet Covers, Plastic 
\ 
Loose Leat Tray Binders 
N B Book 
She urd, C. } ( 
Wilson J 
Mail Distributors 
\ » I is. D ASB 
~ el Sa | 
( Wert \ ( 


if Equipment ¢ 
Manifold Books & Business Forms 
Har PI lir ( J 
W tern Paper Goods (« 


, 
Maps, — Ete 
Cran George I or 
Map Tacks 
2 
Marking Devices 
ida Stamp Mfg. ¢ 
I Wil \ & { 
Mars Ster M e { 
M t tar ( 
Fibre ( Ir 
Marking Pens, — erp 
& 
Matched Office Suites 
Ca m-Surt Ir 
Indiana Desk (¢ 
Leopold Co., 17 
Standard Furr r 
Stow & Davis Furniture ¢ 
Memorandum Books 
Box m & P ( 
) ( & § ar 
Ent Tag & S Kk ( 
Nascon Pro D 
National B I k 
Rockw B ( 
Wilson J ( 


Currier Mfg. ¢ 
L Nir Pr ( 
——— Tape 


on Mf ( 
“5 rn Mfg. ¢ Ir 
Metal Badges, Checks, Tokens 
Sten Works 
Molete ners 
Rivet-O Mfg 


Sengt S-C Inkstand ¢ 


Nambertan Machines 


\ r. N t g Machine ¢ 
Bate Mf ( 
( lat S Mfg. ¢ 
I Wi \ 


For West | 

St art, R. A & ( 

Office Furniture Ball Bearings 
n Mf Cort 


Office Furniture, Custom Built 
( Surr Ir 


I 


Office Furniture Sectional Units 


\rnot-J al Cort The 
\ Me ( m Co 
Art Ste s ( 
Ss } ( 
( W i ( 
s St k t el Co 


Office ag? see S. Railings 


VV t A [ t ng ¢ Ir 
Office Printing — 
| & ¢ 
Pads tteertes 
Boor & P , 
" I -: SS k { 
N Blank Book (¢ 
B ( 
Paper 
tockwell-B ( 
Paper Clamps 
Pr I 
Pr I 
& I ‘ 
Pen ( 
Cc. ( 


Paper Clips 
\ » Produ 
Cushman & 

sting Pir 
Vail Manufacturing 

Paper Fasteners & Washers 
Leonard, Chas 

Paper Fastening Machines 





Ace Fastener Cor, 

Apsco Products, Ir 

Arrow Pastener Co., I 

Bates Mfg. ¢ 

Fastener Corporation, The 

Markwell Mfg. ¢ 

Speed Produ B ¢ I 

or Safe & Equi ‘ 
Paper Shredders 
maste 


Parcel Post & Postal Scales 
Ha 


son Scale 


Paste 

See Inks, Adhe s, E 
Pen & Ink Sets 

See Desk Pen & Ink § 
Pencil Sharpeners 

\ Products, lr 

Bau arter Ir 

I ird Mfg. ( 

Hu ( Ho a ee ( 
Pencils, Mechanical 

Esterbrook Pen ¢ 

I'weeten Fibre « I 

Waterman P ( 


Pencils Wood Cased Lead 
A 


Pens Steel 


Esterbrook Pen ¢ 
H ( Howard, Pe ( 
isch S-C Inkstand ¢ 
Pins & Pin Containers 
vesting Pin Ticket ¢ 


Va Mfg 
Platens, a Ete 
AY 


s Supply ¢ 

Shipman-Ward Mfr ( 

1 riter Eq ( 
Posting Trays & Stands 

See Loose Leaf Binders 
Presentation F nwall 

Amberg Fi & I ( 

Ellingsworth Mf 4 

Ss | Mfa ( 





I t 
Publications 
O. A. Buyers 
Punches 
A 


Produc I 
I Mfg. ¢ 
I m & Pea ( 
( Wernicke ¢ 
H n & Pet M ( 
N nal Blank | k ¢ 
Ss ma ( 





4 Supt . 
( Mar ( 
( 5-¥ ( 
Lex I 
MI fold } ( 
M & I 
I s-Imper ( I 
Proce ( 
I Line ¢ \ rica 
R Ty ‘ ( 
R n Rk 
RK R m & ¢ Mf ‘ 
K rype ( 
S in-Wa M ( 
“ ‘ ! I 
Ss i, Be Been 8 
uni I 
S. Carbon & fg. ¢ 
\ Fr. 8 xX 


Ir 
Ro ii Paper. Adds Machine, Etc 


nm \ Sarr 
Rubber Bands 
e Rubber ¢ 
Bankers & Mer A I 
Roberts, Weldon, R er ( 


Rubber Stamp & Plate Mfg. Co 
\ al i ( 
Rubber Stamps 

Bankers & M I 

Duk Ronald K., ¢ 


Rubber Type 


I W \ ( 
Ste nm B&B A, & ( 


Rulers Transpare nt 
R 


I 1 duler 


Safes 
\ Metal Cor ( 
I Punnett ¢ 
( Steel Eq ‘ 
( Fire ( 
( an-Va J 
H g-Hall-Ma S ( 
I ble Me I ( 
k Ste ~ ‘ 
{ Safe ¢ 
‘ q M ( 
t on KR I 
S Safe ( 
s Walk ( 
Vietor Safe & I ( 
Sales Books 
Tag & S k ¢ 


Sand Urns 
\ ( 


Scales, Postal 
H m Seal 
Scrapbooks 
tleobe-W 
\\ Mfe. Co 


Shetving 





r wn M 

I M | Prod I 

( R 

( Firepro ( 

I letal Prod I 

N Steel Eq ‘ 

s s Equiy ( 

Supre Steel Produ I 
Shows & Exhibitions 

atio Show ( 


“ae Index Card 
{ ‘ 

Siam, Change snble Letter 

D ‘ & 5 
Smoking Stands 

I ’ ts ( 

Ko aul M Mf ( 

s Iy Produ 

Va , 

W ( Cor 

W O-Mat l 
Sorting Devices 

\ I 


Sorting Shelf Tables 
Ans St lr 


W Metal Prod ( 
Spindie Files 
W ( ( 
Stamp Pads 
Bate \if Co 
{ ed Stan ! ‘ 
I W A., & ( 
I Western, lr 
P Process ¢ 
R O Mfg. Co 
Stewart, R. A & ¢ 
Stamps, ya 
Mu 
Stands for mee Machines 
All-St puipr J 
Al Ss c< 
\ s ~ ( 
r ~ Eq ( 
q) " I I ‘ 
H er ( 
H-O-N ¢ rl 
kk I 
M Steel J 
M s s ( 
! { 
I 0 F Mf ( 
S Ste I ( 
Shi Ward M ( 
rift Stand ¢ 
I letal I ( 
W let I ( 
We ( ( 


4 E xtrae mre 


Staples & Stapling Machines 











\ P 1 
\ I er ( Inc 
I Vif Co 
] r ¢ The 
| Mf Co. 
Ss ‘ Im 
Vail M ( 
W Co, 
Stationery Rasks 
> 
Stencils. Brass 
Da S W 
~ negrapher’ s Notebooks 
I & Sa ‘ 
N Blank Bool 
RK Barnes ¢ 
Stools 
\ Ss I 
be I kK ( 
u ~ I 
Ml or Furt 
K M Mf ‘ 
\ ( 4 Corp r 
Storage & Transfer Cases 
\ S equi el I 
\ File & Index ¢ 
\ \i Co ru ( 
\ s s ‘ 
I Box ¢ 
l } ‘ I & ( * 
I g. D I 
( s Eq ‘ 
( Steel I ( 
( 
( ) Mr ( 
G I epror ( 
Gq W ke ¢ 
(y Ss I x &S { 
I St Ca ( 
H H Ma s ( 
H-O-N ¢ The 
l let is ( 
I Me I ( 
Ml oO Fur ( 
oO } g Sur ( 
4 Steel Pr I 
I Steel } ( 
} Cor 
s Steel Eq ( 
s \ er ( T 
! I P ( 
W Mfg. Co 
Store Fixtures & Equipment 
\ $ .~ ipme ] T 
Narva | s, lr 
Strong Boxes, Fire Protected T 
Art Ss ules Cor 
H Ma Ma s ( T 
M S Safe 
P 
\ s ( T 
Tables 
\ Ss I ip! 
\ AY ( str ( 
Art S Sales Cor t 
‘ ~ Eq ( 
( Steel E ! ( 
( vn Mf ( 


(Continued on page 7 
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ants & For Sale 





EXECUTIVES AVAILABLE 


NG MAN Experienced Stationer Jesire reser 
with enterprising dealer, preferably western state 
business. Available for interview NSOEA conver 


Appliances, Chicago, 6. 


5 YEARS experience in off supplies and systems, now 
1 like to relocate with established retailer and handcie 
Might onsider srtnershio arrangement. Interested 
} ea but will consider other locations. Excellent recor 
Address J-I13, care Office Appliances, Chicago 6. 


SALESMEN AVAILABLE 


REPR ITATIVE sge 35, married, 5 yrs. experience in selling ¢ 
spplies dealers, and presently so occupied in mid 
AST territory. “ood sales record, and referer 


e Appliances, Chicago 6. 


ye and several years’ selling experience 
acturer of stationery or office equipment. First 
s Minnesota and adjoining states but will gladly ¢ 
ne child. Qualified to do good sales t 
Appliances, Chicago 6. 


MAN FOR FIVE YEARS successfully operated own stationery ar 
Jesires to travel for manufacturer, Prefers Chicag 
consider other. Qualified to sell any product, sta 

ta jealer Top references. Address 


NG } TH THREE YEARS home office experience filing supplies 

ste inside connection with manufacturer of similar 
th ultimate aim of operating territory. Present loca 
es. Address J-!17, care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 


- MAN with extensive experience in better lines qualified 
ent to assist owr to run well established business 
w York Cit Substantial salary and % interest. M. Day 


25 West 44tt ‘St. New York 18. 











ESMAN Experienced Systems, Duplicating, Sorting 
+ nes mack ec pment, syster in country 
A for Mime Spirit iteprint Engineering & labe 
~ t State Manaas sgional Vice-President. Sales 
i opportunity right man. Commission. High 
Of Applia Chicago 6 
' to 40 year Amt aggressive with prove 
the oldest and yest manufacturers of brief ca 
shed dea ) sales force throughout United 
perations, Salary-incentive; profit sharing and 
plete abstract. All corresponder 
Box X-159 Office Appliances, Chicago 6 
- MEN with executiv ability ft all on dealer We are 
+ tor ‘ U ted States for the w j1-famous 
RT RITER The company is one of the oldest and largest manu 
the world and makes the most complete ne ¢ 
} ndustry with emphasis on quality of 
A R pee 3 in Th intry mostly by recommendation 
svailable in various areas throughout the East 
NV fT 5 a opp high 
s perr ) + bus with Te 
i send recent shot ph be 
Je Address, Pre t, Gran 2756 
Angeles 39, Calif 
Continued f page 6 
Glo \ Junier, F. R., Associates 
Hask Victor Safe & Equipment Co 
I Telephone Accessories 
I M Ir Rest-A-Phone Co 
\ : Thumb Tacks 
M of ‘ Graff, George B., C« 
I ( Noesting Pin Ticket Co 
| ~ nt ¢ Vail Mfg. Co 
R ( Ticket Holders 
s nt ¢ Markilo Co 
2 Smead Mfg. Co 
> ‘ Trimming Boards 
~ ‘ Photo Materials Co 
~. Type, Typewriter 
Tables, Folding Ames Supply Co 
\ Shipman-Ward Mfg. 
Typewriter Cleaning Material 
M Ames Supply Co. 
Tabtes Steel Cardinell Corp 
Co Mittag & Volger, Inc 
Ta bie ts & Pads Multistamp Co. 
Norta Distributing Co 
Tabulating & Statistic Machines Regal Typewriter Co 


Rivet-O Mfg. Co 
t Shipman-Ward Mfg. (« 
Tags Van Wyck Products Co 
Webster, F. 8., Co 
( Typewriter Covers 
Shipman-Ward Mfe. Co 
Typewriter Cushion Bases & Knobs 
American Hair & Felt Co 
Ames Supply Co 
rless-Imperial Mfg. Ce 
Speed Key Corn 


Telephone A rie 
\ s 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 
address is used. 





SALESMEN WANTED 





WANTED SALESMAN: Fast growing manufacturer needs a live wire salesman 
r representation in the states of Mississipp Alabama, Florida, Georgia 

N rth and South Carolina, Virginia, and Tennessee. Write giving full quali- 

fications and references to Box X-!60, Office Appliances, Chicago 6. 





SALESMAN—California, Arizona, Nevada Ca ng on dealers with largest 
and fastest selling quality line of brief and zipper cases in this country. 
Established trade a agg advertised "TUFIDE cowhide, sealskin and 


pigskin products. Give us complete resume of your background, employ- 
nent and experience. STEBCO PRODUC TS Stein Bros, Mfg. Co., Chicago 7, 
Illinois 





SALESMAN WANTED: Several territories. See Mr. E. R. Manning, room 
553A during NSOEA convention, or write National Brief Case Mfg. Company, 
512 So. Peoria St., Chicago 7. 





OFFICE MACHINE MECHANICS WANTED 


WANTED: UNDERWOOD ELECTRIC and SUNDSTRAND Adding Machines 
Repairman. Permanent job, only applicants with good references considered. 
Give full information in first letter, salary, experience, etc. Location Caro 
linas. Write X-l6l, care Office Appliances, Chicago 6. 








SERVICEMAN TO SERVICE FRIDEN Calculators and adding machines, Must 
have Friden experience but will train on adding machines if necessary. Mid 
west community. Extra good pay. Right man will be given complete charge 
of service department. In reply give your age and past experience. Refer- 
ences will be required. Reply X-162, care Office Appliances, Chicago 6. 





EXPERIENCED COMBINATION ADDING MACHINE and Typewriter Mechanic 
wanted. Must be sober and ambitiou Good wages and working conditions 

Southwest. Give experience and references, also starting salary expected. 
Leon W. White, 4067, E. San Antonio St., El Paso, Texas. 





SALES REPRESENTATIVES AVAILABLE 





WHOLESALER OF USED OFFICE MACHINES covering southern Oregon, 
California, Nevada, and Arizona, desires additional supply and equipment 
tems as representative or jobber. Sales truck used. Western Typewriter 
Service, 395 Valencia Street, room 51/8, San Francisco 3, Calif. 





NOW TRAVELING INDIANA, Kentucky, Illinois, Missouri and Kansas with 
top quality line wood office desks etc. Have ample capacity to carry one 
additional line. Can offer complete and intelligent coverage, Dealer Sales- 
men Education and sales help. Box J-!18, care Office Appliances, Chicago 6. 





SALESMAN WELL KNOWN IN ROCKY Mountain area plans to establish 
himself as a manufacturers’ representative Interested in any type of prod 
uct sold by commercial stationers whether stationery, systems, or furniture. 
Active in association work. Will provide ‘first-class coverage. Address J-119, 
care Office Appliances, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE covering Missouri, Kansas and Ne- 
braska seeks an additional line for retail stati onery trade ‘also one for whole- 
sale stationery trade. Fifteen years experience in territory. Address J-120 
care Office Appliances, Chicago 6 





LINE WANTED BY MANUFACTURER'S REPRESENTATIVE with successful sales 
background covering eleven western states. Strong following with both 
bbers and retailers. Box J-!21, care Office Appliances, Chicago 6. 





SALESMAN TRAVELING OUT of Chicago representing one manufacturer is 
in @ position to take on an additional line or two, Previous experience in 
retail field includes all types of stationery and office furniture. Territory, 
which is adjustable to fit manufacturer's requirements, now includes IIlinois 
and Ohio. Will add Michigan and Indiana if desired, or perhaps Wisconsin 
and Northwest. Address J-122, care Office Appliances, Chicago 6, 
Continued on page 8 


Upholstery Matcrials 
Bolta Products Div 


Typewriter Cushion Bases & Knobs 
Shipman-Ward Mfg. Co 


Typewriter Cushion Keys 
Ames Supply Co. 
Peerless-Imperial Co., Inc 
Shipman-Ward Mfg. Co 
Speed Products Co., Inc 
Typewriter Parts & Tools 
Ames Supply Co. 
Shipman-Ward Mfg. Co 
Typewriter Equipment Co 
Typewriter Pedestal Desk Mechanisms 
Seng Co., The 
Typewriters, Mfrs. of 
Allen, R. C., Business Machines 
Remington Rand, Inc 
Royal Typewriter Co 
Smith-Corona, Inc 
Underwood Corp 
Typewriters, Rebuilt & Used 
International Office Appliances, Inc 
Regal Typewriter Co 
Shipman-Ward Mfg. Co 
Upholstered Furniture 
Bright Chair Co 
Grand Rapids Leather Furn. Co 
Gunlocke, The W. H., Chair (« 
Jasper Seating Co. 
Johnson Chair Co 
Maso Steel Products 
Modernize, Inc 
Niemann, Inc 
Royal Metal Mfg. Co 
Wells Chair Corp 


Kalistron (Deco Sales Div.) 
United States Rubber Co 
Upholstery Leether Group, The 

Vault Steps 
Cotterman, I. D 

Visible Systems Equipment 
Art Metal Construction Co. 
Art Steel Sales Corp 
Boorum & Pease Co 
Globe-Wernicke Co. 
National Blank Book Co 
Remington Rand, Inc 
Shaw-Walker Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Corp 
Victor Safe & Equipment Co 
Wilson Jones Co 

Wardrobe Racks 
Vogel-Peterson Co. 

Waste Baskets 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Goodfrend Metal Products Co 
Haskell of Pittsburgh 
Metal Office Furniture Co 
Security Steel Equipment Co 
Shaw-Walker Co 
Wells Chair Corp 

Wholesale Stationery 
Associated Stationers Supply Co 








WANTS AND FOR SALE, Continued from page 7 





SALES REPRESENTATIVES AVAILABLE, Continued 





SALESMAN NOW CONNECTE wit whole 
salers and department stores ir jiana a Ww nsin, plans t 
establish himself as manufacturers c tativ W _states mer 
tioned or adjust territory to suit manufacturers’ re ement Capable and 
dependable. Interested in se ; r two mn es of mmercia 
stationery or will consider office f ture. Address 23, care Office Ap 


pliances, Chicago 64. 





MANUFACTURERS REPRESENTATIVE ng stationery and departme 


stores in Texas, Oklahoma, Arkansa and M pr j 
additional line of leading manufacturer of nat known product 
20 years’ successful background. Best ref é Y Write J-124 
Office Appliances, 100 East 42r Y ’ 


SALES REPRESENTATIVES WANTED 


MANUFACTURERS' REPRESENTATIVE WANT uf 

stationery stores to represent nat ’ 1 patented pper ring ¢ 
and portfolios. Prefer I j sted mmissior 
details. Reuben Company, 555 


MFR. REPRESENTATIVE WANTED for the f wing a J 
tral, and South Atlantic states f nplete line of spirit dur stors 
us at Stationers show, Booth No. 22!, Sept. !8 sd Millen Hotel. Ci 
Duplicopy Company, 224 W. Illir Street, Chicag r write dire 


REPUTABLE MANUFACTURER OF LEATHER Desk Pads, Desk Sets, ar 
cessories, catering to Off 
Stores. Will consider men calling 
on a commission basis. 
Territories open in South, M 
Office Appliances, Chicag 6 








man wr 


A L ’ b vs 7 








Interested 


iwest 





WEST COAST MANUFACTURER wants sales representatives for several 
ern, Southern and Mid Western territories bera mmissions ¢ 
sive territories. Write X-164, Office Appliances hicago 6 





LARGE LOOSE-LEAF MANUFACTURER ESTABLISHE 
Representatives. Commission basis. Write stat 
sired, etc. Box 951, Fall River, Mass 


COMMISSION MEN WANTED for exclusive territ 
qualified men. To sell Plastic Chair Mats, Black 
Boards, Desk Pads, Chair Cushions and Clip B 
1051 N. Throop St., Chicago 22, $ 


DISTRIBUTOR WANTED for Northern California to sell estak 
cal line of business equipment direct t ers: also ¢ nta 
with another line of products; equipment also requires some 








shed me 


Must have good selling record, be thoroughly acquainted with territory; F 


carry stock, 
references, 


MANUFACTURERS REPRESENTATIVE WANTED fo sell steel off 
office supply and stationery dealer Commission basis pr 
Territories open in midwest, south and southeast; prefer man 
related but non-conflicting line. Please give mplete personal infor 
—lines carried and length of time territory. Box X-166, care Offic 
ances, Chicago 6 


Give age, past business nections and expe 





e furnit 


who 


























-e Furniture Nealere C++ er snd Department 


han 


in strict confidence. Box X-/65 ar ffice Appliances, Chicago é 


re + 


+e ted territory 
carries 


wy. 


> AP 


Calling on office supply and Stationers to represent ‘'The Gift of Preside 
permenent Semi Automatic Desk calendar, quality item, good profit margir 
exclusive distribution; Give deta 3e¢ y issu A. page 74 
AVOG SALES CO. 1! PARK F E NEW YORK 7, N 
WANTED MANUFACTURERS’ REPRESENTATIVE by tstanding manufactur 
of wood desks to cover entire stat f New York and Pennsylvania, with th 
exception of Philadelphia and New York ty. Please furn mplete in 
formation in first letter. Splendid opportunity for right mar , a x X-167, car 
Office Appliances, Chicago 6. 
SUCCESSFUL, Well Established European Manufacturer of office specialt 
desires representatives on exclusive basis for different states and territor 
Write to X-168, care Office Appliar hicago 6 
SALESMEN: SIDELINE, Much Finer Desk Trays, Ashtrays, Baskets, Assorter 
Card Indexes, Manufactured in Atlanta, Georgia. NELLA FASHIONS, 189 
Peters St., SW, Atlanta. 
PAYROLL MACHINES 
We make PAYROLL MACHINES We sell tt We repair ther 
What are your needs? 
International Payroll Machine C Box 292, Reading, Penna. 
LISTS 
FREE MAILING LISTS of 6,262 ner stationers and office appliance 
dealers. Also 5,781 typewriter and adding machine stores. Write for FREE 


wholesalers manufacture nstitutions 


catalogue of lists of retailers 








bank 


and others. We charge only for iressing. SPEED-ADDRESS 48-02 43d 
Street, Woodside, 77, New York 

WORKBENCHES 

your third hand, newest space-sa 3 MODELLI WORKBENCH, 48" x ov x 
33", knocked down, completely equipped; $12.95 de LEMLIAN 


Palatka, Florida. 
RETAIL BUSINESS FOR SALE 











OFFICE SUPPLY, STATIONERY AND EQUIPMENT STORE: Old established 
business of excellent reputation in an Eas! ty with over a million popula 
tion—annual sales over $500,000 well-bala nventory. Box X-169 
care Office Appliances, Chicago 6 

OFFICE EQUIPMENT AND _ Y TORE: Best downtown locatio 
in growing Northwest Washingtor tria ty. Valuable franchise M 
than 20 years, one location. $35 0 f f >. Ill health. Box X-170, car 


Office Appliances, Chicago 4. 

ESTABLISHED Office Machine Business in Southern fornia will sell 

Ly or take in associate. Too heavy t perate alone. Write full 
X-171, care Office Appliances, Chicago 6, 





MACHINES BUSINESS FOR SALE: 














On Mexican border, populatior 


American side fifty thousand, in Mexico One hundred thousand, recent flood 
educed stock about fifty per cent, most attractive franchises to be found 
whe A n the area, no local competition. Will make attractive 
s| with someone with about Seven Thou if ars, and mostly inventor 
All nice ean -_ y stock no junk. Forty to Fifty Thousand voorly ‘turnover. 
Address George nple, P. O. Box 753, Eagle Pass, Texas. 
DFFICE SUPPLY EQUIPMENT, established concern, sales $45,000 year, com- 
plete office supply lines, furniture; steel equipment franchise, Ohio city, 
riced right. APPLE Company, Brokers, Cleveland, Ohio. 
PARTNERS WANTED 
PARTNER WANTED: Successful Office Machine Dealer w several exclusive 
hises needs partner for expansion f jram. Looking for man in late 
+ . e + + ' ? 


: emotionally mature 
3nd management experience. Mode 
nally f pportunity. Southern Calif 


us about yourself in first letter. 





WANTED TO BUY RETAIL BUSINESS 
WANTED TO BUY—Smal! 
alue. Box X-173, care Off 


BUSINESS BROKERS 





office supply bu: 
ce Appliances 














office machine 


ate investment. This is an excep 


ation with sound territory. 
tia Box X-172, care Office 


Must be sound 


; LIST YOUR BUSINE WITH W.AAJ.” 
WANT T R BUY. Give that son a je. Buy him a small business. 
ave ngs over U.S.A. | was in the Office Machine Business over 40 years. 
A matter nfidential. W. AA, Johnst r Bu ess Broker 718 St. Mary St., 
DEALERS WANTED 
EALERS WANTED to handle the new Adler Type »writer—| Hie is, Indiana, and 
Wisconsin. Adler Typewriter Sales & Service , 301 Ww. ake St., Chicago 6. 


FOR § SALE AND WANTED TO BUY, USED EQUIPMENT 








ELLIOTT-FISHER, Burroughs, Moon Hopkir Adding and Calculating Ma 
hine Comptometer Electromatic Typewriters and fanfold machines, 
ught and sold. Chicago Office Appliar 930 West 2ist St., Chicago 8. 
FOR SALE ) SPINDEX FILES for 8 x 5 cards, Good Condition especially 
ed for quick sale. J. P. Duskey, 313 Washington St., Wausau, Wis, 

e 3808 





FOR SALE—Elliott Fisher and Remingt 
nd Stops, all sizes. Pan 
Angeles I5 slit 




















American Office Ma 


National Bars 
(247 S. Olive St., 


zers, ail size 


chines Co., 


e 
OTT-FISHER AND SUNDSTRAND Compt Burroughs 

F Marchant, Monroe Calculators. Electromatic typewriters. Adding 

achines and a ffice machines bought, sold, rented, rebu Teeter-Warsh 
849 N. 3d St.. Milwaukee 3, Wis 

ANTED T B ndstrand bookkeeping ines, Models A, C and D 

ve complete r jel number, serial, size carriage and whether front feed or 

ack feed. International Office Applia r 326 Broadway, New York 

N.Y 

ANTED—ALL MAKES calculators and a 3 machines. State make, model, 
31 numt a adding capacity. International Office Appliances, Inc., 

326 Broadway, New York 7, N. Y. 

BURROUGH MOON HOPKINS t-F Remingt Accounting Ma- 
es veryth 3 in the sai na ine. State mode seria 
ber we W uote highest cash price International Office Appli- 

} s 326 Broadway, New York 7, N. Y. 

)1KKEEPING MACHINES, All Madels, Bought and Sold. 


i model 





ve | nn in request tor 
60 W ‘Detroit 26, Mic 
ASH PAID FOR MULTIGRAPH, MULTIL 
iressographs, Typewriters, Pres ses. Al so we 
King, N Carolina. 





FRAMES—style VV, new 
10,000 and t ver 15,000. Business £ 





Jressograph Mach 


WANTED TO BUY—Ad 
B Mailers Co., 40 


Pitney wes machines. 





WANTED TO BUY: Late model Elliott-F 
e Mus 270,000 serial number 
6 W. Wa St., Chicago 6. 
ELLIOTT-FISHER schines, calculating ma 
juipment, bought and sold. W. J. Crowley 
M waukee 2 WV s 





i sHS OR N.C.R. Bookke 


| @ ma ¢t 
Broadway, New Y K 12, N. Y. 





kinds office machines 
yes Typewriter Co., 119 West 23d 





makes used visible fi! 
ets, panels, books, always 





Adding Machines, et 
AMERICAN BU 


3 
otation. Business Equipment 


Varitypers, Mir 


eograph, Ad- 


trade and Write Dixie 
Sr , lot 
oF i on lots 


ment Co., 160 W. les ned, De- 


Also 
™, ¥e 


sbinets, Tray Frames. 


ISth St., New York II, 


ookkeeping ar billing ma- 
7 4 Oe © Machi ne Co., 
IGing ) es 3 office 
pany, 706-908 N. Water St., 


Cal- 
y style. Quote complete 


4INES, Inc. 573 


ig Machines, 


le, export 


usands of re- 


hand. Special service and 


s to dealers for purchase or sale. juotations. Chas, S. Nathan, 
548 Broadw New York 12, N. Y. 
ARGE AMOUNT used Visible Cabinets, KARDEX nd RAND. Variety 


condition, very 
New York 12. 





zes and styles. -| 


ring Street, 








VISIBLE EQUI PMENT SPECIALISTS for 

es of cabinets such as Kardex, Acme, 
eer, Wheeldex and Ledger Bookkeeping 
wire us for your needs, Stanley Goldmar 
3 N 

N 





KARDEX, ACME, P 
N VISIBLE Filing Equipme 


commercial Card Syster 





Jealers on sales or purchases. All 


Equipment 


le. Eversteel 


25 years. We buy and sell all 
tindex, Yawman & Erbe, Card- 
pment, all sizes. Write or 


19-81 Leonard St., New York 


TINDEX, ond 


r 30 ye Full cooperation 
equipment thoroughly rebuilt 
So., 135 Grand St., New York 
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O43 Press-“Time Gulletiu 


Late and Important News for Our Readers 





: CHICAGO GETS 1955 NOFA CONVENTION: Chicago has been selected as the site of the 
1955 National Office Funiture Association Convention. The dates are 
March 20 through March 23 at the Conrad Hilton Hotel. The announcement 
came from Bernard H. Nemlich, NOFA president who has issued a special 
plea for a record attendance. Reservations now are being accepted. 





THE McBEE COMPANY MERGES TWO DIVISIONS: H. C. Davis, recently elected president 

of The McBee Company, has announced the combination of the Binder Di- 

vision and the Accounting Equipment Division into one selling organi- 

zation. General Sales Manager E. H. Gibson, New York, will direct the 

activities of all McBee salesmen in the new unit. The McBee Company 

4 is a division of Royal McBee Corporation. The two companies recently 
were merged following joint approval by stockholders 








OTIS STEEL BACK IN PRODUCTION: The Otis Steel Corporation has resumed production 
after the disastrous fire which completely destroyed the company's 
r plant in Ellicottville, N. Y., last February. The new plant, rushed 
to completion, has approximately 30,000 square feet of space. It will 
employ the latest straight line production and the newest equipment, 
the company reports. The company will continue manufacture of their 
regular line of steel equipment. 








PEERLESS STEEL APPOINTS FIELD MANAGER: Peerless Steel Equipment Company recently 
appointed Leonard Rose field manager in northern Indiana, Illinois, 
Wisconsin, Minnesota, and St. Louis, Mo. His many years of experience 
and wide acquaintance in his new territory make him an ideal selec- 
tion, the company feels. 





ESTERBROOK PEN ELECTS ASS'T. TREASURER: George B. Detwiler has been elected 
assistant treasurer of the company, it was announced by the Board of 

1. Directors of the Esterbrook Pen Company. Mr. Detwiler joined Ester- 
brook in 1938. He also will continue his duties of purchasing agent. 








DONIE DESK SUFFERS BIG FIRE LOSS: The entire plant of the Donie Desk and Manufac- 
turing Company was completely destroyed by fire July 23. The company 
States that plans now are being drawn for a new plant and that it ex- 
pects to resume production within the next 60 days. 








ARNOT JAMESTOWN COMPLETES SALES CLINIC: The Arnot Jamestown Division of the 
Aetna Steel Products Corporation has completed sales orientation meet- 
ings in Montreal and Toronto, briefing Canadian office furniture deal- 
ers on the company's patented movable packaged private offices. The 
I units were recently introduced to Canada by the firm. 





JOHNSON CHAIR SHIFTS CHICAGO OFFICES: The Johnson Chair Company recently se- 

lected new office quarters and effective Sept. 1 will be at home at 

e- Room 7109, The Merchandise Mart Bldg., Chicago 54. The company for- 
“ merly was located at 4401 W. North Ave., Chicago. 





CLARY BRANCH AT NEW ADDRESS: The San Francisco factory branch sales office of the 

Clary Multiplier Corporation will occupy new and larger quarters at 

“ 48 Second St., on "Office Equipment Row." The change became effective 
oF Aug. 15. 


BUTLER PAPER NAMES GENERAL SALES CHIEF: Butler Paper Corporation recently ap- 
= pointed J. Edward Conlon general sales manager. It was announced he 
will be in charge of the Butler display at the NSOEA Convention. 
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State of the Vudustry 


& Protest Against Imitations. A strong protest against 
manufacture and exportation by Japanese manufac 
turers of imitations of American-made fountain and 
ball point pens and mechanical pencils has been 
entered by the Fountain Pen & Mechanical Pencil 
Manufacturers’ Association, Inc 

Frank L. King, executive vice-president, on July 15 
wrote the Secretary of State. Ti mmunication 
stated in part: 

“These imitations are deliberately 
duplicate the appearance, trade names and trade 
marks of many of the pens and pencils produced by 
domestic manufacturers. Inferior in quality and func 
tional capability, the Japanese imitations are prov 
ing to have a definitely damaging effect upon 
good reputations of American manufacturers of 
better-quality products. This is of serious concern 
to an industry like ours in which foreign trade plays 
such a vital economic role 

“It will be greatly appreciated if you will advise 
this Association as to any steps which may be taken 
by our Government or by this industry to prevail 
upon these Japanese manufacturers to desist from 
their unethical and opprobrious practice of imitating 
American - made mechanical handwriting instru 
ments.” 


designed tc 


@ Fair Trade Fight Goes On. There increasing 
evidence that American retailers and manufacturers 
alike are determined to fight for the enforcement of 
Fair Trade practices. 

Recently, for example, the National Retail Hard 
ware Association set up a long-range program 
under which it will receive and analyze complaints 
determine whether Federal, State or municipal laws 
were violated; advise dealers as to possible action, 
and so forth. 

W. A. Sheaffer Pen Company has announced that 
it has obtained a court injunction forbidding 
Schwegmann Bros. Giant Super Market of New 
Orleans and four eastern retailers to sell Sheaffer 
merchandise at prices below those fixed in Fair 
trade contracts. 

The Schwegmann Bros. firm has figured very 
prominently in Fair Trade headline news in this 
country, having tested the Louisiana state law all 
the way to the U. S. Supreme Court before losing 
the decision. 


@ Beware of Unlabeled Products! In a recent circular 
the Safe Manufacturers National ociation called 
attention to the appearance on the market of prod 
ucts of “very doubtful fire or burglary protective 
qualities.” They are described insulated’’ in 
what many informed persons believe to be a deliber 
ate effort to imply protection which in reality does 
not exist. 

The SMNA says that the claims have 
tion in fact and urge dealers and c 


no founda- 
umers alike 


10 


to insist that the products purchased for protection 
urposes carry either the label of the Safe Manu- 

facturers National Association or that of the Under- 

writers’ Laboratories—or both. The advi vic e is sound. 

Following it could prevent the development of a bad 
State in the Industry.” 


® Nation's Total Output at High Level. According to 
Nation's Business,”’ production in the United States 
is running at the annual rate of $358,000,000,000. 


rT] 


That is slightly lower than 1953 and somewhat better 


2) 


The reasons given for the drop are that production 
lags behind sales and there has been a substantial 
cutback in the outlay for national defense. On the 
other hand, personal consumption expenditures are 
her than they were a year ago. 

s to be much evidence that 
In order tc 


ir general 
ction at 


here see 
>conomy is on a sound basis 


= 

ull business and industry must have the products 
f the office gp gener and supply industry. The 
prescription is alert and a 


ygressive sel lin ae 








This Month— 


pages 13 and 14. Two mticle that deserve to be called 
Classics” are re pr inted on tl pages from past i 

FI "ICE APPLIANCES. Titled "M lern 
I ince of Commerce he re 
illuminating delineations of industry and salesmanshi 
also a clear indication that the principle f 

e changed little, if any 

pportunities for selling systems and supplies 
eat—and often neglected. The writer of this 
rticle speaks with authority and reveals some new avenue 





to profit 
Page 24. Office machine dealers will find this article particu- 





y sti ng. It is concerr t blems o 
personal 1 with customer which, if 
ile yht, make the selling machine ich easier 
Page 40. Are furniture dealers getting ulcer If they have 


becon in ccupational” disease, here are me sugges- 
tions for cure or prevention 


Next Month— 


wl = agree with Zenn Kaufman that there isn’t a good 
man in America who doesn't want to be a 





Th t hy - we're launching a new feature written expressly 
men. It's called “Over The Fence.” 

The Fence” will be written for Office Appliances by 

zenn Kaufman whose current series of articl n Showman- 

In Business has proved so popular with our readers 


introduced to the industry at the NSA Convention in 
1952, his ideas have sparked many of our r 
their promotional effort. 
juarantee you that if you read the first installment of 
“Over The Fence,” in the October issue, you'll become a 
I 





‘ 


der of this new featur: 








aft Sf te xi 383 of 


inc 


de 








Step Promotion UP, not Down June, 1953. The latter decision, in the Lilly-Schwegmann 
case, upheld the constitutionality of fair trade under the 


Although generen penne pene pen oe De McGuire Act. It was this decision which the U. S. Supreme 
proving and confidence in the future is at a high level, total ¢ : ; . 

: : ourt twice refused to review in the fall of 1953, thus 
volun wn @ bit trom the highest pecks ane come leaving intact both the Fifth Circuit and Old Dearborn 
individ firms may be experiencing a falling away of date 
markets. Too often, in these circumstances, business execu- y ee 
ete the name of economy, cut advertising and other Two test cases are now pending in lower Federal courts 
‘idle tion expenditures. There are a number of on the question of whether mail order operators in non-fair 
on this is not only poor economy but also the trade areas are prohibited, under the McGuire Act, from 
statin 9 » of enuuil Seles Gan violating the fair trade laws of other states. The Federal 

District Court of Maryland and the New York Court of 
For example, advertising preserves the reputation of a Appeals have already ruled that, under the McGuire Act, 
company and its merchandise. Unless a business advertises mail order operations violating fair trade prices cannot be 
regularly, buyers may shift to competitors. And, even during carried on between states with folr trode tewe. 
ey there te © ROW Gene tae oe In two states—Florida and Michigan—high state court 
making, prospects who need to be told about the firm and . : . p 
Bs eroducts ond ules. rulings have invalidated the non-signer clause but they 
have also upheld the use of signed fair trade contracts. 
World War Il provided a perfect laboratory for testing Four high state courts—those of California, Delaware, 
argument and against advertising when normal buying New Jersey and New York—have upheld the constitutionality 
nea terrupted. The arguments in favor of adver- of their state fair trade laws under the McGuire Act, passed 
tising won hands down. by Congress in 1952 to restore the effectiveness of fair 
During the war car and truck makers kept pounding trade in transactions involving interstate commerce. 
away at advertising even though they had little or nothing Test cases are now pending in three states—Arkansas, 
to sell e manufacturer told of the joy of owning a car. Nebraska and Pennsylvania—on the constitutionality of the 
Another talked about putting America on wheels. When statutes under the McGuire Act. Pennsylvania is one of the 
cars we vailable again, sales were tremendous. 16 states whose high court upheld the constitutionality of 
Some companies, on the other hand, stopped adver- the state act before the passage of the McGuire Act. 
tising dur World War Il and later regretted it. In one The arguments about fair trade laws, pro and con, have 
case, the maker of a nationally known product suddenly been presented in these columns on a number of occasions. 
found a brand new competitor filling the advertising and The legal validity of the laws is being proved slowly but 
sales promotion vacuum. Shortly after the war, the new surely. It would appear that there are definite and mutual 
company’s sales ranked third in a closely competitive field, advantages to all concerned—maker, seller, buyer—when 
even though it had just begun to make the product. the rules of fair trade are made applicable to all in the 
During the 1949 downturn in business, the sales man- distribution pattern. ae 
ager of one of the nation’s biggest handware makers ad- 
vised b ssmen as follows: “Don’t pull in your sales 
horns and draw the merchandising blinds. Don’t acquire Make Full Use of Your Sales Force 
the retrenchment fixation. Let us not lose by default the 
sales opportunities of the day when the sisted aia In a recent address before a trade conference of gift 
rupted | n production and distribution will be in full item retailers, C. Virgil Martin, vice-president and general 
swing ag manager of Carson, Pirie, Scott & Company, Chicago 
department store, said that retailers looking for some means 
to check declining sales may have the solution in their own 
stores in the form of untopped selling ability. 
The Status of Fair Trade Laws Because Mr. Martin's suggestions are equally applicable 
Since t advent of fair trade in 1931, a total of 16 — Ree qa ee wey Tey ee 
high stat rts have upheld the constitutionality of their 
states’ f rade laws to restrain unfair competition, ac- 1. Know that the sales people understand why fa 
cording 1 ew report on the status of fair trade statutes, bought the goods = did ond way a buy them. 
published by the Bureau of Education on Fair Trade, of 2. Foster teamwork. 
which D W. Dargavel is chairmon. 3. Inform sales personnel of future plans, what you as 
The | leral court decisions of fair trade, the report a merchant are trying to do in the community, 
points out » the Old Dearborn decision of the U. S. 4. Determine what methods are used by the best sales- 
Supreme 't in 1936 “in which the Court unanimously men on your staff and encourage the others to follow suit. 
upheld th nstitutionality of the state fair trade laws 5. Adopt the principle of “easy does it” in developing 
including the non-signer provision of these laws,” and the better sales performance. Start with people where they are 


decision of the Fifth U. S$. Circuit Court of Appeals of and not where you think they should be. 








7. Opportunity 
Unlimited 


From the moment of its dis- 
covery America has been a land 
of opportunity. Out of the ex- 
aggerations of the Sixteenth Cen- 
tury description came the great 
good of dreams and plans of 
men to inhabit a country where 
the future was determined by the 
individual, where the opportuni- 
ties for personal advancement 
were seemingly unlimited. Under 
the impetus of such hope the pat- 
tern of the American Way began 
forming. 


At first there were no written 
rules. Some confused freedom 
with license; more recognized the 
need for some restrictions that 
would guarantee for all! an 
equality of opportunity. Thought- 
ful men with the ideals of human 
brotherhood firmly imbedded in 
their hearts and minds won the 
initial battle of the ever continu- 
ing war to afford men of good 
will conditions under which they 
may achieve the goals they have 
set for their lives. 


Resident in mankind is the pre- 
cious factor of individuality. No 
two people are exactly alike, yet 
out of that great diversity has 
come co-operation, adjustments 
that permit the greatest good to 
the greatest number. That is the 
American Way. It is maintained 
by such regulation as may guide 
and stimulate willing and fair in- 
dividuals, and restrain or punish 
the unwilling and unfair ones. 
Thus, a grocer is under obliga- 
tion to maintain sanitary condi- 
tions and have accurate scales, 
but he is not required to continue 


THE AMERICAN WA\ 


as a grocer if he wishes to be a 
violinist or a cabinet maker. 


America makes available to 
her sons and daughters more 
than they ask. The goal is un- 
limited, providing the price is 
paid—the price of integrity, self- 
discipline, study, work, determi- 
nation to succeed, and a willing- 
ness to help others on the road 
to the goal. 


Under the American Way men 
have recorded “fantastic” accom- 
plishments. John C. Sparks, who 
says the freedom to try is the 
most important American free- 
dom, wrote in a recent “Clipping 
of Note,” published by The Foun- 
dation for Economic Education, 


Inc.: 


‘Let us suppose you had lived 
in 1900 and somehow were con- 
fronted with the problem of find- 
ing, within 54 years, a solution 
to any one of the following 
problems: 


‘1. To build and maintain 
roads adequate for use of 
conveyances. 


“2. To increase the average 
span of life by 30 years. 


“3. To convey instantly the 
sound of a voice speaking at one 
place to any other point around 
the world. 


“4. To convey instantly the vis- 
val replica of an action, such as 
a Presidential inauguration, to 


homes all over America. 


“5. To transport a person from 
Los Angeles to New York in less 
than four hours. 


“6. To build a horseless car- 
riage of the qualities and ca- 
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pabilities described in the 1954 
advertising of any automobile 
maker. 


“Without much doubt you 
would have selected the first 
problem as the easiest. The others 
would have seemed much too 
fantastic. 


“Now, 54 years later, let us 
see what has happened. Has the 
easiest problem—building ade- 
quate roads—been solved? No. 
Have the ‘fantastic’ problems 
been solved? Yes. 


“This accounts for the ‘fan- 
tastic’ accomplishments. Govern- 
ment did not pre-empt these ac- 
tivities. Instead, they have been 
left to free, uninhibited, creative 
thinking. Millions of man-hours 
of skilled, inventive thought have 
been at work. And the end is 
not yet.” 


In the 700 years from 400 A.D. 
to 1100, there was practically no 
economic progress. During the 
following 800 years considerable 
advance was recorded. From 
1900 to 1954 the movement has 
been tremendous, more than 
equaling all of the achievements 
of previous history. In America 
individuals have contributed 
more and shared more in the 
rewards of accomplishment than 
in any other place on earth. 
Within the boundaries of fair 
conduct, opportunities have been 
and will continue to be unlimited. 


(Extra copies of “The American Way” avail- 
able at following rates: Single copy, $0.05; 
25 copies, $1.00; 100 copies, $3.00. 


Next Month — 


“American Capitalism” 








7 


> 
, 


“ 


ww 


Ww 


-—- OO ae =e Vas Yaw Ww 





Samples Selected 
from Offerings 


th rough 50 Years 





CLASSICS among 
OA FEATURES 


Modern Technique in Selling 


W. D. M. Simmons 


@ IN HIS recent book, “Frontiers of 
Trade,” Dr. Julius Klein, for many 
years the head of the Bureau of Foreign 
and Domestic Commerce at Washing- 
ton, says 


“The talk of return to pre-war nor- 
malcy is but idle chatter. Though the 
levels of 1913 have been reached and 


in some cases passed, the struggle in 
the course of that attainment has 
evolved entirely new methods, new con- 


ditions and new results which have 
made utterly impossible any reversion 
to the industrial medievalism of the 


pre-war years.” 

New methods, new conditions, new 
results. And not the least among them, 
by any means, a new conception of sell- 
ing, both in its relation to the market 
and to the industry itself. 

There are not wanting, of course, 
prophets of woe and professional alarm- 
ists who see in the new conditions only 
the symptoms of a coming industrial 
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A Discussion of Current Sales 
Methods as Contrasted with 
Those of Earlier Periods— 
Reprinted from the Twenty- 
fifth Anniversary Issue, 

June, 1929 


By W. D. M. Simmons 


Underwood Typewriter Company 
(Now Underwood Corporaticn) 


crisis. On the one hand they see what 
they think is a wild orgy of mass pro- 
duction, controlled only by the impulse 
to turn out an ever greater volume of 
product; and on the other, an equally 
unrestrained orgy of “high pressure 
salesmanship,” striving desperately to 
force a reluctant market to absorb this 
ever increasing volume. Given such 
simple conditions, it is easy enough to 
foresee disaster in the ultimate or even 
proximate saturation of the market, and 
the conclusion (granting the premise) 
is logical enough. 
Crisis Is Past 
What these observers fail to detect, 
however, is the fact that the crisis they 
are so confidently predicting is an ex 
post facto crisis: a cataclysm that has 
come and gone. It arrived considerably 
in advance of their calculations, in the 
late fall of 1920, and it is mainly in the 
years that followed that the new 
methods and new conditions referred 
to by Dr. Klein were evolved. The 
fault with most of the critics of modern 
industrialism is that they so uniformly 
fail to perceive this fact, and tacitly 


assume that business is still groping in 
the twilight of “industrial medieval- 
ism.” 

“High pressure salesmanship” is a 
name to conjure with, to be sure; but 
it is highly important to know exactly 
what you mean by it. To assume that 
it still means what it meant in 1913 er 
1920 is to overlook what is probably the 
most important evolution in recent busi- 
ness history. 


Selling Is Spirited 


Modern selling is certainly no less 
aggressive than it was in those far-off 
years before the Battle of the Marne; 
it is no less spirited and no less persist- 
ent. It still uses the vocabulary derived 
from the battlefield, and outwardly its 
attributes have not measurably been 
changed. But its aggressiveness, its 
spirit and its persistence are directed 
with a different ultimate object in view, 
and its relations—both to the market 
and to the industry—have so changed 
as hardly to be recognized by a sales 
manager of the old-time slave-driving 
and slave-driven type. That type of sales 
manager already belongs to ancient his- 
tory, though those who judge selling 
only by such externals as are visible 
from a study window or a college class- 
room may have some difficulty in per- 
ceiving it. 

The history of selling, if the term is 
permissible, divides itself readily enough 
into three periods. First, the period of 
market conquest, when the object was 
to exclude all rivals by virtue of a mo- 
nopoly, sustained if necessary by force of 
arms. Thence ensued the era of market 
exploitation, when the public was visu- 
alized in terms of the fat-livered geese 
of the Pyrennes that are fed with a 
ram-rod; the period which ultimately 





gave birth to the “high pressure sales 
manship” that the critics talk about. 
The third period, which is marked by 
the development of the modern tech 
nique in selling, may reasonably be 
called the period of market conserva 
tion. We may take considerable pride, 
I think, in the fact that concerns in the 
office appliance industry were among 
the leaders in perceiving the wisdom of 
such a policy and in demonstrating its 
effectiveness. 

I use the term “market conservation” 
advisedly, because there are few major 
industries today in which the leading 
producers are not consciously endeavor 
ing to build up their markets, rather 
than to exhaust and saturate them. The 
effort is to adapt the product most 
closely to the special requirements and 
special conditions, and to promote the 
acceptance of new ideas which will in- 
crease the welfare and the prosperity of 
the market. The idea of a selling organ 
ization under the lash of an urgent 
necessity to dispose of the pyramided 
output of a production department gone 
wild belongs in the same pigeonhole 


The 


A Classic Story of the 

Origin and Development of 
Commerce Through the Cen- 
turies—Reprinted from 

the August, 1939, issue 

of Canadian Business and 

a subsequent issue of OFFICE 
APPLIANCES 


By W. McL. Clarke, F.1.C.S. 


® COMMERCE dates back to even 
before the dawn of history. Perhaps 
the first recorded trade and money 
transaction in the world was the pur- 
chase by Abraham of the cave and field 
of Machpelath, as a burial place for 
Sarah, his wife. A woman, too, was the 
avowed prompting of one of the most 
compensating trade missions of all 
times, for although the beauty of famed 
Helen of Greece led the Achaean chief- 
tains to sail across the Aegean in their 
high-beaked ships, it was really the 
treasure house of Troy that warranted 
this marauding expedition. It was be 
cause Chaldean women wanted precious 
stones and female help that ancient 
caravans went east to the great walls of 
China as many years before Christ as 
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with Louis XV’s writ of monopoly in 
the sale of Canadian beaver pelts, or 
Hannibal’s march across Europe to 
crush the commercial rivalry of the 
upstart Roman Republic. 


Times Have Changed 


Modern technique in selling bears 
the same relationship to the old system 
of market exploitation that scientific 
agriculture bears to the pioneer squatter 
who settled on a quarter-section of new 
land, exhausted its fertility, and moved 
on to another location. The fertility of 
land under wise and prudent cultiva- 
tion is exhaustless, and modern sales 
administration has learned that the 
same principle may be applied to a 
market. 

The selling policies of the leaders in 
all but a very few industries today are 
based upon this principle of conserva- 
tion and cultivation for the future as 
well as for the present moment. For 
the leaders of modern industry are 
broad-visioned and far-sighted enough 
to know that their own future profits 


we are after Him. It was because King 
Minos of Crete desired trade to bring 
him the things he and his court most 
coveted that he put 
Lydian eyes sparkled when they saw 


down piracy. 
the glint of the first gold coins, an in- 
vention which was just as important as 
the gold discoveries of California, the 
Klondike, Australia and the Rand and 
which signalizes, in fact, one of the 
chief legacies of the ancient times to the 
progress of the world. 

Commerce, therefore, is older than 
history. This we know because archae- 
ological discoveries reach back into the 
past, far beyond the time of the earliest 
historians and show us the immense 
antiquity and romance of trade. 


Sights Fire 

In 1492, Columbus, in the service of 
the King and Queen of Spain, gazing 
forward over the waters of the un- 
charted Atlantic which he had been 
traversing for many weeks in_ his 
diminutive Caravels, espied in the dis- 
tance, through the darkness and the 
mist, a light of what was doubtless a 
glowing fire of native Indians or Caribs 
on one of the Bahamas. America was 





(indeed, their own future survival) de- 
pend inexorably upon the continuing 
growth and development (in a word, 
the prosperity) of the market. Unless 
the market prospers it cannot go on 


buying, and to make a sale which does 
not contribute positively to the welfare 
of the buyer is to incur a liability. Over- 
loading a retailer with a stock of mer- 
chandise so great that it slows down 
his turnover, or forcing the sale of 
equipment which cannot result in a 
profit to the purchaser, simply results 
in cutting down the purchasing power 
of the market on which the seller must 
rely. And conversely, the sale which re- 
sults in increasing the buyer’s efficiency 
and the buyer’s profit enables the buyer 
to grow and expand his requirements 
indefinitely. 

Modern technique in selling does not 
embrace the sordid task of ramming the 
surplus output of production 
down reluctant throats. On the con- 
trary, it is devoting itself to the promo- 
tion and the cultivation of the myriad 
human activities that contribute to gen- 
eral comfort, welfare and prosperity. 


mass 


Romance of Commerce 


discovered and the cornerstone of 
Spain’s Colonial Empire was laid, with 
its treasure galleons, buccaneers and 
lavish opulence. This original adventur- 
ing and the subsequent pillaging of the 
Inca and Aztec empires was romance 
and yet behind the romance was the 
lure of trade. 


India Was Goal 


Columbus set sail not to find a new 
world but to reach India and to bring 
the gems and spices of the storied East 
to Europe by a water route which he 
believed would be more accessible than 
the old overland and long distance cara- 
van road across the mountains and 
deserts of Central Asia. It was a similar 
desire to trade with the Far East that 
sent the captains of Prince Henry the 
Navigator to explore the coast of West 
Africa, seeking sea lanes for their ships 
to the fabulous lands about which 
Marco Polo had written. Visco de Gama 
rounded the Cape of Good Hope to 
secure the riches of the Orient for his 
master, the King of Portugal. Jacques 
Cartier, drawn by the same lode-stone, 
sailed into the Gulf of St. Lawrence 
and explored the shores of the Baie de 
Chaleur. Samuel de Champlain, ascend- 
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ing the St. Lawrence River more than 


three centuries ago, still sought the 
magic path of Lachine. Hudson, with 
the same hope of finding the Northwest 
Passage to the Spice Islands, was set 


idrift by his own crew in the bay that 


bears his 1 e. Drake’s world cruise in 


the Golden Hind was undoubtedly the 
most brilliant piece of seamanship ever 
accomplished by an English navigator; 
but it also marked an epoch in com- 
mercial history, as his gallant piracy 
proved that the Spanish and Portuguese 


trading monopolies could be frustrated. 
Trade has ever been the forerunner 
y. It has also been the hand- 


ulture and civilization. Lit- 


of discot 
maider 
erature, painting, sculpture and the fine 
arts must all pay tribute to commerce 
and benefactor. The 
ommerce have wafted the 
Argosies have pre- 
with those tangibles which 
standards of living. 


as its sponsor 
winds of 
seeds O}F science, its 
sented me? 


retoucn 


New Era Born 


The first use of money marks an era 
n the history of commerce. In fact, it 


is the beginning of commerce as we 
know it. It seems now but a simple 
piece of igination on the part of the 
grazer in that early darkened land of 
the world—the Euphrates Valley—who, 


tired of goading his slow ox to and fro 


} 


among his neighbors until he could 


trade it for corn or oil, took a bit of 


leather and scratched on it the outline 
of an ox—in Latin, Pecus—and called it 
Pecuia or money, which these pastoral 


people came to accept for their produce 


as the leather represented value. Yet 


it was in this primitive way that barter 


was supplanted by money as the me- 
dium of exchange. In due time, the 
leather money became golden and later 
paper and credit instruments were 


established. The imaginativeness of the 


Babylonian farmer was romance. 

\fter the collapse of the Roman Em- 
pire, international trade lapsed in the 
Dark Ages, reviving again with the 
Crusades which stirred the whole Euro- 
pean world and opened trading avenues 


again with the Near East and the Medi- 
terranean. Trade was still mainly in 
articles of luxury for the wealthier 
classes. Guilds supervised the crafts and 
developed the retail trade. The power- 


ful Har sx 


League, formed from the 


towns of North Germany, emerged to 
suppress robbery on the roads and 
piracy at sea, thereby developing com- 
merce. In Bruges, for instance, the 
League pied a most important posi 
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tion, where the merchants of Northern 
Europe and the Mediterranean came 
into direct contact for exchanging Eng 
lish wool and Flemish cloth. Even in 
London this League had a settlement 
called the “Steel Yard.” The Mediter 
ranean trading area was yielding its 
importance to the North Sea and the 
Atlantic, which deflection was accele- 
rated by the rivalry between England 
and Holland. With the launching of 
the great trading companies of mer- 
chant adventurers, trading into the 
Levant, the East Indies, Muscovy or 
Russia, commerce took on what we 
may term an international character. 


Industry Develops 


Modern commerce did not make its 
appearance until the beginning of the 
19th century. The fact that so much 
importance at this time was attached to 
the trade in sugar, tobacco and tea is an 
indication of the change which had 
come over long distance trade. Com- 
merce was now supplying the neces- 
saries of the many, rather than the 
luxuries of the few. Since these indis- 
pensables were only to be obtained in 
exchange for other goods, the increas- 
ing demand promoted other industries 
in the countries. England, 
which had attempted to use Colonial 
staples in order to become a nation of 
shopkeepers, found herself converted 
into the workshop of the world, and 
her own and our present economy was 
foreshadowed. 

A series of mechanical inventions 
such as the steam engine, the spinning 
jenny, and the power loom, swept away 
industry and brought into 


SOLDEN | 


trading 


domestic 


Douglas Box 


JOHN D. BOX, LTD., 
12 & 2 Duke St., Brighton 1, England 


"| hope to be spared to see many more 
ssues of O.A. It 


but a source of inspiration; it re- 


is not only a mine of in- 
formation 
kindles in this veteran some of the flaming 
declared Douglas Box 
or of John D. Box, Ltd., in 


enthusiasm of youth,” 


managing direct 


etting forth some historical notes concern- 
ing the business. It was founded by his late 
father. John D. Box. in 1890, when he se- 


existence the modern factory system. 
Men no longer worked in their cottages, 
turning out a complete product, but 
were employed at only a single opera 
So industrial society 
was organized in accordance with the 
principle of the division of labour, The 


production of goods was expanded to 


tion in a tactory. 


such an extent that they could no 
longer be consumed in the home mar- 
ket and had to be sold abroad. Al- 
though England was the first to enter 
this stage of international economy and 
hence of world marketing, this indus- 
trial phenomenon gradually extended 
itself among the Western States of 
Europe. 

Would be leaders of the people some- 
times condemn the capitalistic system 
and all its works. How shockingly 
ignorant they are of the onward move 
of events. “The thoughts of men had 
widened with the process of the suns.” 
Business men, generally, are not the 
cafe dwellers so many rantings would 
have us believe. A hundred years has 
seen, industrially, the abolition of 
slavery, the freeing of children from 
exploitation, the voluntary development 
of pension, old age and workmen’s 
protection, the partial clearing of slums, 
the spread of sanitation, the setting up 
of factory codes, the advance of mini- 
mum wages, holidays with pay, of the 
shortened week, of plant councils, of 
capital-labor co-operation and, in short, 
of the pouring out of the milk of 
human kindness. The distance we have 
traveled along the Samaritan road of 
good will and of effective social happi- 
ness is a story of intense romantic 
interest. 


BALLERY 


cured the Remington agency which the firm 
has held ever since. 

Mr. Box has completed 50 years with the 
rganization, having joined it after leaving 
school in 1904. His co-directors, two brothers 
and sisters, each with a record of more than 


45 years, are still actively engaged with him 
aap Mar Areal 

"Before Damon Runyon's star had risen 
and when O. Henry was the chronicler of 
Bagdad-on-the-Subway paid my first visit 
to the United States,’’ says Mr. Box. "Il see 
from my diary that during a four-days’ stay 
n Chicago | called at the office of O.A. and 
saw Evan hnson. That was on Auaust 9, 
1909. 

My diary also records that while in Chi 
cago | v ted the we rkship of Jo hn C. Wahl 
n Ohio St. | found him in the throes, of 
perfecting his adding attachment for type 


writers—the forerunner of the Reminaton ac 


c ntina machine 
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“Bouquets am 


® MANY friends in the trade—man 
ufacturers, dealers, 
taken time to write us concerning their 
reactions to our Fiftieth Anniversary 
issue, published in June. Some excerpts 
from those deeply appreciated “bou 
quets” follow: 


salesmen — have 


For that most important and indis- 
pensible commercial publication in its 
50 years of continued success come our 
most expressive congratulations. 


Guatco y CIA 
Buenos Aires, ARGENTINA. 


I have read a small part of the June 
1954—S0th Anniversary issue of OF 
FICE APPLIANCES. To go through 
the balance of the magazine in a nor 
mal sort of way is going to take my 
spare time for several days to come. 


I have looked at many of the pages 
and read some of the articles enough 
to realize that you and your staff are 
to be highly complimented and con 
gratulated upon the production of this 
wonderful 400 page number. 


It is staggering to realize the amount 
of work necessary to prepare this book 
and to put it together. I think every 
individual connected with your efficient 
organization should receive a special 
pat on the back. 


Stories authored by many promi 
nent people, the foreign section, the ad 
vertising and the news are of the 
highest character and well edited. 
There are so many more things to say 
in the way of praise but I feel you 
know that my compliments are from 
the heart and that I marvel at the 
fine job you have done. 


H. P. Rockwell, 
YAWMAN AND Erse Mec. Co., 
Rocnuester, N. Y. 


More than a few stalwart ABP mem 
bers have celebrated golden anniver 
saries, symbolizing the enduring quali 
ties of a soundly edited businesspaper. 
Latest coming to my attention is OF 
FICE APPLIANCES, and John Gil 
bert and his team turned out a splendid 
50th birthday (June) number. Brows 
ing through it, | came upon an edi 
torial aptly titled “Epilogue .” from 
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which I quote this eloquent bit: “Has 
the purpose of OFFICE APPLI- 
INCES, enunciated 50 years ago, been 
served? Does the record indicate 
achievement? From honest minds 
comes the answer, ‘Not up to highest 
potentials. Much remains to be done.” 

Moral: There'll be no decay when we 
wind up a fine job by asking if it was 
good enough. 


William K. Beard, Jr., 

THE AssociATED BusINEss 
PUBLICATIONS, 

New York, N. Y. 


My sincere congratulations on the 
splendid Fiftieth 
tailed coverage of your paper during 
the last half century. This issue is be- 
ing preserved as a reference book and 
I! am sure that all of your readers 
greatly appreciate your efforts in giving 
them not only this one issue of out- 
standing value but the month-to-month 
copies that come to our desk. Again 
congratulations and may your 75th and 


inniversary and de- 


100th Anniversaries be equally success 


ful. 


J. S. Luckett, Sr., 
THe Luckett Loose Lear, Limirep, 


Toronto, CANADA. 


Leafing and reading the 400 pages 
of the 50th Anniversary number of 
what we all recognize as the best trade 
magazine in this country was a pleas 
ure. Ouite honestly, I have no suitable 
words to express my thoughts as to 
its real worth. To me it's a splendid 
tribute to just plain know how and 
brains, and my heartfelt congratulations 
go to you and your splendid team. 


James R. 


30sTON, MASSACHUSETTS. 


Armington, 


My review of this issue (Fiftieth 
inniversary) has been very insufficient 
but certainly enough to have a measure 
of appreciation for the wonderful 
amount of fine material you have put 
into it. Won't you please extend my 
congratulations and good wishes to 
your entire staff? 
Earle F. Opie, 
WEBER CosTELLo Co., 
Cuicaco Hetcnts, Iv. 


Your June edition of OFFICE AP 
PLIANCES is an outstanding piece of 
work and a splendid achievement of 





which you may well be proud. 


Sterling Lord, 
Tue Leopotp Co., 
BurLINcTOoN, Iowa. 


| want to congratulate you on the 
Anniversary Issue of OFFICE APPLI- 
ANCES. It was magnificent and you 
should be very proud of it. 


W. Neill Stewart, Sr., 
STEWART Office Supply Co., 
Dattas, TEXAs. 


My sincere congratulations on your 
50th year anniversary publication of 
OFFICE APPLIANCES. 

This is indeed a remarkable piece 
of work of which you and your fine 
staff should be justly proud. 

There is so very much good material 
of information and history in this issue 
that I haven't been able to, as yet, en- 
tirely read the complete unit. 

I certainly would be remiss however, 
if I did not take the time to let you 
know that I sincerely appreciate your 
fine effort; and I'm sure that every 
member of our association and every- 
one of your subscribers are deeply 
grateful to you for this 50th year pro 
duction. 

William E. Goff, 
“Britt” Gorr, Inc., 
MapIson, WIsconsIN. 


May we congratulate OFFICE AP- 
PLIANCES upon your Golden Anni 
versary? 

The handsome June issue combines 
editorial and typographical excellence 
to an unusual degree and impressively 
reflects the loyal and aggressive spirit 
of the men who make up your or 
ganization. 


E. A. Buten, 
IMPERIAL Metuops Co., 
Forest Park, ILL. 


When I received and read your 50 
year anniversary edition | was amazed 
and astounded. I couldn't believe it 
was possible to gather together so much 
factual information and boil it down 
to magazine size. How you did it in 
the interim of getting out your regular 
monthly issues, is the astounding part. 
This all refers to the physical side, the 
planning must have been a herculean 
job in itself. 

My sincere congratulations! 


Hart K. Johnson 
Kansas City 24, Mo. 
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The Hotel Market 





and the Office Appliance 


Dealer 


@ THAT VOLUME of business alone 
does not mean a profitable enterprise 
is no secret to the office appliance 
dealer. He knows that profits will be 
sharply curtailed unless costs are 
strictly supervised, tight controls main- 
tained and efficient record-keeping pro- 
cedures employed. 

Dealers 


chines and supplies would do well to 


specializing in office ma- 


stress these facts in their 
sales activities. And—since the more 
the dealer knows about his customer’s 
working requirements and habits, the 


constantly 





is equipped to sell and serve 
examples how the 
the industry benefit the 


better he 
him—here are 
products ol 
hotel and institution field. 

To help such operators increase the 
efficiency of their office procedures, re- 
duce costs and save on time and labor, 
manufacturers have developed over the 
years a wide range of machines and 
suitable for use in that par- 


ticular market 


equipme nt 


Every Job Covered 


In fact, appliances are available to 
do every conceivable office job, includ 
bookkeeping, adding 
ig, dictating, duplicating, 


ing accounting, 
or calculatir 
controlling inventories, checking on 
tood and beverage operations, guests, 
and so forth. These appliances are 


available almost unlimited variety 


ol types and sizes and range in cost 
to the operator from a few hundred 
to many thousands of dollars. They 
are designed for both small and large 


operations 
But ne itter what the office opera 


tion, there is a machine to do the work 
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Modern business equip- 
ment is needed in a hostelry 
such as the Hotel Vancouver 
to maintain the efficiency of 
record - keeping procedures. 
The office appliance dealer 
can do much to curtail the 
flow of paperwork facing 
today’s innkeeper, often more 
demanding than his guests. 


faster and more efficiently than by hand 
methods. The problem for hotel man- 
agers and administrators of institutions, 
then, is not so much to find a suitable 
machine but to decide whether a par- 
ticular piece of equipment is a sound 
investment. Here is where the office 
appliance dealer can prove extremely 
helpful in providing proper guidance. 


Consider Needs 


Factors to be considered include the 
initial cost, the volume of work to 
be done and the savings which can be 
expected in time and labor. This is a 
problem which must be solved, of 
course, by the individual operator based 
on his own needs, requirements and 
methods of operation. There is no cut 
and dried formula. 

Since each operation must be con- 
sidered separately, whether it be a ho- 
tel, hospital or institution, many man- 
ufacturers of business machines and 
equipment, and their dealers, tailor 
their recommendations to suit indi- 
vidual requirements. 

Most large hotels and institutions, of 
course, are already making good use 
of all types of office machines. Some 
of this equipment is costly and not 





feasible for the small operator; but 
when the right kind of machines are 
chosen they can be of great help in 
small and medium-sized enterprises, 
as well. 


Aware of the benefits from the use 
of office machines of various types, 
one operator of a medium-sized hotel 
has, as his biggest and most costly 
piece of office equipment, a combina- 
tion cash register and accounting ma- 
chine at the front desk. This machine 
provides him with complete control 
over incoming cash and receipts, classi- 
fies charges into different departments 
as well as providing his guest with a 


*neat printed receipt. It also handles 


all his bookkeeping chores. 
Has Complete Control 


A detailed audit strip locked inside 
the machine records every transaction 
and cannot be altered. In other words, 
the equipment thus gives him com- 
plete control over every transaction in- 
volving the hotel operation. 

While such pieces of equipment are 
necessarily costly in the initial purchase 
stage, depending on construction and 
number of totals they contain, the in- 
vestment always proves worthwhile in 
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view of the control provided—an as- 
pect most dealers do not find it too 
difficult to get across. 

In the medium-sized hotel range of 
prospects, the appliance dealer will find 
that time stamps and attendance time 
recorders imay also be used to good 
advantage. 
machine should be offered for front 


One such time stamping 


desk use so that when a guest reg 
isters, his registration card may be 
immediately stamped with the time of 
his arrival. 


Record at Hand 


This procedure is also followed when 
the guest checks out so that the length 
of the guest’s stay at the hotel is al 
ways accurate and readily available. 

Another time stamp machine should 
be recommended for location at the 
food checker’s desk in the hotel kitch- 
en. Here it can mark the exact time 
on waitresses’ checks and on orders for 
room service. In this way, if there is 
any delay in filling a guest’s order, re 
sponsibility for the delay can be read 
ily fixed. An attendance time recorder 
should be urged for use in indicating 
the time that hotel employees spend 
at work. 

The cash register is another business 
machine serving a number of useful 
purposes in the average hotel’s food 
checking operation. It will print the 
price of each food item on the guest 
check. The dealer should point out that 
this operation forces a correct record 
because what is printed on the check 
is also added into separate totals locked 
inside the machine. These machines are 
made to give a three-way breakdown 








Accounting machines in today’s hotel provide a complete record of a 
guest's activity and purchases from moment of arrival to departure. Without 
such appliances, hotels would soon find their operations unprofitable. 


in sales. This may be by food, bever 
age and miscellaneous; by dining room, 
grill and room service, or by any other 
three divisions required. 

As a matter of dealer-interest, such 
cash registers may be adapted for a 
wide variety of uses in hospitals, and 
similar institutions. For hospital cafe 
terias, for instance, such registers will 
classify meals into cash sales and those 
provided to nurses in training, interns 


and others whose board and mainte 





Hotel lobbies such as this one may present an atmosphere of calm comfort 
but behind the scenes is a busy administrative office where those essentially 
strict, day-to-day cost controls are maintained through the use of the office 


equipment industry's inventiveness. 


nance is supplied by the institution. 
These registers will show the number 


of meals served for each classification. 


Others should be urged for the out- 
patient’s departments to record service 
fees and costs of medicines; in dispen- 
saries to keep a record of drugs pro- 
vided to wards or departments and doc- 
tors. One type of register is made with 
multiple drawers so that there is a 
separate drawer for each shift operat 
ing the dispensary. 

The office appliance dealer should 
also stress the use of modern electronic 
dictating equipment in hotels since they 
speed up the writing of memorandums, 
letters and reports. Managers will find 
that the use of such business units 


free secretaries for other work. 


Duplicators Needed 


Don’t overlook the market for du- 
plicators in the hotel and institution 
held: They have many uses in such 
enterprises. Like other types of office 
equipment there are various machines 
and processes available for mass pro 
duction of records, menus and forms. 
The dealer should examine and recom- 
mend the right type of duplicator and 
duplicating process, basing his decision, 
of course, on the nature of the work 
to be performed. As the dealer should 
be quite aware, there are five com- 

(Turn to page 27, please) 
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INTELLIGENT USE OF TIME 


by S. M. Babson 








S. V. Babson 


@ ALL MY BUSINESS life has been 
devoted to selling and to the problems 
of salesmenship. This has covered a 
period of 40 years, which is a long 
time in anybody’s book. During this 
period it is only reasonable to suppose 
that certain factors have been observed 
and particularly what it is that makes 
some salesmen so much more effective 
than others with equally attract've and 
persuasive personalities. It is my belief 
that the ement of TIME constitutes 


the salesman’s greatest asset. 


Time Is Master 


‘his inexorable ingredient in sales 
work is always on the march. We 
cannot shorten time nor can we bid it 
wait for us. As the saying goes “Time 
ind Tide Wait for No Man.” Time 
arches inevitably onward. Are we 
who sell the masters of time or are we 
the servants? Do we make time serve 
s or de hight daily a losing battle 
with the ock?” 
Let us consider for a moment, Mr. 
\. Sales Man. He can be an outside 
representative of a local retailer call 
ing On prospective buyers or he can be 
the tra r of a manufacturer calling 
on dealers. He can, if you please, be 
one of those ambassadors of commerce 
OA —9/54 


Bates Manufacturing Company 


who go trom house-to-house ringing 
door bells and hoping that the lady of 
the house is in a receptive mood. It 
makes no difference, time is ticking 
away relentlessly for each. 

Suppose we consider the salesman 
for a manufacturing concern, calling on 
retail trade and covering a fairly wide 
territory, say several states. We'll sup- 
pose our Exhibit A is making all told 
in salary, bonus or commission $8,000 
per year. At $125.00 per week for 
traveling or $4,000 per year his yearly 
expense to his company is roughly 
$12,000, or $1,000 per month. Now a 
month of 30 days has normally four 
Saturdays and four Sundays which in 
most lines are rather ineffectual days 
for selling purposes. Taking them out 
we have 22 days left. The usual vaca- 
tion and holidays with the pre-Christ- 
mas and the pre-New Year’s festivities 
reduce still further the effective selling 
time to 20 days per month. 


Time Eaten Up 


While eight hours is considered the 
normal work-day in our economy the 
effective working time for Mr. A. Sales 
Man is materially reduced. In many 
lines salesmen are loathe to call on 
buyers much before 9:15 or 9:30 in the 
morning or after 4:30 or 4:45 in the 
afternoon. There is a loss of an hour, 
and luncheon frequently takes another 
hour. But more important than these 
inroads on Mr. A. Sales Man’s time is 
the time loss between calls and in wait- 
ing for busy buyers to relax and listen. 
Figure up these further inroads of 
Father Time even in his most co-op- 
erative mood and you have a net ac- 
tual period for pure selling of four 
hours a day or 80 hours during the 
month at a cost to the company of 
$1,000 or in even numbers $12.00 per 
hour or $3.00 for every 15 minutes. 

[ feel sure that if salesmen would 


figure out their own cost per hour 
or per minute and would develop a 


The Salesman’s Greatest Asset 


consciousness of their cost that it would 
have a profound effect on their value 
to their employer and their own earn- 
ing capacity. How can this conscious- 
ness of the cost of selling time operate 
to make our selling day more effective? 

In many ways, obviously it would 
tend to cut down those observations 
about the state of the union, or the 
fight on the previous night’s television 
show which, while deluding the sales- 
men into a feeling that he is making 
a hit with his prospect, is usually hav- 
ing an opposite effect. But more im- 
portant than this, his consciousness of 
the value of his time will emphasize 
the vital importance of planning the 
day to get in the maximum amount of 
selling with a minimum amount of lost 
motion. It will point up the more 
effective use (but not abuse) of the 
telephone. It will be a constant urge 
to make that extra call or two which 
day after day spells the difference be- 
tween average and above-average per- 
formance. 


Affects All Salesmen 


While I have taken into account the 
salesmen who travel a territory for a 
manufacturer calling on the trade, the 
same basic principles apply to all sales- 
men. I suggest therefore that to each 
who sells, let him figure his individual 
cost per hour, or minute, and keep 
that figure everlastingly in mind, If 
he will do so, his value to himself and 
to his employer will both be enhanced. 


I cannot close these comments with- 
out a word about the buyer or pur- 
chasing agent. He, too, has his time 
cost. When this is added to selling cost 
the resulting figure of a conversation 
between seller and buyer is formidable 
indeed and far greater than either par- 
ticipant would suppose. If buyers will 
apply this same yardstick to their own 
activities they would go far to helping 
themselves as well as the salesmen 
who call on them. 


19 





For Better Holiday Volume 





Try “Christmas-in-September” Promotion 


® MOVING THE CHRISTMAS 
season up several months ahead of 
schedule was a clever promotion which 
sold a far better holiday volume during 
1952 for Louis Daiches, office supply 
retailer in Fort Worth, Tex. 

Always an enterprising retailer, Mr. 
Daiches determined to test the public 
reaction with a clever stunt to boost 
his layaway sales of Christmas gifts, 
and in the process to learn something 
about what Fort Worth citizens wanted 
to buy as holiday gifts. 

Therefore, beginning September 10, 
he filled up the store counters and dis 
play windows with gay holiday 
wrapped Christmas gift packages, 
placed signs throughout the store an 
nouncing “September is Christmas 
time at Louis Daiches”, and applied 
the final punch with a full-page news 
paper ad bearing the same headline. 


List Advantages 


Small cards in each display window, 
which was, incidentally, crowded with 
typical holiday gift suggestions, pointed 
out a list of advantages which cus- 
tomers could gain from doing their 
Christmas buying in September. On 
small show cards, the advantages were: 

1. Keep valuable time free during 
the actual Christmas shopping rush— 
for preparing meals, for gift wrapping 
and for traveling. 

2. Take advantage of long extended 
layaway buying—to eliminate severe 
financial strain during the actual holi- 
day season. 

3. Beat “Christmas prices” sure to 
come along later. 

4. Enjoy the advantages of shop- 
ping from a complete stock, before de 
pletion sets in. 

These advantages proved a powerful 
argument for the Fort Worth retailer, 
and the surprise full-page ad brought 
a steady stream of interested customers 
into the store. Salespeople along the 
counters pointed out that every item 
purchased on layaway would be beau 
tifully wrapped for the Christmas sea 
son, given a secondary wrap of strong 
kraft paper, and would then be put 
away until it was picked up for holiday 
delivery. 

This, of course, appealed to the pub- 
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lic and gave the store plenty of time 
for gift wrapping in what would nor- 
mally be a slack season. Many women, 
in particular, were encouraged to use 
layaway buying, who had never before 
availed themselves of this type of pur- 
chasing. 

Finally, the Daiches store learned 
conclusively what gift items showed 
strong public appeal, which were slated 
to become “shelf warmers” and was 


“She Salt Lich 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president | 
stock sales, Art Metal Construction Co. 


@ PERHAPS IT IS TIME to establish within 
ourselves a strong and exact code of faith 
and belief in the things we now have. 


We possess great spiritual and material 
riches which another atheistic portion of 
the world would take from us without earn- 
ing them. The one thing which we have 
and from which our greatest blessings flow 
is a creed of living existing nowhere else 
under the sun. 

As a nation we have traveled our way 
over the years because we are free and 
each day face the unlimited challenge of 
the future with the sure knowledge and 
conviction that we hold in our hands the 
greatest prize of mankind, namely the 
opportunity of fulfillment. 

This opportunity alone is not a guar- 
antee of future security, it merely offers 
each person an opportunity to fulfill his 
hopes, his dreams or ambitions to the ex- 
tent that he will pay for them through 
constant striving. 

Every man, through what he learns by 
striving, knows down deep in his heart and 
conscience that security is a by-product of 
struggling unfettered with both brain and 
brawn toward a goal which he believes 
can be reached. 

Another responsibility of free men is to 
teach each new generation by showing 
them the road traveled which gained for 
them the gifts of their time. The new 
comers also, with deepseated and justifi- 
able pride, then will forge forward to 


able to reshape its Christmas inventory 
proportionately. 

“While the public in the main re- 
garded the promotion as a good hu 
mored joke, it was serious business 
with us,” Mr. Daiches said. “We put 
away a record volume of layaway pur- 
chases, actually extended our Christ- 
mas season by more than six weeks, 
and in general were well satisfied with 
the event.”—RAL 





create for those coming after them an 
equally proud heritage. 

Should the time ever come when we 
cease to do this, then will dissolution and 
decay start to gnaw at the spiritual and 
material vitals of our country. 

We should start each day humbly ask- 
ing for the wisdom to know what is right, 
the courage to act boldly and for the 
vigor and faith to strive against over- 
whelming odds, knowing that there is 
always a guiding force and an intelligence 
that gives rewards to brave and free men 
that godless slaves can never know. 

Perhaps we should live, believe and 
teach such simple things as: Any man who 
works to less than the limit of his abilities 
each day denies his Lord, that living in 
slavery is much worse than dying free, 
that all great discoveries made through 
man are brought about through knowledge 
and an understanding of the mysteries of 
a divinely-ordered universe, that man in- 
vents nothing but is merely the instrument 
through which new things come to man- 
kind in due time. 

It is only through such understanding 
that free men learn to walk humbly but 
with tolerance and dignity before their 
God and their fellow men. The gates of 
fhe future will open to our generation to 
the extent that we keep our minds and 
bodies busy, creating good things for 
others and that we do not take time out 
to sit in idleness coveting our neighbor's 
worldly goods. 
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ADDRESS BEFORE 
1954 CONVENTION 
OF BLUE PRINTERS 





@ FOR A FEW MOMENTS will you 
go back with me about 200 years, 193 
to be exact, to a romantic city of the 
old world? Here, in a small cabinet 
shop, we find the cabinet maker laying 
out his day’s work. He is using a thin 
piece of graphite, wrapped around 
with yarn to keep the black substance 
from soiling his fingers. Suddenly, the 
graphite stick breaks. In order to con- 
tinue with the shortened pieces, he 
splits a small, thin piece of wood. He 
puts the longest piece of graphite be- 
tween the two pieces of wood and 
wraps the yarn around the wood to 
hold wood and graphite together. 


Come from Paris 


Thus tne 
born. This was also the beginning of 


wood-encased pencil was 


our company in 1761. You can read all 
about it in the Encyclopedia Britannica. 

Now let us 
to a small room in Philadelphia. It is a 


go, some 15 years later, 
hot day in early July and we see a 
gentleman busily scratching with a 
quill pen. He is laboriously setting 
down words that will come to mean 
so much in the new world. A portly, 
balding gentleman wearing octagon 
glasses stands in the doorway, watch- 
ing his friend so hard at work. Shortly, 
he reaches into his waistcoat pocket 
and hands to his friend, what seems 
to be two pieces of wood. 

We can hear him say, “Here Tom, 
try these. I think you will find them 
much easier to use than that quill pen. 
They are called Bleistift or writing 
sticks. They were given to me in 
Paris.” 

History Recorded 

So, with the rough draft of the Con 
stitution of the United States, we have 
had wood encased pencils with us, 
writing and making history. Since the 
birth of the drawing pencil, civilization 


has made faster strides than ever be 
tore. Who measure the tremendous 
contribution to our way of life that 
has been made by the lowly pencil? 


From its humble start, the passing 
vCars Gave many refinements along 
with a wide selection of degree hard- 


nesses. Sor 10 years ago, pencils and 
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papers were improved to the point that 
it was then possible to make reproduc- 
tions direct from pencil tracings. This 
meant tremendous savings in time and 
money. There is now available 20 
degrees of hardness, all for different 
uses. Pencils are available to mark any 
dry open surface, yes and we'll even 
take the temperature of that surface 
with a pencil. 

Let us talk about cake and drawing 
pencils. Here we have two cakes. They 
look somewhat the same, but believe 
me there is considerable difference in 
the texture, flavor and eating qualities. 
They are both made with the same 
ingredients. This one is light, fine- 
textured and deliciously flavored. This 
one is coarse, heavy and not pleasing 
to the taste. The eating of this one 
could easily give you a bad case of 
indigestion. The materials in each 
cake are exactly the same. Proper pro- 
portions and know-how make the dif- 
ference. 


Know How Vital 


So it is with drawing pencils. In 
general appearance they look somewhat 
the same, but oh what a difference in 
performance! Sure, all manufacturers 
claim to use Bavarian clay and all the 
other very same ingredients as do the 
leaders in the field. Perhaps that is 
true—but, and it is a big but, WHAT 
ABOUT THE PROPER PROPOR- 
TIONS and the ALL IMPORTANT 
KNOW HOW of the LEAD MAK- 
ING PROCESS? 

Drawing leads are composed of three 
basic materials — graphite, clay and 
waxes. At this point we could go into 
a lengthy technical discussion about 
what happens when these materials are 
not properly used in a balanced lead 
formula. We could tell you why some 
manufacturer’s leads smudge more than 





R. V. Maneval 


Have Your Cake and Eat It, Too 


by RALPH V. MANEVAL, A. W. Faber-Castell Pencil Company 


others. We could tell you and show 
you why a graphite saturated lead gives 
more adhesion and greater opaqueness 
in the line. Yes, we could talk about 
lead structure and how that structure 
affects the strength and wearing quali- 
ties of the lead. You might even be 
interested in degree stability and con- 
centricity. Quite a lot of draftsmen are. 
In fact, that type of treatment of our 
subject may be the very thing you had 
expected. 


A Foolish Practice 


Many dealers have told me that they 
never try to sell their customer any 
particular brand of drawing pencil. 
Just give the customer what he wants 
and keep him happy is their motto. 
Perhaps from that dealer’s point of 
view, he feels he is correct and that 
both his and his customer’s best in- 
terests have been served. 

However, any particular view pre- 
sents a different picture when seen 
from different angles, so take a some- 
what broader view. Most of you sell 
drawing materials, It is cake to you 
and service to your customers. The 
chances are 7 to | that the materials 
you sell are going to come back to 
you in the form of tracings for repro- 
duction. Here is where the eating 
starts. POOR TRACINGS ARE ONE 
OF THE BIGGEST HEADACHES 
OF THE REPRODUCTION BUSI- 
NESS. 


Lack Durability 


A poor image on a drawing surface 
that does not have sufficient transpar- 
ency is nothing more or less than a 
poor tracing. Of course, all things are 
relative but even a fair tracing does 
not improve with repeated trips 
through the reproduction machine. 
Lines made with pencils having a 
relatively low graphite content com- 
bined with a high wax content, will 
only feather out in the heat of your 
machines with each successive running. 

Now getting back to your customer. 
He has brought you a lot of those 
poor tracings and you have to run 
them. Your customer gets the prints 
and he is disappointed. He thought 
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you were a miracle man and could give 
him a good set of prints, but you let 
him down. 

Sure you let him down. You let him 
pinch pennies by selling him a cheap 
grade of paper and some second or 
third grade pencils. Sure, he only 
wanted to do a little job, it wasn’t 
really important. Probably it wasn’t 
either, at the time. . . . But who can 
tell just what they sell when they sell 
a drawing pencil? It might well be a 
great new cathedral, an atomic power 
plant or a flying saucer and for you it 
could be the biggest reproduction job 
you ever ran. 


Loss Suffered 


Recently, because of a lot of poor 
tracings, bids could not be figured 
properly on a very large public build- 
ing. All bids were thrown out and 
the whole job redone at the cost of a 
lot of time and money. It meant 
months’ delay on a multi-million dollar 
building. 

This is a true story and as a result 
Marsh Bull of K. & E., San Francisco, 
has started a campaign of DRAFTING 
FOR REPRODUCTION. Marsh is 
determined that his customers know 
the difference between good and bad 
drawing materials and the importance 
of good tracings. Good tracings make 
an easy job for you to run. Gives 
good prints to your customers and 
makes both money and goodwill for 
you. 

Now, there are three things neces 
sary for a good tracing. 1A good 
drawing surface with good transpar- 
ency. 2.—A good drawing pencil with 
graphite saturated lead to create a 
good image on that good drawing sur- 
face. 3—Good drafting procedure. The 
drawing surfaces we leave to the manu- 
facturers of papers and cloths. Let us 
talk now about good drafting proce- 
dure. 


Don't Pinch Pennies 


In industry it is not unusual to in- 
vest several thousand dollars in a single 
tracing. Manpower hours is the big 
part of this investment. That kind of 
an investment certainly does not lend 
itself pinching the few pennies dif- 
ference in the cost between poor and 
good pencils and papers. These they 
can readily buy. The bigger problem 
is to get dollar value in good drafting 
procedure. 

A few weeks ago, Gillette McGuiness, 
one of the nation’s leading highway 
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engineers, posed a question as we were 
casually having lunch. He said, “Don’t 
you people have something of an edu- 
cational nature that will inspire a 
draftsman to lay more graphite on the 
line? We know you have it in your 
lead. Isn’t there some way we can get 
the draftsman to put it on the paper?” 


Stress Need 


“In fact,’ he went on, “come to 
think of it, when I studied engineering 
drawing, no one ever told me that my 
drawings were ever going to be re- 
produced.” He said, “it would seem 
to me now, that is most important. 
Some sort of program should be started 
at Junior High School level to impress 
on our future engineers and draftsmen 
that particular function of the work he 
is doing.” 

Since then, we have checked with in- 
structors at all levels from Junior High 
Schools to Universities and have found 
a very spotty picture. Some schools 
have students drawing on kraft butcher 
paper while others use the very best 


of vellum. The range of pencils is the 
same, from the very poorest and cheap- 
est to the very best. It all depends upon 
the training and experience of the in- 
structor. . 


Do It Now 


I have suggested that you SELL 
only the best in materials. Selling and 
sales are magic words. Selling and 
sales have made this country great. 
Just don’t forget that the products sold 
have first been created in men’s minds 
and brought into being with a drawing 
pencil and blueprints. Again let me ask 
you, who knows what they sell, when 
they sell a drawing pencil? 

You have your cake in the sale of 
drawing materials. You must eat it 
when it comes back to you in the form 
of tracings. Let’s make it a truly good 
cake. This program should have been 
started years ago. “We get so soon old, 
so late smart.” Let’s not delay any 
longer. Let’s do it now! Let’s make 
DRAFTING FOR REPRODUC- 
TION OUR SLOGAN . 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 








ACKNOWLEDGEMENT OF ORDERS 


@ THE ORDER for a cash register which 
has been signed only by the purchaser 
was in part, “June 23rd. Please ship as 
soon as possible to the undersigned one of 
your number ’X’ registers,’ followed by the 
terms for payment and, “It is expressly 
agreed that this order shall not be coun- 
termanded.” 


A week later the purchaser received a 
postcard from the manufacturer, “This is 
to acknowledge receipt of your order 
dated June 23rd for one of your ‘X’ cash 
registers. We thank you for your order 
and assure you that it will have our prompt 
attention.” 

At the end of the following week the 
customer wrote, “Referring to my order of 
June 23rd for one ’X’ cash register to be 
shipped me at once, inasmuch as this 
register has not been shipped as yet, you 
may cancel my order for the same.” To 
this the manufacturer replied that the 
order had been accepted and as it pro- 
vided that it could not be countermanded 
the register would be shipped. 


When this register was offered for de- 


livery two months later the purchaser re- 
fused to accept it and suit was brought by 
the manufacturer for the purchase price. 
Holding that there was no contract under 
which the buyer could be held responsible 
for payment the court said: 

“What does it mean when the seller says 
—'We thank you for your order and assure 
you it will have our best attention?’ It is 
elementary that the acceptance of an one- 
sided option, offer or proposition made 
without any present consideration, to ripen 
into a contract must be certain, sure, com- 
plete and unequivocal. 

“A promise on the part of this manv- 
facturer that the purchaser's order ‘will 
have our best attention’ seems to mean 
nothing more than that the seller will 
think about it—will consider it. It certainly 
does not mean that the manufacturer has 
thought about it, has considered it and 
agrees to accept, abide by and comply 
with the terms of the offer. It is quite plain 
that there was no contract between the 
parties.”’ 

7. * 7 
National Cash Register Co. v. M’Cann, 
140, N.Y.S. 916. 


OA — 9/54 





U 
u:! 


it 
sa 


ot 


ac 
tz 
ou 
m 


thi 
ter 
an 


ha 





by 


er 


le 


1U- 


vill 


vill 


54 





A LARGE OFFICE MARKET EXISTS 
by BEATRICE MILLER 


feature writer 


@ AS MORE AND MORE offices go 
into offset printing the office supply 
lealer nticipate a growing and 
profitabl me from printing sup 
plies 

This ha een the experience of 
Capitol Ot Supply Company ot 
Washington, D. C., a firm that has 
tripled printing supply volume 
within working only with the 
iccounts customers. 

‘Cust request made us stock 
up on pr supplies, opening up to 
us a nev ource of volume as we 
cautiously roached the stocking of 
items after we studied their needs,” 
said J. A. Smart, copartner, indicating 
that it was now difhcult to keep abreast 
of demand multilith processing as 
mimeographing processing decreased. 

“We tried to learn how much each 
account a month in pre-sensi 
tized offset iminum plates, the vari- 
ous chemicals required, and cotton and 
molloton Since many had been 
using thes nting supplies and know 
the kind quantity of printed ma- 


terial they wanted to put out monthly 


and seas these figures were not 


nard to I al 


Customers Pleased 


Account contacted personally. 
Many cust who had used zinc 
plates before and were aware of the 
problem of oxidation in this area were 
pleased with the prospect of using 
aluminum plates where an oxidation 
problem minated. 

Demonstration of the product is al- 
most self according to Mr. 
Smart, When a sale is made, it is 
isually in excess of $300. While many 
accounts their printed material 


output at |} Christmas, spring or 


tall, there teady monthly volume 
o that de evens out throughout 
he ve 

~The caution the dealer 





James A. Smart, copariner of Capitol Office Supply Co., Washington, D.C., 


Sell Offset Printing Supplies 





sells pre-sensitized photo offset plates to lithographers. 


must observe. Like photo film, offset 
plates have an expiration date and he 
should stock only what he is certain 
he can dispose of before the expira- 
tion date,” said Mr. Smart. He pointed 
out that a $1,000 stock would start a 
dealer with a good representative stock 
in the basic supplies of offset plates, 
three chemicals, cotton, molloton 
sleeves and offset ink. 

In the beginning Capitol Office Sup- 
ply Company stocked about 200 plates 
a month for each account, carried three 
chemicals, about 1,000 Ibs. of cotton a 
month figuring 15-20 pounds a month 
per account, about 300 sets of small 
and large sleeves, and offset printing 
ink. There are about 150 items and a 
dealer should stock cautiously until he 
knows his market, according to this 
dealer. Only one section of shelving 
is required by this stock. 

“There is another definite advantage 
for the office supply dealer who han- 
dles printing supplies. You become 


more closely associated with your cus- 
tomer as you gain access to his printing 
department, and there is opportunity 
to sell him other supplies that would 
usually go to a printing dealer,” added 
Mr. Smart. 


Sees Bright Future 


He quoted, for example, hand 
cleaner and oils for machines. 

“A printing supply account also leads 
to wholesale paper transactions which 
increases a dealer’s gross.” 

Mr. Smart anticipates continued and 
rapid gains as multilith goes into wide- 
spread use and as outside salesmen 
start to contact new customers~—BM 





We are not really mature businessmen 
until we learn how to work with people 
we dislike, and who dislike us. Frequently 
when we do learn to get along with such 
people we learn to like them ... and 
they fo like us. 

—Rogers, Slade & Hill 


Consultants on Management Problems 
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Sell Machines, But — 





Remember, Customers and Employees Are People 


® RAY EVANS, MANAGER of a 
typewriter company in Findlay, Ohio, 
is proving to his own satisfaction that 
if personnel and personal problems are 
well handled within the firm’s em 
ployees, a good business is the natural 
result. 

Mr. Evans’ belief in people, and his 
respect for them, has resulted in prac 
tically no staff turnover in the key 
positions. He employs four salesmen 
in addition to himself. 

“I believe in salesmen specializing,” 
Mr. Evans says. “When a customer is 
interested in a calculator, he is imme 
diately referred to the salesman who 
knows them backward and forward. 
There’s no fumbling or stalling because 
the salesman may be a typewriter man 
trying to improvise.” The effect is one 
of confidence for the customer, eff 
ciency within the firm. 


Keep Key Personnel 


This manager, who has worked for 
others himself, long ago decided that 
keeping a good man and paying him 
decent wages is sound business. He 
believes that competition for good per 
sonnel is better faced by keeping the 
men you have instead of shopping 
around for bargain help. Mr. Evans has 
found that trade schools are his best 
source of key personnel, and one such 
school in nearby Michigan has pro 
vided him with the nucleus of his 





a 


Morris Arras, service foreman: Guy 
Robert Gagnon, service; Basil Musgrove, sales and serv- 
ice; Jacob Kandell, service: Jack Crist. 
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Tuthill, service: 


by ROBERT A. STEFFES 


feature writer 


staff. “This does not mean you can’t 
train men within the firm, but the lat- 
ter system simply takes more time and 
effort,” he added. 

These men are periodically sent to 
training schools (at the company’s ex- 
pense) to keep up with their trade, 
and the tricks and shortcuts they learn 
are valuable both to him and to the 
business. 

As an example, he cited a service 
call which was completed in a frac 


tion of the time, and without returning 





Ray Evans (standing), manager 
of Evans Typewriter Co., Findlay, 
Ohio, points out some features of 
Royal typewriter to salesman Basil 
Musgrove. Portion of machine dis- 
play unit is in background. 


sales: Gerard 


the machine to the plant, just because 
of a training school shortcut the serv 
iceman had learned. 

The Evans’ respect for people natur- 
ally carries over to the customer, and 
the entire firm is conscious of the 
value of the “fast pick-up” on a serv 
ice call. “We try, and usually succeed, 
in getting to work on a local service 
call within a Aalf-hour after we are 
contacted,” he said. Because Findlay is 
a city of about 24,000, that kind of 
service is normally possible. One such 
call answered within that time limit so 
impressed a busy manufacturer during 
a breakdown of office equipment on a 
busy day that he later gave a no-ques- 
tions-asked order for an $800 calcula 
tor. 


Must Use Tact 


The servicemen at the Evans com- 
pany estimate that 40 per cent of their 
typewriter complaints are, frankly, op- 
erator troubles. It takes more than 
technical ability to fix these, he ob- 
serves, and all of us have to use tact 
in such situations. 

Most common among these is the 
complaint the machine skips. The usual 
cause: a lazy follow-through stroke. 
His best antidote, which does not em- 
barrass the customer, is a demonstra- 
tion by the serviceman in the presence 
of the operator. If the machine is not 
at fault, he advises that “whoever uses 





Here’s Personnel Line-up of the Evans Co., Ready to Sell Office Machines 


Hetrick, sales; Jay Collar, sales; Mary Lou Struble, office 
and mimeographing; Marian Hollis, bookkeeper and 
sales; Ray Evans, manager. 
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Jay Collar (standing), calculat- 


salesman, demon- 
strates the new Friden calculator 
to Willis Bame, assistant office 
manager of Ohio Oil Co. 


ing machine 


this machine should try to get their 
fingers off the keys after striking them 

consider them red hot—like this .. .” 

Another cause of skipping, particu 
larly with electrics, is the wobbly or 
flimsy desk which supports the type- 
writer. The customer may think you're 


trying to sell 


him a new desk or stand 
if you flatly tell him this, but the 
recommendation that “this trouble will 
likely disappear if you put the machine 
on another, more sturdy support,” 


usually gets the point across tactfully. 


Typists Touchy 


Typists with very long fingernails 
aren't likely to take kindly that their 
typing problems could be remedied 
with a pair of scissors, yet those long 
nails (which require hitting the keys 
with a flat stroke) will actually depress 
other keys by their “overhang.” The 
tactful advice then is to emphasize the 
need for hitting the keys with the tips 
of the fingers, rather than a flat touch. 
It's impossible to use the tips if nails 
are long, but you've taken the sting 
out of pointing it out. 

“Then we all know the typist who 
droops her hands over the shift key, 
altering the alignment of the typed 
line. In many cases, she doesn’t even 
know she is at fault. But a demonstra- 
tion of the ‘cupped fingers, as if you 
had a ball in your hands,’ will lift those 
lazy hands and cause no resentment,” 
Mr. Evans explained. 

If eraser dirt has clogged the ma- 
chine, again a demonstration of mov- 
ing the carriage to either extreme be- 
lore erasing is a help. To keep it from 
being personal, try using the “whoever 
uses this machine should be warned not 
to erase at the center of the machine.” 
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It all boils down to a simple philosophy 
never tell the operator directly that 
it's her fault. 

The Evans typewriter servicemen 
find that a big percentage of actual 
machine troubles—perhaps 40 per cent 

-are directly traceable to ribbon trou- 
bles, with 25 per cent of these due 
to improper installation of a ribbon, 
the balance due to non-reversing. 

Although the Evans store empha- 
sizes its service in the city and area, 
it recognizes the need for a smart 
office. Benefited by a large area of 
window space, it does not use window 
displays, but makes, rather, the whole 
business area an office display in itself. 
The model offices include a minimum 
of two complete office set-ups—one 
steel and one wood. Typewriters are 
attractively displayed in a “bin” shelv- 
ing, which tends to focus attention on 
only a few machines at a time. 

A believer in newspaper advertising, 
Mr. Evans utilizes mats from the man- 
ufacturers. “Their ad writers and il- 
lustrators know how to prepare copy, 








Marian Hollis (le{t), bookkeeper 
and _ saleslady, demonstrates the 
new Royal portable to Mrs. C. H. 
Huffman, local church secretary. 





Demonstration of Globe - Wer- 
nicke desk is made by Gerard Het- 
rick (standing) to George Hards, 
office manager of National Auto- 
motive Fibers, Inc. 





Jack Crist (right), adding ma- 
chine salesman, demonstrates the 
new custom model Clary to Wil- 
liam Sutfen, office manager of 
Cooper Tire & Rubber Co. 


so why not take advantage of this 
fact,” he says. He tries to have at 
least one ad a week in the local daily, 
and during seasons when machines 
are bought as gifts, such as Christmas 
and graduation, he advertises in small 
nearby weekly newspapers. In adver- 
tising, as in stocking his store, he be- 
lieves in name brands, thus benefiting 
by national advertising in addition to 
his own. 

Mr. Evans likes school business be- 
cause it brings more machines under 
one roof, making them easier to serv- 
ice. His school accounts will run from 
a minimum of about 12 machines to 
more than 300 in a nearby university. 
“Getting our brand of typewriters in 
typing classes influences the student to 
prefer that brand later on. Some of 
our customers have switched to our 
brand because the secretary prefers the 
machine she learned on in_ school. 
And her personal portable is also likely 
to become that school brand,” he 
added. 


Teacher Big Aid 


The ability of the typing teacher 
means a lot in servicing school ma- 
chines, he believes. “But we don’t side- 
step the issue if the teacher is new and 
needs help in office machine use, for 
it has an endlessly valuable influence.” 
In this connection, he has found that 
duplicator stencils with protective 
films have done much in his area 
toward solving type-fill and feed-roller 
swelling in school machines. 

Regardless of the technical problems 
involved, the Findlay store recognizes 
that people are the vital link in the 
sales and service process—and that in- 
cludes the store’s employees as well as 
the customers.—RAS 
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Pre-Opening Plans 


Are 


NEW DEALER BUSINESS PROSPERS 


special writer 





® GRIFFITH’S OFFICE SUPPLIES 
& Stationery opened for business at 
2757 Coral Way, Miami, Fla., on Aug- 
ust 4, 1953, and has cleared expenses 
and a bit over since that date. 


Mr. and Mrs. Carlos H. Griffith, 
proprietors of the fledging firm, are 
quite pleased with progress made—but 
not surprised. Their planning and 
preparation in advance were so com 
prehensive and so carefully thought 
out that they honestly did not see 
how they could lose. 


To begin with, they had learned 
the business by taking jobs in a well- 
established office supply store—Mrs. 
Griffith in the store and Mr. Griffith 
as an outside salesman. From the be- 
ginning, there was a friendly under 
standing with their employer that they 
would decide later whether to stay on 
with him or to go in business for 
themselves. 


Location Vital 


After more than a year, the latter 
course was decided on, and the all 
important first step was the choice of 
a location. Mrs. Griffith says they really 
worked on that, investigating possible 
sites in practically every section of 
Greater Miami, which takes in a large 
territory. They are entirely satisfied 
with the final decision. 


Coral Way is a four-lane thorough- 
fare running west through the south 
west section of Miami to the limits of 
the neighboring city of Coral Gables. 
It is centered by a parkway thickly 
shaded by banyan trees, makes pleasant 
driving and is almost solidly lined by 
business houses. Since there is no other 
office supply firm on this street, these 
businesses, several hundred in number, 
are all prospective customers. 


The investigations made by the 
Griffiths also brought out the fact that 
the First Federal Savings & Loan As 
sociation was about to erect a large 
business immediately across from the 
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site they had under consideration. Also, 
that Sears & Roebuck was about to 
put up an enormous building 10 blocks 
west on the edge of Coral Gables. 
Twenty-seventh Ave., about half a 
block east, is in process of being 
widened to a four-lane highway, which 
will cross Coral Way and continue to 
the bay front, bringing a prodigious 
amount of traffic headed for Coconut 
Grove and the south end of Dade 
County. 

The First Federal branch, which has 
a large parking lot, has been in opera- 
tion only a few weeks, but the 
Griffiths have already noted a consid- 
erable amount of business brought in 
by their customers. The Sears building 
is well under way, and things are 
really humming on Coral Way. 


The organization of a Coral Way 
3usiness Association is now in the 
planning stage, and the Griffiths are 
enthusiastic about it. In view of the 
undisputed fact that the parking situa- 


tion in the downtown area is growing 





[mportant 





Youthful customer, attracted by 


convenient table, gives thought to 
messages on her greeting cards. 


more and more complicated, they feel 
that a concerted effort to publicize the 
wide variety of commercial establish- 
ments on a cutting 
through a residence section will surely 


thoroughfare 
benefit everybody concerned. 


A Family Affair 


The Griffith business is strictly a 
family affair, with Mrs. Griffith in 
charge of the store, and Mr. Griffith 
making sales calls and deliveries. He 
had developed a number of accounts 
during his former connection, and some 
of these came along to the new place, 





Angled show window provides view of stock. 
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a nu of business which was ex- 


tremely while he was building 
up his c tions in the new neigh 
vorhood 

An additional member of the out 
side sales force is Mrs. Griffith’s moth 
er, Mrs. K. K. Smith. The son, Burns, 
who is \ir Force, expects to 


finish his ice in less than a year, 


and it 1 that the business will 


have grown enough by that time to 


need hin that he will want to 
j01n his parents in the firm. 

Has Gracious Manner 

Mrs. S makes a_ specialty of 


retaries in the South West 
s houses. She is a charm- 


calling o 

section busi 
ing littl person 1n the mid-60’s who is 
always welcome as a visitor. She has, 
of cours too much tact to inter 
rupt a busy employee. She usually takes 
dong sor tem which she thinks 
will appea members of this group, 


| 


and invit to come in and see 


the store. Often they do. 
Several of these career women have 
remarked that it is unusual to have an 


ileswoman call on them 
nstead of a an. They like it. Mrs. 
Smith works only three four and one 


otice supt 


half days week, but she has al- 


ready brought in 28 brand new ac- 
counts 

The Griffiths stock practically every- 
thing in office supplies except furniture 
and typew1 For these, they take 
orders to be filled by their former em- 
ployer. Th sent floor space of the 


store is slightly less than 1,000 square 


feet, but ire plans for expansion 
when needed. There is a reasonable 
amount of treet parking in front, 
but plenty room back of the store. 
[he intention is to call special atten- 
tion to thi irking lot after the 27th 
Ave. wid is completed, as it is 
reached from that direction. 


Single Window Best 


In this d space, a single show 


window with the door in the right 
corner was found to be more effective 
than two smaller windows with a 
central door. An additional detail is 
the angle setting of the window glass, 
an arrangement which makes the sign 
at the top more likely to catch the 
attention of passing motorists than a 
Straight pan 
was taken t 


placed high enough not to obscure the 
window dr 


would do. Special care 
see that this sign was 


r and the raised floor 


level of the window is unusually deep. 
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Stock arrangement attracts impulse buying. 


The left-hand wall of the store is 
lined with substantial greeting card 
racks, with a desk and chair just in- 
side the doorway. On the desk is a 
pen, which is kept sparkling and well 
filled, and a postage stamp machine. 

In a tourist city like Miami, the 
convenience of this arrangement, which 
is in full view of the sidewalk, brings 
in a lot of passersby. Naturally, office 
supplies are for offices, but neighbor- 
hood residents and visitors are glad 
not to go to town for things like greet- 
ing cards, stationery and gift wrap- 
pings. 


Impulse Buying 


Across the rear a small private 
space is partitioned off, with the wrap- 
ping counter and cash register before 
it. Along the right wall are open 
floor-to-ceiling shelves of blonde wood. 
Since the Griffiths depend largely 
on impulse buying, there is a special 
effort to keep as much stock as 
possible in plain view. Mrs. Griffith 
constantly shifts the items on the 
counters and the window displays, 
with emphasis on unusual gadgets 
which may conversation 
pieces. 


serve as 


In illustration, she calls attention 
to a card of amusing key chains in- 
tended especially for high school stu- 
dents, with a “kiss timer,” a “mad 
money” purse, and so forth. There is 
also a tray of small bottles of colored 
ink centering a counter display of 
fancy stationery. Small things in them- 
selves, they serve to accent the friendly 
and personal atmosphere of the place. 

Mrs. Griffith is an expert in gift 
wrapping, and is glad to attend eve- 
ning meetings of parent-teacher asso- 
ciations and women’s clubs to give 
demonstrations of this art. It is good 
business, and besides, she enjoys it. 


The Hotel Market 


Continued from page 18 





monly recognized methods of office du- 
plicating; Gelatin hectograph, fluid or 
spirit, stencil, relief duplicating and 
offset. 

For hotels and restaurants, stencil du- 
plicating is possibly the method most 
commonly used since it produces good, 
sharp copies of typewritten material. It 
may be used for ruled forms and also 
is adaptable for line drawings. In re- 
cent years, improved cylinder construc- 
tion has made possible the use of some 
entirely new process inks for the use 
of paper and card stock, heretofore not 
practical. 


Recognize Value 
In such cases, the dealer should also 


recommend the purchase of an elec- 
tric typewriter. While it sells at a rate 
higher than standard typewriters, it has 
certain advantages which most hotel 
managers are quick to recognize. For 
instance, there is the matter of variety 
of distinctive type faces available and 
the proportional spacing of each char- 
acter, similar to the spacing of printed 
material. 


Other appliances the dealer should 
market to this field include adding 
machines, calculators, check - writers, 
postal meters. They all help to cut 
costs and speed up production; they are 
designed for specific purposes and are 
available in a broad price range, thus 
giving the prospect considerable choice, 
The wise dealer will lose little time in 
emphasizing that such equipment, 
when chosen with care, will play an 
important role in the efficient operation 
of almost every type of business. His 
efforts in doing so will be richly re- 
warded by the resulting profits —HFS 
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Profitable Operation 





Depends Upon 


® REDUCED to its simplest terms, 
the successful operation of a stationery 
and office equipment establishment de 
pends upon an adequate sustained vol 
ume of profitable transactions and the 
achievement of a continual rate of 
stock-turn that maintains a fairly even 
balance between purchases and sales. 

Stock selection, advertising, display, 
and personal salesmanship each affect, 
in about equal measure, the achieve 
ment of this objective. Careful regula 
tion of inventory, which is, of course, 
essentially a matter of buying the right 
merchandise as well as sound judgment 
with regard to the recurrent demand 
for a given period, is also basically im 
portant because it helps to equalize 
the distribution of sales volume 
throughout the year. 


Must Display Items 


The sales that are lost in all kinds 
of stores by not showing goods that 
would be readily salable if adroitly dis 
played at the right time, undoubtedly 
represent an amazing dollar-volume. 
Merely having the goods somewhere 
in the store is not merchandising those 
items even though each department be 
identified as to what stock it com 
prises. 

The first bicycle I ever owned was 
sold to me by a mail-order house. 
Looking back, I would say now that 
the only reason I bought the bicycle 
from the mail-order firm was because 
no local dealer had ever offered to 
sell me a bicycle. 


Failed to Advertise 

No local dealer had ever attracted 
me by any display of the actual article 
that had the eye-appeal and the desire 
appeal of the beautiful colored pic 
tures in the mail-order catalog. No 
local merchant had ever advertised such 
a convincing guarantee of satisfaction. 
I did not buy for price, because I re 
member that I didn’t even investigate 
current “home-town” prices. 

The desire created and the risk-free 
guarantee made that sale. Perhaps this 
one illustration suggests the reason why 
many sales in all lines go out of town 
when practically the same merchandise 
at practically the same price is only 
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special writer 


passively displayed and inertly “mer- 
chandised” in local stores. 

It is necessary to display goods, to 
advertise them, to create desire for 
them by personal suggestion, to offer 
to demonstrate them, perhaps, and to 
learn how to recognize the logical 
buyers for this or that article. With 
some specialties in the office equipment 
held, it is necessary to take your prop 
osition right into the office of the pros 
pect. 

Considered as a whole, the percent- 
age of specializing retail outlets that 
can profitably use large space in a 
continual campaign of newspaper ad- 
vertising is relatively small. 

The majority must depend upon 
direct and selective advertising matter, 
carefully planned and well-timed, and 
the display of their wares in an estab- 
lishment that has of itself a strong 
mercantile trade attraction. 


Magic In Ads 


There’s almost magical  sales-pro- 
ducing power in scientific display strat- 
egy, but the display consciousness of 
too many merchants, even to this day, 
seems to be confined to their window 
frontage. 

What display can accomplish in a 
window, it can do with multiplied 
efficiency in the salesroom—at the point 
of purchase where the prospective 
buyer comes face to face with the 
actual merchandise and is within han 
dling range of it. 

Every item placed in the stock of a 
store has been put there to be sold. 
The difference between the salesroom 
of a real merchant and that of a mere 
“shopkeeper” can be noted instantly 
by the arrangement or grouping of 
merchandise and whether the stock is 
left to speak for itself or carries a real 
sales presentation in display. 

The “shopkeeper’s” place is usually 
characterized by 
cient, old-fashioned fixtures. Such old- 
timers don’t realize, apparently, that 
profits depend upon careful control of 


unattractive, inefh- 


Planned Merchandising 


costs as well as upon increased gross 
income and that they should, there 
fore, get rid of their outmoded, busi 
ness-retarding equipment. 

The attractive, modern stationery 
outlet speaks for itself to a considerable 
extent. Such a store often attracts the 
buyer in preference to a store making 
a bizarre pretense of big values by 
lower price figures in its windows. 
The physical equipment of the better 
store itself suggests superiority and 
quality. 


Must Harmonize 


The stock carried must, however, 
be in harmony with that modern mer 
chandising set-up. The stationer must 
“have the goods” and show them in a 
sufficient range of assortment to enable 
the buyer to select the thing that he 
or she preters. 

Even though it is often only a for 
tuitous circumstance that enabled one 
stationery outlet to supply us with 
something that another dealer could 
not supply, we have a strong remem- 
brance of the dealer who somehow had 
just the goods that we sorely needed. 

If, however, this experience should 
be repeated two or three times, the 
natural inclination is to divert most of 
one’s business to the stationer who, be- 
cause of either a better buying system 
or more careful analysis of sales and 
inventory, seems always prepared to 
fill, with accuracy, completeness, and 
dispatch, every order that he receives. 


Watch Inventory 


In any store that offers standard 
merchandise at standard prices, if the 
buying and selling operations are stud- 
ied constantly and guided by inven- 
tory experience, it will be a rare occa- 
sion when any customer's wants can 
not be supplied. 

Many buyers have been won as per- 
manent customers of a store simply be 
cause the stationer happened to be dis 
playing some unusual and _ attractive 
article that was, perhaps, only indirectly 
a stationery-related accessory. 

Such a stationer profits by his “side- 
line consciousness”, as one might call it. 

The stationery business has an over- 
all census of at least 1800 identified 
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stationery-trade items, It is not a busi- 
ness that must depend upon any irrele- 
vant line to defray the rent. Yet, a wise 


stationer never misses a good oppor 
tunity add to his profits by the 
simple expedient of using his present 
set-up and organization to merchandise 
some attractive and appropriate side- 


line. 

Simply because a thing is out of one’s 
regular line, is no reason for not letting 
it increase profits and reduce overhead. 

It isn’t always a simple matter to 
decide about the appropriateness and 
profitability of a contemplated novelty 


item. 


Utilize Ability 

Sometimes it is a matter of location 
advantage for selling the particular 
thing. Sometimes it consists in capital- 
izing the peculiar ability of one of the 
salesmen; but oftener, it is a deliberate 
specialization on an allied specialty or 
service. 

Profitable volume calls for turn-over 
insurance so far as such insurance is 
humanly possible. No stationer can buy 
shrewdly for profitable reselling unless 
he maintains a modern inventory sys- 
tem to regulate his entire stock. 

Some dealers try to reduce merchan- 
dise costs by taking advantage of cash 
and trade discounts, special deals, and 
other allowances which widen gross 


margins. 


Liability Unsold 


This is quite proper, provided: the 
merchandise is the kind that sells 
quickly, but it should always be borne 
in mind that, whatever goods cost, they 


are only a liability until converted into 
money across the retail counters. 

Losses from dead or slow-moving 
stock are most likely to occur in stores 
in which no adequate stock-control 
records art kept. A careful inventory 
often reveals, not only excessive sup- 
plies of this or that item, but the ab 
sence of other items which should be 
on hand at all times. 

More important right now, a thor 
ough inventory will show the dealer 
where his danger spots are. It will show 


him the goods that will have to be sold 
quickly to bring him the anticipated 


price. 

At this time, when so many new 
items are coming into the field, sta 
loners must give serious thought to 


the responsibility and reliability of man 
ufacturers seeking co-operation in the 
distributior their new goods. 
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Multiplier Corp. 


Junior College, Og- 





THE “SHOPKEEPER” — 


Has his stocks scattered here and 
there without any planned system 
and without any layout that would 
influence store traffic toward ex- 
ploring the goods, arousing con- 
templative interest and buying more 
goods. 


He protests, “Well, | can’t display 
everything.” 

No, of course he can‘t—not the 
way he handles his stock—and he 
can’t accomplish much, either. 


His salesfloor is usually over- 
crowded even when he has scanty 
stocks in some lines. No wonder he 
hasn‘t “room for anything.” 





“Shopkeeper” or “Merchandiser” — 


Which Would You Rather Be? 


THE “MERCHANDISER” — 


He places each new lot of goods 
where he has reason, based upon 
past experience and constant obser- 
vation, to believe that it will surely 
sell. He plans, also, to give impetus 
to companion sales. 


If an article doesn’t sell briskly 
in one section of the store he will 
change it again, if necessary, until 
the right spot is found. 


He will “frame” the inherent sales 
appeal of the article itself by dis- 
playing it with the right kind of 
modern display fixtures. 








Every new product should be sup- 
ported by enough advertising to create 
a steady demand. Is the advertising to 
appear regularly over a considerable 
period of time, or is it merely an in- 
troductory blast? Equally important, is 
some of the advertising to be distrib- 
uted in the territory of the prospective 
agent or dealer? Will it list the local 
dealer’s name as a source of supply? 

There are some stationers who will 
not interest themselves in a new spe- 
cialty until they have had 20 or more 
calls for it, but I should say that the 
dealer who is looking for profitable 
volume and wants to be a leader, not 
a trailer, should lose no time in getting 
and displaying the new merchandise 
as soon as he has had calls for it. 

The dealer who simply waits for 
trade and makes no planned creative 


Figure it Ouf... 
A group of student 
engineers get the 
lowdown on the in- 
ner workings of an 
adding machine dur- 
ing an inspection 
tour of the Clary 


plant in San Ga- 
briel, Calif. The stu- 
dents attend Weber 


den, Utah. 


effort to attract new business can not 
reasonably expect his sales volume to 
increase while competitors of initia- 
tive and energy are even doing outside- 
the-store solicitation to increase their 
volume. 

“Mind your own business” is good 
business, but it doesn’t mean only in 
the sense of that old injunction against 
meddling in the affairs of other per- 
sons. It means also ardent concentra- 
tion on the protection and promotion 
of one’s own business while keeping 
alert to competitive plans and strate- 
gies and anticipating them if possible. 

Take care of your business; then, if 
it has any social and economic justifica- 
tion for its continued existence in the 
mercantile spot which you have chosen 
for it, the business will take care of 


you—VNV 
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SERVE WELL — AND THEN TELL 


by PHIL LANCE 


feature writer 


® SERVICE PLAYS a very impor 
tant part in building office machine 
sales for H. G. Bancroft, Inc., Lancas- 
ter, Pa. In fact, the firm believes that 
the public knowledge of the service 
offered by Bancroft is the main source 
of sales. 

“Customers are extremely service 
conscious today,” says J. W. Durham, 
store manager, “and they discuss it 
whether they are buying one machine 
or dozens. Because of this situation, we 
have played up our service facilities 
very heavily so that every prospect in 
terested in any piece of office equip 
ment is not afraid to make inquiries 
from us.” 


Truck Tells Tale 


No. 1 on the list to make the public 
aware of Bancroft as an office machine 
dealer who offers service with sales is 
the large red repair truck that has 
already become a familiar sight in Lan 
caster and York counties covered for 
sales and service. 

This large truck offers customers 
service on the premises. In fact, more 
than 95° of the firm’s repair work is 





done in front of the customer’s head 
quarters. Several factors revolve around 
this type of service offered by Bancroft 
and all of them have been found to be 
worthwhile. 

First of all, Bancroft found it more 
economical to repair and service office 
machines right in front of the cus- 
tomer’s location. This process saves 
the time needed to pick up and deliver 
equipment after it is serviced in the 
shop. And as time is money, where 
service is concerned, it means a labor 
savings for the firm. 

Service Improved 

Secondly, repairing machines on the 
premises spells better service to the 
customer. As soon as the machine is 
repaired or serviced, it is returned to 
service immediately. This also helps 
to sell the customer on Bancroft serv- 
Ice, 

And finally, when the repair truck 
is on the streets, it is seen by many 
other individuals who realize what 
sancroft has to offer them in the way 
of immediate service. And it never fails 
to happen, that whenever the repair 





Service truck is a mobile advertisement for the H. G. Bancroft, Inc., business 


and also a traveling service operation. 
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Service Builds Machine Business 





J. W. Durham promotes mimeo- 
graphing equipment to a prospect. 


truck is located at a customer location, 
that other people bring out their ma- 
chines to the repairmen to check or 
equip with ribbons. 

This mobile repair unit always is 
stocked with a few typewriters, adding 
machines and other equipment. If the 
customer is short-handed because of 
the equipment being taken to the truck 
for service, a spare is loaned until the 
original is returned. 

The service truck is fully equipped 
with workbenches that can accommo- 
date three servicemen. It also has a 
stock of parts and replacements as 
well as complete equipment including 
dipping tank, air compressor, tools, and 
other necessities. If a major repair job 
looms, the machine is set aside and re- 
turned to the service shop with the 
loaner being left for the customer. 


It Pays Off 


“Because of the large number of serv- 
ice contracts that we have, besides the 
individual calls that we have for serv- 
ice, we have found our mobile repair 
unit to be extremely useful to us,” says 
Mr. Durham. “It keeps our shop free 
for work that comes in over the coun- 
ter, individual jobs that we pick up and 
also gives us more room to service our 
own equipment.” 

Taking in consideration the number 
of hours needed to pick up and deliver 
more than 100 typewriters from one 
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custome! 


this mobile truck unit can be appre 
ited 

Lancaster is a center for many 
large industries such as the Hamilton 
Watch ¢ pany, and Armstrong Cork 
Company Army bases are located 
there. Bancroft services these organiza- 
tions as well as many insurance com 
panies, banks, tobacco firms and similar 
business where a lot of office equip 
ment i ed. The mobile repair unit 
only goes out when five or more jobs 
are availa vl on location. For indi 
vidual calls, a smaller service truck 
makes tl pick-up and returns the 
machine the shop for service. 

An a il service contract is sold 
with alm ery ofice machine going 
to a c ercial or business organiza- 
tion. Is luals prefer to service their 
equipment on a time and materials 
basis wl they deem it necessary. 





_—_ 
: 
ot 
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Mechanic at work in H. G. Ban- 


croft, Inc., service truck. 
These contracts offer quarterly inspec 
tions and emergency calls with parts 
being extra when such replacements are 
required 

A cr te and well-equipped shop 
s part of the Bancroft organization. 
It inclu lipping tanks, air compres 
sor equi} work benches, tools and 
a large supply area. The latter is 
unique | that servicemen can select 
iny part that they need within a few 
second iithough hundreds of parts 
lor every type of office machine are 
i uilabl 

All parts are retained in a metal 
stock net complete with metal 
OA —9/54 


he time saving element of 





Service man checks chart for part needed on job. Each part is alphabetically 
identified and this corresponds with the drawer in stock cabinet. 


drawers. A label identifies each drawer 
with the parts stocked within. 

As an aid to servicemen, a parts 
chart has been drawn up by service 
manager Jack E. Hicks. This chart 
contains a drawing of every part used 
in a typewriter and identifies each 
part with a letter. When a certain part 
is needed he just looks for the draw 
ing on the board. The letter accom- 
panying the drawing corresponds to 
a letter on the drawer containing that 
part. As an extra help, each box in the 
metal drawer has a sample part at- 
tached to its exterior by rubber band. 

“We expect to make up similar 
charts for every other office machine 
that we service,” says Mr. Hicks, “for 
we have found it to be an invaluable 
time saver. We find it just as easy in 
keeping up our inventory of parts, as 
we can check every drawer and the 
boxes in them individually.” 

For pick-up and delivery the firm 


“It’s in the Box’’ 
. . . The paper box 
put out by the Sta- 
tioners Guild of 
America recently 
was judged to be 
one of the most out- 
standing in the 
country by the Na- 
tional Paper Box 
Manufacturers’ 
Ass'n. J. W. McCor- 
mick, Jr., (left) gen- 
eral manager of the 
Stationers’ Guild, 
smilingly accepts 
award from Willson 
Whiting of the Whit- 
ing-Patterson Co., 
Philadelphia. 


has a smaller delivery truck that is used 
when individual service is required. 
For large volume service work, three 
servicemen accompany the larger truck. 

The firm promotes its service 
through TV spots, telephone book list- 
ings and the force of salesmen. News- 
paper advertising is devoted solely to 
the sale of new equipment. 

The firm uses TV spots over Lan- 
caster and Allentown, Pa., stations. It 
also has many service listings in the 
local phone books falling under various 
headings such as office equipment, type- 
writers, adding machines and mimeo- 
graph equipment. The firm has found 
that many of its customers came to it 
through such phone book listings. 

Every salesmen calling on the trade 
promotes the firm’s service contracts 
with sales as contracts lead to constant 
contact with the customer and added 
business. Customers are regularly no 
tied when contracts run out. 
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NSOEA 
20th 


Anniversary Convention, 
Exhibit—Once Again 
Chicago Invites You 





™@ THE GOLDEN ANNIVERSARY convention of the National Stationery & Office 
Equipment Association is sure of one distinction even before it opens its doors 
on Saturday, September 18 at the Conrad Hilton Hotel. Here will be shown 
the largest exhibit of stationery and office equipment in the world’s history. Dates 
of the convention are September 18-22 and once again all facilities of the 
world’s largest hotel will be placed at the command of NSOEA to house what 
is expected to be a record number of exhibits and the largest attendance ever, 


lured by the bonus features of this anniversary event. ; 


Convention attendants will find Chicago, sprawling giant of the Mid-West 
plains and the world’s fourth largest city a metropolis that is vast, exciting and 
impressive in its entertainment features. This is the city that gave the world 
its first steel frame skyscraper, its first department store, its first grain reaper 
and its first atomic chain reaction. It is No. 1 city in the world for railroads, 


a 


Cc 


meat packing, printing and grain trading. 


Those who like stardust in their entertainment will find it at the Pump Room, 
Boulevard Room, Cameo Room, Empire Room, Mayfair Room and Camellia 
House. Those who want girls and glitter will visit The Chez Paree, Edgewater 
Beach Walk and. Rio Cabana. The mammoth department stores can be a 
thrill to the ladies of the convention. The museums, the Art Institute, the 
Planetarium, Shedd Aquarium, the public parks and the zoos each have a 


special appeal. 


This is Chicago where as extra features the 50th anniversary convention will 


qa and g- 
S ¢ provide two workshop sessions—“How to Make Money in Your Business” and 


YN 
LK 
S/ En } “A Self-Selection Sales Clinic.” The “Store of Tomorrow” will be on exhibit. 
oO iy? 
\4 a & The Glenn Welty Chorus, of radio fame, will present musical history of the past 
F. ASSOCIATION * 50 youn. 





Yes, Chicago invites the men and women of the stationery and office equipment 


association to enjoy its own attractions and those of another notable convention. Bet 
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September 17 


@ THE GREAT LAKES Travelers Club will again 
“kick off’ the NSOEA convention with a luncheon, 
designed this year to be in step with the 50th an- 
niversary year of the stationery and office equipment 
association. Under the leadership of Don Sharpe, 
Reyburn Manufacturing Company, the program at 
the Boulevard Room of the Conrad Hilton promises 
new features in a swiftly-moving program from 12:15 
to 2 P.M. Musical entertainment will be furnished by 
the beautiful “Betty Young and the Charmers.” Star 
performer in the brief oratorical interlude will be 
ex-NSOEA president Less Crowl, spinning yarns 
about conventions of the yester-years. 





Betty Young and the Charmers. 
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Chicago Skyline—Photo Courtesy of Chicago Park District 


SATURDAY 
September 18 


@ BECAUSE MANY DEALERS use Saturday to bring 
in store employees the exhibit will open at 12 noon— 
an hour earlier than formerly—and will remain open 
until 9 P.M. So that the dealers who bring their em- 
ployees in on this particular day may have them 
participate in plans beyond the exhibit, an innova- 
tion for this anniversary year is a Saturday conven- 
tion party. At 9:15 P.M. in the Grand Ballroom of 
the Conrad Hilton, there will be a delightful floor 
show followed by dancing until midnight. Admit- 
tance to this show will be made without charge, not 
only to the fully registered attendants at the con- 
vention, but to those who on Saturday have regis- 
tered for the exhibit only. 


SUNDAY 
September 19 


® NSOEA has long recognized the deep significance 
in American life of religious freedom. At the same 
time it has recognized that the location of the Con- 
rad Hilton has not made church-going easy. Con- 
sequently, unusual in the annals of association 
conventions, there has been established an innovation 
for 1954. In the Grand Ballroom of the hotel at 
10:45 A.M. on Sunday there will be a non-denomi- 
national service of worship. It will be under the di- 
rection of Fred Smith, vice-president of the Gruen 
Watch Company. From 1 P.M. until 9 P.M. all of 
the exhibit areas will again be open. In the gay, 
festive beauty of the Grand Ballroom, there will be a 
Get-Acquainted tea for all registered lady delegates 
at 3 P.M. 
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The Exhibitors— 


Booth No 
A 


ABCO Plastic & Supply 
Co.—Division Bro-Dart 


Industries .... sales 400 
Acco Products, Inc. .... 128 
Ace Fastener Corp. _.. 99 
Acme Visible Records 38 & 39 
Addo Machine Co. 440 & 441 
Aigner, G. J., Co. 501 

Al Bang = Metal Equip- 

Corp 305 
AILRite Y g Inc. : 328 
= Equipment, 

a eadebiiaeanbiie 512A & SIZA 
Allienes Rubber Co. ; 406 
Allied Carbon & Ribbon 

Mfg. Co. .... 132 
Alma Desk 


..... 504A & 505A & 507A 
Aluminum Cooking 


Utensil Co. . 656A 
Aluminum Seating Corp. 521A 
Amberg File & Index Co. 138 
American Carbon Paper 

Mfg. Co. 237 
American Crayon Co. 106 
American Latex Products 

Corp. . 203 
American Lead Pencil Co. 121 
American Map Co. 218 
American Pad & Paper Co. 124 
American Stencil Mfg. Co. 74 
Angler's Products Co. 414 
Apsco Products, Inc. 97 
Arnot-Jamestown 343 & 344 & 345 
Arrow Fastener Co. 52 
Art Metal Construction 

Co. 153 & 154 
Art Speciality Co. 113 
Art Steel Sales Corp. 376 
Artistic Desk Pad & 

Novelty Co. 45 
Atlas Stencil Files c3 & C4 


Autopoint Co.—A Division 
of Cory Corp. 119 
Avery Adhesive Label Corp. 61! 


B 
Bainbridge, Kimpton & 

Haupt, Inc. 114 
Bankers Box Co. 112 
Bankers & Merchants Stamp 

Works . 236 
Banov-Bernsley “- Co. 421 
Barkley, C. L., & Co. 211 
Barnes & Noble, Inc. 225 
Bates Manufacturing Co. 88 
Bausch & Lomb Optical Co. 216 
Beckley-Cardy Co. 47 
Berger Division—Republic 

Steel . 545 
Bernay Products Co. 435 
Bernard Franklin Co., Inc. 402 
Berry, Henry, 

Associates 546A & 548A 
Best, Richard, Pencil Co. 144 
Beutler-Brown Industries . 332 
Binney & Smith Co. 126 
Blackbourn Systems, Inc. C17 
Blair Aluminum Furniture Co. 600 
Blaisdell Pencil Co. 130 
Blankenhorn Co., Inc. 348 
Bohn Duplicator Corp. ._ 418 & 419 
Boorum & Pease Co. 135 
Borroughs Mfg. Co. 367 & 368 
Bostitch, Inc. 561 
Braden Mfg. Co. ———— 
Bradley, Milton, Co. 204 
Burroughs Corp. C13 
Business Efficiency Aids 111 
Cc 
C-Thru Ruler Co. 59 
Campro Sales Co. 434 
Cardinell Corp. 68 
Carter’s Ink Co. 158 & 159 
Cel-U-Dex Corp. C14 
Central Can Co. 509 
Changepoint, Inc. 48 
Chicago Desk Pad Co. 504 
Chicago Lock Co. 422 
Clarin Mfg. Co. 360 
Codo Mfg. Corp. 116 
Cole Steel Equipment Co 353 
Columbia Ribbon 

Carbon Mfg. Co. 77 
Columbia Steel Equipment Co. 46 
Columbian Art Works, Inc 73 
Convoy, Inc. 219 
Cooke & Cobb Co. Div 

Wilson Jones 133 
Cook’s Inc. .. 140 


Corry-Jamestown Mfg. 
520 & 521 


o. 
Craftint Mfg. Co. 326 & 327 
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Booth No. 
Cram, George F., Co 220 
Cramer Posture Chair 

Co. 147 & 148 
Cushman & Denison Mfg. Co. 125 
D 
Defiance Calendar & 

Staty. Cor 91 
Dennison Mfg. Co 344 
Dependable Mfg. Co. 96 
Dick, A. B., Co 80 
Diebold, Inc 105 
Ditto, Inc 141 


Dixon, Joseph, Crucible Co... 89 
Dolin Metal Products, 


Inc. 415 & 416 
Dome Publishing Co. 311A 
Domore Chair Co. 542A 
Doppelt, Charles, & Co. 560 
Doringer Co. 226 
Dorset Steel Equipment Co. 308 
Dorson Corp. 314 
Downey, C. L., Co. 13 & 14 
Dresner, S., & Son, Inc. 533A 
Duplicopy Co 221 
Durable Metal Products 

°. 365 & 366 
Duro Decal Co 323 
E 
Eagle Pencil Co 86 
Eaton Paper Corp 5 & 6 


Ellingsworth Mfg. Co. 229 
Emeco Corp 303 

Ennis Tag & Salesbook Co. 238 
Esterbrook Pen Mfg. Co. 1&2 
Eureka Specialty Prtg. Co. 30 & 31 
Evans Specialty Co. 212 
Ever Ready Calendar Mfg. Co. 102 


Eversharp, Inc 156 & 157 
Ezyindex Products Co. 313 
F 

Faber-Castell, A. W., 

Pencil Co 82 
Faber, Eberhard, Pencil Co. 95 
Farber, Lovis H. 131 
Fastener Corp. 215 
Faultless Caster Corp. 207 
Ferris Business Equipment, 

inc. 134A 
Filex Steel Products, Inc. 413 
Fisher Pen Co. CIA 
Flo-Ball Pen Corp. 64 
Forbes Products Corp. 411 
Force, Wm. A., & Co. 222 


Frankel Carbon & Ribbon Co... 42 
Franklin Metal Products Co. 315 
Fritz-Cross Co 443 & 444 
Frontier Mfg. Co 612A 


G 


General Lamps Mfg. Corp. 223 
Gestetner Duplicator 


Corp 363 & 364 
Geyer Publications 560A 
Gibson Art Co. 40 
Gift Craft Leather Co. 529 
Globe-Wernicke 

Co 18 & 19 & C22 
Goodfrend Metal Products 

Co 387 
Goodrich, B. F., Co. 49 
GR Products, Inc. 300 
Graff, George B., Co. 129 
Greg Mfg. Company 445 
Gregson Mfg. Co. 530A 
Guardsman-Valentine, Inc. 520A 


Guide System & Supply Co. 201 
Gunlocke, W. H., Chair Co. 561A 


H 
Haeger Desk Co 609A 
Hall’s Safe Co 335 
Hamilton Mfg. Corp 544A 
Hano, Philip, Co. 65 
Harrison Steel Cabinet 

°. 607A 
Hart Mfg. Co c10 
Harter Corporation 605A 
Haskell, Inc 359 
Herring-Hall-Marvin Safe 

Co 20 & 21 
Heyer Corp 3% & 37 
Higgins Ink Co 27 
High Point Bending & 

Chair Co 504A-505A-507A 
Hillside Metal Products, 

Inc 349 & 350 & 351 
Hodgman Rubber Co. cy 


Home-O-Nize Co 
Hoosier Desk Co 
Hunt, C. Howard, Pen Co 17 


301 & 302 
537A 





EXHIBIT HOURS 


Saturday—12 Noon to 9 P.M. 


Sunday—1 P.M. to 9 P.M. 
Monday—2 P.M. to 9 P.M. 
Tuesday—5 P.M. to 9 P.M. 


Wednesday—Noon to 5 P.M. 





Booth No. Booth No. 
i a oe Cash Register 
324 & 325 
ee eee as ny sie National Fiberstok Envelope 
Indiana Chair Co. 526A - Co. , 115 
indiens Desk Co. 524A ational Vulcanized Fibre 
Invincible Meta! Furniture Co. .... 56 
Co. 539A Niemann, Inc. 550A 
Nobema Products Corp. 55 
Noesting Pin Ticket Co. 70 
J Norfield Methods & 
Jasper Chair Co. 505 Procedures, Inc 426 
Jasper Desk Co. 546 Norma Pencil Corp 118 
Jasper Office Furniture Co. 515A Northern States Envelope Co. 54 
Jasper Seating Co. 557 Nucraft Furniture Co A 
Jasper Table Co. 657A Nu-Craft Products Co. 339 & 340 
Jayem Sales Corp. 428 & 429 
Jiffy Enterprises, Inc. 438 re) 
Johnson Chair Co 500 Oakville Co. Di Scovill 
Juneau Stamping Mfg. Co. 405 Mfg. Co. iv., scoville 


Office Appliances 


58 
C20 & C21 
601 


K Ohio Chair Co. 
Kahn, David, Inc 110 Old Town Corp 136 
Kamket Corp. 401 Olivetti Corp. of 
Kay-Dee Co. 306 America 403 & 404 
Keith Clark Inc.—Schedule- Orna Metal Products Co. 361 
A-Date Calendar Co. 206 Ottenheimer, ! M C2A 
Ketcham & McDougall, Inc. 331 Oxford Filing Supply Co. 11 & 12 
Keystone Steel Equipment Co. 230 
aor ed Stamping Machine P 
--- SSA Paper-Mate Eastern, Inc 233 
Koh-I-Noor — - Parker Pen Co. .........149 & 150 
ow - ; Parker Steel Products, Inc. 346 
Pelouze Mfg. Co. 509A 
L Perfect Rubber Seat 
Labelon Tape Co Cc-2 Cushion Co. 297 
LaSalle Products Co. 142 Permacel Tape Corp. . 76 
Lathem Time Recorder Co. 334 Polar Mfg. Co. 143 
Lawson, F. H., Co. 372 & 373 Precisa Calculating Machine 
Linton Pencil Co. 231 Co. 433 
Little, A. P., Inc. 232 Precision Mfg. Co. 408 & 409 
Print-O-Matic Co. 69 
M Protectall Safe Co 152 
Majestic Stationery Co. 430 & 431 Q 
a a oat & 342 Quality Park Envelope Co. % 
Co. | 517A & 528A 
Markwell Mfg = - ped R 
Marnay Sales & Mfg. Co. 
Marr Duplicator Co. 28 nme ag aod ‘ Co 4 
Marsh Stencil Machine Co. 137 Redi Re. ~ ne. . 
Maso Steel Products Re - oe roducts Co 412 
Master Addresser Co. C15 & C16 pve” jorm-= cis &@ C19 
Master Products Mfg. R foble Ste J 
Co 337 & 338 eliable tationers 
Mow 3 b.. Co 120 Specialties Co 661A 
Mevicir Co 312 Reliance Pencil Corp 71 
McDonald Products Corp. 22 & 23 rg A a me 
Meier, Joshua, Inc. 62 Rent_A Ph e Ce ne. A 
Meilink Steel Safe Co. 512 Rechte ee Hage Pr ge 
Melind, Louis, Co. 123 —— oat. en oe 
Merchants Box Co. 316 Rite Lime Con oad a 
Merriam, G. & C., Co. 94 Homme <o1p. 
Metal Specialties Mfg. Co. 234 Riteform Chair Co. ci & C12 
Metalstand Co. 336 ae Numbering Machine a 
° ° : 
eee sec: sak Co. > Robinson Reminders 57 
Milwaukee Chair Co. 534A & 535A a b - 
= Metal Furniture onan Rowles, E. W. A.. Co. 103 
Minnesota Mining & Mfg. we — —_. Co. oA 
Ce. oyal Register Co 
Mittag & Volger, Inc. ..145 & 146 S 
Mohawk Tablet Co. 217 : 
Monarch Furniture Co. 537 Sainberg & Co 98 
Moore Business Forms— Sanford Ink Co. 78 
Rediform Div Ccé Schwab Safe Co. 533A 
Moore Business Forms C7 Scripto, Inc, ;' ...122 
Moore Push-Pin Co. 7 Security Steel Equipment 
Morris, Bert M., Co. 117 Corp. ..... . 25 & 26 
Mosler Safe Co 134 Sengbusch Self-Closing 
Murphy-Miller Inc. 374 & 375 Inkstand Co. 85 
Mutual Stationers Supply Shallcross Co. 410 
Corp. 84 Sheaffer, W. A., Pen Co. 109 
Myrtle Desk Sight Light—M. G. Wheeler, 
Co 504A & 505A & 507A Inc. 329 & 330 
Mystik Adhesive Products 235 Smith, Charles C., Co. 519A 
Smith Metal Arts Co 522 
Smokador Mfg. Co 417 
N Smo-King Products, Inc 436 
National Blank Book Co. A Southworth Co 72 
National Brief Case Co. 553A Speed Products Co .. 67 
National Carbon Coated Speedry Products, Inc. 44 
Paper Co cs (Turn to Page 35, Please) 
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Ken Reister 
Co-Chairman 


Robert Reynell 
Chairman 


MONDAY 


September 20 


@ At 9:30 MONDAY morning, the first general ses- 
sion of the convention will open in the Grand Ball- 
room. The meeting will be opened with a presenta- 
tion of NSOEA’s president, Walter H. Miller. He in 
turn will introduce Maria Bergson of Maria Bergson 
Associates, New York City. She will explain her 
deep convictions on the reasons for modernizing 
offices and the methods by which she has interested 
large and small corporations in this work. Next will 
be heard Will A. Foster, vice-president of the Borden 
Cheese Company of New York City. His talk, “Op- 
portunity is Knocking for Alert Sales Executives” will 
be stimulating, factual and inspirational. At noon 
on Monday 2,000 men and women of the convention 
will hear Dr. R. C. S. Young of the University of 
Georgia. He is known as one of America’s finest 
platform speakers. Exhibits will be open after this 
talk. 





W. Foster 


Dr. R. Young 


TUESDAY 


D. Stringfellow 


September 2] 


@ This is “Bonus Day” in the history of all conven- 
tions, says General Manager Paul E. Burbank. It 
will open at 8 A.M. with separate breakfast meetings 
of the manufacturers and Travelers at which the di- 
vision officers will be elected. In the Eighth Street 
Theater at 9:30 A.M. there will be a Work Shop for 
dealers, manufacturers and Travelers dedicated to 
the theme: “How to Make More Money in Your Busi- 
ness.” The session, with three speakers, will be under 
the direction of Adrian H. Pembroke, chairman, Paul 
Buckwalter of National Blank Book Company and 
Dr. Ralph Cies, NSOEA research counsel. Luncheon 
speaker will be Congressman Douglas Stringfellow 
of Utah. In the afternoon a second Work Shop will 
be held under the chairmanship of Earl Kochheiser 
to consider self-service fixtures. NSOEA will demon- 


OA—9/54 





strate in the Hilton’s Normandie Lounge a model 
store. The Glenn Welty Singers will provide choral 
music for a convention party in the evening, followed 
by dancing. For the ladies on Tuesday there will be 
a lucheon and style show at Marshall Field & Com- 
pany. 





W. Spear D. Walker 


WEDNESDAY 
September 22 


@ CONVENTION DELEGATES will gather at 9:30 
A.M. in the Grand Ballroom for the final business 
session. Here, they will hear a young man of this 
industry from Newark, N. J., Woodrow Spear. He 
has developed a new method of selling which he will 
explain. As the business session draws to a close, 
DeLoss Walker will be introduced as the concluding 
speaker. Onevof America’s greatest platform speak- 
ers, he combines humor, facts and inspiration. The 
ladies on this final convention day will attend a 
lucheon in the redecorated Boulevard Room and will 
be entertained with a new and sparkling Merriel 
Abbott Ice Show. The banquet to celebrate a golden 
anniversary will be held in the Grand Ballroom at 
7:30 P.M. Norman Krone’s orchestra will swing into 
fine music for dancing following the dinner and pro- 
gram of good fellowship and announcement of as- 
sociation awards. 


The Comet Exhibitor 


Continued from page 34 


Booth No. 
Speed-O-Print Corp. 108 
Spencer Rubber Products Co. 60 
Stacor Equipment Co. ...309 & 310 
Standard Diary Co. .. 90 
Standard Furniture Co. 513 
Star Office Accessories Co. 429 
Stationers Guild of America 81 


Steel-Parts Mfg. Co. ..319 & 320 
Stein Bros. Mfg. Co. . 556 
Stratford Pen Co 63 


Sturgis Posture Chair 
== 556A & 557A 
Systems Co. _ 423 


T 

Taylor Chair Co. 551A 
Thomas Furniture Co. 549 
Tiffany Stand Co. . 200 
Tolen, William, & Son 407 
Tops Business Forms 228 
Triner Scale & Mfg. Co. 51 
U 


Underwood Corp. c8 & 307 
United Cutlery & Hardware 


Products Co. 213 
Vv 
Vail Mfg. Co. 83 
Valeo, Inc. ........ 477 
Vernon, S. E. & M., Inc. . 534 


Victor Adding Machine 


Booth No. 
Victor Safe & Equipment Co. 
Dealer Sales Division of 
Remington Rand 15 & 
Vogel-Peterson Co. 539 


Ww 
Wabash Filing Supplies, Inc. . 155 
Wallace Pencil Co 29 

ard, John J., Inc. 224 
Waterman Pen Co. 100 
Watson Mfg. Co. 553 
Weatherly Index Co. 424 
Weber Addressing Machine 

Co. 202 
Weber Costello Co. 66 
Weber, F., Co. 151 
Webster, F. " Co. 7 
Weis Mf 87 
Wells heir Corp. 127 
Western Mfg. Co. 507 


Wilson Jones Co........................ ._ 41 
Wolber Duplicctor & Supply 


Co. 
Wood Office Furniture 


Institute 523 
Y 
Yowman and Erbe Mfg. Co. . 92 
York Safe & Lock Co. 214 
Z 
Zephyr American Corp. ...........101 
35 














Clever 
Window 
Displays 

“Up” Business 


B® ONE OF THE MOST enterpris 
ing and efficient stationery and office 
outfitting firms of Oklahoma City, 
Okla., is The House of Wren. In the 
big three-story building where the 
white front contrasts strongly with the 
tall perpendicular red sign high above 
the building and topped with a red 
and green wren house, stationery sup- 
plies occupy about one-half of the main 
floor. Office supplies and furniture are 
housed in the other half and sales of 
both are kept zooming by many orig 
inal promotional ideas. 

People of wealth and culture em 
ploy an interior decorator when furnish- 
ing their home, and the firm reasoned 
that the services of such a 
sional would be welcomed by pro 


protes- 


fessional men and executives of ig 
fluential business firms in outfitting 
their offices. Therefore the House of 
Wren publicized this service in sev- 
eral ads and by large cards in the 
display of office furniture groupings. 
Windows Unique 
The firm is noted for its original 
windows. One of the most effective 
of these displays will be appropriate 
again when fall comes—a football com 
fort window. When the football sea 
son was in full blast and the big games 
were being played the House of Wren 
arranged a display of blankets, seat 
pads, field glasses, flasks, cameras and 
leather blanket bags, and placed in the 
midst of them a big sign “Going to the 
game? Take your comfort with you 
All of the items bore neat little price 
tags. 
“The window was a big success, 


said the manager. “Many people did 
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Effective display window at the House of Wren. 


not know that we carried such items 
as blankets and blanket bags and we 
brought these items into the limelight. 
Many people who attend the big games 
are substantial business or professional 
citizens, able to afford quality mer- 
chandise, and in coming in for these 
football comforts they had a chance 
to see our many lines of office furni 
ture.” 

A plan that has proven profitable is 
to feature a single item in connection 
with the display of complete office out- 
fits. A good example was in the win- 
dow exploiting files. It showed a mod- 
ern office, with files scattered through 
the display—on the desk, on the chairs, 


on top of the filing cases and on the 
floor. One card said “Files for Every 
Need,” and another “Keep your desk 
in order with one of these ready ref- 
erence files. Buy two, one for the home, 
the other for the office.” 

Another window turned the spot 
light on executive desks. Seven of them 
were shown. Cards fastened to the 
glass had red ribbons running to each 
desk, each card telling of some special 
advantage of the desk. The House of 
Wren complemented this display with 
an ad headed, “Turn Minutes into 
Profits with a Time Engineered Desk.” 
The ad listed the seven advantages 
shown in the window.—WBS 





Bound for Convention 


. Arrow Fastener Co. will exhibit its 
products for the first time at the NSOEA convention. The display 
embodies all the aspects of modern design with full bright color. 
An illuminated Arrow trademark will feature the exhibit. 
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Push Air Mail Stationery Via Windows 


g@ MOST BUSINESS FIRMS conduct 
all their important correspondence by 
air mail. While convenience is of course 
the first consideration, the matter of 
expense also looms, especially among 
small firms, so it is a good talking 
point when pushing air mail stationery. 
\ special thin, yet exceedingly tough 
paper was pushed to advantage by 
Schwabacher-Frey, Los Angeles through 
a newspaper ad, complemented by a 
colorful window display. The back- 
ground was sky blue wallpaper with a 
design of pink flowers. A cutout figure 
of a mail man, in bright blue suit, was 
shown putting a letter in the mail box. 

In racks and on the floor were open 
A card at the 
base of the mail man said “Letter Days 
Are Happy Days,” 


Smart for Long Letters 


boxes of tationery. 
and a card on the 
wall ad\ sea 
and Wherever Postage is a Factor- 
Air Mail Stationery.” 
An Eye-Catcher 
Arranged at a time when all sta 
tionery and outfitting firms were call 
to National Letter Writ 
ing Week, Schwabacher-Frey unveiled 


ing attentior 


1 window that stopped all passersby. 
Suspended from the ceiling were three 
small Oriental rugs on each of which 
soldier, 


was the life size cutout of 


sailor or marine, each reading a letter. 
\ card advised “Letters are your magic 
carpet 

A strip at the base of the win 


dow announced, “National Letter Writ- 
ing Week. October 14-20.” 


various prices and many 


Boxes of 
stationery 
styles and olors were scattered over 


the floor WBS 








Schwabacher-Frey features air mail stationery. 


“Parade of 1ypewriters” Display 


® A CONSTANTLY effective means 
of building typewriter sales is to stage 
an actually-moving “parade” in the 
store window, according to Dominic 
Ferrari, sal anager for Sable’s, Inc., 
ofhce supply dealers in Detroit. 


helped 


over a steadily-growing 


The “parad which has 
Sable’s te 
olume ot typewriters year alter year 
is a huge revolving turntable. This is 
mounted in the main window of the 
store 

Revolving at two revolutions per 


minute, disk is powered by a 


suent, col electric motor and 
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spins quietly throughout the daily sell- 
ing hours well into the evening. It is 
quickly convertible to a three-step drum 
fixture, merely by placing smaller disks, 
eight inches thick, atop it as needed. 
Periodically, Sable’s, Inc., gives the 
passerby a thumbnail look at the store’s 
huge typewriter inventory. This is done 
by placing a complete line-up of models, 
all the way from the lowest-priced port- 
able to the most expensive electric ma- 
chine, around the periphery of the disk. 
Similarly, whenever a large stock of 
used, reconditioned typewriters is on 
hand needing specialized promotion, 


another “parade” is set up. This per- 
mits the visitor standing at one point 
in front of the window to watch the 
stores many brands, in many price 
ranges, pass the same point over the 
space of 30 seconds. 

“Action” of this sort, coupled with 
helpful, explanatory signs, has made 
the revolving turntable one of the most 
valuable assets the Detroit office ma 
chine retailer has ever used. There 
are instances in which as many as a 
dozen people have stopped at the dis 
play simultaneously to watch a “parade 
of typewriters” pass by.—RAL 
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Display 
Link-up with 
Merchants 
Halloween 


Campaign 


®EACH YEAR THE MER 
CHANTS of Anaheim, Calif., a city 
of some 30,000 people, stage a huge 
Hallowe’en Jamboree, bringing a crowd 
of from 70,000 to 100,000 people to 
participate in festivities that last from 
dawn until midnight. 

Incidentally, most of 
from the ranches and 
within a radius of 40 miles, and they 
take the opportunity to purchase scores 
of necessities. 

The affair starts with a big break 
fast in the park—partaken of last year 
by 2000 people—with a vaudeville pro- 
gram, and a parade of the costumed 
juveniles and adults who later march 
in the big evening parade. In the after 
noon a pet parade is held. In the eve 


them come 


small towns 
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Halloween motif in Weber Book Store window. 


ning there is a big parade of floats, 
bands, horsemen and marching clubs. 

All the merchants decorate at least 
one of their windows in the Hallowe’en 
motif. The Weber Book Store, which 
has a large office supplies section, ar- 
ranged a window with a green back- 
ground on which clusters of black and 
orange slashed paper were hung. Char- 
acter masks were also hung on the wall. 
On a big black box, fastened to the 
wall, sat a life-size skeleton. On a desk 
were lamp, file and comptometer. Files, 


<e SECURITY BO% 


oo & 





globes, fillers and other office supplies 
were scattered over the floor. 

Said the manager: “This campaign 
receives each year the whole-hearted 
support of all the merchants, for not 
only does it increase sales in all lines, 
but also prevents the daubing of win- 
dows and other vandalism that is 
usually expected on Hallowe’en, for 
we give the young people so much real 
enjoyment and excitement that they 
have no wish to go on marauding 


raids.—WBS 


Tilted to Sell... A simple, but pro- 
ductive window display procedure at 
S. G. Adams Co., St. Louis is that of 
“tilting them forward” when featur- 
ing wastebaskets. This firm has dis- 
covered that if wastebaskets are tilted 
at a slight angle the passersby can see 
the interior as well as exterior. Like- 
wise, the use of a clamp-type hook to 
display the descriptive sign and price 
tag will attract attention if clipped 
inside the wastebasket on the high 


edge—RAL 
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AAd-Viser 


by Irving Settel, authority on retail advertising 


HOW TO USE INSIDE-STORE ADVERTISING 


g OUTSIDI 
radio, and direct mail, can only succeed in attracting custom 
ers to your store. These media can accomplish only half of 
the promotional job. If a store were to stop at this point it 
would fal rt of realizing the full potentiality of the 
promotiona impaign. 


In addition to out-of-store promotion an office appliances 


merchant iid employ internal store advertising to en- 
courage tomers to make the final purchase. It is well 
to remember that an external advertised item very seldom 
pays for the cost of the ad itself. Consequently, it becomes 
necessary for the retailer to sell unadvertised items once the 
customer art at the store. This job must be done by 


wl 


promotion de the store. 


Progressi fhce appliances retailers have recognized the 


necessity of selling a customer at the store. Actually it is 
usually ar job than getting a customer into the store. 
Firstly, a customer can see the merchandise itself and, of 
course, he 1 buying frame of mind. Also, the manager 
has many opportunities to make the actual sale by display 
ing salesmanship and effective promotion. Any customer 
who comes into the store “just to look” is a customer who 
in be SO 

Let us 1 some of the more important internal 
promotiona dia which an office appliances retailer can 
mploy t h the final sale. 


Reprints Of Advertisements 
Many dealer 


tear sheets 


employ a regular practice of pinning up 
proofs of the newspaper ads which have 


ippeared or will appear in the near future. These serve 
to remind stomer of the promotion. They also intro- 
duce the rtised product to potential customers who 
1ay not have read the advertisement. In addition, they 


nt the sales personnel with advertised mer 
handise and to provide them with factual material necessary 


to make tl ile 


Vanufacturer’s Advertisements 

Manutacturers of nationally advertised products frequently 
supply the retailer with tear sheets of magazine and news- 
paper ads, otographs of the manufacturers’ product and 


other internal promotional pieces. All of these make very 
flective pin-ups on the wall or window of the store. A 
customer will have more confidence in buying merchandise 


i Natio! known manutacturer. 


Hand Bills 


\ ° 
Many retailers of office appliances use simple one-sided 


printed sheet nted either by mimeograph or letterpress. 
These are g lly distributed at the entrance of the store 

ustom« ing in or they are placed in prominent 
laces in tl tore so that a customer may help himself. 
OA —9/54 


OF STORE advertising such as by papers, 


Frequently the hand bill contains many unadvertised 
specials and help to direct the customer to items which the 
store manager is anxious to sell. The use of hand bills has 
become increasingly popular in the last few years in all 
types of stores, both large and small. 


Merchandise Tags 

Particularly important in the self service type of store, 
merchandise tags are a very important adjunct to any type of 
promotion. Particularly on large items or items which are 
not packaged, these tags usually offer suggestions about the 
use and the care of the merchandise being displayed. 
Usually printed by the manufacturer, the tags help to attract 
customers and to make the final sale. 

Merchandise tags also assist in helping the sales personnel 
to do a better selling job by providing necessary information 
about the product. 


Store Signs 

Most office appliances stores recognize the need for more 
Signs help to identity 
the product and, of course, give the price of the product 
to a customer, 


complete and attractive store signs. 


Also many signs can be made effective by 
offering suggestions and information related to the product. 
They frequently act as silent salesmen summarizing facts 
and features, quality, and so forth, making it easier for the 
customer to buy. 

A good sign capitalizes on store trafic by drawing atten- 
tion to items which have not been advertised in external 
media. 


Bulletin Boards 

A very popular method of internal store promotion used 
by office appliances merchants is the bulletin board pinned 
prominently on the wall in a prominent spot of the store. 
The bulletin board serves as a very handy method of tacking 
up all sorts of internal store promotion. 

Some stores use many boards located in important areas 
of the store. The board itself can be used to display any 
type of sign or promotional material which will do an effec- 
tive job for the retailer. 


Enlarged Photographs 

A very effective method of promoting merchandise with- 
in a store is the use of enlarged photographs of the store’s 
merchandise. Particularly good on holidays such as Christ- 
mas or Easter, the pictures serve to attract attention and 
to help sell the article. 

Many stores have used an entire wall of pictures showing 
Such 
4 promotion indicates to customers the benefits they may 
get by using the product. 


the merchandise in use or in attractive surroundings. 
It is also possible by this method 


to highlight the merits of the merchandise and influence the 
customers to buy the product. 
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What Price Ulcers? 





Heavy Payments for an “Occupational” Disease 


Pe, 


® MAN HAS BEEN PLAGUED for 
generations by diseases affecting hts 
physical well-being and peace of mind 
Some antidotes have been developed 
to help combat attack by bacterial ene 
mies. 

There are nerve-wracking microbes 
capable of invading every area of our 
cosmic existence. Because of their ubi 
quitousness we are at all times vul 
nerable to attack in our places of work 
In medical parlance this is known as 
an “occupational disease.” 

I'd like to 
of malady which is predominantly as 
furniture 1n 


discuss a special form 


sociated with the office 
dustry but which is not directly related 
to medical science. I call it “imaginary 
ulcers,” a type of economic emotional 
rampant among 


ism now running 


dealers. 


Watch Sharpies 


Under the strain and _ stress of 


economic businessmen are 


called upon to marshall all their mental 


pressure, 


resources 1n against the 


machinations of those seeking to upset 


guarding 


established methods of operation 

Any businessman deviating from his 
price structure based on cost of opera 
tion places himself in the perilous posi 
tion of diminishing his profit and de 
stroying the possibility of survival 
Certain types of consumer-personalities 
are giving dealers an attack of sympto 
matic ulcers, and causing blood pres 
sures to rise. 

Consumers today need to be handled 
with kid gloves because of their inor 
dinate sensitivity and irascibility. Much, 
if not all, of our economic madness is 


dealers 


created and intensified by the 


swept into 


W hile 


; 


customers ride on the crest of a price 


themselves. They are being 


a state of utter confusion thei 


cutting wave. 
The buyer is 


King mvyopi 
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view of profit and loss and the feverish 
anxiety to make a sale, office furniture 
dealers have elevated the buyer to his 
regal position. And so today’s customers 
have been clothed with a greater inde 
pendence than they had ever experi- 
enced in many years. The natural in 
clination of individuals so vested with 
buying power is virtually to push mer 
chants around. To meet this push we 
must learn to push back with sales 
strategy with a new kind of technique 

with a revitalizing force to keep us 
from losing ground in this tugging 
battle for survival. 

Brace yourself, Mr. Dealer, for an 
other category of shoppers who may 
upset your innards—they constitute the 
“nothing else to do” type. I am confi 
dent you have met them from day to 
would classify them as (a) 
The Toothpicker (b) The 
Eater (c) The Parent-and-Child, and 
(d) the Husband-and-Wife 
characters who play special roles in 


day. | 
Candy 


types ol 


your business activity. Let us con 
sider them separately and see if you 


recognize them. 
TOOTHPICKER 


who has had his 


THE 

He is the 
lunch. Some of the food is still in his 
return 


man 
teeth. In 15 minutes he must 
to work. So, 

! > > + 
guessed it! Right into the nearest store 


what does he do? You 
he goes which happens to be yours. 
You are happy to see him (or, are 
vou? ). Well. he asks to be shown some 


furniture and you are ready to oblige. 


While you are pointing out your 
wares, he is picking his teeth. In 


between picks he informs you he will 
be back when he has more time. At 
this juncture, your blood pressure has 


leaped 30 points 


THE CANDY-EATER 


This fellow What 


likes contections 


by CHARLES B. GOODMAN 


S. Stein & Company 
Chicago, Ill. 


with a candy bar in hand he suddenly 
remembers his sweet secretary .needs 
chair. Impulsively he 


a new posture 


steps into your store. You turn on 
your best sales charms and demonstrate 
chair aiter chair. The customer mum 
bles a few words between bites. Hov 
can he speak clearly with a candy bar 
He reaches the big 


tells the 


in his mouth? 
decision. Not to buy but he 
salesman he will have to have his Girl 
Friday come in personally to select her 


2 


chair. By this time your own 


own 
sugary disposition has turned to gall, 


and your saliva has turned to pulp 


PARENT-AND-CHILD 


Here is a combination having the 


aspects of home. A father has evi 
dently promised to show Junior the 
sights. Your windows look attractive 
He walks into the store. The boy runs 
in. The man tells you he hasn’t much 
time but wants to be shown a good 
hling cabinet. 
While you are 


analyzing the cabinet’s outstanding fea 


emphasizing and 


tures, Junior has strayed away to do his 
own job of “analyzing,” as he play 
fully 


drawers, runs an imaginary race acros 


twirls chair seats, bangs desk 


the floor, climbs into the window unt 
his father finally throws up his hand 
in despair, (as you are about to throw 
Junior out bodily), and the father a 
well. Both \ 
are about to lose all faith in mankind 


leave your store as yol 


HUSBAND-AND-WIFI 


Well, brother, we now 
characters wht 


come to the 


last but not least of 


by their dissidence, torce you into 


neutral corner. The husband has hi 
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heart set grain leather, Charles 


of Londor we Seat for his newly- 


decorat The wife registers an 
objection to the selection of such a 
luxurious | of furniture. She pre 
n on a couple of chairs 
and insists that the 


not be top-grain leather 


fers For 

instead ‘ i Sota, 

coveriny 
that plast good enough, and it 


leather. 


osts 


Sweats It Out 


And it | not be a Charles of Lon- 
aon sola 


Anglo-Saxon implica 


tion does! ppeal to her). A modestly 


priced settee, too, would be better than 
an overstuffed sofa to fill the space in 
the office. The helpless husband by 
this time almost forgotten what 

the store to buy in 
as his brow is covered 
old perspiration. 
leavored to give some 
tions of actual situations 
rs find themselves. All 
tgrowth of an economic 
conditior hich is traceable to dealers 
themsel ve 5 

The big unge in the office furni 


] ] . 
ture market making nervous wrecks 


out of strong-minded, level 


| 


headed, and dynamic busi- 


nessmen. N that a buyer’s market 


of their « reation has intensjfied 


competition, the dealers find 


id 


sk aqaqaing 


prices 


lievably low levels. 


Ink Runs Red 


[he profit complexion of many 


dealers immersed in a cesspool ot odif- 
erous competition is rapidly turning 
black to a deep red. 


Many dealers are yielding to a tempta 


trom a strong 
tion to sell office furniture at little 
1k any pront in 


| 


arger volun 


the hope that a 
will help meet a weighty 


overhead. At unfortunately, dealers 
are letting the public know how anx 
ous they are to make a sale, even at 
the buyer’s price. Meanwhile, the po 


tential customers are making a field 


day out of the situation and going from 
one store to another to see where they 
can drive the hardest bargain. 


W hat can 


rushing tide of 


done to stem the on 


economic and emo 


tional debilitation? How can we pre 


vent a complete disintegration of our 


Dusiness foundation? What can we do 


to keep ourselves strong commercially 
and physically 


by a redoubt ib! 


in resisting this attack 
e public? 
| believe the answers to these vital 


questions erning the future wel 
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fare of the office furniture industry 
can be found in the following proposed 
antidotes: 


1. BE AFFABLE BUT NOT PLI- 
ABLE. 
A courteous dealer need not, however, 
surrender his right to sell at a fair 
margin of profit. Keep from weaken- 
ing under the impact of persuasion 
brought to bear by crafty customers. 


2. BE JUDICIOUS BUT 
LOQUACIOUS. 
Stop complaining to customers about 
a dip in business activity. Talking 
about it will give you a strange dip 
in the pit of your stomach. It will 
only result in making your prospect 
stronger, as you grow weaker. 


NOT 


3. BE SELF-COMPOSED BUT 
NOT INDISPOSED. 
Successful selling necessitates a calm, 
even-tempered, healthy disposition. 
When you allow these elements to be 
disturbed by something which arises 
in the course of a business transaction, 
you are headed for trouble. Most fre- 
quently an emotional disturbance is 
caused by what a customer says. It 
may well result in the loss of a sale if 
you have not developed a keen insight 
into the mechanism which makes cus- 
tomers do the things they do and say 
the things. they say. 


4. BE ANALYTICAL BUT NOT 
POLITICAL. 
Judge human nature. Be guided in 
word and action by a customer’s reac- 
tion to your initial sales approach. 
Steer clear of involvement in political, 
religious or marital discussions. Con- 


NOMA Exhibit . . . 
This model office 
center display was 
erected by the 
Wood Office Furni- 
ture Institute at the 
recent NOMA expo- 
sition in St. Louis for 
its Certified Office 
Planning Service. 
The center comprises 
a series of separate 
but integrated de- 
vices presenting a 
preview of what the 
entire work space 
will look like when 
completed with 
desks, chairs, equip- 
ment, colors, fabrics, 
lighting and floor 
coverings installed. 


centrate solely on selling. Any digres- 
sion will plunge you headlong into pit- 
falls of insurmountable difficulties. 


5. BE STRONG-MINDED BUT 
NOT HIGH-HANDED. 
When a potential customer boasts about 
lower prices offered him by your com- 
petitors, exercise utmost tact in meet- 
ing this challenge. Stress quality, serv- 
ice, reputation, insofar as your own 
firm is concerned. Endeavor to present 
logical and reasonable facts to justify 
your price status. You can accomplish 
this by keeping a cool head. Speak 
kindly of your competitors—being 
scornful will tend to antagonize the 
customer. 


6. BE OPTIMISTIC AND REAL- 

ISTIC. 
There is no place in business for the 
lugubrious. A pleasant smile—a firm 
handshake—a warm greeting—expres- 
sion of appreciation—these are the vir- 
tues of a friendly businessman. A 
bright outlook and a clearly defined 
perspective on the future are the life- 
blood of any enterprising businessman. 
He must face realities with courage and 
determination. A spirited interest in 
strengthening the sinews of one’s own 
business will shut out all possibilities 
of failure. 

The office furniture dealer has three 
major responsibilities to fulfill if he 
wishes to remain in a_profit-bearing 
business, free from restraint and com- 
pulsion, They are the responsibility for 
competent internal management, the 
responsibility for a thorough under 
standing of selling for gain, and the 
responsibility for a fundamental knowl- 
edge of fealty to customers and dealers 
alike. 





41 





Maurice (Carload ) Kressin, manager of Manhattan Office Equipment Co.., 
Washington, D.C., points out the merits of a file to prospective buyers. 


WHOLESALE AND RETAIL VOLUME JUMPS 





® A NEWSPAPER and direct mail 
promotion program on used office fur 
niture has boosted wholesale volume 
40°%4 and volume sold to the retail 
trade 35 
the Manhattan Office Equipment Com 
pany in Washington, D. C. 

So effective has the year-round pro 


over the last eight months at 


motion program been that combined 
volume has moved into six figures. 
Some 15 carloads averaging $2,000 per 
car have moved since last October, and 


on February 22, traditional 


holiday 
sales day for the district, 242 sales 
transactions were completed to users 
an index of customer response to pro 
motion. 

“There’s a reason of course for the 
expanded market in used office furni 
ture. Money is a lot scarcer than it was 
three and four years ago, scarcer than it 
was last year,” said Maurice Kressin, 
general manager. “Many who would 
have considered nothing but new fur 
niture in former years have turned to 
used office furniture because it is priced 
a fraction of the new retail price. It 


saves them dollars.” 
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To the wholesale trade Manhattan 
Office Equipment Company sends some 
5,000 letters on alternate months, or 
about six times a year, in which the 
existing market and profitable advan 
tages of a used office furniture retail 
outlet are presented. Taking business 
groups like newspaper publishers, 
household goods, surplus stores, and so 
Manhattan Office 


Company offers its price list on used 


forth, Equipment 
files, cabinets, desks, chairs and book- 
cases, indicating they can double their 
investment on the resale of used office 


items. 


Sidelines Pay 
“Take a small newspaper in some 
small town over the country. Selling 
used office furniture may become a 
profitable sideline for such an outlet. 
The townspeople may have no accessi- 
ble spot within a 60-mile ride for office 
furniture, and they welcome a recog- 
nized and established firm like their 
town newspaper,” explained Mr. Kres- 
sin. 
Business groups were also reached 
advertisements in 


through monthly 


trade and business journals, and weekly 











Successful Used Furniture Campaign 


in two of the larger circulation financial 
newspapers. 
Daily 


Washington's three newspapers pro- 


advertisements appear in 
moting office supplies and furniture for 
the user. On Washington’s Birthday, 
when the entire city runs special sales, 
Manhattan Office 
pany’s advertisement in the local press 


Equipment Com. 
on office supplies, machines and furné 
ture listing bargain prices drew a line 
of customers that stretched around thé 
corner, even before doors opened. 

“Many people cannot pay the high 
prices on new supplies and furnituré 
that are being asked these days. Wé 
have, we believe, hit upon an ever 
widening market that is pulling both 
user and retailer to our 40,000 square 
feet of warehouse to hunt for good 
durable pieces at attractive prices,” 
added Mr. Kressin. 

He illustrated with a recent pum 
chase of 160 four-drawer files in e@ 
cellent condition bought at one-half 
their retail list. Within a month all 
but three were resold. 

“We find our markets for used fut 
niture not only countrywide but abroad 
as well, and we are constantly expané 
ing our export business to meet foreigi 
needs,” concluded Mr. Kressin. 
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Justallatious 


Gunlocke Seating . . . The Ohio Dis- 
rict Council, Inc., Assemblies of God, 
selected W. H. Gunlocke Ranger chairs 
for its offices in Columbus, Ohio. The 
omplete installation was handled by 
Columbus Blank Book Mfg. Co., Colum- 


Lobby Comfort . . . A section of the 
main lobby at the Citizens Bank, Char- 
oftesville, Va., Jarmans, Inc., of that 
ity supervised the furnishing of com- 
fort through utilization of executive and 
lerical chairs with matching guest 
hairs, manufactured by W. H. Gun- 
»cke Chair Co. 


Alcs, 
(om 
press 
urn 

line 
1 the 


high 
iture 

We 
ever 
both 
juare 
good 


ICCS5, 


broad 
pané 


reign 


9/54 


Smart in Gray . . . Pictured is the 
Dallas, Tex., division office of the United 
States Rubber Co., as furnished by Stew- 
art Office Supply Co., of that city. This is 
one of many such offices completely 
standardized with General Fireproofing 
Co.’s gray steel metal desks and Good- 
form aluminum chairs. 


Indiana Chairs . . . One of the In- 
diana Chair Co. dealers recently made 
this installation of seating comfort for 
a board of directors’ room. Chosen 
were the Indiana No. 3-2 chairs. 








7, tall Oe , 





















Done in Metal . . . United Desk Co., 
Los Angeles, made this installation in 
the general offices of the Hoffman Hard- 
ware Co. Featured are Invincible Metal 
Furniture Co. steel desks and tables 
along with Royal Metal Mfg. Co. chairs. 


Lobby Furnished . . . Stow & Davis 
Furniture Co., furnished fine executive 
office furniture for Union Central Life 
Insurance Co., Cincinnati, Ohio, through 
C. Loth, Inc., of that city. The golden 
mosaic ceiling room is richly compli- 
mented with silver gray carpeting and 
large, comfortable tradition arm chairs 
in top grain leather. A large 92-inch 
davenport flanked by walnut traditional 
end tables and cocktail table face dec- 
orative Tuscan bookcase, all by Stow 
& Davis. 





Tulsa Installation . . . The Milwaukee 
Chair Co. dealer in Tulsa, Okla., Scott 
Rice Co., was chosen to furnish seating 
for the Sinclair Refining Co.’s new of- 
fice building in the oil city. The entire 
installation consisted of more than 500 
chairs. 
















More Milwaukee Chairs . . . Another 
view of interior comfort and utilitarian 
working conditions at the Sinclair Re- 
fining Co., offices in Tulsa, Okla. Mil 
waukee Chair Co. seating was used for 
executive offices, junior executive quart 
ers and reception room 
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PEDESTAL DESK 
The Home-O-Nize Co., 
Muscatine, lowa 

"Put Your Home Livir 
Basis"’ is the theme beir 
company in oromotina 
line of office equioment 
for home use. The te 


tal desk, two-drawer lette 


inch high combination cak 
locker and two-letter 7 
are available in a variety 
trated here is the low c 
with birch natural arain 


MODU-DESK 





Great Lakes Furniture Co., 
Grand Rapids, Mich. 


The company has come 

lar furniture adaptable 

the individual needs 
lustrated here has three-d 
legal size filing section 
bookcase with or without d 
end section with a 3-draws 
are available in walnut 
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ADDING MACHINE 
Burroughs Corp., 
Detroit 32, Mich. 

Ar ] new Tra-r 3err 10 key ele 
tric aging machine now if asrae 
5] T mpany 3 
r ) 4 y a imp ty 

>| 13 o'/4 wide 
7 and w 16 p nd iT 
two-t amber gray 
t } t af Tt pan 
3 Tat r 
not add ké but all ele 
Trica °| key The ma 
36 a the pub 





Oh es: <m 


INSULATED FILE 
Diebold, Inc., Systems 
Division, Canton 2, Ohio 


> n o& 


am 





Production of a 4-drawer 
ated File w ; re ne fire L 
tection 1 re ra na beer ly Té 
inced by the company. Operating é 

teatures nc dé mplete y extendable p 

nd easily removable drawers for ready 

rubk shioning stops that STEEL CHAIR 

rf Grawer-siam damage and noise Krueger Metal Products Co., > 
i ee ere woe Green Bay, Wis. m2 
: — Latest additions to the firm 

ne f portable eating is the iy 
tyle tubular steel chair : 
known as the Series 80, and ‘, 
the newly designed Series 70 re 
hannel steel chair. Both are ne 
the Y-type, non-tipping frame dr 
tyles. The Series 80, illustrated aa 
re, has an electrically seam a 
welded tubular frame welded a 
nt ne integral unit and re 


rced at seat pivot points 
with built-up vertical strength 
ners capable of standing the 
hardest abuse, the company 





tates. Folding hinges are 
Sis i 
; . °| atety fe vered to el minate 
hand pinching or torn cloth- 
mode na 
etter and 


BALL-POINT PEN 


Parker Pen Co. 
Janesville, Wis. 
T mpany recently announced its expar 
ball-point pen field with the introduct 
new mode Among these is the "5 Jotter 
» highly styled bold-capped model whose retract 
: ball-point sctuated by depressing the cap 
Among its features are varying point grades and 
extra large ink cartridge claimed to write nearly | 
trated here is the new stainles 
pen available in tour point zes which re 


tails at $3.95 with refills $.69. 
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‘SPIDER WEB" CLOCK 
, NEW PRODUCTS continued 





CONFERENCE TABLE 


Mutschler Bros., 
Nappanee, Ind. 


A handsome Colonial Modern conference table (Series 71) 


milar in styling to the designs developed by early Dutct 

ettler among the firm's offerings. The top 5-ply, lum 
ber re plywood with a face veneer of select American 
t or ritt-sawn white oak. Underneath surtace is fin 


hed and the table goes admirably with wood paneled rooms 
the company reports. 





Howard Miller Clock Co., 
Zeeland, Mich. 





J€ Wet K recently 
r nopak Serie + mod 
Tiry piece nade by the 
Nr wnt iron c ke erve tor 
» Slencn, © Gan cheie clea BRIEF CASES 
it trom the k's birct on Bristol Mfg. Co., 
Tit tT eact poke and A 
svailable with white cord 1670 Morrow St., 
Js and spoke r black cord Green Bay, Wis. 
ee eae The company has made 
‘ pay on svailable to dealers its 
Jiamete \y wit a 


new line of eight less ex 
pensive numbers of heavy 
yrade, durable Tolex brief 
sses. The company states 
2 certificate quaranteeing 
satisfactory service for at 


Browne-Morse Office GLIDER FILE 


Furniture C 
Muskegon, Mich 
east tive years goes with 
eact of the cases. The 
Tolex line is ready for im 
mediate delivery. The com- 
pany states a new addition 
has more than doubled its 
production facilities. 





POSTAL SCALES 





INDEXES 


Aigner Co., 
426 S. Clinton St., Chicago 7 


The company reports that all 
Aico indexes with the insert 
able type of tabs for ledger 
and post binders now come 
equipped with pica sized tabs 
to permit the use of pica 
paced insert strips. The com- 
pany claims the item saves 56 
per cent typing time when 
employed to turn out one or 





two line titles to place in the 
nsertable tabs and results in Pelouze Mfg. Co., 
neater, cleaner typing. 1218 Chicago Ave., 


Evanston, Ill. 





The company recently intro- 


























Aurora Equipment Co., Equipto duced its new all-steel “Y- 
Division, Aurora, III. Line’ of postal scales. Features 
of the new product, the firm 
ts Mod Flow states, are: All-steel housing 
npted Eq t which holds mechanism firm 
wit on heavy steel channel so that 
jauge ste¢ ; distortion of housing will not 
1 laminated 4 affect operation: hairline in- 
benche dicator on flat pointer behind 
é tion and ca glass dial shows exact postage 
pre 1 required: a new dial can be 
te easily inserted in case of pos- 
f tal rate changes. 
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SORT-O-FILE 





Associated Industrial Designers, 
P. O. Box 39652, Los Angeles, Calif. 


The company now has available for dealer 
its BB2OL Sort File for sheet p to 8l/oxi| 
inches for gathering then Je-t Je a 
> nec sary } ma 
al. In the ¢ T ad 
ed t v irawn 
conse T t ] qd wit 
rigid f ; . 
] ( T ne 
aT ne r } 

wr + aa 


ING PENCIL 





ILLUMINATED GLOBE 
The Geo. F. Cram Co., Inc., 
Indianapolis, Ind. 


The company has ann 
its first nine inc intial 

Globe will be shown at the 
NSOEA convention Sept. 18 


22 in Chicag No. 903-E 
shown here features a de Bloomsbury, N. J. 
hand-mounted map on a nine a a i 
inch glass ball n a new sty Noor Poly r per 
semi-meridian. The table base being. ovaduced 
and meridian are f , 
statuary bronze. Th " ’ 
sells for $17.50. fac - 
apteaqg To q k 
advert na A 
j arge 
TI flat 
are /4tt 
and '/gth h 


DESK SETS With I, 
Gift-Craft Leather Co., per 


: assortment No, 3612 
101 Spring St., New York 12. tock tn 12 colens « 
The company's new line Jozer ne - r 


desk sets combining top-arair whide 
and Tahiti Naugahyde will make its ma 
en bow at the NSOEA aat i 
Chicago. The sets me it 

colors + Nauaahyde 

upholstered office furnit 
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POLYCOLOR SKETCH- 





Koh-I-Noor Pencil Co., Inc., 











Lansdale Products Corp., 
Dept. M, 
Box 568, Lansdale, Pa. 


The Mosda Clipless Paper 
attaches all types 
paper securely and neatly by 
antaneous mechan ca 
peration, the company re 
port t needs no refilling 
ninate the use of staple 
overs and avoids pricked 
fastener 
es Than a half-pound ana 
measures 2x3!/> inches. The 
article retails at $4.95. 


fingers. The weigl 


LOOSE LEAF ATLAS 


American Map Co., Inc., 
16 E. 42nd St., New York. 


Tr 


company recently puk 
page ‘Executive Sales Contr 


and Canada." The loose leat edition, bound 
yenuine leather contains a w 


ales planning and contro 
D K 


North America 


rt 


‘12 in I’ STAMP 







durable 8!/xI1 inch pages is pres 
3 tough, smooth surface aceta 


Alaska and U 


-NEW PRODUCTS continued 7 


STEEL SHELVING tw 
Shiloh Metal Products Co., 
3611 King Ave., ke 
Cleveland 14, Ohio. 


Illustrated here is the com lee 
panys new teel shelving. er 
The product turned out ha 

36 inch widths, is unit sel 
packed for customer car- thy 


ryout and retails at popu 


ar low price the firm 

reports. Full details on the 

neiving may be secured 
T Tr pany 


CLIPLESS PAPER 
FASTENER 





HE 


Colt 

Mfg 

Gle 

This 

hed a new mprehensive 182 sign 

Atlas of the United States corr 
gold-embossed for 

rid of intormation gcverning imac 

e company states. Each of the rolle 
aminated with ter 

e. General maps of the world The 
S. p are among its mp 


"12 in 1” STAMP 


FIRST CLASS MAIL 


REGISTERED » SPECIAL DELIVERY 
PARCEL POST + DO NOT BEND 
PLEASE REMIT + VIA AIR MAIL 


FOR DEPOSIT ONLY 
HAND STAMP ONLY 
AIR PARCEL POST 
PRINTED MATTER 
SPECIAL HANDLING 


Douglas M. Homs & Co., 
165 O'Farrell St., San Francisco 2. 


A unique invent 
ber phrase stamp ¢ 
put on the 


Twelve of the 


mailing and banking 


clicked into posit 

a key. The multi-s 

and money save 
mpany rep 


market 


the "12 in |” rub- 
ffic > use 4 been 
by th pany 
T mir used 
ase easily 

by mp turning 
Tar a Time 
$1.95. the 
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SCRAP BOOK, 

PHOTO ALBUM 

Wilson Jones Co 

209 S. Jefferson St., Chicago 6. 


ed 


A 








A scrap book and matching phot NEW PRODUCTS continued 

> manu 
nes. The 
r mpanion 
LL eusaek Meee 
ar kK and 

key dia | in 9 choice ATLAS SCALE 

mulated } ee Galef & Son, 

ther bind t ee 85 Chambers St., New York. 
. F a - ‘ly na Recently introduced the weight and 


es measurement scale illustrated can be 
calibrated for either '/> or '/4 ounces, 
extending poundage capacity from 2 to 
4 pounds. Postage guide facing and full 
indicator arm are declared to be de- 
igned for quick and accurate reading. 


COUNTER DISPLAY RACK The scale can be adjusted to be level 


Halverson Specialty Sales even though the surface is irregular, 


; using a bubble indicator similar to that 
1221 W. Chestnut St., Chicago 22. of a carpenter's level The anes 
Thirty or more full-sized magazines can product is being sold for $49.50. 


be conveniently displayed on counter or 
table top in its new 10-P all-steel mag- 
azine rack, the company reports. The 
product has tive double-width com 


partments of 10 pocket each 13 
inches wide, is compactly constructed 
and mounted on four rubber feet. It is 


finished in grey hammerloid baked en- 
amel. List price f the I10-P rack is 


$17.50, FOB Chicaag 





HECTO ERASER 
Columbia Ribbon & Carbon 
Mfg. Co., Inc 

Glen Cove, N. Y 


OFFSET PLATE 


—— ris de- Ozalid, Division of 

87 ined f atch-free General Aniline & Film Corp., 
ste rrection they are called Johnson City, N. Y. 

ed tor n nect t nits. The 

ne tenn Gut ill actually An aluminum offset plate that can be made directly 
the ed the mas- from any translucent original was announced recently 
vith ter by a gent na motion. by the company. By-passing tedious negative pho- 
rid e hect f Jer t is then 


tographic processing steps, the firm states the new 
plate can be quickly exposed in any Ozalid machine, 
or in any other exposure device now in common use. 
Development time takes less than a minute. Called an 
"Ozalith” plate, it can be used on any small offset 
press. 





DUO-CART PEN 


3 Bepmeenmane semanas Goodfrend Metal Products Co., 








14815 S. Loomis St., Harvey, Ill. 
Aurora S.P.A., 
] Via Arcivescovado, Torino, Italy. An all-stee! box is divided into two se 
tions to provide an orderly way to keep 
without filler assembly is termed DuO Cart be everyday household and business receipts 
two ink cartridge ne in use and one in reserve and petty cash on hand and ready for 
e feeding system operates through a variation of mmediate use. The hinged-lid bank 
air induction. The 14-carat gold nib is of semi- compartment, which locks with a sep- 
fitted with a pure osmiridium tip in a range arate key, holds petty cash, checks and 
The pen is refilled through an ink cartridge in stamps. The file compartment—equipped 
» cartridge holder. This holder contains two cart- with follow-block, recipe blank and 
f h ised in turn by reversal of the cart guides—keeps bills, receipts and recipes 


neatly filed for easy reference. The 
Money-Mate is available in smart dec 
orator colors and ha tside snap-lock 
and handle. 
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Maso Steel Products, 
53 W. Jackson Bivd., 


Chicago 4 


Featured by a newly de 
foot pedal to operate the el: 
vator device is the impr 
No. 2000-C deluxe bu 
machine recently introd 
The company states the 
was especially developed 
provide strona, safe supp 
for electric typewriters 
lators and other moderr 
machines. 


x 





JUMBO SPEL-BINDER 





Joshua Meier Co., Inc. 
153 W. 23rd St., New York 11 


A large capacity 


y 3-ring binder 
acetate folders tha 


t enable a sal: 
man to carry his 3- - 
papers together wit 
tected material in one binder 


been introduced a t 
Binder. Sixty acetate sheet pr 
and 60 black m t 

easily accommodated 
available in pigrain 

ulated leather and 

gauge I'/ inch thres 


double booster. | 


ew 
> 





'76 SPIRIT DUPLICATOR 
Heyer Corp., 

1856 S. Kostner Ave., Chicago 23. 
Duplicating becomes a p 

ation with the new mode 

Spirit Duplicator, the compar 


trol push-button starts the first eet on its way 
and the last sheet throug 

and motor leaving the operator free for other task 
The '76 Conqueror combines all the important fea 
tures of the company's non-elect Mode! 70 Cor 
queror including fiuid tr t fluid 

and adjustable pressure contr The new r 

be displayed at the NSOEA 

and at the National B New 
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MACHINE STAND 








—NEW PRODUCTS continued 





FLOOR STAND 
GLOBE 


Weber Costello Co., 
Chicago Heights, Ill. 


A ew | 
with a4 | nt 
ba ha es sd 
Co. A 4 } 
0a a WwW 
c mak 
g c ate 
cer n A Y 
ware T “ 
+ 
Diack. Inher JUIPE 
with rubbe T 
+ f r 4 
r A 
Aa aT 
4 











RECORDAY ORGANIZER 
Recorday Co., 


53 State St., Boston 9. 


The c a 
avaiiac a 
Ww rk [ KS 
rdaay t } | 
tinerar | 
Tmeé ad 
r + 
| 
ate r K 
+ tak ' j 
bet | 
T a K 





TIP-TOUCH BINDER 


Ernest Hazel, Jr., 
1601-05 Delmar Ave., St. Louis, Mo. 


Released t 


pany's Tig 
binder. Ea 
and a 

» oi ' 

astened 
through ¢ 

pposite 

we J 4 4 
pick ] 
ind 


CABINET SAFE . 
Brush-Punnett Co., 
545 West Ave., Rochester 11, N. Y. 


A new Dee 
trodu C feat 

! A ed " 

lid : { 
T ng < 
to p hes 
any sty | + a 
uitable 

de din 25 20 
nche W 6) 
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Industrial Division, 
Durkee-Atwood Co., 
Minneapolis 13, Minn. 





NEW PRODUCTS continued 


DURAPAD 





Offices will find welcome relief from noise and 
vibration of all types of business machines with 
Durapad, a new Vinyl faced sponge rubber 
padding, the company reports. It stated the 
product protect desk and inters trom 
ratches and heavy wear and a makes idea! 
floor padding to ease foot and ankle fatique. 
Durapad comes in |8 and 36 inch widths and 
thicknesses trom '/p t ne inch and any length 
CARBON PAPER ip to 40 yards. C are dark green, red 
Allied Carbon & Ribbon Mfg. Corp., brown, gray and black. It is said to clean 
New York 13, N. Y. easily witt ap and water 
4 i Fleaship mete ell 
eliminate t i-f 
aqvanced f 
w product. A j 
ae tne sypbroan. ¥ FOREIGN TYPEWRITER 
id pie san Inter-Continental Trading Corp., 
3! cleanlir 90 West St., New York City 


ASH TRAY 





DRAFTING DESK 





Haskell, Inc. 
303 E. Carson St., Pittsburgh, Pa. 


Smo-King Products, Inc. Sianificant in the firn display at the 
new re 


C) nvention \ = 
111 Pioneer St., Brooklyn 31, N. Y. fon wes} sh cheat Waihi Caine 


ra 


ne company UVesK. aske rec rT tT na every con 
v Ww the venience t t-in ana has gener torage 
Tiaque or é pace. The 3 K 3 naea rner 
Mod 300 wr f nyion runne t peration ftilt- 
4 eter it te top, stainle tee! toot rest and height 
¢ adiustment it me n T zes and 


CREDENZA UNITS 


All-Steel Equipment Co., 


Aurora, Ili 


ann nc >| + new ne + _redaenza 
troduced at the NSOEA convention. A 
tate we designed and built on the 
>| AVE mplete nvertibility. They are 
6 Inc Geep ana me in varying lengtr 
the 7a " ‘ ting of tw bare 
) » @ i KC ASE T ter 
j 
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pia Standard SG |, 


Germany, meets 


The new Olym 
manufactured in 


all typewriting requirements, it is 


aid. The machine comes in a mod 
ern and distinctive design, green 
gray in color, and the makers 
claim for it quiet and fast opera 
tion. Seqment movement, with its 
automatic fF tion lock, together 
with a ball bearing carriage quide 
assures perfect alignment of char 
acter 











PEN, PENCIL SET 


David Kahn, Inc. 
North Bergen, N. J. 


A new metal Giltone Set No. 2908 by 
Wearever has eye-arresting appeal that 


makes an ideal gift, yet retails for only 


$1.98, the company reports. The set con- 
sists of S tyle ball pen and matching 
Slimstyle mechanical pencil in an at- 
tractive box 
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NEW PRODUCTS continued 








ADJUSTABLE SWIVEL CHAIR 
Dependable Mfg. Co., 
P.O. Box 1121, Omaha 2, Nebr. 


The company recently has made availat ew posture-type 
swivel chair that adjusts for individua A nt pu 

upward raises the seat to any desired height from |7 to 24 
inches, and the seat returr moothly downward after it ha 
been raised to full height. The back rest, the mpany state 

can be raised or lowered, moved forward backward and 
flexes to fit the body of +! pant. TI sir has a welded 
steel frame and the Bakelite pher plast base perate . 
mooth rollina caster + Waillable n three Y de 


Two Executive Appointments 
Made by Royal Typewriter 

E. T. Quinn, comptroller for the Royal Typewriter Com 
pany, Inc., recently announced two mportant promotions 
that became effective July 1. Eugene T. Sheridan, formerly 
assistant tax executive, has been named manager of the 
newly created budget department, and Howard F. Sweeney, 
formerly assistant tax executive, assumes the position of tax 
manager. 





E. T. Sheridan 


H. F. Sweeney 


Mr. Sheridan became associated with Royal in 1920 as 
an accountant and tax expert. As budget manager, he will be 
responsible for developing budgetary procedures and ad 
ministering the budget program. 

Mr. Sweeney began his career with Royal in 1931 as a 
bookkeeper. In his new role, he will supervise all matters 
pertaining to federal, state, and local taxes and the myriad 


corporation tax laws affecting the company. 
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BUSINESS.... 
...»On the Move 


DEALERS 


The Globe Ticket Company, Philadelphia, w ipy a one-story 

4 ntaining 25,500 square feet of floor space in the Brook 

v justrial district, Dalla Tex spor mpletion of the 

Jing The Tenitrex Corporation has leased a building now 
nder truction in the Trinity industrial basin in Dallas, Tex. It 
h the firm's offices and warehouse The Dupli-Voice 
Seles s Servies Company has started business in the National Bank 
C nerce building, New Orleans, La. It rated by James 


Frank, re HR 


* * * * * 


> Al Cook Desk & Office Supply Company, 


Reor 7 5+ 
204 NW 2 klahoma ci ty, Okla 3s been ar inced. President 
Al Cook eaving due to the pressure of other interests and w 
be eeded by L. E. Walk. H. B. Lee has been named executive 
dent and H. F. Curry, vice-president. Messrs. Walk and 
Lee ar nce there will be n nande nm company Pp es. Gr 
sles. they state, have increased 1400 per cent in ten year 
‘se © *@ 6 
A newly formed company, Florida Stationers, Inc., pening 
IN office pply business at 506 N.W t, Av n Fort uderdale 
Fla. The poration is headed by Peay iat 9 W. Metcalt who state 


ze in ale t jer c mmeé 


t cia 
Completion of a $35,000 one story addition to the A R. ‘Mabe 


he m Ww pec 


Company building, 103 Washingt St., Newark, N. J., has been 
snnounced. The company is the distributor of A. B. Dick duplicat 

7 products in northern New Jersey. Branches are aintained in 
Pate New Brunswick. 


Mr. and Mrs. Charles Kipple, formerly of Houston, Tex., have 
ened an ottice equipment st st 118 W. San Antonio St., in 
San Mar Tex.—EEG. 


MANUFACTURERS 


Cariton- Surrey, Inc., Grand Rapids Mich., has leased a corner 
building now under construction at 2202 Newark St., S.E. It w 
f se their expanding upholstering department. . . . Appointment 
Business Machines Co., Inc., Montgomery, Ala., and The Miller Co., 
Fort Dodge, la., as distributors wa recently announced by A. B. 
Dick Company. Business Machines will serve 22 inties surround 
ng Montgomery and Miller will cover central lowa. . .. Aetna 
Safe Company, 46 W. 29th St., New York, will handle the Home-O- 
Nize line in the metropolitan New York area. Aetna states it now 


in a position to give immediate service. 


* * * * * 

Announcement has been made of the appointment of the Atlas- 

York Safe ‘Conpevelion as exc » distributor of all York product 

r the greater New York area. New display rooms at 326 Fifth 
Ave., were opened in early Jun 


**« * & * 

C. T. Dean has resigned as ¢ Jent ot the board of the Ameri- 

can a Cover Company, Dallas, Tex. He became chairman 

atter occupying the president chair tor 37 years. Ay 

Richard R. Carbetta has been named t epresen tative in 
Ar ex., for the U. O. Sion Ciaaoes HR, 


Fucci Locates Enterprises in New Jersey 
Nicholas H. Fucci, 
dealer, has now moved Business Machine Products, Inc., 
away from New York City to 8 Engle St., Englewood, 
J. The firm of Business Machines, Inc., 96 Liberty St., 
New York 6, which he founded in 1927, was sold to his 
employees. 
The move, states Mr. Fucci, was made necessary be 


prominent eastern office machine 


cause his Silent Sentry fastening and silencing device 
manufacturing business was “growing by leaps and bounds” 
and he now has larger quarters away from traffic and labor 
problems of New York City. In his home city of Engie- 
wood, N. J., he is closer to the typewriter business which 
he operates under the name of rally Typewriter Com- 
pany, Inc., at the 8 Engle St., address in Englewood. 
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exclusive with Panama-Beaver'! 


PANAMA COPY-HOLDER BOX 


saves typing time - cuts office costs + folds neatly away 


It's a wonderful idea—Panama's alone! The new Panama COPY HOLDER 

Box serves a dual purpose: keeps your carbon paper handy, keeps your copy 
material upright and in full view. Helps prevent eye-fatigue . . . speeds work. 
No heavy, bulky contraptions . . . no unnecessary desk clutter: the 

Panama COPY HOLDER Box folds up neatly under the box lid 

after use. And it costs nothing extra! All this plus America’s 


sharpest-writing, cleanest-erasing, smudge-free carbon paper, too! 


PP 
ES 75 | 


Have the Panama-Beaver representative show you the 


exciting Panama Copy-Holder Box! No obligation, of course. 


— Mail Coupon NOW! - === 


MANIFOLD SUPPLIES CO. 
19 Rector Street, New York 6, N. Y. 


4 

I 

l / Please have the Panama Beover representative 
| Soe! show me the new Copy Holder Box. 

i 

I 

I 

I 





Pal NAMA-BEA VER 
MbHE Btn 


Coast to Coast Distribution 
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MANIFOLD Suppuies Co. 
19. Rector St. New York 6, N. Y. 
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JOSHUA MEIER CO., 153 
W. 23rd ST., NEW YORK II 
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For complete information on all items carried on the Sales Stimulators and New 
Products pages, please write companies direct. They will be happy to supply you 
with full particulars. 
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Fasier to sell...Easier to rent...Easier to service 


from 


$89.50 


model shown 


$107.50" 






Col () | a *Price for all states permitting Fair Trade Laws. Subject to change. Federal Excise Tax extra on Adding Machines. 


The lowest price, full-featured Adding Machine in America! 





mn 
The Smith-Corona Adding Machine is “the best bet” for dealers, for 
three very obvious reasons: (1) Low retail price. Actually the lowest 
price, full-featured Adding Machine in America today. (2) The per- 
fect rental machine — because of your low dollar investment and high 
return. (3) Freedom from service needs. Service calls and complaints, 
no matter how minor, eat up profits fast. The Smith-Corona Adding 
Machine is really rugged and practically foolproof. Dealers every- 
where appreciate this, knowing that their net profit is all that it’s 
supposed to be. 
A fourth reason could well be its high capacity, high versatility and 
applicability to almost every type of business and office you'll ever 
encounter. Then of course there's the name — Smith-Corona. It's well 


known and accepted in business and industry all over America. 


a 
Smith-Corona Inc Syracuse 1 N Y Other factories in Toronto, Brussels and Johannesburg. Makers also of famous Smith- 
Corona Office Typewriters, Portable Typewriters, Cash Registers, Vivid Duplicators, Ribbons & Carbons. 
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To help you wind up your year with a bang— 


NASCON 


. 


“AT-A-GLANCE” 
APPOINTMENT BOOKS 





Day-at-a-Glance—presents a full day of 
appointments. Present and following 
months’ calendars are in full view on the 
double-page spread. An entire year of daily 
appointments may be recorded and con- 
veniently filed for future reference. 


Desk Size (8” x 41%” page, listing quarter 
hours from 8 a.m. to 9 p.m.) from $2.25 
retail in simulated leather, to $5.50 retail 
in genuine leather. 








~ dune 3 
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Week-at-a-Glance—shows a full week of 
engagements, with present and following 
months’ calendars always in sight. Also 
includes an indexed section for names, 
addresses and telephone numbers; plus 
current full-year calendar in front, three- 
year calendar in back. 


Desk Size (8” x 41%” page) and Jr. pocket 
size (644""x 334”) from $1.25 retail in simu- 
lated leather to $5.50 in genuine leather. 


Subject to your usual discount 











Month-at-a-Glance—ideal time organizer 
for people who must plan ahead. Each 
double-page spread provides space for a 
month of daily notations, and includes a 
calendar for each of the five following 
months. Generous perforated memo section 
accommodates more detailed notes. 


Page size 9” x 7”. From $1.50 retail in 
simulated leather to $5.50 retail in fine 
genuine leather. 





Be sure to have these basic Nascon books for November- 
December selling. Made of fine simulated and genuine 
leathers, Wire-O bound to lie flat, organized to promote 
efficiency, they are becoming standard desk equipment 
with more and more people every year. 

The books shown here are representative of a score of 
Nascon At-A-Glance items, covering every business, 





DIVISION, EATON 
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PAPER CORPORATION, 


professional and social need. Order these staple numbers 
now, in time to take full advantage of holiday gift selling 
opportunities. And for an idea of how you, too, can expand 
this part of your business into an important and profitable 
specialization — write for the complete 1955 Nascon 
Catalog, which includes full details on various Nascon 
Self-Service Assortments. 


‘. PRODUCTS 


PITTSFIELD, MASSACHUSETTS 
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THE WORLD’S MOST PERSONAL FOUNTAIN PEN 


No scared rabbit can ‘“‘take off” faster than an Esterbrook 
Fountain Pen. A great many things contribute to an Esterbrook’s 
ability to start the instant the pen touches paper. One of these 
is the cap, with its special inner liner that seals the point in an 
airtight chamber and thus prevents ink from evaporating 
from the feed. 


Take an unfilled Esterbrook Fountain Pen from your stock. Screw the cap 
on tight. Then dunk it, cap end down, in water. Operate the filling lever. 
Notice that no matter how often nor how hard you work the lever, no 
tell-tale bubbles appear. Here is proof that air can't get in to dry out the 
point... proof that an Esterbrook will start to write the instant you touch 
it to paper. 


This airtight cap which contributes to the fine performance of 
Esterbrook Pens is just one example of the many quality fea- 
tures that distinguish products bearing the Esterbrook name. 
But it is this quality that makes it possible for you to recom- 
mend Esterbrook Pens wholeheartedly. And this same quality 
is one of the things that has made Esterbrook the first choice of 
folks buying pens for their own use. 


FOUNTAIN PEN 





MADE IN U.S.A, CANADA AND ENGLAND 


TEST THE AIRTIGHT ESTERBROOK CAP YOURSELF 










“Choose the 
right point 
for the way 
you write 
— by number” 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY © The Esterbrook Pen Company of Canada, Lid., 92 Fleet Street, East; Toronto, Ontario 
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—————SALES STIMULATORS continued 


UNI-VENTIONS CO., 303 FIFTH AVE., 
NEW YORK 16—Glo-Let at 
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TYPEWRITER EQUIPMENT CO., 409 
LAFAYETTE ST.. NEW YORK 3—The 
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W. T. ROGERS CO., P. O. 
BOX 2095, MADISON, WIS 
An eye-arresting dist 
fered by the company t 
phasize the gripping qualit 
of its Magic-Grip typewrit OFFICE PRODUCTS, INC., 9920 
pad. The strong man FREELAND AVE., DETROIT 27, MICH. 
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Operating on an entirely new mimeograph principle, the B D C is the first 
hand operated mimeograph that is really clean. There is no drum to ink, no 
pad to change. The ink is a heavy paste that does not and cannot leak. The 
machine is always clean—but better yet, so is the user! The B D C is 
designed like a printing press, and with it any office worker turns out copies 
that are printing press quality. Get the whole story on the first basic mime- 
ograph improvement in 25 years. Write for complete dealer information. 
Bohn Duplicator Corporation, 444 Fourth Avenue, New York 16, N.Y. 


REX-ROTARY 
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This new fountain pen, the first of its kind ever 
offered the nation, eliminates forever the need of 
bottle-filling. Cartridge filled, with real ink, the C/F 
is so different, so revolutionary, that you'll have to see it, 
try it, to realize its tremendous sales potential. And 
Waterman is promoting this pen as never before, 
with National advertising that will reach 
millions and millions, in time for 

the Christmas season. 
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it’s the 
cartridge 
that will 
revolutionize 
fountain pen 
a 
and gift-item 
Sales Tor you. 
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Nation’s only 
cartridge-filled 
fountain pen. 15% sea a 


refill c 


pony nb 
Waterman Pen Company, Inc. — Seymour, Conn. 0 lis mall p apred tax. 
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Son’s No-Hitter 
Thrills His Dad 


A mighty proud pappy these days 
is Milton E. Havlik, factory repre- 
sentative of Houston, Tex. His pride 
springs from the sterling mound per- 
formances of young Milton, Jr., in 
the Dixie Little League baseball cir- 
cuit in Houston. 

Young Havlick is the mound ace of 
the Association of Finance Pirates 
and one of his most recent feats was 
a no-hitter which he won 8 to 2. Both 
of the runs scored against him were 
unearned. His play won him a berth 
on the All-Star team. Havlick, Sr.. 
incidentally, was a pretty fair country 
ball player in his younger days. 


“Unemployed” Pencils 
Wanted for Children 
A “Pencil Please” 
under way to collect millions of pen- 
cils for needy youngsters here in the 
United States as well as in other parts 
of the world. The drive is sponsored 
by Save the Children Federation, a 
22 year old organization dedicated to 
helping children of all groups. 
Many children are handicapped in 
learning their lessons because of lack 
of proper equipment. Your gift 
should be sent to “Pencils Please.” 
1721 Park Ave., New York 35. 


campaign is 


Art Metal Space Expert 
Quoted by Hal Boyle 
Hal Boyle, well-known Associated 


Press columnist, recently wrote that 
the business office today is the best of 
all training grounds for wifehood. 
“Any girl who can run an office 
efficiently can operate a home at half- 
throttle,” he said. 

Continuing his discussion regard- 
ing secretaries, Boyle quoted Jerry 
Wald, space consultant for the Art 
Metal Construction Company to the 
effect that “every year the American 
girl secretary is getting brainier. bet- 
ter looking and more of a matri- 
monial bargain. 

“The average secretary today can 
accomplish more work in two hours 
than one in the Gibson Girl genera- 
tion could in an entire day. 

“Physically, she is smaller in size. 
and in the office occupies one third 
the amount of space given her sister 
of 20 years ago.” 
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Order Typewriters 
Listed in Hungary 

Life gets tougher behind the Iron 
Curtain for typewriters. All privately 
owned machines in Communist Hun- 
gary have been ordered registered 
with the police, according to a recent 
release by Radio Free Europe. 

lt was stated police have taken 
samples from each typewriter to en- 
able them to trace any typed message. 
All repairs and sales also must be 
reported to the police. 


“Million Miler” Plaque 
{warded to Burbank 

General Manager Paul E. Burbank 
of the National Stationery & Office 
Equipment Association was recently 
presented with a beautiful plaque by 
United Airlines in token of his un- 
usual distinction of being a “Million 
Miler.” 

The presentation was made by 
{ nited \irlines’ Robert M. Ruddick. 
president, 


special assistant to the 


W. A. Patterson, and was particularly 





“Million Miler’’ Recognized . . . Robert 
M. Ruddick (left) of United Airlines pre- 
sents plaque to Pau! E. Burbank. 


pleasing to Mr. Burbank in view of 
his association with UAL in charge of 
Air Cargo just prior to his afhiliation 
with NSOEA. 

Mr. Burbank flies his own plane, 
a Cessna 170, and is probably the 
only commercial traveler who keeps 
a flying log of every flight he makes. 
In four beautiful leather bound 
books, the flight number, type of 
plane, destination, leaving and arrival 
time, names of flight officers and 
stewardesses are recorded faithfully, 
with comments added on occasion re- 
garding the weather or striking color 
effects of the skies. 

Veteran Executive 
Vamed “Mr. Optimist” 

Frank O. Denney, vice-president of 
John A. Marshall Company, Kansas 
City, Mo.., granted a 
unique honor. Mr. Denney, who for 


recently was 


32 consecutive years has been secre- 
tary of the Optimist club, was desig- 


nated “Mr. Optimist” by 250 fellow 
Optimists at a recent luncheon in the 
Hotel Muehlebach. A scroll lauding 
his long service was presented to him. 

The week prior to the luncheon, 
Mr. Denney was given a 10-gallon 
hat and named “Sheriff of Ft. Worth 
County” while attending the Optimist 
Convention in Houston. 

Mr. Denney has been associated 
with Marshall for more than 30 years. 


S. J. Olsen Observes 
His 83rd Birthday 

S. J. Olsen of the J. S. Olsen Com- 
pany, Milwaukee, observed his 83rd 
birthday on June 12. He and Mrs. 
Olsen were in Milwaukee to receive 
congratulations from well-wishers. At 
present they are residing at Lake 
Winnebago, Oshkosh, Wis. 

Mr. Olsen was known as the “vest 
pocket broker” when he started his 
own business in 1925. He was so 
named because he had no stock what- 
soever and sold out of a catalog. 

Today, the Olsen firm has modern 
and impressive quarters at 824 N, 
Third St. The manner in which the 
stock is displayed has attracted na- 
tionwide attention. 


Stein Co. Ventures 
Into Safety Field 

Stein Bros. Mfg. Company, Chi- 
cago, producers of Stebco Products, 
has ventured into new fields and 
comes up with a “Sav-A-Life” auto 
safety belt exhibited at a recent Chi- 
cago trade show. The firm states the 
belt conforms to highest safety re- 
quirements. 

The complete kit, including two an- 
chor brackets. four screw anchors and 
drilling bit for easy installation, can 
be retailed at the company’s suggested 
price of $12.95. 

Stein Bros. have two factories de- 
voted to producing defense equipment 
for the government in addition to 
their standard line of brief cases, 


luggage and allied items. 


Vet Makes Annual 
Indian Pilgrimage 

Clark Field, dean of Tulsa, Okla., 
stationers, recently made his annual 
pilgrimage into the Indian country. 
Accompanied by his wife, he visited 
throughout the former hunting 
grounds of the Redskin and enriched 
his collection of American Indian 
pottery and baskets. 

He previously had presented his 
extensive store of Indian-made art to 
holds the title of 
Philbrook Art 


Tulsa where he 
honorary curator of 
Center. 
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Extra profits in new and novel 
Royal back-to-school promotion! 


How to OS 


type 


your Way 
lo eXtra 


money ee 


OE Aeny 


meurt 


Lette, 





You have your copies of How to Type Your Way to Extra 
Money, the free booklet that tells young people how to 
make money with a Rugged Royal. . . how to touch type 
... how to get better marks. 





Put these displays and counter cards around your store. 
Let your community know that you are headquarters for 
the free booklet. When customers come in, there’s your 
golden opportunity to sell Rugged Royal on those easy, 
convenient terms. 
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Here are the Life magazine ads that promote this booklet. 
Full-page ads. Did you know that Life magazine is read 
every week by more than 26 million people? Did you know 
that it covers teen-agers like an umbrella? 


For the profits of a lifetime— 
sell 
RUGGED 
ROYAL 


the typewriter of a lifetime 


® STANDARD 
CYA ELECTRIC 
PORTABLE 
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"s Remember to visit us at 


BOOTH NO. 427 











No. 60-S 
Smoking 
Stand 


No. 260 
Smoking 
Stand 








designed to sell! 


WLA\ 


modern satin-spun aluminum accessories for offices, 


























In designing the Valco line of 


the utmost in beauty, smart- ness, and fine con- 





Aluminum Accessories customer favorites every- 








where. Yes, Valco Accessories are i truly “designed to sell. 








Write today for dealer 
pricelist and literature on 
the Valco Accessory Line 





No. 25 


No. 17-C 
Torchier 


Costumer 


VALCO COMPANY - 1311 ANN AVENUE - ST 








_~ 
Cire caetemnee 


4 aluminum accessories every effort has been made to achieve 


struction. Their exceptional eye-appeal has made Valco Satin-Spun 


N.S.O.E.A. 
CONVENTION = 
Conrad Hilton Hotel, [ 
Chicago f 


Sept. 18-22, 1954 





hotels, restaurants 





No. 408 





” 





No. 56-S 
Sand Urn 


- LOUIS 4, MISSOURI 
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Manufacturers of Steel Desks, 
Tables, File Cabinets. Transfer 
Cases AND NOW 


introducing the all-new Harrison 
Nt$ | Storage Cabinet. 


Avmust’ for practically every 
type business. 


POTENTIAL IS ENORMOUS ! 





for additional information. 











See oun display...at the 50th Auuinersany of 





_.. 
MR. DEALER: 


Want to increase PROFITS... VOLUME 7 
Write today - here is a product 





and a price that will amaze you. ) 
ee ss 


—— 
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Send now FD - 6030 
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THE GRADE “A” LINE 
\ WITH GRADE “B” PRICES 
« 





N SOFA... 
Conrad Hilton Hotel... September 18 tus 22... Booth 607A 


SEND THIS COUPON NOW! 


Harrison Stee! Cabinet Co. 
4708 West Fifth Ave. 
Chicago 44, Ill. 


Please send more information on HARRISON 
to: 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

oossible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lencashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, August | 


® The new president of the Typewriter Trades’ Federation 
in Britain is W. E. Sculthorpe. He is one of the most 
energetic of the younger members of the industry in Britain. 
His many friends in the United States will welcome his 
new appointment. 

* * * * . 

The remarkable graph of exports of office machinery 
since the war—the industry has established a fresh export 
record each year since 1945—showed a further rise in the 
first half of 1954. 

Shipments in the six months amounted to £ 6,103,268, 
nearly £850,000 more than in the same period last year, 
the Office Appliance and Business Equipment Trades’ 
Association reveals. 

Australia was the industry’s best customer, her imports 
from the United Kingdom increasing from £829,530 to 
£ 1,057,642, while the U. S. A. was second ( £828,420) 
and South Africa third with £435,978, an increase of 
£ 85,000. Other countries who notably took more of this 
machinery from Britain included Canada and New Zealand 
who between them exceeded their total for the same period 
last year by £270,000. 

The section of the industry to show the most marked 
improvement in its exports was that of typewriters, whose 
shipments of over £11 million were £650,000 more than 
in the period January to June last year. 

Duplicators also followed the trend, exports of com 
plete machines rising by £200,000 and of cases and other 
parts by nearly £25,000. 

The industry's annual national fair, The 
ciency Exhibition, to be held in Manchester from Sept. 
Oct. 2, will be the largest ever held in the provinces. 


Jusiness Efh 


~~ 


* . * * * 


Percy Jones (Twinlock) Ltd., of Beckenham, has re 
designed their “Post Haste” binder. Research work has 
taken practically four years. The appearance has _ been 
improved, the binder being streamlined so that all moving 
parts are enclosed. The second big advantage is strength, 
the clamping bars now being made from heavy gauge metal 
and scientifically shaped. 

* * * * * 

A stationer in South Wales who does a considerable busi 
ness in typewriters, supplies users of his machines with 
backing sheets to reduce wear on the platen roll of the 
typewriter. The backing sheet itself is printed with adver 
tisements of the products he sells. 


The lifting of restrictions on Hire Purchase trading in 
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Britain will mean an increased demand for installment 


records. 
* * * . J 


The first overseas branch opened by Olympia Type 
writers of Germany since the war, has just been established 
in London, at 71, New Oxford St. 

In other foreign countries they have only agents. Fears 
which have been expressed in Britain about a_ possible 
shortage of spare parts have been answered by the announce. 
ment that there are sufficient spare parts in Britain to meet 
the current demand for ten years! 

Olympia is displaying three models at the new London 
showrooms. The first is the portable which has touch con 
trol and spring-loaded fingerform keytops. It is said that 
this machine will produce a dozen clear copies. 

The second model is the de-luxe portable, and this has 
six tabulator stops as well as an automatic paper guide 
with Perspex alignment guide. 

The third model is the standard machine. Flat margin 
stops are all visible and may be adjusted with ease. The 
double space key allows of an extra space between each 
key movement by simply depressing. 

Perhaps one of the most interesting aspects from the 
point of view of “value for money” is the four point ribbon 
switch which allows maximum use of the single-coloured 
ribbons. 

The standard model has a special plexiglas paper res 
which incorporates an extendable scale, for use when long 
sheets of paper are used, and which serves, too, as a guide 
for the paper feed setting. 

The firm’s development since the war is reminiscent 
the early “success” stories. The company was overrun by 
the Russians and a mere handful of its employees managed 
to reach the Western zone of Germany. But they carrie 
the essential blueprints and in the intervening years tht 
company has built up to become the third largest firm @ 
typewriter manufacturers in the world. 

All the machines for the British market are to be mant 
factured in Germany at the Wilhemshaven factory. 


e 8 @¢ 6 


There has been much interest as a result of the T. ¥ 
showing of the Imperial Typewriter’s “Dual Feed” machint 
not only in Britain, but in America, too. (Photograph wa 
carried in July issue of Orrick AppLiances, Other Lands 
p. 96.) . 

The typewriter has drawn a steady source of inquiry, am 
Britain is uf 


the ever-growing interest in research in 
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Top Performance 1s Certam With 
ACE STAPLING EQUIPMENT! 





The ACELINER is the world’s finest, most attractive 4-way 
Stapler . . handfastens, staples, pins, tacks. Loads 210 
Aceliner Staples No. 2025. 


The ACE PILOT has proved its superiority with millions of 
satisfied users the world over. Staples and pins. Loads 
210 standard size Staples. 





ABOVE: The ACE STANDARD is famous for endurance. 
Gives perfect lifetime performance! Uses standard Staples. 
BELCW: The ACE CLIPPER Stapling Pliers saves time and 
money for florists, dry cleaners, stores, schools, factories, 
offices. Loads 210 Ace Clipper No. 700 Staples. 


The ACE SCOUT is a top quality, long-lived Stapling Ma- 
chine at a low price. Gives perfect performance. Loads 
105 No. 200 Ace Scout Staples. 





ABOVE: ACE STAPLES give you finest uniform quality, 9 aE 
and performance . . fit all standard size Staplers. A ny ACE product will positively perform 


BELOW: ACE STAPLE REMOVER snaps out clinched Staples smoothly and efficiently year in and year out, 
snstantly. Durable, efficient, attractive. with watch-like precision. Millions are now used 
the world over. Feature the full ACE line. It pays! 










ACE STAPLE SOLD THROUGH DEALERS EXCLUSIVELY 


a 


REMOVER 







~ 





TORONTO 4 





IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 © 770 DU PONT ST, 


SEE THE COMPLETE LINE OF ACE STAPLING EQUIPMENT AT THE N. S. 0. E. A. CONVENTION, CHICAGO, SEPT. 18th thru 22nd 
OA—9/54 67 
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one for the day 


Though the Boss is out of the office, this may 
well prove to be a most productive day. He has 
gone to the National Business Show. He'll be 
back full of new ideas — ideas that will bring 
new speed and accuracy to office routine; 
new comfort and efficiency to office workers. 





Better than ever. This year two 
huge armories packed with time and money- 
saving ideas. Be sure to visit both. 


_ 








1 to 10 P.M. Daily 


69th REGIMENT ARMORY 


26th Street and Lexington Avenue, New York 


NATIONAL BUSINESS SH September 27 thru October 1 | 





71st REGIMENT ARMORY 


34th Street and Park Avenue, New York 


Plant 
ESTA 


OA—9/54 OA- 


Rudolph Lang, Managing Director, National Business Show 
33 West 42nd St., New York 36, New York 
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OLUMBIA 


Un ee I ee 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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CASH IN BY SELLING COLUMBIA INSTALLATIONS 
A FILING CABINET FOR EVERY NEED e« DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


—~ 


BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


COLUMBIA 

FURNITURE : 

FOR BETTER fy 
—| OFFICE LIVING | 


SOLD 
EXCLUSIVELY 
THROUGH 
DEALERS 


COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET, PHILADELPHIA 40, PENNA. 
Phone: Michigan 4-3983 
Plant No. 1: Third, Orianna, Annsbury & Wingohocking Sts. * Plant No. 2: American, Bodine & Wingohocking Sts. * Plant No. 3: American & Philip Sts. 
ESTABLISHED 1919 ALWAYS DEPENDABLE 
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doubtedly assisting in this demand, because the machine is 
ideal for the scientist. 
* * * * 7 

The trend of trade is always a difficult one to assess, 
especially when one is faced with ever-rising sales of office 
equipment overseas. 

The main reason for the rapid uptake of typewriters and 
office equipment generally by Australia, for example, is 
due to the easing of imports and the lifting of restrictions, 
which were imposed when Australia found herself so 
short of hard currency some two years ago. It was expected 
that the restrictions would be lifted as the position improved, 
but one may visualize the time when the sales of office 
equipment have caught up largely with the demand, and 
the industrial expansion will then not be sufficient to justify 
one anticipating previous figures being maintained. 

In Britain, too, although business continues to be good, 





Exhibits Pictured at Annual 1954 International Milan Fair . 


Fifty nations were represented in the exhibit of manufacturers 
and dealers at the recent 32nd annual International Fair in 
Milan, Italy. A new building housed office machines and supplies 
for a notable showing. Displays of the exhibiting firms here 
pictured were: 


1. A general view of officing machines and supplies 
2. Dott. Antonio Ornati $.P.A. exhibit of R. C. Allen typewriters, Archi- 
medes calculating machine, Max Brose typewriters and other machines 
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there is no doubt but that today it is far more competitive. 
Salesmanship is again coming into its own. 


But the average British retailer especially, has never 


abused the position of short supplies as did some of the 
distributive trades. 


Since the war there has been a new influx of young men, 


both into the ranks of representatives and also starting 
in business on their own account, and this influx has meant 


new ideas, and a desire for trade education. 


It is not surprising, therefore, that there is a growing 


interest in display, interior display and window display; in 
business efficiency and overall “service to the public”. 


And one of the trends in 


sritain, too, has been the new 


lines into which the once-conservative stationer has branched, 


The average dealer today in 


sritain is a man who is ex- 


panding his business in many directions, chiefly by the 


sale of associated lines. 





QQ ~ 


Exhibit of Burroughs Corp. machines 

Dupleco S.A. Italiano-Milan, exhibit 

Gelosa-Trau, Milan, exhibit. 

Exhibit of Kardex, one of Remington Rand Inc. stands oma 
Lagomarsino, Milan, Astra adding and bookkeeping machines 

Lips-Vago exhibit. 

One of Olivetti display stands. 

Another Remington Rand Inc. exhibit. 

Rheinmetall machines shown by Livgi Luciano Hugnot, Milan. 

Exhibit of Underwood-Sundstrand-Elliot Fisher 
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. the quality duplicator in the low priced field 
: NOW IMPROVED 
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the MODEL 


L-53 


You are cordially invited 
to visit us at the NSOEA 
Convention, Conrad Hil- 
ton Hotel, September 18th 
through 22nd. Our usual 
location, BOOTHS 34-35. 

















A complete line of liquid proc- 


ess duplicators including electric assures greater sales volume plus more complete customer 
mi models with Underwriters’ Appro- satisfaction with its... 

val—from $157.50 to $349.50—all 

plus tax. F.O.B. Chicago. @ NEW Single Control Lever for all side guide 


adjustments or combination of adjustments. 


@ IMPROVED Polished Aluminum Handle with 
sure-grip, colorful knob. 
@ IMPROVED Roller Release Pressure Lever of 
FOR 


polished breakproof aluminum. 


FULL @ NEW... Copy-rite embossing side casting for 
added beauty. 


INFORMATION 





And the Copy-rite L-53 retains all the sure selling features 
of Visible Fluid Supply, Automatic Master Lock and Auto- 
matic Feed. (Can also be hand fed for running various sizes 
from the same master.) 





WOLBER OO ae & —. co. 


CORTLAND STREET . CHICAG 
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one more reason why 





REMINGTON RAND TOPflights 


build more 
Adding Machine 
business for you! 


The success of your adding machine business depends on 
effective selling and quality products. Today Remington Rand 
TOPflight Adding Machines help you do both jobs better 
than ever. TOPflight’s program of advertising and sales 
helps for your use is greater than ever. The TOPflight line 

















of models is even broader, more complete. Start now to in- 
crease your adding machine sales and profits by promoting 
the consumer-preferred TOPflight line. Write us today! 





VICTOR 
LINE 

T 
SAFES 7 
it 
Here is your opportunity er 
to offer your customers o! 
the very latest in safe ty 
“is design. The new Victor fc 
“600” safe combines certified fire protection with modern, b 
styling and revolutionary concealed hinges. Sell the modern ri 
small safe with big-safe protection...the Victor “600”! Se 
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REMINGTON RAND 
T0p Kei Vi 


ADDING MACHINE 











NEW FREE 
WINDOW DISPLAY 


Ask your Dealer Sales Representative 
how you can get one of these outstand- 
ing new TOPflight displays. 


REMINGTON 


Office-niter 


The only complete office typewriter in compact size...a 


low-cost typewriter with 1l-inch paper capacity, 10 3/10- D EALE R SALE S 
inch writing line and . 
DIVISION 


every feature needed for 
office typing. This new 
typewriter is just right 
for the professional or 
business office... just 
right to give you new 
sales and profits! 





Flemington. Fland 


315 FOURTH AVENUE 
NEW YORK 10, NEW YORK 
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20th Century Style 
Machine Age 
Progresses 


in Mexico 
By Mabel Knight 


Correspondent 


@ “WE SELL SYSTEMS instead of 
machines,” said Senor Eduardo Mar 
roqui, sales manager of the National 
Cash Register Company whose offices 
are at Calle de Alfonso Herrera No. 75, 
Mexico City. The 
was called Old Mexico, but now boasts 
so many new buildings that it rapidly 





district formerly 


is losing its name of the Old City. 

It was near here where Cortez 
marched on his way with his Spanish 
legions to conquer the Aztecs centuries 
ago. 

The firm has been located in Mexico 
seven years and handles in addition 
to cash registers, adding and accounting 
machines. The personnel of the com 
pany is 99 per cent Mexican who, while 
preferring to remain aloof, prides itself 
on its ability to analyze a prospective 
customer's business and then sell him 
the machines best suited for his partic 
ular needs. 

The history of the cash register is an 
interesting example of man’s ability to 
perfect a machine to keep in step with 
the constant demands of business for 
an ever better product to meet current 
needs. 

“Today,” said Senor Marroqui, “our 
products control transactions, protect 
profits and provide information for suc 


line 


cessful in every of 


business wherever 


management 
money is handled 
and records kept.” 

Cash registers, adding and account 
ing machines all 
attractive display Mexico 
City offices and National 
Cash Register branches in Monterrey, 
Pueblo and Guadalajara. 

Despite the complexities 


enjoy prominent and 
niches in the 


also in the 


and strain 
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. and the display room. 
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Shades of Cortez 

Sleek and at- 
tractive is the plant 
of the National 
Cash Register Com- 
pany in Mexico City. 
Note extensive use 
of glass to provide 
beauty, light and 
air. 


: 








of modern business, the firm is one of 
the most progressive in the nation with 
regard to the welfare of its 200 em- 
ployees. 

There is a combination cafeteria and 
game room, which provides ample 
tables and chairs for the comfort of its 
personnel who bring their lunches. If 
an employee prefers, he may dine at an 


outside restaurant, present a slip show- 





ing the cost of his meal on his return 
and the money spent will be reimbursed. 


room . * 
Soft drinks also are available all day 


long and, as is the custom in countless 
American factories, it is a common 
sight to see an apprentice toting back 
to his fellow workers a carton contain- 


ing soft drinks and sandwiches. 


Hard liquor is strictly taboo, said 
Senor Marroqui, as he conducted me 
on a tour of the spacious and immacu- 
late plant. 


The game room is available to em- 


P 


ployees after working 


take advantage of the privilege to play 


hours and many 


their favorite indoor game. 


National Cash Register is just one of 
the many firms which takes justifiable 
pride in the progress Mexico is making 
in this industrial age, yet never losing 
sight of the lighter side of life. In all 
visited there 
cheerfulness 


of the industrial firms | 


was noticeable an air of 


and a spirit of pride in their products. 


q RR S It nderstood that a leading firn Eng ewriter manu- 

AUS RALIAN NEW actur tiating with Australian interests the manufacture 

f its typewriters in Australia. The manufacture feel that in 

W. BEECHAM, Correspondent addit srvicing Autivelic, on Austirelis ies aaa 

Box E256, G.P.O., Perth, W.A. ver exports to New Zealand and the Far East with effectiveness 

* > * > . 

Applicat N 154,586 has beer dged by the Kee Lox 

Pendene Ltd., manufacture f office stationery and kindred Manufacturing Co. for an Australian patent arbon paper 
items, has bought an additional! factory site in West Melk ( der. ; ee - 

The building at present is being j t tore for a jing Applicat No. 154,579 has beer daed G. Sly i a 

i izati : ian patent tc tus Tor sting paper and application 
chain store organization. Australian patent for appara é 

, es 2*¢ e¢ ¢ 8 No. 154,615 has been lodged by G. Hort & Ltd for an 

New manufacturers registered during ft past month included Australian patent for carbon paper a 

Rochford and Playdon, off furniture, Hyde St., Yarra Vie- : - : + ee 

toria; and the Parker (Let# F Ptg. Ltd., Albian St., Essendon The South Australian Government Statist ref that imports 

Victoria. fice supplies from overseas 10 months to April 30, 
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and here’s why: 


® models with or without direct 
subtraction available 

® revolutionary years-ahead styling 

@ Swedish steel assembly... . 

Swiss precision counters 

fully automatic safety keyboard 

ciphers printed automatically 

signals for subtract, multiply, 

sub-total and total printed 

correction key clears entire keyboard 

lifetime handle construction 

scientifically designed moulded keys 

trouble-free performance . . . | 


minimum maintenance | Gentiemen: 
: ae my Please send more information on the new Regna Adding Machine and outline 
advantages of becoming a Regna Dealer. 


CES 
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Address 


City Zone___Stote 


—Keeps tape aligned 
at all times! 


a NaS 
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Sensational! That's the only word to describe the all- 
new REGNA Adding Machine! Streamlined as the 
newest cars . . . so low in cost it's a dream-come-true 
for small business owners. Lets many firms cut ex- 
penses and increase production by supplying a 
machine to every department, to every desk where 
adding is done. It took REGNA engineers years to 
develop an adding machine of such supreme quality 
at such a remarkably low price. It will take your 
customers only minutes to realize that the new 
REGNA is their ‘best adding machine buy"’! 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue 
New York 10, N. Y. 
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1954, were valued at £453,625 compared with the £338,455 for 
the same period the previous year 

At the recent 50th annual fere f the Associated Char 
bers of Commerce, held in Perth, President S. Powell said that 
Australian business was faced w emma 

"If Australia’s population continue rease, its secondary 
industries must continue to develor he Associated Chamber 
favor removal of quantitative the ostric ns on our import 
trade. 

“On the other hand, it must be rea secondary industries 
must be permitted and even er develop." He added 
that he was convinced that sterling ild not become convertible 
with the dollar "for some time come 

The Chambers say that the settled policy of the present federal 
government is to replace gradually ir rt ensing controls by 
the more conventional and nstructive p y of protective tariffs 
It appears improbable, however, that any changes will be made 
before next October, when the mon d for which the 
current provisions are intended to apply come an end. 


England to Stage Big Trade Fair 

The Stationers’ Association of Great Britain and Ireland 
is promoting a stationery trade fair Feb. 7-11 in Harrogate. 
There will be approximately 240 exhibitors, including the 
principal firms in the industry, represented. Inquiries may 


be addressed to the General Secretary of the Stationers’ 


Association of Great Britain and Ireland, 227 Strand, Lon 


don, W.C.2. 


Casa Rihan Opens New 


Showrooms in Mexico 


For the first time in Mexico a manufacturers’ representative in 
the stationery industry has opened a showroom displaying many 
products handled for United States manufacturers. This occasion 
took place recently when Casa Rihan, S. de RL. y C.V., 
Chihuahua No. 205, Mexico, D.F., held open house for the 
trade under the direction of Alberto Rihan, general manager. 
Pictured among the exhibits and visitors are: 


Cel-U-Dex Corporation. 

Replogle Globes, Inc. 

David Kahn, Inc., Wearever pens 

Bates Manufacturing Co. 

Rivet-O-Mfg. Co. 

(Exhibit of Marsh Felt Point Pen Division was shown in August issue of 
OFFICE APPLIANCES.) 

. Maxime Balbuena, general manager of Papeleria Balbuena; David 
Hoyela, sales manager of Casa Schauss, $.A.; Eduardo Rihan, general 
manager and vice-president of Eagle Pencil Co. de Mexico, $.A.; Al- 
fredo Morales, president of Morales Hnos., S.A. 

. Jacinto Guevara, general manager of Calas de Mexico, S.A.; Miss 
— Jacobo of Casa Rihan; Gabriel Rihan, administrator of Casa 
Rihan. 


. Salomon Pesel of El Ahorro; Alberto Rihan, general manager of Casa 
Rihan; Mrs. & Mr. Jacobo Pesel, general manager of El Ahorro; Fidel 
Barquet, Casa Rihan. 

. Ernesto Haneine, sales manager of Haneijos, $.A.; Miss Anita Trad; 
Dr. = Shuairi Ayub; Fernando Haneine, general manager of Hanei- 
jos, S.A. 

Eduardo Haneine, advertising manager of Haneijos, $.A.; Miss Esperanza 
Jacobo; Horacio Waltdhausen, president of Casa Pareco; Francisco Cas- 
tillo of Eucario Castillo; Fernando Prieto of Fernando Prieto y Cia. 
Kerop Arakelian, president of Jugueteria Ara; Enrique Richaud, presi- 
dent of la Ciudad de los Ninos; Miss Esperanza Jacobo; Antonio 
Goyarzu, president of El Jonuco, S.A. 
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NEWSPAPER MAT No. 2712-1A 











(‘oles 27 DRAWER CABINET 


Ideal for office forms, cancelled 
checks, cuts, artwork, tools, etc. Heavy 
steel construction. 305%’ W, 372” H, 


NEWSPAPER MAT No. 992-1A 








(‘oles FILE VAULT 


2 letter files; 2 index card drawers; 
a dial lock safe; 3 book shelves plus 
31%” shelf. Heavy steel; 32%” wide, 
60” high, 19’ deep. Green or gray. 

No. 992 $89.95 


STORE NAME 


NEWSPAPER MAT No. 2550-1A 


“EXECUTIVE” Chair 
Seat: 19%o"'xI7o""x3%" 
No. 2550 $79.50 


“STENO” Cheir 

Seat: 16%x13%e"x2", 

No. 2815 $29.95 
Foam rubber seat with fabri-coated 
material. Brown, green, wine or gray. 


13%" D. Olive green or Cole gray. 


No.2716—With drawers 17” deep $49.95 STORE NAME 
STORE NAME 











NEWSPAPER MAT No. 204-1A 


NEWSPAPER MAT No. 1370-1A 


NEWSPAPER MAT No. 1621-1A 




















LEGAL SIZE. . $49.95 
No. 204-Four letter size full suspen- ; No. 1370 $4995 
sion drawers. 14%" x 52%" x 26%”. (‘ol os - 
“SPACE SAVING” DE Heavy steel, green or gray. es ALL IN ONE” FILE 
5414" wide x 30%" high - Plunger-type lock $9.00 additional. A secret vault, 2 letter files, index 
i he $89.00 card drawer, storage compartment 


STENO Chair STORE NAME under lock and key. Heavy steel. 
“wu wu? ” 
Adjustable height, seat size: 16%” x 30%" x 32%" x 17”. Green or gray. 


13%" x 2’. Brown, green, wine, gray. 
No. 2815 $29.95 STORE NAME 
STORE NAME 














Use these successful newspaper mats... 


They are furnished to you FREE! . . . Order them by number. 


PRODUCTS AVAILABLE ON REQUEST 


COLE street EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE CANADA 




























No other file at this low price has this really full suspension. 29 
more filing capacity. The last folders in these files are as accessif 
as the first. Smooth gliding drawers, spring compressors and guf 
rods. Olive green or Cole gray baked enamel finish. 


<— FOUR DRAWER LETTER SIZE $30 
1434” wide, 5214" high, 265%” deep, No. 204 


LEGAL SIZE 
17%" wide, 52%" high, 265s deep, No. 504 $49 
























Plunger type lock that automatically locks all drow Sme 
$9.00 additional nool 
your 
sona 
derly 
ter f 
FIVE DRAWER LETTER SIZE $§9%5> = 
14%” wide, 60” high, 265%’ deep, No. 205 d 
LEGAL SIZE FIVE DRAWER « 
17%" wide, 60” high, 2658’ deep, No. 505 $62.95 doo: 
Plunger type lock that automatically locks all drawers, Onl; 
$10.00 additional. comt 
Steel, 
high, 
gree: 
TWO DRAWER LETTER SIZE > ish. 
14%” wide, 302” high, $ 95 65 Ib 
24” deep No. 202 
LEGAL SIZE 17%” wide, 3012” high, ‘ 
24” deep No. 502 $37.95 
With lock that automatically locks 
both drawers, $4.25 additional. 


















CUTS OR O! | » AVAILAE 


COLE steet EQquIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE © CANADA [Spore street Ontae 





n. 23 


cessij 


id gu 


$34 


4 $49 
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pilferage. Used in many factories to minimize the loss of raw materials such 
as silk, rayon or leather. Doors are equipped with a two-way locking device 
controlled by a paracentric lock. Five adjustable compartments. Size 76" 


high, 36 


ADDITIONAL SHELVES for above $3.95 ea. 


WARDROBE 
With hat shelf plus 
rod for coat hangers 
76" h., 36” w., 1844" d. 
No. 76R 


$5995 


No. 76C 


$7450 























The “JUNIOR” File no. 198 


Small enough to fit any 














nook, large enough to keep 
your letters, bills and per- 
sonal papers neat and or- 
derly. Two ball-bearing let- 
ter files PLUS a steel safety 
vault for your valuables hid- 
den from view by an outer 
door under 
Only YOU k 


combination 


ck and key. 
now the dial 
Heavy gauge 
sleel, 16°' wide, 3712" 
high, 182’ deep. Olive 
green or Cole gray fin- 
ish. Shipping weight: 
65 Ibs. 


$4995 


COLE safe-type STEEL CABINET 


TTL a LL eel LL 


Will keep your office supplies and printed matter clean and orderly. As a 
storage cabinet for hand tools, or valuables, will pay for itself by preventing 


wide, 18%" deep. Olive green or Cole gray baked enamel. 
No. 76 59 


Combination WARDROBE 
and STORAGE CABINET 


76” h., 36” w., 18%" d. 





The “SALESMAN’S” File no. 961 


Contains: Two ball-bearing 














letter files, a double drawer 
for 3x5 or 4x6 cards (3200 
capacity) also used for 
leases, contracts or can- 
celled checks. PLUS a 
secret vault for your 
valuables doubly pro- 
tected by an outer door 
with a 3-way locking 
mechanism. Keeps all your 
records under lock and key. 
Heavy gauge steel, 16" wide, 
43" high, 18'2"" deep. Olive 
green or Cole gray finish. 
Shipping weight: 78 Ibs. 


$567 


No. 198 and No. 961 available in Grained Walnut, Mahogany or Knotty Pine finish at $12.50 additional. 


SEND FOR 


OUR 


LATEST CATALOG 





COLE street equipMeENT CO., INC. 


NEW YORK 


285 MADISON AVENUE 


CANADA 





9 valuable space 
nd 


steel cabinets: $° 
sed above yo ye able flo or spac 
va 


can be in 
Prontos to the © ceiling saving | 
° 








FREE 


A set of interlocking stackers 
furnished FREE with each Pronto fil 
They interlock securely for stacking 





as high as the ceiling. 











save with PRONTO 


Ruggedly built of 275 |b. fibre board, 
reinforced with steel on the shell 

and the four corners of the drawers. 
Beautifully finished olive green steel drawer fronts 
match your regular active files. 




















Single Carton 
Used for Width _ Height Length | File No. | Lots Lots 
*Letter Size 12%” 10%” 24” | 1210L $4.45 ea. $4.35 , 
*Legal Size 15%” 10%” 24”) 1510L 5.60 ea. P a} 
Check Size 9%" 4%" 24” | 1941L 3 ea. ¥ 
8x5 Forms (2 rows)! 1074’ 8%" 24” 108L 1.25 ea. 
Freight Bills | 9%" * 24” | 1971L ea. FOLLOW BLOCKS 
" a “ 45 90c ADDITIONAL 
5x8 Forms | 8% 5%" 24”) 1851L ea. LETTER SIZE °4 stots tet any size file 
4x6 Cards (2 rows) 1276” 5S” 24” | 1245L 3.95 ea. COED 
*Ledger Sheets (12%” 12%” 18” | 1212M 5.70 ea. LEGAL SIZE *J 
*Packed 6 to a carton — All others, 12 to a carton CHECK SIZE $200 
 ] 
WRITE FO! OG SANITARY BASES — Available for every size Pronto .... $3°° 
; Ss 





TORAGE FILES PRONTO FILE CORPORATION, 285 Madison eh, N. | 
CANADA 990 DU mpl ET. ONT aig 
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Now you can offer your customers all these 
features for only $217.00*. Features that have 
made this easy-to-use, simple-to-service 

Roneo 250 Portable Duplicator world famous. 
Such features as a totally enclosed drum 

plus completely automatic inking plus Roneo’s 
famous clogproof and leakproof SEMI-PASTE INK. 
The Roneo 250 also reproduces continuous tone 
photographs. Entirely self-contained, no separate 
oose covers. Feeds post cards to legal size 
automatically. There’s also an automatic counter. 
Nothing to compare with it at this price! 

Entire machine weighs only 28 pounds. 

Write in for details on dealer franchise 

*Plus federal tax: 





$3° 


ADDO MACHINE COMPANY, INC., 145 WEST 57th ST., NEW YORK 19, N. Y., Circle 5-6940 
Exclusive U. S. Distributors; Roneo Duplicators, Addo-X Machines 
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A Doll’s Eye View of Your Office 


Office planners have taken a tip from the movie-makers 
and brought 3-D to the desks of office managers and other 
executives in charge of planning office layouts. Wood Office 
Furniture Institute has just made available a portable scale 
model kit which gives a miniature preview of any desired 
office plan. 

The kit consists of a leatherette carrying case which opens 
to show 12” by 18” cork boards marked off in 4” squares, 
each of which represents one square foot of office space. 

Plastic miniature furniture models with pins for insertion 





This’Il Do It . . . Planners lay out office in miniature. 


into the cork boards include different designs of contempo 
rary office equipment and appliances. There are 275 dif 
ferent pieces in all. 

Scale model planning, according to the institute, has sev- 
eral advantages over both “trial and error” methods of 
moving actual furniture, or planning a single dimensional 
layout on paper. It is possible with the scale models to 
visualize actual work space, plot work flow, and get a real 
visual impression of how the resulting office will look. 

Readers interested in obtaining further details should 
address: Wood Office Furniture Institute, 730 Eleventh St., 


N. W., Washington 1, D. ¢ 


Discount Earned by Mosler Record Safes 


Additional burglary insurance discounts have been granted 
to all new Mosler record safes equipped with an Under 
writers’ approved relocking device, it was announced by 
Edwin H. Mosler Jr., president of the Mosler Safe Company. 

Presently, record safes bearing the T-20 burglary label earn 
a 20°%% discount on mercantile safe burglary insurance pre 
miums. With the addition of the relocking device another 
10°% discount will be granted. 

According to Mosler, safes equipped with the relocking 
mechanism give greater security against attack by burglars, 
and offer the greatest discount on burglary insurance rates 
of any fire-resistive safe ever built. 


Herbert Hoover Organizes Economy Staff 


Former president Herbert Hoover, chairman of the Com 


mission on Organization of the Executive Branch of the 


Government, recently announced the establishment of a 
task force on paper work management in the execulive 
departments. The group of economy experts will work under 
the guidance of Chairman Emmett J. Leahy, president of 
Leahy & Company, management consultants of New York 
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Stebco Products Conducts Survey 


When Tufide was first developed in 1940, after years of 
exhausting research, Leo Stein, president of Stein Brothers 
Manufacturing Company, was sure he had finally hit upon a 
product whose wearing qualities would revolutionize the en- 
tire business case and luggage industry. Laboratory tests in 
cluded punishing treatments by an abrasion machine. 

In late 1953, with the sale of Tufide past the 1,000,000 
unit mark, Mr. Stein felt that the time had arrived to learn 
first-hand of dealer and user reaction to Tufide. 

The first phase of the survey was for the purpose of deter- 
mining if users would buy Tufide again to see how 
much, and what kind of an impression it had made on the 
buying public. A postcard survey mailing was made to those 
in Stebco’s file of guarantee registrations. 

The response was almost immediate. By last count, 73 
of Tufide users had responded. Of these, 87°, were fully 
satishied with Tufide . . . 64°/ said it gave better service than 
expected . . . 78% rated it an exceptional value . . . and 
88°%, said they would not only buy Tufide again, but that 
they would recommend it. 

Just as gratifying was the response from the Tufide dealers 
to whom a special dealer survey was sent in order to see 
exactly how Tufide rates with retailers and what the dealers 
like best about it. The survey disclosed that very few pieces 
had to be returned for repairs or replacement. 

The results of both the consumer and dealer phases of the 
survey, presented in an informative booklet may be had 
without charge from Leo Stein, Stein Brothers Manufactur 


ing Company, 1401 W. Jackson Blvd., Chicago 7, Ill. 


Delegates to Tour Burroughs 

A study of highly intricate electrically operated business 
machines has been planned for delegates from foreign 
countries who will attend the Golden Jubilee celebration of 
the International Electrotechnical Commission in Philadel- 
phia, September 1-16. 

A tour of the Burroughs Corporation Research Center 
Sept. 4 will enable the delegates to study the development 
and research in office machine electronics. 





Secretary of Labor James P. Mitchell . . . talks with World War 
ll veteran George Seal in the Facit, Inc. booth at the President's 
Exposition & Parade of Progress on Rehabilitation & Employment 
of the Handicapped, held recently in Washington, D. C. At right 
is Sender Jaari, Facit sales manager. 

Mr. Seal, who has only one arm, had not worked with these 


machines prior to the Exposition. He was able to develop con- 
siderable skill and speed after a short period of instruction at 
the exhibit. Facit, Inc., was the only business machine company 
participating in the President's Exposition. 
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No secret though—a Sturgis fiber 
glass base is just naturally quiet in AA 
motion. You roll silently even on 
rough and uneven floors. It’s quite astonish- 
ing . . . although no more so than the unique fact Engineered for Long Life and Minimum Maintenance 
that this fiber glass base will never become tayien Thrust Bearleg: takes a lifetime of swiveling. 
unsightly, never need refinishing. Nine models of Ball Burnished Spindle Bearing: perfect fit for long life 
executive and stenographic chairs are now ; : 
esata ble with, Glies ts bases in gray Superior Casters: oversize ball bearings, extra wide rubber wheels. 
green, walnut or black. STURLON ® Finish On Metal Parts: 70 to 20 times as abrasion- 
resistant as other finishes. 
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War As usual, something unusual to see at the | 
dent's Sturgis exhibit Rooms 556-A and 557-A i 
yment (Fift Floor). | 
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Talking it Over . . . Remington Rand Inc. 
agency representatives attending one-day 
seminar and clinic in St. Louis are shown 
with Jack Shayne, advertising supervisor- 
agency operation (standing, right rear). 


Remington Rand Sales Strategy Outlined 

A marketing and sales strategy seminar held recently in 
St. Louis for representatives of Remington Rand’s agency 
organization emphasized the importance of a realistic ap- 
praisal of present business conditions. 

Jack Shayne, advertising supervisor-agency operations, 
Remington Rand Inc., stressed the continued widespread 
distribution of office equipment and systems despite all talk 
about “recession.” He urged all agency representatives to 
take full advantage of the increased buying surge predicted 
for the future by the nation’s economists. 

The seminar disclosed the company’s comprehensive ad- 
vertising and sales promotion program designed to meet the 
demands of the present competitive economy, and how 
Remington Rand agencies can capitalize on the forthcoming 
business upturn. 

Agency representatives at the seminar were told of the 
company’s continuing research and development for the 
improvement of present day office equipment machines 
and systems. 

Remington Rand’s advertising plans for the coming year 
were outlined, revealing that they will cover close to 150 
consumer and trade publications with a combined monthly 
readership of 12 million. Also discussed were plans for pro 
viding fresh supplies of promotional literature, a publicity 
program which will reach into every corner of the nation, 
convention activities, direct mail, and the use of radio and 
television networks for various Remington Rand products. 





S.C. Stationery Dealers Hold Session 

The “Palmetto Convention” of the South Carolina Sta 
tionery Dealers Association was held at Myrtle Beach, S. C., 
on June 18. A number of leaders in the stationery industry 
addressed the session. 

A talk by Allan Cammack, Burlington, N. C., entitled 
“How to Bait Your Mousetrap” dealt with advertising 
problems of the dealer and approaches to their solution. 
Hugh Weldon, personnel manager for Charleston Division 
of the S. C. Electric & Gas Company, presented a compre 
hensive survey of employer-employee relations, personnel 
turnover and working conditions. 

Ivan Allen of Atlanta discussed the 
of his section of the South and its application to the sta 
tionery business. 

Martin Hoogenboom, 


industrial outlook 


lealer from Beaufort, S. C., pre 
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sented a picture of the various special problems that vitally 
effect the dealer in a small community. He discussed trans- 
portation costs, availability of jobbers, seasonal fluctuations 
in consumer purchasing and the carrying of unrelated lines. 

Robert M. Sanford, Fourth District governor, was a spe- 
cial guest. John E. Huguley, lieutenant governor of the 
NSOEA district, gave the opening address. 

Officers elected were: 

Lieutenant governor succeeding Mr. Huguley—James 
G. Holmes, Jr., Columbia Ofhce Supply Company, Colum- 
bia, S. C. 

Treasurer, re-elected—Clarence M. Ford, Blake & Ford, 
Inc., Camden, S. C. 

Secretary, re-elected—Taylor S. Moran, R. M. McGillivray, 
Inc., Charleston, S. C. 





Employees Honor John F. Molloy 

John F. Molloy, stationer, office equipment dealer and 
newspaper distributor of Meriden, Conn., was guest of 
honor at a surprise dinner given by his employees and 
associates at the 1711 Club Inn to mark the 50th anniversary 
of his start in business. Ninety-cight persons were in at- 
tendance. 

Mr. Molloy received a number of gifts including a sterling 
silver coffee set and a perpetual motion clock. 





Attending the 50th Anniversary party 
of John F. Molloy, Inc., Meriden, Conn., are Stanley McGar, Mrs. 
McGar, John J. Molloy, Mrs. J. F. Molloy and John F. Molloy. 


Golden Year Days . 


Mr. Molloy founded the business April 25, 1904. Now 
established at 20 W. Main St., the building contains 13,500 
square feet. Approximately the same area is available in a 
warehouse on Church St. 

At present there are 32 employees with the firm and of 
that number 13 have more than 10 years of service. 
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This colorpage appears in Sept 


issue of Newsweek, and other 
national magarines. It is design- 
ed to help GF dealers in educat- 
ing customers and prospects to 
look upon good office furniture 


ot o good business investment 








©GF CO. 1954 


ee 
enera/aire- line of 45 beautiful new metal desks 


combining smart efficiency with maximum functional value in the latest creation 


by the world’s largest manufacturer of desks 


INE of handsome new 
esks to add beauty and 
our office—the GF 


H' RE IS A 
metal 
effic lency 
Generalaire 


Its 45 different models provide the 
right size and type of desk for every 
office job. There are single and 
double pedestal flat top desks; con- 
ference desks with top overhang at 
either side; foldaway, elevator and 


fixed-bed typewriter desks; a variety 
of machine desks: and matching tables 
Because they are assembled from 


only a few standard parts, General- 
aire desks can be converted easily 
from one model to another right in 
your own office 


Beautiful, lustre-gray enamel 
finish and sparkling aluminum trim 
contrast with cool mist-green Velvo- 
leum writing surfaces. Generalaire’s 
functional styling enhances the 
appearance of any general office, 
harmonizes with present equipment. 


Metal desks can’t warp or split, 
drawers can't stick, welded joints 
can't loosen—in short, the General- 
aire, like other metal desks made by 
GF since 1924, will be just as strong 
and serviceable in 1984 as it is today. 


See Generalaire in GF distributor 
and branch showrooms. Or write for 
a catalog. The General Fireproofing 
Co., Dept. X-35, Youngstown 1, Ohio. 


‘00d metal business furniture is @ good investment 
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MODE-MAKER DESKS « GOODFORM 
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You'll Stay Ahead with 
WJ’s New $250,000 Sales Assistant 


It’s the greatest, most comprehensive Buying Guide and Selling 
Help for dealers ever developed in our industry! It’s packed with 
modern merchandising, price and product information you can 
use dozens of times a day . . . certain to help you stay ahead in 
volume, profits and service to your customers. 
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Still Time to Win in WJ's 
$5500 Sell-and-Tell Contest! 


Biggest excitement in the industry! Hundreds have 
already entered! First month’s 92 winners announced 
soon. You, too, can still win several hundred dollars 
simply by writing us (in 100 words or less) ow you used 
WJ’s new catalog to make a sale. Better send for 

several entry blanks today! 


You'll Stay Ahead in Loose-Leaf Sales 
with Wilson Jones 


WJ gives you the one line that meets a// customers’ 

needs for loose-leaf binders, forms and indexes... 

at full mark-up and maximum profit for you! 

Wilson Jones will keep you ahead with more and 

better products . . . with aggressive merchandising 
.. in this most important part of your business. 
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STAY Ahead with Wilson Jones. 


Busty Booth 41 
” Jones Company.-------""""" a 
—_ igen & Cobb Division...------- Booth 


Defiance Calendar and 
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/ You'll y Ahead in Calendar and Diary Sales 
q with Defiance and Standard 


For the first time .. . a complete advertising campaign to help you 
sell more dated goods! 

For the first time... national consumer advertising to sell 

Desk Calendars and Bound Diaries to home as well as to 
business users! 

20 lively promotion pieces tie your into this big magazine advertising 
campaign. This year, more than ever before, Defiance Calendar and 
Standard Diary Divisions will help you make dated merchandise 
one of your largest volume, full profit lines. 











You'll Stay Ahead in Expanding You'll Stay Ahead in Visible 
Product Sales with Cooke & Cobb Record Sales with Wilson Jones 
















Two self-selling displays that help Another way that WJ is helping you 
you use the appeal of Cooke & Cobb’s make more sales in the fast-growing 
“Favorite” line to boost your Visible Record business. The 
Expanding Product sales. The POCKET REF promotion, in just a 
“Favorite” line provides you with a few short months, has already created 
type, size and style to suit the needs of new, sensational sales records! 
every customer... gives you the Dealers using the POCKET REF 
famous NO-TYE and many other window display say it is the most 
exclusive, faster-selling features . . . effective trafic builder they've ever 
assures you the quality you need to had... bringing in scores of 
get full profit! « new customers! 





WILSON JONES 


209 SO. JEFFERSON STREET @ CHICAGO 6, ILLINOIS 





Rain Stops But Dripping Continues for GLTC 

The worried frown on the face of Chairman Joe Falbo, 
Codo Manufacturing Corporation, eased off as the rain 
stopped early Thursday morning, July 29, the day scheduled 
for the second golf tournament of 1954, sponsored by the 
Great Lakes Travelers Club. 

The scene was the pleasant fairways and greens of the 
Cog Hill Country Club, a few miles southeast of Chicago. 
Rain from the sky was absent but the humidity rating 
hovered at about 96°/ so that perspiration fell like rain 
from the brows of those who tackled course No. 1. 





The Golf Committee and the 
Top Prize Winners .. . 


Upper picture: Al Cote, Reyburn Mfg. Co.; Frank Cognato, C. Howard 
Hunt Pen Co.; Joe Falbo, Codo Mfg. Corp., chairman; Ray J. Eichen- 
laub, Service Steel Products Corp.; Jerry Henningson, Jos. Dixon 
Crucible Co., co-chairman. 

Lower picture: John Stuercke, Rogers Loose Leaf Co., second low net 
winner, and Gerald Berk, Berk Office Supplies, Chicago, first low net 
scorer. 


At least two records were broken for this genuinely 
“south” southside tournament—60 played golf and 14 more 
came out for dinner. 

Following a tasty sirloin steak dinner, 42 prizes were 
awarded. For the golfers the Callaway system was used; 
for those who participated only as dinner guests, ticket 
numbers were determining factors. First low net went to 


Back to School . . . Two National Blank 
Book Co. factory sales schools were held 
in May and June with combined attend- 
ance of 48. Top picture shows attend- 
ants at the May session and the picture 
below of a shirt-sleeved group was taken 
in June, 15th of such schools. Sessions on 
National merchandise, advertising and 
sales promotion were held, along with 
field trips to Parson Paper Co. and Philip 
Hano Co., register forms manufacture. 
Guest speakers included Harry Haase of 
the Burroughs Adding Machine Co., and 
Paul Steever of the Office Equipment Co., 
Harrisburg, Pa. National executives in 
charge of the schools included vice-presi- 
dents Paul Buckwalter and Richard M 
Weiser with Al Farr, Fran Fleming, Herb 
Burton, Ray Whitehouse and Roy Kirchner 


Gerald Berk, Berk Office Supply & Equipment Company. 
Second place was garnered by John Stuercke, Rogers Loose 
Leaf Company. 

Assisting Joe Falbo in conducting this successful GLTC 
event were Jerry Henningson, Joseph Dixon Crucible Com- 
pany, co-chairman, and Al Cote, Reyburn Manufacturing 
Company; Bob Krumwiede, Chicago Desk Pad Company; 
Frank Cognato, C. Howard Hunt Pen Company, and Ray 
J. Eichenlaub, Service Steel Products Corporation. 





Mayline Holds Annual Picnic 

The 15th annual picnic of the Mayline Company was 
held Saturday, July 24, at Evergreen Park in Sheboygan, 
Wis. Food and fun were enjoyed by 94 adults and 25 
children. Out of town guests were Mr. and Mrs. Russell 
May of Sterling, Ill. Mr. May is a director of the Mayline 
Company. 

The following served on the picnic committee: Harold 
H. Mais, general chairman; prizes—V. J. Kritske, H. Mais, 
W. A. Wendland, Henry Ruehr and I. R. Bosshardt; games 
—Roman Hoerig, Paul Schroeder and Leo Ebben; lunches 
—Herman and Martha Leonard; delivery—Erwin Nack and 
Ben Berg; cleanup—George Wangemann, Carl Krueger and 
William Thiel. 








Maryland Sales Meeting . . . Hagerstown Bookbinding & Print- 
ing Co., Hagerstown, Md., recently held a sales get-together to 
discuss the features of Art Metal Construction Co. equipment. 
At the desk is Roy E. Wells, vice-president, Postindex Div. Others 
are: George Boyd, visible equipment salesman and a recent 
addition to the Hagerstown sales staff; William Donaldson, out- 
side salesman; L. F. Wakenight, manager, office equipment dept.; 
and Sterling Becker, outside salesman. The picture was snapped 
by Gene Young, Art Metal district manager. 
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the pencil that writes with ink 


e lightweight and well-balanced for greater writing ease 
















e writes better and faster . . . never grows shorter 


e won't leak, blot, flood, smear. . . never 
needs refilling 


e filled with permanent, non-fade 
_ ink that’s banker approved 
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, ju say ie, e nothing to turn, push 


i or click... new 
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national I 
advertised 


insures instant 
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: for twice the profits 
a4" sell BOTH VELVETS 


e exclusive 


Velvet 









homogenized 


process produces 


; total VELV EI 


readersh i 1 


88,000,000! 


finer, perfectly mixed 


lead... clearer, blacker lines 


e smoother writing with no 





hard spots, no soft spots 


e stronger because exclusive Pressure-Proofing 


clinches wood to lead, ends internal breaking 


efor the money, the finest pencils you can sell 


VELVET pencil 


—_- the pencil that writes with homogenized lead 


of fine American Pencil Co., Hoboken, N. J. 


craftsmanship 


in pencils * Ask your American Pencil Co. representative how you can 
MR ond pens tie in directly with the big Velvet double-profit promotional program. 
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NOMDA News 





National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 














New Officers Direct Course of NOMDA for 1954-55 Period. . . 


The National Office Machines Dealers Assn. at its recent St. Louis 
convention selected this official family for the year 1954-55. 
Pictured left to right are: Harold Mann, executive secretary; Wil- 


Organize OMDA Chapter for lowa 
An Office Machine Dealers Association for the state of 
Iowa has been organized through the impetus given the 
idea at the recent NOMDA convention in St. Louis. 
Temporary officers have been elected with Ivan Fifield, 
Waterloo, president; James Proctor, vice-president, and Jerry 
Minor, secretary-treasurer. The latter two are in business in 
Des Moines. 
rst meeting this Fall in Des 


It is planned to have the { 
Moines. All dealers in the state will be invited to join the 
organization. 

Says Mr. Fifield: 

“We have needed just such an organization as this for a 
long, long time, and I am extremely happy that we are now 
on our way. There is so much good that can come to the 
dealers in our state through being organized that | know 
we will prosper right from the start. The Iowans are sin 
cere dealers and will look upon this activity as one of great 
merit.” 





Convention Echoes . . . Jack Davenport 
proprietor of Jack Davenport's Typewriter 
Co., Bakersfield, Calif., submitted this in- 
teresting NOMDA banquet picture after 
the St. Louis convention. Seen at the head 
table during the presentation of a birth 
day cake to President Johnny Romano are 
from left: General Counsel Charles F 
Krause, Jr., Bill Simpkins, Mrs. Simpkins, 
Mrs. Harold Mann, Miss Simpkins, Mrs 
Johnny Romano (kissing Johnny), Mr. Ro 
mano, Mrs. D. L. Kenney, Mrs. Elmer An 
derson, Mrs. H. E. Steinke, Elmer Anderson 
master of ceremonies. 


90 


bur E. Walker, Wichita, Kans., president; David C. Silvers, New 
York City, vice-president; D. L. Keeney, Jr., Dallas, secretary, and 
Harold E. Steinke, Upper Darby, Pa., treasurer. 


Winners in NOMDA’s Membership Campaign 
Receive Prizes at St. Lovis Convention 

Closer competition than ever before made NOMDA’S 
1954 membership campaign one of the most successful in 
years. Close to 100 new members were added to the roster 
when the final count was made. It was the concerted drive 
put on by all the locals that brought in this large number— 
both among the members of locals around the country and 
those dealers who are in business where there are no locals. 
Presentation of all awards was made at St. Louis during the 
convention. 

No. 1 winner was the Southern California OMDA, win 
ning the Liston Jackson Trophy which goes to the local 
making the best showing in new members as well as hold 
ing most of those from the year before. The Californians 
also took first prize in Division No. 1, taking home a 
NOMDA plaque for this first place. 

Winner in Division No. was the Indiana-Kentucky 
OMDA with an excellent showing of several new mem- 
bers. Division No. 3 first place went to Minnesota OMDA 
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only wire insulators give the 


UNIFORM DISTRIBUTION OF PRESSURE 


so vital to plastic upholstered furniture! 
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Here's What Happens! 


without wire insulators with wire insulators 
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Ordinary “soft” insulators allow padding to cup into No matter where pressure is applied on seat or ve 
wine oneni th , : ied. Plasti hol- Perm-A-Lator Wire Insulators take up strain instantly 
A’S . 5 opening when pressure is appule yr a ~ . - and distribute it evenly over entire surface area. Plas- 
"i stery is pulled unevenly . . . soon shows strain lines tj. upholstery is not strained in any single spot . . . 
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als. You can eliminate all ‘‘come-backs’’* when 


you specify furniture built with stronger, longer-lasting 


r PERM-A-LATOR wire insulators 


* due to insulator failure 


Most common cause of “come-backs” in upholstered furniture is 


chy insulator failure. Padding cups into spring openings and cushions 
em and backs become lumpy and sagging. Perm-A-Lators are closely 
DA spaced spring steel wires that keep padding out of spring openings 


permanently. Padding can’t shift or sink . . . springs work free and 
easy. Your furniture stays plump and comfortable and gives many 
extra years of service. You can be sure of enduring customer satis- 
faction when you insist on stronger, longer-lasting Perm-A-Lator 
Wire Insulators built into all the upholstered furniture you buy. This 
extra assurance costs no more—so, why take less? 


Torture Tests Prove Wire Insulators NATIONALLY ADVERTISED TAGS! Nationally Aegean 























Last 2’ Times Longer Perm-A-Lator Wire Insulators are a quality 
a , feature known to millions thru continuous ° 4 
Torture tests of millions of poundings prove " | on <a Ask li f 
conclusively that Perm-A-Lator Wire Insulators national advertising. SK your supper tor 
last more than 214 times longer than ordinary these well known Perm-A-Lator tags, sample = 
insulators . . . positive assurance of furniture pads, floor and window displays, and other F 
With longer life and lasting comfort and FREE SALES AIDS 
beauty. : S 
: WRITE TODAY FOR FREE INSULATOR MANUAL 
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Plants in Carthage, Mo. and New Castle, Pa. 


[343 oa-9/54 91 








where a 50° increase in members was recorded as well as 
100° collections from the 1953 members. 

Gordon Miller, past president of NOMDA, accepted the 
Jackson cup on behalf of his local with Al Foxcroft accept 
ing the plaque for the SCOMDANS. Paul Cockrill, pres 
ident of the Indiana-Kentucky group, and Mario Teschion, 
national director from the Minnesota local, were on hand 
to receive their respective awards. 

The J. D. Romano Trophy for the most new members 
brought in by a member of a local association, went to 
Harry Van Zant of Dayton, Ohio. To Franz Schreyer of 
Salt Lake City, Utah, went the NOMDA plaque awarded 
to the member outside of locals who signed up the most 
new members. Both Van Zant and Schreyer were on hand 
to receive their awards. 


Saunders Firm Develops Hotel Stationery 
by Mrs. E. Fitzgerald MacMillan 


Americans visiting England’s “Garden Isle”’—a name ap 
plied to the lovely Isle of Wight off the south coast—have 
often remarked on the stationery used by many of the 
hotels. It is superbly modern in style and type and has a 
dignity that is “different.” 

The same can be said of the hotel brochures that, over 
many years, have gone out to a number of American 
cities and towns. 

It is just a quarter of a century since G. G. Saunders, 
proprietor of G. G. Saunders Co., acquired a much older 





The Saunders Trio . . . From left are G. G. Saunders, his son 
Peter Saunders and daughter Joan H. S. Saunders. 


business and started developing it to its present prominence 
as “Suppliers of Stationery for the Hotel Industry.” His 
firm operates in Shanklin. 

Mr. Saunders, now 63, went into the printing trade at 
14. Long experience and testing of styles and individual 
ideas has produced the specialized stationery now used 
so widely in hotel offices. He proudly told me that this 


Like Hotel Lobby .. . The new quarters 
of Farmers & Stockmens Bank in sub- 
urban Phoenix, Ariz., come more closely 
to resembling a smart, modern hotel 
lobby than a bank, it is pointed out 
by Leighton Cross, Clark Office Supply 
Co. general manager, who sold the big 
Art Metal installation.—RAL 
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island firm often receives orders from London—a compli- 
ment indeed! For London, like Chicago and New York, 
is a front-line producer of commercial stationery. 

Being centered on an island has not proved restrictive 
to the firm. Indeed, it has turned into a blessing, since 
ever-fresh customer approach became necessary to off-set 
being a long way from the big industrial centers. Americans 
in office supplies trades struggling against seeming limita- 
tion of place and background can gain inspiration. This 
island story is a simple one of “finding the diamonds on the 
doorstep.” 

Mr. Saunders owns the Isle of Wight Guardian, founded 
over 70 years ago and normally covering the Shanklin-San- 
down districts only of the picturesque Island. 

The little weekly became a discreet messenger of offers 
of hotel stationery, typewriting papers, record books and 
other suggestions. Yet it carries all the Shanklin-Sandown 
news and many visitors like to receive it after departure. 

It “wanders” far.—hundreds of miles to industrial York- 
shire and the North, even to the United States and Canada. 
So do the little holiday guides for the district which are 
also issued by G. G. Saunders & Co. 

Not all small specialized or remote stationers can own a 
weekly Journal. But probably more use could be made of 
this medium by planning. 

Saunders & Co. also make great use of the mail. Regular 
offers are posted to hotels and other businesses already on 
the firm’s books, as well as to the potential customers. 

Step by step from the “messenger of ideas” in the Isle of 
Wight Guardian, the personal touch is evolved through mail 
and telephone to the firm’s highly efficient traveler. He is 
not only a kind of liaison officer of all the methods but a 
pioneer also of new territory. 


Very happy relations mark this small business of about 
12 to 14 employees. G. G. Saunders, his son Peter Saunders, 
and his daughter Miss Joan H. S. Saunders form a trio of 
executives who are popular inside the concern as well as 
outside it. 

Yet, the present position was not reached without struggle 
and setbacks. During the recent war, nearly all staff went 
on war service. At this critcial time Mr. Saunders, Sr., and 
E. Bull, the manager, were left alone “to hold the fort” for 
five years. “We are rather proud of this,” I was told, and 
rightly so, for American visitors to the island since have 
realized the terrible bombing to which it was subjected 
during the enemy attacks by air on Portsmouth and nearby 


bases. 
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Ryan, Zenner Head Royal McBee 

On July 31 Allen A. Ryan assumed the position of chair 
man of the board and Philip M. Zenner became president 
of the Royal McBee Corporation. Mr. Ryan was currently 
chairman of the board of Royal Typewriter Company, Inc.; 





A. A. Ryan P. M. Zenner 


Mr. Zenner was currently chairman and president of The 
McBee Company, Athens, Ohio, makers of accounting ma 
chines and systems, payroll posting systems and other busi 
ness machines. 

The merger was approved recently at stockholders’ meet 
ings. 


C. E. Sheppard Celebrates 54th Anniversary 

The C. E. Sheppard Company observed a double anniver 
sary on June 11—54 years of successful growth of the com 
pany and the 79th birthday of Charles E. Sheppard, founder 
and present chairman of the board. The celebration was held 
in the company’s plant in Long Island City. 

John W. Sheppard, president, presented service pins and 
bonuses to all employees with five years or more of contin 
uous service. Among the latter were 22 employees. There 
were 26 who had been with the firm for 10 or more years, 
three for 20 odd years and 3 for 30 odd years. Charles E 
Sheppard, William I. Kloper and Gustave Rassmuson each 
rendered the impressive service of 40 years or more. 

In his presentation speech, President Sheppard touched on 
new products and other new developments which promise 
much for the company’s future growth. As part of the 
anniversary celebration, all Sheppard employees participated 
in refreshments, entertainment and dancing. 

In addition to the two Sheppards, officers of the company 
include Max H. Krueger, vice-president and secretary. 








Modern Youngstown, Ohio, Structure for Manufacture of Ohio Chairs 
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Borroughs Chooses General Manager 

The appointment of Tracy Call as 
general manager of the Borroughs 
Mfg. Company of Kalamazoo, Mich., 
was announced by Douglas F. Roby, 
president of the American Metal prod 
ucts Co. of Detroit, of which Bor 
roughs is a subsidiary. Mr. Call was 
formerly controller of the Borroughs 
Co. 

In addition to its line of storage bins, 
Borroughs has been manufacturing a 
rapidly growing line of metal office furniture since 1952. 
Currently, the company is in production on a new de 
velopment in simplified steel shelving, known as Borroughs 
Unitized Flexi Steel Shelving. It has been necessary to in 
stall special equipment and increase manpower to handle 
production of this new addition to Borroughs products. 


as errant Se 








T » | . 
Open New Ohio Chair Plant 

Recent acquisition of a new and larger plant by the 
Ohio Chair Company marks another stride in the rapid 
growth of this Youngstown, Ohio, concern, producers of 
Rest-All aluminum office and institutional chairs. 

The Ohio Chair offices and manufacturing facilities now 
occupy a modern, post-war structure containing over 25,000 
square feet of floor space at 408 N. Meridian Rd., Youngs 
town. The new site is immediately adjacent to a railroad 
freight line as well as being served by major trucking 
companies. 

Both the additional space and a building layout that 
lends itself to more efficient production flow will contribute 
to a considerable increase in plant capacity, according to a 
company spokesman. New equipment is also being added 
to take fullest advantage of the new quarters, in respect to 
production speed and volume. 

The building is located on three acres of grounds, which 
leave ample room for repeated plant additions in the years 
to come. 

Ohio Chair’s latest move has promoted a company off- 
cial to point out that the number of employees multiplied 
10 times during the past three and one-half years. The new 
plant has more square feet of aisle space than was to be 
found in the company’s entire building three and one-half 
years ago, it was said. 
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This Art Metal 55° 


lesk does everything 
a G0" desk will do 


~~ 


..+ Gnd saves up to $18 an office 









@ The Art Metal 55” 
desk is offered in 12 
models, 55"x 30” 
(height 29" or 30%" 
as desired). 






rent per enaployee, every year F 


The 55” desk has been saving 3.75 square feet of floor area 
per office employee, as compared with 60” x 34” desks, 
ever since it was first introduced as part of Art Metal’s 

office equipment and planning services, 18 yeafs ago. 
With rentals as high as $5 per ery foot, this represents 
up to $18 less rental per worker, a saving that repeats 
itself each year for as long as the desk remains in service. 
Far from sacrificing efficiency in office work, this 

found” space very often permits improved 

arrangements of the flow of work, with a consequent 
peed-up in output and a lowering of office costs. 


sf these Art Metal 
publicatio ationally recog- 
nized for t value in planning 
emicient 

‘Desk Drawer Layout” 

Wh } Move or Re- 

afrange Y r Othce 
Lj “New Century” Desk Brochure 





Side drawers are full width and knee space is ample. 
Available in general office clerical, typewriter and 
secretarial models, the Am Metal 55” desk is an integral 
part of a line that includes all sizes and offers 

the widest selection of executive and general office 
desks ever developed. 

When you plan to move, expand, or re-arrange your 
offices, why not take advantage of these 55” x 30” desks 
and the office planning experience that originated them ? 
Call your local Art Metal representative, or write 
Art Metal Construction Company, Jamestown, N.Y. 


For 66 years 
the halimark 
of the finest 
in office 
equipment. 


CEWERAL OFFIC. AND CKECUTIVE DESKS + CORRECT-SEATING ALUMINUM OFFICE CHAIRS - FILING EQUIPMENT + WABASH FILING SUPPLIES ~ POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 


As seen in TIME, February 22 .. . U.S. NEWS, February 26. . 
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. and other national magazines. 
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H. C.Allen \/ sOmatlics 
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Profit conscious dealers today are promoting R. C. ALLEN VisOmatic 
Adding Machines. 


No others offer the visibility and the automatic features which give 
the VisOmatic line its name. These are the features that put it far 
ahead of every other make. 


And the R. C. ALLEN line builds volume because it’s designed and 
built to the most exacting standards, to give lasting satisfaction. 


No matter how you figure, you can’t add up to a better buy for your 
customers or a more profitable line for you to handle. 


No. 915 
Electric 
Adding Machine 
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5; —easiest to sell profitably 








No. 700 
VisOmatic 
Typewriter 







Now there’s a new standard of excellence for manual typewriters. 
R. C. ALLEN’S VisOmatic — unquestionably America’s most ad- 
vanced office typewriter. Its features make it wanted wherever 
it is seen. 


Only the VisOmatic offers a combination of visible and automatic 
margin setting. Ultra-modern styling, the 10-second “Quick Switch” 
platen, keyset tabulation — in all 38 points of superiority make this 
the finest, smoothest-acting typewriter on the market today. 


And the features that make it so easy to sell make it such a wise 
choice for you to promote. They mean fast sales, satisfied customers, 
steady volume and high profit. 


Write for complete dealer information. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Mich. 
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National Business Show 


to Blanket Field A to Z 


The Golden Jubilee National Business Show, which will 
open Sept. 27 and run through Oct. 1 in New York City’s 
6%h and 7ist Regiment Armories, will put on display a 
complete cross-section of office equipment and allied serv 





“Golden coins” advertise the Golden Jubilee. 


ices, Rudolph Lang, managing director announced recently. 
He said: 

“Although we have available less space than in former 
years, we have been able, by reducing the amount of space 
allowed each exhibitor, to bring together more than 240 
exhibits of products and services representing the latest 
improvements in our field”. 

The two armories are among the largest in the city and 
are in the heart of the city, convenient to all transportation. 
The 69th Regiment Armory is at Lexington Ave. and 26th 
St., and the 7lst Regiment Armory is at Park Ave. and 
34th St., one of the city’s major intersections. 

The two armories are within three minutes walking dis 
tance of each other and, in addition, limousine service will 
be provided free for visitors. 

The decorations for this year’s Show, Mr. Lang disclosed, 





Semi-billboard display is style motif at Show. 


will be in semi-billboard style. This will be one of the first 
of the country’s major expositions to adopt this type of 
decoration, and it has been made possible by the physical 
features of the 71st Regiment Armory which affords wide 
sweeps of unobstructed space. 

By this means and through the use of “see-through” cen 
ter section construction, traffic flow will be promoted and 
the visibility of all exhibits heightened. 

Admission tickets are being printed on Underwood-Sam 
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mas punchcards which are being introduced widely at this 
year’s Exposition. The demand for tickets, reflected in the 
requests of national professional organizations and exhibi- 
tors, indicates that attendance will at least match that of 
previous years. 

Over the last three years of the Show, attendance has 
averaged close to 100,000, with visitors last year from every 
state and 38 foreign countries. 

Last year almost 30 organizations distributed invitations 
to the Show as a service to their members. Many more 
similar professional groups have already indicated their de- 
sire to participate in this year’s ticket distribution. Nation- 
wide and foreign distribution has been achieved through 
national groups. 

The Show will open against a background of continuing 
optimism in the office machine, equipment and supply 
field, Mr. Lang said. Surveys of exhibitors and leaders in 
the field have disclosed that most were expecting that 1954 
and 1955 would be comparable with previous years. 

Backlogs were substantial entering this year, sales were 
holding up and a number of the companies were planning 
plant expansions and increased sales activity. Others indi- 
cated that the traditional summer slump had been less 
than expected. 

Show management has begun production of a catalogue 
of exhibitors products and services for the use of major 
customers and buyers in the field. This catalogue, Mr. 
Lang said, will be distributed to leading corporations around 
the country, to business libraries and other reference points. 
He stated: 

“Beginning at the old Madison Square Garden in 1904, 
the National Business Show has always attracted an im- 
portant national audience. The first Show was covered ex- 
tensively in both the trade and general press and later Shows 
have been no exception. Last year, for example, about 125 
press representatives covered the event. For their con- 
venience this year a fully manned press room will be es- 
tablished at both armories.” 

The Show will be open from | to 10 PM daily. Restaurant 
facilities are available in both armories. 


Safeguard Names New Officers 

Safeguard Corporation has announced the election of 
Morton Jenks, chairman of the board; Francis J. Tucker, 
president; Russell A. Smith, vice-president, and Vernon S. 
Landis, secretary-treasurer. Directors elected were Morton 
Jenks, Samuel N. Kirkland, Francis J]. Tucker, James T. 
Heagarty, James T. Duffy, Jr., and Gilbert Megargee. 

The firm, founded in 1913, manufactures Safeguard check 
writers and checksigners as well as Air-in-ventilators, room 
humidifiers and typewriter type cleaners. 








SC 


Fred Brouwer, manufacturers’ representative, visited 
Orrice AppLiANcss via telephone on July 16. He had come 
to Chicago by automobile with Marion Follin, also a rep 
resentative of the B. L. Marble Chair Company and Jasper 
Office Furniture Company. Other lines sold by Mr. Brou- 
wer are those of Nucraft Furniture Company and La Salle 
Products Company. After a brief stay in Chicago he planned 
to get back into his territory, which includes Pennsylvania, 
New York and New England. 
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Offer this handsomely styled series of 
am Boling Chairs in either solid wood or up- 3210 UBS 
holstered seats, with interchangeable backs. 3210 
3210 Ww 
Customers can buy extra backs with any . 
a chair in the series . . . can use wood or 
Ker, cane backs for cool hot-weather ease, up- 
»S j . . 
flex holstered backs for chilly winter months . . . 
on 
, can give their offices a new look, and 
. brand-new seasonal efficiency, any time Care Deum 


UB = Upholstered back 
WB = Wood back 


during the year! . . . Backs cost little extra, 


OTN 


are readily changed. 








Ask to see the new Boling Changebak* : 
Visit us at N. S. O. E. A. Show, Conrad Hilton 


- Series . . . brightest idea in years for all- Hotel, Chicago — Rooms 504A, 505A, SO7A. 
season office comfort. Walnut, Mahogany, 


7 Light Oak or Softone finish. DOH 


4 
< ANNIVERSARY 


High Pont Bending & Choir Company of Siler City WC. 
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Represents Bates in Mid-West .. . 

Loyal D. Carlon has been named Bates Mfg. 
Co. representative in the Mid-West replacing 
Lee Gamel, recently assigned to Canada. Mr. 
Carlon’s headquarters are in Overland Park, 
Kans. He will cover Minnesota, lowa, Missouri, 
Kansas, Nebraska and the Dakotas. He has 
had considerable experience in the stationery 
field since his service in the Marine Corps. 


Sikes Promotes E. S. Voss... 

The Sikes Co., pioneer furniture company, re- 
cently promoted Edwin S. Voss to the position 
of assistant treasurer. A graduate of the Uni- 
versity of Buffalo, Mr. Voss joined Sikes in 
1945. He assumed his new role June 15. He 
previously had been office manager. Prior to 
his connection with his present company he 
had been associated with utility and aviation 
companies. 


New Salesman Joins Haskell . . 

Emil T. Dalmas, Jr., has been appointed sales 
representative for Haskell, Inc. His experi- 
ence for the past 11 years covers selling at 
retail, jobbing and manufacturing levels. Mr. 
Dalmas will work out of Dallas and cover 
Texas (except El Paso), Oklahoma and Louisi 
ana. 





Royal Names 
Two Salesmen 


Two new additions to his 
staff of representatives 
have been announced by 
W. H. Beckwith, portable 
sales manager for the 
Royal Typewriter Co. 
William C. Fehr, Jr., will 
contact Royal portable 
dealers in the Los An- w fond 
geles area and William 

Fend will represent the company in portions of Indiana and Illinois 
Mr. Fehr formerly was sales promotion manager for a large appliance 
firm in California. Mr. Fend has a background of years of di 
versified experience in both wholesale and retail selling. 





W. Fehr, Jr. 


Supreme Steel Promotes Posa 

The management of Supreme Steel Products, 
Inc., recently announced the election of John 
P. Posa as vice-president in charge of manu- 
facturing. The promotion became effective Aug. 
1. He has been active in all phases of sheet 
metal manufacturing and has been associated 
with Supreme Steel since its formation in 1942 






Two Win Promotions at Underwood 
a i : Appointment of Ralph 
R. Briggs as New York 
regional manager of 
Underwood Corp. with 
headquarters at One 
Park Ave., was an- 
nounced recently. For- 
merly regional man- 
ager at St. Louis, Mr 
Briggs is succeeded by 
A. T. Wakelyn, pre- 
viously branch man 
ager at Green Bay. 
Born in Andes, Mont., Mr. Briggs joined the company as a salesman 
in 1940. During World War I! he was a flight engineer with the 20th 
Air Force. Mr. Briggs is a member of NOMA. Mr. Wakelyn joined 
Underwood in 1923 as a salesman. Replacing him as Green Bay 
manager is J. A. Sarns, associated with Underwood since 1946. 





A. T. Wakelyn R. R. Briggs 
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C. W. Schreiber Named Director . 

C. W. Schreiber, vice-president in charge of 
sales for Yawman and Erbe Mfg. Co., has been 
elected to the Board of Directors, it was an- 
nounced by Ralph Robinson, company presi- 
dent. Mr. Schreiber joined Y and E 26 years 
ago as manager of the National Accounts 
Sales Division. By March, 1952, he had be- 
come general sales manager. He will continue 
to handle his present duties. 


Eberhard Faber Adds Seven Salesmen 


The Eberhard Faber Pencil Company, in line with its 
stepped-up sales program, has recently added seven new 
men to their sales force. 

William G. O’Connor, formerly Columbian 
Brong Corporation, as assistant to the sales manager, will 
now cover the Brooklyn-Long Island territory and will make 
his headquarters in the New York district office. 

Thomas A. Varnum is operating in the Rocky Mountain 
area and makes his home in Denver. Tom was previously 
with Kenwood Mills, Inc., in New York City. 

Gerald F. Van Volkenburg will be located in Los Angeles 
and do industrial selling in the southern California terri- 
tory. Jerry was associated with W. B. Massie Brokerage 
Company in Los Angeles as a salesman before joining Faber. 

John T. Paul, formerly with Steinhardter and Nordlinger, 
has just recently been calling on the trade in Eastern New 
York State. John will make his home in Rochester. 

Glenn W. Dahl will take over the coverage of southern 
Wisconsin, working out of the Chicago district office. Glenn 
previously was employed by the Caine Steel Company of 


with the 


Chicago. 

John A. 
tory and will call on customers in Mississippi, Arkansas, 
Western Tennessee and, along with Tom Riley, on dealers 
in Louisiana. Previous to this, John sold for the Columbia 
Paper Company, Inc. in New Orleans. 

Arthur C. Mullen has been operating in the New Jersey 
territory for the past few weeks, after being transferred from 
Long Island. Art was a representative for the Prudential 
Insurance Company until assuming his new duties with 
Faber. Art makes his home in West Orange. 


Falcon has just started work in his new terri- 


Columbia Steel Moves Offices 

Columbia Steel Equipment Company has consolidated 
its general offices, showrooms and factories in order to im- 
prove over-all operations. The new office address is 4500 
N. Third St., Philadelphia 40, Pa., which is in close prox- 
imity to all three plants located within a radius of three 
blocks. 

These establishments are: Plant No. 1, 
complete line of Columbia filing cabinets is made. Plant 
No. 2, devoted to the manufacture of steel desks and tables 
Plant No. 3, a steel warehouse where shearing 


where regular 


exclusively. 
and gauging sheet steel is done for plants | and 2. 

Visitors are welcome to make a tour of these modern 
units and View each step in the manufacture of steel office 


furniture and equipment. 


Pension Fund Nears $500,000 


A total of $44,797.76 has been paid in this year to the 
Maverick-Clarke profit-sharing retirement fund of San An- 
tonio, Tex., which now has assets of nearly $500,000. The 
fund makes loans to employees, but its principal purpose 
is to provide retiring employees with an income amounting 
to half of what they were earning during their last 10 
years of employment with the firm.—JHR 
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insulated steel files—Hercules home vaults, closet vaults and 
Safe 


you'll know what the yodeling is all about. And you’ll know 
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-T-Vaults, typewriter and business machine stands— 





for a SINCE 1899 


SAFE’ 


Once you see the line-up of Meilink safes—-Hercules 


why all the merry Meilink dealers are yodeling, 


“Profits mountin’, sales climbin’, 


That's the kind of business I’m in! 

















All Meilink Yodelers will meet in Room 
512 to obtain Alpine hats . . . and also 
to see what all the yodeling is about! 


NSOEA CONVENTION 
September 18-22 
Conrad Hilton Hotel, Chicago 





to visit Meilink’s space at the annual NSOEA 


It’s always fun and it’s always profitable \ | 
Show. We'll be looking for you as usual! 











Neo-Modern . . . One of the most 
striking office furniture installations in 
recent business history in Phoenix, Ariz., 
is the all-steel $7,000 “engineered” in- 
stallation by the Clark Office Supply 
Co. in the attractive new Farmers & 
Stockmens Bank. Within the service 
area, enclosed on three sides in “walls 
of glass,’ offices are completely matched 
with Art Metal Construction Co. steel 
chairs, desks, tables, files and custom- 
built counters.—RAL 
















All Dressed Up . .. and given a 
new look is the remodeled and refur- 
nished offices of the Chicago Stationers, 
Inc., 511 Plymouth Court, Chicago. The 
office has been equipped with Invin- 
cible’s desk No. 4530CB which is rec- 
ommended for personnel whose work 
requirements are satisfied with smaller 
desk top area and drawer space. 


Featuring Victor Visible . . . This win- 
dow display was installed by Ward’s 
of Boston to feature Victor Visible rec- 
ord equipment, Victor Treasure chests 
and Mak-Ur-Own indexing products. 
The show cards were provided by Vic- 
tor Safe & Equipment, dealer sales di- 
vision, Remington Rand Inc. 
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a a *Only Invineible 


INVINCIBLE 


Drawer opening shows torque-brace 
support of shelves and uprights, 
also mounting of ball-bearing 
nothen sides. Smooth guide rollers in suspension housing. 
folders or guides. Housing welded to side of cabinet, 
er-touch compres- shelf and to the front upright for 
exceptional structural strength. 


with fr ont removed, 
sried into smooth 
neled for compres- 


Remember! Your profits are protect- 


ed under Invincible’s dealer sales policy. 


@ Invincible relies on you to do the retailing job. 
We do not sell directly to consumers. 


@ Outstanding design and construction features 
make more sales for you. 

© Invincible products are backed by a national 
advertising program in leading consumer and 
trade publications . . . with all inquiries directed 


to you! 





offers you these great 
sales-clinching features 


Invincible's unique guide beorings 
— \Y”" in diameter — completely 
eliminate side friction, allow draw- 
er suspension to roll freely ond 
easily even if cabinet is not level. 


Bal!-bearing cradle-type suspension. 
All rollers hove ao constont \¥” 
wide contact with alloy-steel draw- 
er run, suspension ond suspension 
housing. These ports will not be 


Provides full support for suspension 
— regardiess of drawer position. 


It’s easy to see why more and more dealers 
choose to handle the fast-selling Invincible line 
of metal filing cabinets. They're built better . . . 
to last longer, with advanced design and con- 
struction features that bring customers back 
again and again. See how you can cash in on this 
Business Engineered line. Write today for details. 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wis. 


**grooved'’ or worn through by oper- 
ation of normally loaded drower. 
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Safety (is) First . . . Diebold, Inc., officials, John Maierhofer 





Reward of Merit . . . E. Howard Gatewood, Jr., executive secre- (left) and George Johnson (center) are elated over safety award 
tary, Wood Office Furniture Institute, accepting the Wood Work- presented by L. W. Dutton (right) of National Safety Council. 
ing Digest Award of Merit on behalf of the Institute. Presentation Plant No. 3, Malvern, Ohio, of which Maierhofer is superintendent, | 
at Grand Rapids, Mich., luncheon is being made by Robert Van had a perfect record for 1953—267,046 man-hours worked with- | 
Kampen, Digest president. out a single loss-time injury. ' 


Refrigerator Plays “‘Safe’’ in Mosler 
Switch . . . Food for thought is what the 
Mosler Safe Co.’s Washington, D. C. show- 
room offers in a window display. Mosler 
loaded a Hotpoint refrigerator with books 
and records, and filled a safe with food. 
The sign reads, “Both keep their contents 
cool and preserved. Yet, you pay $200 to 
$500 for a refrigerator to protect $25 to 
$50 worth of food. A Mosler safe in the 
same price range would profect $20,000 
worth of your vital business records against 
destruction in a fire.’ 





Mar 
file- 





BEFORE . . . This is what happened to county records exposed to AFTER... This is how the vital statistics of the county in Kansas 


public examination in the office of the probate judge in Man- were rebound by Ernest Hazel, Jr., of St. Louis, Mo., a firm 
hattan, Kans. The official feared that the material couldn't be specializing in county record binders. The photograph tells its 
own story. 





retained for posterity. But— 
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getting right down to 
brass tacks on 
iling Supplies! 


ofer 

ard If you want a line of filing supplies of unquestioned value, 
oe buy GUSSCO. 

vith- 


If you want a line so complete that almost all of your needs 
are stock items, buy GUSSCO. 





If you want a line priced ‘to get the order’ in your market, 
buy GUSSCO. 














If you want a line free from factory competition, buy 
GUSSCO. 


If you want expert, fast, reliable service on specials, buy 


GUSSCO. 


These are the ‘brass tack’ reasons why so many dealers make 
more profit selling GUSSCO. A trial order will convince 
you. Write today! 


Subdivision Guides! 


an increase your guide business 
101 to 200%. Just ask your customers, (1) 


fg 


how many cards or folders they have; (2) how 

cards or folders are used, and (3) 
whethe xpansion is anticipated? You'll be 
surprised the number of times you will sell 40, TRANSFILE Fiber Board Trans- 
fer Files Reinforced by steel. 
Shipped KD. Easily assembled 
Ava n self tabs, celluloid tabs, black without tools, nuts or bolts. 
3 styles. 13 sizes. 


subdivision sets. Try it! 


metal ta Pressboard and bristol stock; All 
standar zes. Quick service on specials! 





BE SURE TO SEE US IN BOOTH 


Manufacturers of Guide-O-folder (the hanging folder)—Guide-O- NSOEA CONVENTION 201 


file—Guide-O-tray—Transfile Transfer Files—Folders—Guides—Cards 








GUIDE SYSTEM & SUPPLY CO. 


‘m 335 CANAL STREET NEW YORK 13, N 
its WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 
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OPEN DRUM 
Hilco Model. .4 


clean 
fast 
accurate 




















PLUS EXCISE TAX 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 
Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 








TECHNY, 


























TECHNYGRAPH CO. 


ILLINOIS 









L. B. Herr Firm Serves 
Public for 75 Years 


by H. C. Mearig 


Seventy-five years is a long time for any store to keep 
its doors open, serving the buying public. Not many busi- 
ness establishments, even in the oldest inland city in the 
United States, Lancaster, Pa., can look back three-quarters 
of a century in their old record books and find they were 
a part of the business whirl in that period of the 19th 
century. 

L. B. Herr & Son, 46-48 W. King St., is one of the 
select few who are now entering the last quarter of a 
century of business growth,—proudly—and justifiably so. 
This store, which started as a small stationery and music 
store in the year 1879, employing three people, has sur- 
vived four wars, several depressions, and grown into a 
large organization comprised of many departments, under 





L. B. Herr Office Furniture Display 


the headings of office supplies, stationery, school supplies, 
books, toys, and printing. Trained personnel now number 
approximately 75, one for each year of the firm’s colorful 
history. 

Strictly a family organization since its birth, the concern 
was founded by Lauriston B. Herr, a public school teacher 
and conductor of “singing schools”. 

The opening day the little music and stationery store did 
a grand total of 37c worth of business—several packages of 
music paper. The first week’s gross receipts were under 
$25.00. But bigger days and long ones, 10 to 12 hours 
duration, were to follow. 

After a few years, the business expanded to the point 
where larger quarters were required and the store was 
moved to a newly-rebuilt building at 53-55 N. Queen St 
(one block nearer the present location). Meanwhile, Mr. 
Herr’s young son, Eugene, joined him in the store and 
around the turn of the century a large store room was 
added to the builtling. Books were now becoming the 
major item in this business. After about five years, the 
building having been sold, the business was moved to the 
double store room at 112-114 North Queen St., which 
quarters were occupied for eight years. 

In 1914, it having become increasingly apparent that the 
ownership of a building was desirable, Mr. Herr purchased 
the property at 46-48 King St. It was on the day the Ger 
mans marched into France (the hottest day of the year 191% 
incidentally) that L. B. Herr’s moved into its present sit€ 
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Ask Your 
LYON Dealer 


e It’s so much more comfortable to get steel 
equipment the cool, calm, consistent way .. . 
from your Lyon Dealer. 

He offers the world’s most diversified line 
of quality steel equipment, as his 76-page 
Lyon catalog will prove. (A few of Lyon's 
1500 standard items are shown below.) Equally 
important, he can show you how to get the most 
out of steel equipment in terms of saved time, 
space and money. 

LYON METAL Propucts, INC. 
General Offices: 928 Monree Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 
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BLACKER BLACK PERFORMANCE GUARANTEED 


f in any climate 

. « » instantaneous-drying du- : 

eet No offset, no smudge, no slip- 
plicating ink for open or closed ; 

hi Won’ sheeting, no delay. Hot or cold, 
drum machines. ont clog dry or humid, weather has no 
pad, harden in cylinderordam- effect on NEW DRI-RITE 100. 
age stencils. Sharp, BLACK Perfect workability, legibility, 
ease of use, speed of dry- 
ing, always! You sell it 
on perfect perform- 
ance guaranteed! 


reproduction dries as 





it stacks, on mimeo 
bond and some rag 
stocks. 


PRIVATE PRE-SOLD 
LABEL MARKET 


PACKAGING Consumer advertising in 
: “OFFICE” pre-sells the entire 
Offers spe extra profit and office purchasing group for 
prestige with your own trade you! Continuous Canode adver- 
name and label. Complete de- tising promotes the complete, 
diversified line of duplicating 
inks, h extra stress rig 

antee present unmatched sell- - With extra sees rignt 
: now on NEW DRI-RITE 100. 
ing opportunity! 


pendability and Canode’s guar- 


Packed in 1-Ib. FLAT or ROUND CANS 

Also available in the populor PLASTIC SQUEEZE- 

DISPENSER in 14-Ib. size. 
types of packaging also supply 4 Canode 

RAPID DRY colors: 

RED + BLUE + GREEN + BLACK 





_ WRITE FOR DETAILS AND PRICES! 


INK SPECIALTIES CO., INC. 















Years passed on. The business continued to grow. The 
other two sons, Edwin and Lauriston, Jr., finished college. 
The former pursued a career as a rancher and wheat 
farmer for a while in Alberta, Canada, while the latter 
worked as a mining engineer and chief chemist in the 
mines at Santiago, Cuba, and served as an officer (now a 
retired Colonel) in World War I. He also served in World 
War II. Both men eventually joined their father and 
brother and a corporation was set up in 1920. 

The business continued to grow throughout the 1920's 
and 1930’s. The commercial department expanded to a 
point where first two, then three and today six salesmen 
are employed on the road serving several hundred indus- 
trial accounts in the area with 8 clerks handling the re- 
tail trade over the counter. A school supply division has 
four men canvassing the counties in southeastern Pennsyl- 
vania, in a phase of the corporation’s activity that has 
made remarkable strides in the last decade. 

The firm prides itself in maintaining one of the finest 
toy departments in the area, a department that occupies 
the entire second floor during the holiday season. As the 
shopper passes through the front of the store, he sees 
thousands of books lining the shelves. 


Shopper's View of Store 


The shopper has merely entered the store at this stage. 
It is a long store, over 200 feet in length. If he advances a 
bit further, he'll come upon a huge circulating library, the 
oldest in the county, where books are rented daily to the 
avid readers of truth and fiction. Across the aisle is the 
card and gift department, no longer a strictly seasonal 
department. 

He is now in the center of L. B. Herr & Son in the 
middle of the office machine department. Herr’s is known 
as the portable typewriter store, handling over 16 different 
models, along with a wide selection of adding machines, 
check writers, duplicating, addressing and folding ma- 
chines. 

Now, the largest of all departments, the Commercial 
Department, greets the shopper’s eye as he enters the latter 
half of this establishment. If he is interested in seeing 
the latest in office furniture he can step through the busi- 
ness office, up three steps, and will find himself in a spa- 
cious show room where he can have his choice in selecting 
the office of today or tomorrow. 

Were he to mount the stairs one flight at the rear of 
the store, he would be ushered into a large room buzzing 
with the sound of presses in motion. This is the printing 
department, a part of this company for over a half a 
century. 

The corporation is now composed of the brothers, Edwin 
C. Herr, Pres., Lauriston B. Herr, Vice-President-Treasurer, 
a nephew, Jacob M. Herr, Secretary, Robert C. Haines, som 
in-law of the president, and Larry B. Herr, III, son of 
the vice-president, serving as directors. 

As a tribute to the management, it might be noted that 
12 of the employees have been with them over 10 years and 
the first 25 employees average 16 years of service, or more 
totaling over 400 years, a remarkable record for any retail 
store of comparable size. 


Cel-U-Dex Renames Label Holder 

The name of Cel-U-Dex Corporation’s Bind-X label holder 
has been changed to Hol-Dex because of confusion with 
Bind-X which has for years been the open binder insertable 
label holder with the remoistening gummed flange. 

Hol-Dex, a patented item, is a label holder with a self 
adhesive latex backing which attaches itself to any clea® 
surface for permanent or temporary adhesion. 


OA —9/54 















Striking new 4-in-1 display package dramatic- 
ally promotes the versatile 4-in-1 stapler. This 
cleverly designed counter and window unit 
shows your customers how one ingenious, low- 
cost machine does four important jobs. The 
value-packed “77” is a stapler, tacker, hand- 
plier stapler, staple storage pocket (kangaroo 
pouch). Price includes 500 staples! 


The sleek “77” comes in Jeweltone decorator 
colors, garnet, pearl, topaz and jade...a 
beautiful accessory for office and home. We'll 
ship your next order in this sales-powered 
display unit. 


"priced slightly higher in the west SPEED PRODUCTS COMPANY, INC. 
Long Island City 1, New York 








P . » . and Insist on ALMA‘S 
QUALITY Features 





ALMA Desks have DENSIFIED KNEE POSTS. No amount 
of abuse can mar them. They will remain permanently 
smooth and kind to hose or clothing. 


If you wish, you may choose ALMA Desks equipped with 
FORMICA SURFACED TOPS, including the edges, in color 
and wood grain to blend with the rest of the desk. FOR 
MICA is cigarette burn-proof — impervious to fruit juices 


and alcohol — resistant to scratches. 


Every piece of Walnut furniture in the ALMA MAN 
AGEMENT and STANDARDIZER series beors the regis- 
tered tag of the American Walnut Manufacturers Asso- 
ciation. Or choose Rift-Sawn Oak Veneers, or the new 
Softone Oak Finish — Approved by the Wood Office 
Furniture Institute. 








Stock all four ALMA Keys to greater sales — satisfy all 
budgets with Series 1800, 1600, 1100, 900. 











1800 SERIES 1600 SERIES 10 





1866-86F4 86 1666-86F4 
1663-78F4 78 { < 
1830-BC 30 x 14 x 29H 1666-F4 


1800-CB 30 x 30 x 29H 
1830-BCD 30 x 14 x 29H 


1658-STW 58 x 
No. 18 Costumer : - 1642-STW 42% 


1866-F4 66 x 36 . 1658-TW 58 x 30 
1863-F4 60 x 34 1666-PT 66 x 38 1642-TW 42 x 30 


No. 18 Wastebasket 1850-RE 50 x 30 1674-PT 74x 38 
1858-RE 58 x 30 1658-PT 58 x 30 
1650-PT 50 x 30 


No. 16 Costumer pel Hey 
1621-TS 16 x 20 = EY) 
U 


60 x 34 1660-C 60 x 34 
58 x 30 1658-C 58 x 30 
1896-PT 96 x 42 50 x 30 1650-C 50 x 30 


1874-PT 74:x 38 
1866-PT 66 x 38 
1858-PT 58 x 30 
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See Them tn Chicago 


Make sure Exhibit Spaces 504-A, 505-A, and 507-A 


are on your “must” list for the National Stationers’ 
Convention, September 18-22, at the Conrad Hilton 
in Chicago. 





(100 SERIES 900 SERIES 
—— 


1160-C 60 x 34 
1152-C 52 x 32 
1146-C 46 x 34 


ri 
Ld 
| 
. 
11ISSTW 
1142-TW 


Smiz 


ye 


io 


55 x 32 
42 x 32 


1142-F 


1155-STW 
1142-STW 


55x 32 
42 x 32 


1120-TS 20 x 16 


42 x 32 


954-STW 54 x 30 
942-STW 42 x 3 


1136-F 36 x 26 


— 7 
EL 
921-TS 20 x 16 


1100-BC 34 wide . No. 11 Costumer 


Sections 10 deep 
1130-BC 
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“CLICKSNAP” 
CANTILEVER TRAY 
GREATER CAPACITY _ <> 


NEW! 
“CLICKSNAP” 


Smooth Operation 
POSITIVE 


Automatic Secure 


CENTRAL’S “CAPACITEER” 


Central proudly adds 
these greater capacity 
steel boxes to their ac 
cepted line of Cash 


Bond & Utility Boxes. : 
No. 9-99A 
With Cantilever Tray 


No. 9-50A 
Without Tray 





» 
“CAPACITEER” 
Greater Capacity , 


The dimensions tell the 
story—11'%2"' long by 
734’ wide by 4|3"' deep. 4/3 
Like all Central boxes 
these are fabricated in ' 
one piece of heavy steel— | 
round corners—hammered 
silver finish. Automatic 
click snap cover. Secure 
lock with 2 keys—individ 

val cartons. 


COMPLETE QUALITY LINE 





Cash, Bond and Utility Boxes 


NO. 1 SERIES—Size 11% x 6 x 2%”. The automatic “CLICKSNAP” cover now 
included on the key boxes 


19-10A....... Key lock with steel tray 
19-10OCL Combination lock with steel tray 


NO. 23 SERIES—Size 11% x 6 x 4396”. The automatic “CLICKSNAP” cover now 
included on the key boxes 


19-234 ........ Key lock with steel tray a, re Key lock, no tray 
19-23CL Combination lock with steel tray 9-23CL Combination lock, no tray 


NO. 9 SERIES—Size 11% x 7% x 45%". The “CAPACITEER”, the box with greater 
capacity—Cantilever tray and Clicksnap Cover. 
9-99A.__.. Key lock with cantilever tray i Key lock, no tray 


For Export: Frazar & Co., 50 Church St., New York 7, N. Y. 
Cable Address ‘‘FRAZAR’’ New York 


«: N TRAL CAN COMPANY 


fh STREET + CHICAGO 8, ILLINOIS 


SEE OUR CONVENTION EXHIBIT IN ROOM SO9 


Fe Us cscscccas Key lock, no tray 
9-1OCL Combination lock, no tray 





















Venezuela Dealer Visits Royal Metal 

Office furniture and appliance business is good in Caracas, 
Venezuela—and it has been especially good to Julio Hanz, 
president of La Oficina, one of the newest and fastest 
growing firms in Caracas. Mr. Hanz, a visitor at Royal 
Metal Manufacturing Company and Office Appliances in 
July, carries one of the largest inventories of furniture and 
office equipment and supplies in Venezuela. By persistent 
emphasis on quick service, he has won solid success in a 
relatively short period of time. 

Mr. Hanz arrived in Venezuela from Czechoslovakia with 
little capital and no business connections. He began his 





Visitor from Venezuela . . . Julio Hanz, president of La Oficina 
in Caracas, Venezuela, inspects the display of office chairs in 
headquarters of Royal Metal Mfg. Co., Chicago. From left: 
George C. Lautemann, executive vice-president, Roya! Metal; 
Mr. Hanz; Alfred E. Siegel, divisional sales and export manager 
of Royal Metal. LOWER LEFT—exterior view of La Oficina. LOWER 
RIGHT—An attractive display of Royal Metal products at the 
Venezuela firm. 


business career by selling stationery and won recognition 
which led to a connection with the firm which he now 
heads. His enterprising methods of display and selling 
enabled him to rise rapidly to ownership of La Oficina, 
although still a young man. 

His selling covers all of Venezuela and, by carrying 4 
widely varied line of American office furniture and products, 
he serves his customers without delay no matter what their 
desires in upholstery fabrics and colors as well as design. 
His customers include banks, business offices, large industries 
and commercial institutions. 

In furniture, La Oficina concentrates exclusively on metal 
because Mr. Hanz says it is more serviceable in durability 
and strength in relation to Venezuelan weather conditions. 
He employs a staff of six salesmen in addition to his head 
quarters staff. His salesmen cover all of Venezuela. 

Among the lines he carries, in addition to Royal Metal, 
are Englander, Rock-a-File, Rex-Rotary, Copyrex, Rex-Re 
corder, Electro-Rex, Hartmann, Shannon, Weber, Pagivolt, 
Talk-A-Phone, Olivetti, Precisa, Antares, Madas, Ditto 
Sankey Sheldon, Invincible, All-Steel Equip, Steelmastey 
Tiffany, Weber, and Protectall products. 
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SMEAD'S 















SINCE 1906 


Locking clips are made of thin, specially 
tempered, spring brass — nickel plated and 
shaped to give the greatest holding power. 
Will not rust or corrode in humid climates 
—no tapes to snarl — no elastic to deterio- 
ate — no cords to tie. The clip slips in — 
out of the way — and locks the envelope 
until purposely released. 





Available in manilla, red, blue, green, gol- 
denrod and red rope colors. The filled and 
locked envelope presents a perfectly smooth 
surface front and back. There is nothing to 
catch on other envelopes in the files. It 
saves space — snugs to its contents at all 
times. 


ENVELOPE 


The only filing envelope that 


expands from one paper to 2 
inches of paper in thickness and 
is glove fitting at all times. 











THIS ITEM 
WAS THE 
START OF 
THE SMEAD 
QUALITY LINE 





a 


WRITE FOR 
SAMPLES 


NO STRINGS TO SNARL AND BREAK. 
NO RUBBERS TO DRY AND ROT. 
NO TAPES TO TIE AND WEAR. 


NO ANNOYANCE — GLOVE FITTING | 
AT ALL TIMES. 


- o 


be: Sinead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 


NO. 10-16-52 


PRINTED IN U.S.A 




























Smead’s new Household File answers a 
specific need in both the city and farm 
home. 


It is compact and takes little space on a 
shelf or in a drawer. The printed parti- 
tions make it easy to divide correspond- 
ence, canceled checks, receipts, and dis- 
bursements. 

it has a special partition for filing depre- 
ciation schedules on machinery, build- 
ings, etc. 

The best time for Mrs. Housewife to file 
a receipted bill is at the very moment 
when it is presented and paid. Mr. 
Householder can properly allocate and 
file his canceled checks at the end of 
each month—when the transaction is 
still fresh in his mind. 











Remember—Figures mean 
nothing until proven by an 
invoice, statement or corre- 
spondence, 


People making out their own 
income tax or those who em- 
ploy an income tax auditor, 
find the job is done much easier, and 
hours of wonder and worry are elimi- 
nated — by using a Smead Household 
File. 





PRI Cc 5 EACH DOZEN 


No. FH—117A $2.75 $30.00 





lt has been "HOME TESTED”’ 


“EVERY FAMILY A PROSPECT” 


THE So MANUFACTURING CO., INC., HASTINGS, MINN. 
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make TWO progits wii 
PEERLESS-IMPERIAL 


NO CURL NOSMUDGE 
Cae » abe 


AND 


ADDISON 
‘ypewrtler V2 bows 


Rere is a double-header for every office . . . they’re even 
packaged with the same pictorial theme. 





OUTSTANDING VALUE IN CARBONS 
—No CurRL No SMupDGE is clean, lies flat, won’t 
curl, writes sharp and lasts longer. Uncoated 
extension end makes it easy to remove without 


soiling fingers. 


OUTSTANDING VALUE IN RIBBONS 
—ADDISON is inked by our own superior formula, 
with uniform dispersion, to produce sharp, attractive 
executive correspondence. 


Save legwork, increase dollar-income per 
call by selling two products instead of one. Don’t 
sit on your hands. Ask us for No Curt No SMUDGE 
Samples and the AppISON Ribbon in its handsome 


eee” BEES 


28 Peerless Place, Newark 5. New 


Eid Cfreat Naa in ( . 


carbons, master units, carbon ribbons, ook rolls for every 
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Supplying New Ideas 
and Quality Fixtures 
to the Industry 


Seng Fixtures add sales value to office furniture 
because of their extra strength and their exclu- 
sive features. Fine design and careful engineer- 
ing combined with best materials and expert 
craftsmanship to assure users efficient operation 
and trouble-free service. 


To avoid complaints and adjustments insist 
on Seng Equipment for all office furniture you 
carry in stock. 


for Office Chairs: 


Specially designed chair action controls for 
every type of office chair. 


for Stools: 


Revolving fixtures and action controls for com- 
mercial and home use. 


for Typewriter Desks: 


Mechanisms to suit any type or style of home 
or office desks. 


Je SEND Comaary 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 


| + 


116 





Seidel, Mouritsen Establish New Firm 


Business Furniture, 
Inc., has been estab- 
lished at 301 S. Sev- 
enth St., Minneapo- 
lis 2, Minn. by 
George E. Seidel and 
M. C. Mouritsen. 
The former is pres- 
ident of the new 
firm and the latter 
serves as secretary 
and treasurer. 

Between them, the partners have had 34 years of ex- 
perience in the Office furniture industry. Mr. Seidel was with 
Farnham’s Stationery & School Supply Company for 20 
years, advancing to managership of the department. His 
associate was a salesman with Farnham’s for 14 years. 

Located at one of the busiest corners in that section of 
Minneapolis, Business Furniture, Inc., has a display floor 
consisting of approximately 2,500 square feet. Full-view 
windows run the length of the building on both Third 
Ave. and Seventh St. 

Outstanding lines in office furniture have been secured, 
including All Steel Equipment, Inc. products, Hoosier desks, 
Sikes chairs, Jasper chairs and Arnot-Jamestown Steel par- 
tioning. 





M. C. Mouritsen 


Clary Promotes 2 Officials 


Clary Multiplier Corporation has an- 
nounced appointment of Elmer L. Har- 
rison to the new combined post of 
tooling superintendent and master 
mechanic and promotion of Robert 
Rosenast, chief industrial engineer, to 
assistant production manager for busi- 
ness machines and general manufac- 
turing. 

The promotions are in line with ex- 
pansion of the company’s manufactur- 
ing operations. Rosenast will be assistant to Rollo Asmussen, 
business machine and general manufacturing production 
manager. As master mechanic for the San Gabriel, Calif., 
plant Harrison adds new machine operations to his duties 
of tooling superintendent. 





R. Rosenast 





Complete Schuster-Underwood Contests 

William L. Schuster & Son, Inc., West Chicago, IIl., firm 
specializing in forms and devices for bookkeeping and ac- 
counting machines, recently concluded a Schuster-Under- 
wood Corp. contest. Ending June 30 the competition applied 
to sales of new machines to credit unions. 

Ralph Hall of Tucson, Ariz., was the winner in the 
Pacific district and received as an award a September va 
cation in Chicago with all expenses paid by William L. 
Schuster & Son, Inc. Mrs. Hall and Ralph Jr. will also be 
Schuster guests at that time. 

For having won the western district contests Earl Lyons 
of Detroit and his wife, Ann, will spend two weeks’ vaca 
tion at Northernaire, Three Lakes, Wis. 





Guardsman-Valentine To Show New Safe Line 

Guardsman-Valentine, Inc., will reveal a new line o 
small, streamlined safes at the forthcoming NSOEA com 
vention in Chicago. The new line bearing the Underwriters 
label will be exhibited in Space 528-A. 
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A L L -STE « L the complete line of 


Quality Office Equipment 







Complete line of blueprint cabinets—a size 
for all standard size drawings. 








Over 36 styles and sizes of Storage, — 
Wardrobe and Combination Cabinets. 
3485 Combination Cabinet shown. 





6276 Panel Leg Table—Seven sizes of of- 
fice and conference tables embodying the 
same modern design and convertability 





ASE Desks in all types and sizes. Convert- 

ibility of tops and drawers reduces dealer 
inventory. Flat top desk, 60” x 30”, shown. 

@ Your customers —from the smallest office to the 

largest nation-wide business —will quickly appreciate the 

beauty and quality of ASE’s Steel Office Equipment. 


The continuing success of ASE is the result of many factors. 
The top quality of manufacture and design and the 
completeness of the line are just two of these factors. 


Every unit in the line has quality features that ASE’s 
engineers and designers have built in... features that your 


customers will recognize... features that you can sell. aes Coe veer Sapient 


and size to meet every requirement. 





® DESKS and TABLES ® STORAGE and WARD- © COUNTER SECTION 
® FILING CABINETS ROBE CABINETS EQUIPMENT ee ee 
® UNIT ROBES © BLUEPRINT FILES ® CARD FILES 
® BOOKCASES ® KEY CABINETS 
® UTILITY RACK ® CLOTHING LOCKERS 
© OFFICE CHAIRS 
© POSTURE CHAIRS 


ee EQUIPMENT INC. 








ASE Swivel, Side and Posture Choirs 
Modernly Designed. Styled for beauty, 


44 GRIFFITH AVENUE ¢ AURORA, ILLINOIS comfort and efficiency. 


Visit Us at NSOEA Convention, 
Fifth Floor, 512-A and 513-A, Conrad Hilton, Sept. 18-22 
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No, Royal's delivery of standard register forms is not quite 
, as fast as this fire-ball pitcher . . . BUT thousands of Royal 
. dealers have found that Royal’s two to three week delivery schedule means 
added profits and guaranteed customer satisfaction. (By the way, Royal sells 
only through dealers . . . NO direct salesmen!) 






Royal acknowledges all orders on the day that they are received and you will be surprised at the variety of 
register forms — cash and charge — cleaners and dyers — bills of lading — custom forms with standard 
specifications — which Royal can deliver to you in two to three weeks. 


Write today for Royal’s complete catalog of register forms. Your 
customers will love Royal’s “rapid delivery.” So will you! 





Introducing a new _ register 

years ahead in design... . 

the Royal Crank — type Model 
WY 


7™ 


Easy to load and carbon can be advanced without opening the 
case. Lifetime Nylon gears and bearings insure smoother opera- 
tion ., . no service problems. . . no lubrication. 





ROYAL REGISTER COMPANY, 
Nashua, N. H. 





NAME PTITITITITITITI TITTLE REGISTER COMPANY 
IIIT ath son canis caccsbabpecestalliibnsenuasiebnabunbansdinniédemmbecees sR 45 2S NEW HAMPSHIRE 
a fee ee ale 


i 
I 
I 
! 
I 
I Please send me your latest catalog of Register Forms and equipment. 
l 
! 
I 
! 
! 
i 


“Bussdase— 
4 ew fooms- 
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‘tes PRINT-O-MATIC 


MODEL 5A 
Mode’ poTARY STENCIL DUPLICATOR 


MORE FEATURES than found only 


on duplicators costing $77 500 
TWICE THE PRICE OR MORE! 


COMPLETE WITH sug 
ply of IMPRESS ‘'F 





nula 27 


on ory 
Ink and IMPRESS 


Ni : W 7, | ie , a ag 





AUTOMATIC ROLLER RELEASE * 


mpression Roller cannot 






contact Drum unless paper 
s feeding through 








machine! 










INEWL! 22% eonc nx 
NEW! 3 










Exclusive 
& W “SNAP-ON” 
@ FEED ARM 








PLUS many MorE ADVANCED FEATURES 
FOR TOP STYLE... PERFORMANCE. .. VALUE! 


@ “INSIDE INKING” — puts ink exactly where needed 

> @ OIL IMPREGNATED Nylon bearings throughout 

@ COVERED CYLINDER protects against dirt and dripping 
. @ COUNTERBALANCED DRUM for smooth, fast action 

ih br geen nai d Gall @ PRINTS ANY SIZE — post-card to legal size 


neered, it features the sensational Automatic @ STREAMLINED DESIGN — compact, portable 
Roller Release that ends forever dirty, inky 


wihin the budget of every one of yor MCA TLE 0- MATIC COMPANY, ite 


customers. More than ever, Print-O-Matic 
Merchandise Mar @ Chicago 54, Ill 








is the world’s greatest duplicator value! 
CHARLES T. BYRAM SAMUEL KIRSCHNER 
WRITE TODAY for complete ie pea se rer gy. cng Ses 
detai int-of-Sal Pee. fae 
tails on FREE Point-of-Sale CANADIAN DISTRIBUTOR: NAUTA BROTHERS, 57 Queen St. W., Toronto, 
Demonstration Offer! hic: ae ae 
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Feature after feature... 


THE 


ee 


IMPROVED 


TIFFANY STANDS 


PROVE THEIR LEADERSHIP! 


FOR TODAY'S 
OFFICE MACHINES 


Tiffany Stands offer 
complete protec- 
tion. Extra safe be- 
cause the newly de- 
signed top cups and 
slotted channels 
lock the machine 
‘feet’ in place 
whether “feet” are 
round, square, ob- 
long or rectangular. 


Tiffany Stands have 
Sonic Safe* open tops 
to greatly reduce ma- 
chine noises. The 
heavy duty Ton- 
Tested* series holds 
safely the heaviest 
portable electrically 
operated office ma- 
chines. Tested under 
3200 pounds’ pressure 
the Ton-Tested* mod- 
els are larger and 
tougher. 


“Tea 


MODEL 5002 


| 


Larger and rounded 
corner braces add 
strength and larger 
drop leaf affords 
greater working 
space. New popular 
priced model has 
244” soft rubber 
casters and metal 
brakes for stability. 





MODEL 3000 





MODEL 9000 


For stand-up work 
5000 and 9000 series 
also available in 
351/," height 


sg) 


Stand Co. 


Dennison Joins Campbell Kids Promotion 

Dennison Manufacturing Company is one of the more 
than 30 manufacturer licensees participating in the Camp- 
bell Kids’ 50th anniversary promotion this fall. 

The promotion will include a multi-page section in the 
November Ist issue of Life; television advertising on Dave 
Garroway’s Today show the first week in November; point- 
of-sale and display materials. 

Dennison will offer a Campbell Kids’ gift wrapping as- 
sortment of papers, seals and tags. This kit will be mer- 
chandised to appeal to those who like a unit assortment of 
gift wrappings for children. 

Dennison’s popular colored gummed paper, and gummed 
crepe paper, packages will be adapted to the big occasion 
by specially designed hands. Included in each package will 
be an instruction folder telling how to use the papers for 
games featuring the Campbell Kids. 

Dennison will also furnish an instruction folder on party 
table decorations and favors. Included with each folder will 
be eight. Campbell Kids faces printed on duplex crepe 
paper. These will serve as a starting point for making the 
dolls which will be the central figures in the centerpiece 
and favors covered by the instructions. 

Both instruction leaflets will be publicized through two 
Dennison services with a total of 200,000 circulation. The 


<> 
— 
= 


2YN150nK 


With Kids’ Appeal... 
Samples. of Dennison Mfg. 
Co. Kiddie Wraps folders 
in connection with Camp- 
bell Kids’ 50th anniversary 
promotion. 


entire promotion will be publicized in What Next?, the 
Dennison dealer magazine. With a circulation of more than 
6000, What Next? will place sales promotion literature im 
stores all over the United States. 

The Dennison selling organization will present this 
merchandise and promotion material personally to Dennison 
distributors. 





IBM Salesman to Canal Zone 

Foster Mueller, San Antonio, Tex., salesman of the Inter- 
national Business Machines Corporation, has been trans 
ferred to the Canal Zone—JHR 
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DEALERS THE COUNTRY OVER SAY THIS 
BATES DISPLAY IS AN EYE OPENER, 
SALES CLOSER! 











ALUMINUM 
CHAIRS 








ie nn ff litte ns) See 


—_ << 








ADD TO YOUR PROFITS with this full line of 
CRESTLINE Aluminum Office Chairs . . . beautifully designed to’ 


Sta 


and finished in a wide variety of leathers, plastics and a 


cloths . . . seating designed for the modern office. 
Sa 


the 
eq 
’ 


SEND TODAY for your copy of the four- 
color CRESTLINE Chair Catalogue. 






SECURITY STEEL EQUIPMENT CORPORATION 


Avenel, New Jersey 







Please send me a copy of the four-color CRESTLINE 
Chair Catalogue without obligation. 







Pa oicsscseetes 






NS is Scastcisess 
NS 
a ea Zone State 









STEEL EQUIPMENT CORP 
AVENEL, N. J. 
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Friden Purchases Netherlands Plant 


Purchase a subsidiary manufacturing company in 
Wageningen, Netherlands, was announced recently by the 
Friden Calculating Machine Co., Inc. of San Leandro, Cal- 
ifornia. The firm will be known as Friden Business Ma 
chines, N. V 

President Walter S. Johnson, who has made three trips 
to Europe the last eight months studying investment 


conditions, reported completion of negotiations and said 





Friden Goes to Netherlands . . . TOP—The new Wageningen, 
Netherlands, plant of Friden Calculating Machine Co., Inc. BELOW 
—Joseph P. Bourdrez (right), general manager of the Netherlands 
Industrial Institute, served as a helpful liaison to Friden in aiding 
that concern to establish the new plant. He and Mrs. Bourdrez 
were recent visitors fo the San Leandro (Calif.) Friden plant. They 
are pictured on the front lawn with vice-presidents Larry B. Tay- 
lor (left) and Philip R. Samwell (second from right) 


manufacturing operations would start on a small scale within 
a few months 


A factory, formerly occupied by the Victor Hugo cigar 
manufacturing concern, has been purchased and will be out- 
fitted for production of Friden calculators and adding 
machines. 

A small team of technicians from the San Leandro fac- 


tory will be sent to Wageningen, Holland, to supervise in- 
stallation of equipment and to train the first group of Dutch 

workmen in the intricate work of calculator assembly. 
Mr. Johnson said that his company, a leader in foreign 
be in a better position to compete with other 
American manufacturers already located in Europe and with 
ly improving competition offered by office 


sales, VW ould 


the continually 


equipment made by foreign companies. 


Wageningen is a prosperous college and agricultural 
center of some 25,000 in East Holland and affords the 
advantages of an ample labor market, excellent labor rela- 
tions and all transportation facilities to points throughout 
western Europe and the world. Although there is presently 
a shortage of skilled mechanics there are excellent vocational 
schools now programming the sort of training necessary 
for the precision work required in the manufacture of calcu- 
lators. 

The city is located 40 miles south east of Amsterdam, not 


tar from Utrecht, and was the scene of a noble stand by 
the Dutch during the early days of World War II. It is on 
the Rhine River 
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EVERYBODY'S 


a customer for 










the ‘Miracle’ Pen with 





Everybody writes on something —and 
Flo-master writes on everything! 


That's why you'll find this “miracle” pen 
a real volume profit maker. Teachers, 
housewives, storekeepers, industrial and 
professional men, stock clerks, 

shipping clerks, gift seekers, artists — 

all can use a Flo-master. 


Flo-master writes and draws on any 
surface, even on rubber, plastic and 
cellophane. Makes clear, sharp, legible 
marks that are waterproof, smudge— 
proof and permanent. 4 different 
interchangeable felt tips with every 
pen give an amazing range of use. 





Cado Quality in the Flo-masters you 
sell means that satisfied customers 
will be coming back again and 
again for Flo-master Inks. 


Put a Flo-master display 
where it will catch 
everyone's eye, and watch 
sales go up...each one for 
a healthy $3.00 or more! 


For full information, write 
Cushman & Denison Mfg. Co., 
Dept. H-30, 153 West 28rd Sti., 
New York 11, N.Y. 





*a CADO product 


o-master 


FELT-TI®? PEN 
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Simple test demonstrates file-hardness of Bassick caster 


Pre-test caster wear 
to help you sell 


Now you don’t have to explain how well Bassick 
casters will stand up in your customer’s office. 

Get yourself a file and prove it. Bassick ball and 
raceway surfaces are case-hardened in special fur- 
naces to 15N90 Rockwell hardness. They are so 
hard that the file won't cut them. 

That’s why Bassick’s will last longer, perform 
better, on office chairs and furniture. Just another 
good reason why nationally 
advertised Bassick casters 
are going on more and 
more office equipment 
every day. 


Smoother rolling, easier swiv- 
elling Bassick “Diamond- 
Arrow” line includes casters 
for wood and metal chairs, 
typewriter stands, etc. With 
““Baco”’ rubber tread or 
“Atlasite” hard composition 
wheels. 





THE Bassick COMPANY, Bridgeport, 
2, Conn. In Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 








MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 


75 YEARS OF CASTER LEADERSHIP 


124 








Koerner Heads Jasper Chair Board 


In a new alignment of the officers of Jasper Chair Com- 
pany, Louis T. Koerner becomes chairman of the board. 





Allen F. Joseph L. T. Koerner 


He has served as general manager for 32 years, ever since 
the inception of the business. 


Allen F. Joseph is president and Arthur A. Barth general 
manager in the new setup. 





National Vulcanized Promotes Two 

William H. Harbaugh and John T. Bishop have been ap- 
pointed manager and assistant manager, respectively, of the 
Kennett Square, Pa., plant of the National Vulcanized Fibre 
Company, Wilmington, Del. The plant houses National’s 
fibre specialty and phenolite manufacturing operations. 


Mr. Harbaugh, previously manager of the fibre specialty 
division, has been with National since 1950. He holds a 
degree in industrial engineering from Lehigh University. 
Mr. Bishop previously headed the phenolite division. He 
is a graduate of the University of Delaware with a degree 
in chemical engineering and has been with the company 
since 1936. 





Maco Chief Visits West Coast 

J. L. May, president of The J. L. May Company, Inc. 
New York City, and his wife are on a pleasure jaunt to the 
big towns on the West Coast. His firm manufactures the 
Maco line of tags. 








NOMDA Exhibit . . . Old Town Corp., furnished this photo of 
its exhibit and personnel taken at the NOMDA convention. From 
left are Ellis G. Bishop, sales promotion manager of Old Town 
Corp.; Mrs. Marie White, Jimmie’s Typewriter Hospital, Texarkana, 
Tex.; W. C. Dickneider, assistant general sales manager, Old 
Town Corp.; Thomas P. Kinniry, Kinniry Office Equipment Co., 
Dubuque, lowa; W. C. Raftery, director of machines division, Old 
Town Corp.; Noel G. Grover, Grover Typewriter Service, Upper 
Darby, Pa. 
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Best wishes to N.S.0.E.A. on its 






Golden Anniversary Convention 


You'll find just the right note of welcome 
at the Dennison Exhibit. 
Booths 3 and 4, Conrad Hilton Hotel, September 18-22. 








The Dennison exhibit will feature new open-display 
fixtures for Dennison products. These visual mer- 
chandising aids, developed through the cooperation 
of a group of stationery trade manufacturers, can 
be adapted for selling a wide variety of merchandise. 
It will pay you to see how these racks can help you 


modernize one department — or your entire store. 


SD) pMWIaOW 


Framingham, Massachusetts 
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Desks that have 


won acceptance 





relate Mei a-MEoloia a:1¢ Me Alig 





effective advertising and 





powerful selling helps 












e to Greater Profits 


This PriDemark of Indiana Desk Company’s skilled crafts- 
manship is your GulDemark to greater profits. It is in the 
middle drawer of every fine quality, attractive, durable 
Indiana wood desk . . . behind every bigger sales profit you 
make on the Indiana Desk line—because: 


We gulDe your prospects and customers to you day after 
day and year after year through strong selling messages in 
the nation’s leading business and executive magazines. 


We tell them why this PriDemark is their GulDemark to top 
quality and value in wood office furniture. In response to 
their direct inquiries we gulDe them to you . . . give them 
YOUR name and address—then turn the lead over to YOU 
too! 


That's why Indiana Desks are your gulDe to continually 
bigger volume sales with greater profits. 


Write today for complete information including the Indiana 
Desk catalog . . . your gulDebook to more profitable sales 
paths! 


See the newest 
Indiana Desks 

at the N.S.O.E.A. 
Convention 

Space 524-A, 
Conrad Hilton Hotel, 


Chicago 





















Patterson’s Business Machines 
Settles in New Home 
Reported by Art Carrow 

Time has marched on gainfully for Patterson’s Business 
Machines & Supply Company, Corpus Christi, Tex. Or- 
ganized back in 1939 by H. S. Patterson and son H. T. 
“Buster” Patterson the company recently held an open 
house in a structure secured at 615 Mesquite to handle 
increased business. 

The 60 x 63-foot building is a two-story edifice with a 
14-foot balcony extended around two sides and the rear. 

Island displays for stationery items were designed by 
H. S. Patterson and are on ball-bearing rollers to facilitate 




















TOP—Front of Patterson’s Business 


Fitted for Open House... 
Machines & Supply Co., Corpus Christi, Tex., with part of per- 
sonnel lined up for the photographer. BELOW —Sectional view 
of store showing display of furniture. Open house was held re- 
cently at new quarters. 


moving. Half-moon shelving is used around two sides for 
stationery items with some shelving offset six feet from 
the wall to permit stationery storage. 

A complete modern repair department is maintained and 
five mechanics are employed. The second floor of the 
building with 11,000 feet of available space is used for ware- 
housing. 

The 18 employees are kept busy selling such lines as 
Royal typewriters, Victor adding machines, Gestetner dupli- 
cators, Steel Age and Jasper desks and Cramer, Jasper and 
Sturgis chairs. 





New Stationery Store Opened 
Charles A. Graham recently opened a stationery store im 


Clarinda, lowa.—AL 
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R 
wy smorononcce BQ/MORE’ 


opens the door 
for your 


oh man who supplies Do/More chairs to his 
customers is always a welcome visitor. It’s the 
way a Do/More performs that instills confidence 
in your salesman .. . and in all the many items he 
is selling for you. Do/More’s posture service, 
unique in the entire chair industry, is the reason 
more top executives sit in Do/More than any 
other posture-type chair. 


NEW CATALOG AVAILABL 


Write for your copy of the new Do 
price list and franchise informatior 


SEE US IN ROOM 


at the Conrad Hilton Hotel d 
Convention, September 18-22. 


DOMORE CHAIR COMPANY, 
Dept. 945, Elkhart, Indiana 
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THERE’S A STURDY 


BOSTON 


FOR EVERY PURPOSE 


DISPLAY BOSTONS for a Fresh Slant 
on the Pencil Sharpener Market! 


There’s money in BOSTONS. Get your share, Here’s 
the main selling reason why customers prefer 
BOSTON pencil sharpeners. BOSTONS feature the 
famous solid steel cutters with 6 extra cutting edges, 
giving 25% more service. Sturdily built, long lasting, 
dependable, the best money’s worth to customers. 
Sell more BOSTONS with “Trouble Free” Quality 
Construction. 


You can’t sell better than a BOSTON 
Backed by a Full Year's Guarantee! 


C. HOWARD HUNT R ”) HAIN 


PEN CO. 


CAMDEN 1, N. J. 
MORE CUTTER—LESS PUTTER 
EST. 1899 ¢ Also manufacturers of Speedball Pens and Products—Hunt Pens 


PENCIL SHARPENERS 
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Announce Judges in Wilson Jones Contest 
Three prominent figures in the stationery business con- 
stitute the panel of final judges in the “Sell and Tell” con- 
test with which Wilson Jones is inaugurating its new 1954 
general catalog. They are Paul E. Burbank, secretary-gen- 
eral manager of NSOEA,; J. A. Gilbert, publisher of Orrice 
Appuiances; and Alvin M. Hattal, managing editor of 
Geyer’s Topics, according to an announcement made by 
William K. Ryan, Wilson Jones’ advertising manager. 





J. A. Gilbert P. E. Burbank 


A. M. Hattal 


Under the rules of the contest, which are currently being 
broadcast to the stationery business, Wilson Jones will pay 
$5500 for the 279 letters that best describe the help their 
authors receive from the new WJ catalog in sales situations 
that call for up-to-date information about Wilson Jones 
products. 

The contest is open to everyone who sells stationery at 
retail or works for anyone who sells stationery at retail. 
Entrants do not have to be employed exclusively in sales 
capacities to qualify for a prize. No one in the retail sta- 
tionery or office supply and equipment business is excluded. 

First steps in the selection of winners will be performed 
by Reuben H. Donnelley Corporation, America’s foremost 
contest judging organization. Donnelley’s will cull the best 
letters from all entries and pass them on to Judges Burbank, 
Gilbert and Hattal who will choose the prize winners in 
each contest period, and the grand prize winners in the 
entire contest. Letters that reach this final stage will have 
all clues to their authors’ identity removed in order to insure 
absolute impartiality at the time of the final choice. 

Mr. Ryan promises to announce the winners just as 
rapidly as the judges select them. Many of their pictures 
will be on display at the Wilson Jones exhibit at the NSOEA 
show this September. 

Entry blanks can be obtained by writing or calling at 
any Wilson Jones Company office or from any representa- 
tive of Wilson Jones or its divisions. 





Stiehl Firm Capitalizes on Display 

An attractive booklet of illustrations and reprints has been 
issued by A. H. Stiehl Furniture Company, 28 W. 20th 
St., New York City, to focus attention on a recent exhibition 
at the firm’s modern galleries. Presented were a series ol 
displays by the Decorators Club of New York City, which 
celebrates its 40th anniversary this year. 


Koehn Joins Taylor Chair Sales Staff 

Laddy Koehn, for many years a sales representative of the 
Sikes Company, severed that connection on July | and joined 
the Taylor Chair Company. He will cover the states of New 
York and Pennsylvania. 





New McCaskey Quarters In Dallas 

McCaskey Register, division of Victor Adding Machine 
Company, has leased a building at 1729 Harwood, Dallas, 
Tex. New quarters will morc than double McCaskeys 
present floor space—WLF 


OA — 9/54 






















In th 





OA 








est 


eel 
Or! 
100 
| Ol 


rich 


the 
nec 


New 


hine 
I las, 
ey s 


154 





A new 






SURE-RITE 


DUPLICATING 
INK 


RITE-ORI 


4100 %/t 
















New Super-Fast Drying 

° 
American Stencil Mfg. Co, Bemer 5, Cale. Mimeo : Ink gives 
‘Letterpress-Like’ reproduction 


Your cash register will ring with new sales 
when you stock Sure-Rite’s new Rite-Dri Mime- 
ograph Ink! Bosses want its sharp, crisp “let- 
terpress-like” reproduction. Secretaries want 
its clean-to-handle, quick drying features. 


Consistency is just right for proper flow and 
blackest copies, without blurred letters. It 
dries almost instantly on contact—easy to 
use On mimeograph bond without offset or 
smear. Yet, Rite-Dri easily washes off stencils 
for clean filing — no ink stained hands. 


Stock profitable Rite-Dri Ink today, to give 
your cash register a new ring! 





Dealers — There are a few choice dealerships 
available to qualified retailers. 


INQUIRE TODAY FOR FULL INFORMATION 








American Stencil Mfg. Co. 


In the Midwest, call your local Panama Beaver man—always a live wire. @ In the East call Tru-Rite Inc., 116 Broad St., New York City. 
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Introducing 


still another fine line 
featuring 


CRAFTSMAN QUALITY! 











NEW NO. 1900 Ex- 
ecutive Posture 
Chair—of fine 
woodsand fully 
upholstered. Beav- 
tifully comfortable! 






















Here is a brand-new addition to the value- 
leading Craftsman lines—office chairs that 


offer the best in wood construction, upholstered 
comfort—built in every way to build new busi- 
ness for YOU! 


NEW NO. 1901 Up- 
holstered Office 
Chair, combining 
the beauty of se- 
lected cabinet 
woods and the best 
spring construction. 





YOU ARE CORDIALLY INVITED to inspect the 
many Craftsman-Quality Chairs on display at 
Space 557, any time during the N.S.O.E.A. 
Convention. Both John Eckert and August 
Krieg will be waiting to welcome you. 








Springfield Firm Opens Showrooms 


The Central Salvage Co., Springfield, Ill., recently opened 
showrooms for its new office equipment division. Located 
on city route 66, an excellent trafic spet, the firm has its 
own large parking lot, with asphalt laid down in front 
of the store. 

The company, a family corporation, was started by Saul 
Goldman who is at present secretary-treasurer. His son 
Sidney A., president and merchandise manager, has been 
instrumental in the tremendous growth of the company. He 
also supervised the new showrooms. Robert H. Goldman, 
youngest son of the founder, is vice-president in charge of 
purchasing and promotion. The firm is the smaller of two 
companies owned by the Goldman’s, the other of which 
is The Central Iron & Metal Co., one of the largest scrap 
iron and steel yards in central Illinois. 


Central § 


aivage Comnar 





At Central Salvage Co. . TOP: Sidney A., Saul and Robert 
Goldman, officers of the fire. CENTER: Furniture display shows 
Western’s Fashion-Aire desks, Westco file cabinets, Wells chairs 
and Fine-Rest aluminum chairs. BOTTOM: Outside view of the 
new showrooms. 


A firm believer in advertising, the company sponsors its 
own radio show in addition to frequent newspaper ads. A 
full-page ad appeared in February when the company 
entered the office equipment field; a full-page ad announced 
the opening of the new showrooms in April; and Sunday 
ads appear occasionally. 

Among the companies whose lines Central Salvage carries 
are: Wells Chair Co., Industrial Lamp Co., Meilink Steel 
Safe Co., Western Mfg. Co., Aluminum Seating Corp. and 
Charles Doppelt & Co. The firm also carries a large line 
of used desks and chairs. 
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“A good beginning 


Message To 






town 
Corry- James 
Corry, P@- 








from ' 
John M. Winall ! 
Chief Product Engines? a 
Mfg. CorP- \] 
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A= piece of office furniture—or a man’s 
career—always seems to have a better chance 
of success with a good beginning. 
[ recall the early years of my ownlife in America. 
I arrived from Sweden at the age of 20, full of a 
youth’s ambition but unable to speak a word of 
English. I learned the language gradually, how- 
ever, through a home course and kind friends at 
Corry, where I had obtained work as a case 
maker's helper here at the home of Steel Age. 
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It seemed difficult at the time, but I know now 
that it was the sort of sound beginning I needed 
to enable me to contribute to the designing of 
office furniture in later years. 

A piece of furniture always seems to succeed 
better, too, when extra care is taken in its con- 
ception. Here at our Engineering Department 
we make certain first that there is a meed for a 
new piece of office furniture before we begin 
designing it. 

The actual designing and mocking up may 
require many months of trying, testing and fitting, 
to make certain that each new piece lives up to 
the Steel Age tradition of quality. 

I think this extra’ care at the beginning pays 
off handsomely—in pride at Corry-Jamestown, 
in profit to you, our dealers, and in pleasure to 
your customers. 


Dittllhcdl 


Please visit our NSOEA display in rooms 520 and 521, Conrad Hilton Hotel, Chicago—Sept. 18-22, 1954. 
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TO RUST 
NO HANDLES 
TO BREAK 


A STAMP FOR EVERY OFFICE AND SHIPPING NEED 


The newest in the fast growing line of Sengbusch prac- 
tical office aids, Sengbusch All Rubber Stamps are really 
worth shouting about. Your customers will quickly 
recognize the economy, efficiency and convenience of 
rubber stamping important papers to get speedier atten- 
tion and results. Sengbusch furnishes 


coorruL sates alos FREE / 


Three colcrful snappy silent salesmen will attract cus- 

tomers and create sales for you. Rich gloss finish makes 

cards easy to keep clean. Equipped with easels and die- 
cut for attractiveness. 


With each 3 card assortment, 
Sengbusch furnishes, FREE of 
charge, 300 illustrated circulars 
with your imprint, and catalog 
sheets to your needs. 


 #it eubeee 
stames 


“sé ” 
assortment “A 
Printed in gloss blue and 
yellow 
assortment ‘““B"’ 
Printed in gloss red and 
yellow 
assortment ““C” 
Printed in gloss green and 
yellow 





Rasowal 


CARD SIZES: 9%” x 12%” 


Sell the “STAMP OF APPROVAL”; the SENGBUSCH Line! 


% All rubber. No metal to rust — no handles to break. 


% HARD RUBBER handles for rigidity and strength. 
SOFT RUBBER printing base gives clear-cut im- 
pressions. 

% Titles clearly embossed on handle in contrasting color. 


%& Refills are packed six in carton to replace stamps sold. 





OTHER SENGBUSCH PRODUCTS... 

SELF-CLOSING INKSTANDS * KLERADESK * IDEAL SANITARY MOISTENER 
NO-OVER-FLO SPONGE CUP * CATA-RACK * FILE-A-SIST 

HANDI-PEN DESK SETS * SANITOUCH MOISTENER ° ‘‘BUILD-UP"’ DESK TRAY 


SELF - CLOSING 
INK STAND CO. 


394 SENGBUSCH BUILDING ®° MILWAUKEE 3, WISCONSIN 








See us at the 50th National Stationery and Office Equipment Show, 
Booth No. 85, September 18 thru 22, Conrad Hilton Hotel, Chicago. 
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Poast Opens Springfield Office 


Jon W. Poast, former dealer supervisor for Diebold, 
Inc., has opened an office at 425 S. Fifth St., in Springfield, 
Ill., where he is specializing in the sale of systems products 
with Diebold as the majer line. Mr. Poast is building a 
reputation as a consultant in solving the problems of Paper 
work procedures, drawing on his more than 20 years’ of 
experience in the office equipment business. 
Starting as an apprentice in 1927 with the old B. F. 
Wade & Sons Company in Toledo he has only been away 





Jon W. Poast 


from the industry during a four-year period while in the 
service during World War II. Enlisting as a private in 
June 1942, he rose to a captaincy rank and served for three 
years in England handling quartermaster duties for bomber 
stations in the Eighth Air Force. Joining Diebold, Inc., in 
1947 by 1951 he was ready to assume the duties of dealer 
supervisor for seven Mid-western states. 

In addition to Diebold, Mr. Poast is handling Speed- 
ograph and Ro Sorting systems. He plans to add more 
lines of a systems nature as his business expands. 

“T like it in Springfield where freedom from travel gives 
me more time with my wife, our six-year-old daughter and 
three-year-old son,” he declares. 





1.B.M. “Shows Off” Its Brain Child 


One of the “seven wonders” of the atomic age was dem- 
onstrated recently over a closed circuit telecast from the 
Waldorf Astoria Hotel in New York City. It was Interna- 
tional Business Corp.’s newest electric brain, a high powered 
automaton said to be capable of performing more than 
ten million operations in arithmetic and logic in an hour. 

Designed for business use, the new type “702” electronic 
data processing machine was demonstrated at I.B.M.’s an- 
nual sales convention. Similar to other I.B.M. accounting 
machines, the “702” will go out to customers on a rental 
basis. 

Deliveries are expected to begin early next year and the 
company stated orders for it have broken all records. 





Brouwer Relocated in New England 


Fred Brouwer, representative for the B. L. Marble Chair 
Company, Jasper Office Furniture Company and La Salle 
Products Company in New England, New York and 
Pennsylvania, has taken residence in his territory and now 
lives at 741 Royal St., Longmeadow, Mass. In addition to 
the three mentioned he also represents Nucraft Furniture 
Company in New England. Formerly, his home was in 
Bedford, Ohio. 





S. Barker’s Sons Name Vice-President 


Herbert H. Fink has been named vice-president in charge 
of sales of the S. Barker’s Sons Co., 729 Prospect ave., S.E., 
Cleveland, one of Cleveland’s oldest office supply firms, hav- 
ing been established 83 years ago. Raymond M. Barker is 
president; Clarence M. Clarke, vice president; and Alice M. 
Barker, secretary—AK 
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Sources of 


HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 
source, exclusive items that buyers want. 


You can’t sell a Shaw- Walker Fire-File, Cor- 
rect Seating Chair, desk, filing cabinet or filing 
unless you first become an exclusive 
Shaw-Walker dealer. 


system 


Shaw-Walker’s 4,000 items are easier for 
dealer salesmen to sell because they are 
matched in appearance and “time-engineered” 
to help any user get more done, more easily, 
more quickly. 


Today, the 300-page Golden Anniversary 
Shaw-Walker Orrick GuweE simplifies selling 
and is the biggest single source of dealer orders 
in this business. 


Profit 


Perhaps you qualify for this desirable fran- 
chise. Right now there are a few cities in which 
we are willing to establish new dealers or make 
a change. Yours may be one of the cities. 


q Built Like a 





SHAWWALKER 








Factories and Home Office—Muskegon, Michigan 


Prorit Features oF SW 8000-I TEM FRANCHISE 


* Best Known Trademark 


* 8000 Items 
° A Flow of Sales Helps * The New Low Desk 


° Extra 


*A Single Source of Supply 


Profits * Simplified Selling 
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INKED RIBBONS 


If your business is profits, make it 
( your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 

«+s you are served by an efficient 
organization 

---you benefit from a 32-page, 
highly informative GUIDE BOOK 
«+. you can offer your customers 
Codo’s exclusive Carbon “Gripper” 
and 

«++ you have many “Dealer Helps” 
to assist you in building volume 
sales. Write NOW for information. 


Cod 


40 E. 40th St. 
New York 16, N. Y. 





Be sure to visit us at the N.S.0.E.A. 
Convention — Booth No. 116 


MANUFACTURING CORP. 
Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. 


Sas ‘ 
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Chicago 6, Ill. 





Re-Print Company of Birmingham 
Completely Remodels Building 

The Re-Print Company, 2025 First Ave., N., Birmingham, 
Ala., recently remodeled the building where it has been lo 
cated since 1938. Opening ceremonies were announced by a 
full page ad in the Birmingham News and Post-Herald. 

The new front of the building has a background of Red- 
wood with stainless steel letters spelling out the firm name, 
Many new self-service units have been installed on the main 
sales floor. There are six floors in the main building, occupy- 
ing 15,000 square feet. The printing department and furni- 
ture warehouse, located at 2024 Morris Ave., contain an ad- 
ditional 10,000 square feet of floor space. 

In the main building, the office supply and engineering 
department are on the street floor. Second and third floors 
are devoted to office furniture, display and model offices. The 
fourth floor serves as a warehouse and storage area while 
shipping and receiving are handled in the basement. Execu- 
tive and general offices as well as the reproduction machines 
department are on the new mezzanine floor. 

The Re-Print Company was organized in Birmingham in 
1925 by R. S. Sensabaugh as a printing shop—the name 
being derived from the primary source of business: imprint 
ing advertising matter for a large local concern. 

In 1929, D. R. Huff, now general manager, became asso 








After Remodeling . . . TOP: Exterior of the Re-Print Co. CENTER: 
Window display. BOTTOM: Interior showroom. 
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/ Long-lasting NoTear Indexes! 
Indexes visible at a glance! 
é 


The right index for the right job! 





A wide and varied selection! 


Le 





ing ‘ 
— | - te \a " Here's the index that can take it! NoTear Index 
ie { Y\ 


a —a Boorum & Pease original. For ring and price books. 





t 
f a y. ~ . . . . . 
cu ‘ a ‘o \s a Strong muslin strips on the binding side, so sheets can- 
nes t ¢ ¥ : 
‘ Ms 2 "3 6 not wear or tear out at holes. NoTear Indexes come in 
\ #6 4 types: Alphabetical with celluloid tabs; alphabetical 


8 
ba with leather tabs; leather-tab monthly; leather-tab daily. 
















This line also evailable without 
NoTear feature. Numbers § 12/21; 
$ 10/21; $8/21. Immediate de- 
livery on these numbers. 












NoTear Insertable Index— 
a companion unit in the famous 
NoTear group. Muslin NoTear 
strip and insertable celluloid tabs 


Memo Book Indexes with 

leather tabs. Gold numerals 

or letters. In 3 forms: Alphabet- 
- ical; monthly; daily. Side and 
end opening. 





Ledger & Post-Binder Indexes. In 3 forms: 
Alphabetical—gold letters on black leather; 
gold on red leather; double bank with black 
letters on celluloid. Linen reinforcing strips. 


Sfandarg 


Visible Index. Double bank form. Alpha- 


betical — black letters on celluloid. Note cellu- Product 
loid reinforcement at top and bottom—and FOR EVERY RECORD . . . A WAY TO KEEP IT 


linen equalizers. GENERAL OFFICES: 84 HUDSON AVE., 
z BROOKLYN 1, N. Y. ¢ BOSTON 10: 80 SUMMER 
ST. ¢ ST. LOUIS 2: 115 80. 8TH ST. « CHICAGO 7: 
visit us at Booth 135 310 WEST POLK 8T. 
Stationers Convention SALESROOMS: 349 BROADWAY, NEW YORK 13 
1519 MERCHANDISE MART PLAZA, CHICAGO 54 
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ciated with the company. A new partnership was formed 
in 1934 consisting of Mr. Sensabaugh and Mr. Huff, together 
with R. M. Kimzey and J. R. Fosse. Office supplies, equip- 
ment, engineering and drafting supplies and equipment were 
then added. 

Among the many manufacturers represented by the com- 
pany are: Art Metal Construction Co., Autopoint Co., Theo 
Alteneder & Sons, National Blank Book Co., Milwaukee 
Chair Co., Jasper Office Furniture Co., Cramer Chair Co., 
Eugene Dietzgen Co., The Heyer Corp., Lily-Tulip Cup 
Co., Mayline Co., National Pencil Co., Postindex Co., W. A. 
Sheaffer Pen Co., and Wabash Filing Supplies, Inc. Re-Print 
also serves as distributor for Ozalid Division of General 
Aniline & Film Corp., and The American Photocopy Equip. 
Co. in Alabama and Northwest Florida. 





Controllers Institute Honors Peirce 

James L. Peirce, vice-president and controller, A. B. Dick 
Company, has been elected regional vice-president of the 
Controllers Institute of America, effective Sept. 1, it was 
announced recently. A member of the controllers’ organiza- 
tion since 1941, Mr. Peirce became a national director a year 
ago. He was president of the Institute’s Chicago Control in 
1950-51. 

Established in 1931, the Institute is a non-profit organiza- 
tion of controllers and finance officers from all lines of busi- 
ness. The total membership exceeds 4,300. 





Sloane Joins Edison, Inc. 

The appointment of John E. Sloane as office service man- 
ager as well as director of public relations for Thomas A, 
Edison, Inc., New York, was announced recently. 





New York Store Has New Owner 

The Alliance Stationery Store, 694 Eighth Ave., New York 
City, has been sold to Sidney H. Lee, it was announced by 
George Schumacher, former owner. it will continue to be 
known as The Alliance Stationery Store. 








Indiana Dealer Visits Clary Plant . . . Sidney Butterfield 
(center) of Smith & Butterfield, Evansville, Ind., visited the 
Clary Multiplier Corp. factory in San Gabriel, Calif., during 
his southern California vacation with Mrs. Butterfield and 
daughter Mary. Appearing with the Clary dealer are 
Hugh L. Clary, president of the company, and K. A. Adams, 
dealer division manager, who were Mr. Butterfield’s hosts 
on a tour of the plant and at a luncheon. 
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CASTERS 


GLIDES AND CUPS 
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Atlanta, Boston, Chicog: 
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2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


YOU BOOST SALES 


In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Foultiess helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of “best sellers.” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


TER CORPORATION 


HY 


HELPS 


2. Every type of pop- 
vlor Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 


3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
@ supply of Form No. 
201B and boost your 
Glide sales. 





















If your office sounds like an 





atomic proving ground, 






make this simple test today. 


Place a Kil-Klatter pad 





under each typewriter. Then 






% 
notice how disturbing and £ 
distracting noises caused by ¥ 
typing are immediately Peg 
reduced. See how errors # 
and typing mistakes caused 33 
by noise fatigue are § 


~ 
reduced, and how your once 







efficiency perks up. 


$425 


AT YOUR STATIONER 
OR OFFICE SUPPLY DEALER ad 











KIL: KIATTER 


lc TyPewaite® Pad 










“The Answer to a quiete office 
may be under your typewriters” 








profits .. 

































WITH ADS 
LIKE THIS 
AND A WELL 
BALANCED 
ADVERTISING 
PROGRAM 


Gear your sales to 
Kil-Klatter’s powerful 
advertising campaign 
that reaches office 
managers, secretaries, 
stenographers and 
typists everywhere. Ads 
like this open the door 


. increase your profits. 


Plus 


these extra 
sales aids 


° CATALOG CUTS 
© NEWSPAPER MATS 


e TWO-COLOR 
ENVELOPE ENCLOSURES 


© COUNTER CARDS 


3 Take advantage of Kil-Klatter’s well balanced 
advertising campaign . . 
. add the Kil-Klatter line. 


. To add sales, to add 


Order your supply of KIL-KLATTER 
typewriter pads and free sales aids today. 





AMERICAN HAIR and FELT CO. 


MERCHANDISE MART 
“CHICAGO 54, ILLINOIS 








Reveal Data on First Inking Machine 


Through E ugene 
Di Luco of Leedall 
Products Manufactur- 
ing Company, Mill- 
town, N. J., Orrice 
APPLIANCES has re- 
ceived information 
about what is claimed 
to be the “first ink- 
ing machine ever 
used to ink type- 
writer ribbons, in the 
United States or in 
any other place in the 
world.” A picture of 
the machine is repro- 
duced here. 

Mr. Di Luco gath- 
ered his information 
from records left by 
Charles E. Archibald, 
now deceased, 
founder of the Pen 
Carbon Company 
and pioneer of the first two-color inking machine ever used 
in the industry. 

Says Mr. Di Luco: 

“Many of his (Mr. Archibald’s) machines and carbon paper 
machinery were the first machines used by many well known 
ribbon and carbon companies. Yes, he was an authority on 
inking machines and manufacturing of ribbons and carbon 
papers and I am fortunate to have all his files and records on 
the growth of this industry I have been a part of since I was 
a boy... 

“His records on this first inking machine show that they 
applied the ink to the brushes and then ran a 1% inch 
wide ribbon through several times to get an even distribution 
of ink. Of course, the ribbon was a heavy one but good 
enough for the old models with course, broad types. This 
machine was manually driven and very heavy and cumber- 
some. Records show that the Smithsonian Institute offered 
Mr. Archibald $300 for this machine as the “first inking 
machine ever used.” 


Archibald’s Inking Machine 





Orlando Stores Combined 

Alex E. Young, senior partner of the Orlando, (Fla.) 
Office Supply Company recently announced the amalgama- 
tion of his office equipment stores into one complete “One- 
Stop’ 
new quarters on Highway 50 have been completely remod- 
eled and a two story warehouse and complete repair depart- | 
ment have been added. 





Kittridge Added to Robinson Reminders Staff 


Robinson Reminders has announced the addition of C. $ 
(Stan) Kittridge to its sales force. Mr. Kittridge previously 
had been with Buxton, Inc., for 14 years, most of which 
time was spent in the Middle West and South West territory. 

Mr. Kittridge will cover New England, making special 
trips into the Middle West where many of his former friends 
will be contacted. 





IBM Conducts Typing Clinic 

The International Business Machines Corporation and 
University of Texas at Austin, Tex., conducted a three day 
course in the operation and maintenance of electric type 
writers recently. L. M. Collins, I.B.M. educational consultant, 
was instructor—JHR 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 


niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


Mail Coupon Today 


THE COLSON CORPORATION 

ELYRIA, OHIO 

Pleese send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan 


Company 
Address_ 
2 


| 
| 
Name ' 
| 
| 






ELYRIA, 





Manufacturers “Feed” School Dealers 

One of the most critical problems facing American families 
today is in the field of education. To house, supply and 
instruct between 34 and 42 million students in school annu- 
ally in the next six years will challenge the ability and re- 
sources of the entire nation. 

Many sound experts believe that problems presented by the 
expanding school population are as serious to America as the 
challenge of nuclear power, an unwieldly economy, and the 
seemingly constant threat of armed conflict. 

Retail merchants who take advantage of this situation can 
help solve a part of the problem. Viewed by size alone, the 
school population presents both a challenge and a golden 
opportunity. 

The challenge is to promote, distribute, and sell the school 
supply items required by this gigantic army of boys and girls 
who are compelled by law and motivated by their own hopes 
to get an education. 

In other words, while a critical education and school popu- 
lation situation is here, so is the chance for merchants, 
through wise use of advertising and promotion techniques, 
to expand their business in school supply lines—and to make 
more money. 

The industry which manufactures and markets school 
paper items recognizes the extent of the mass education prob- 
lem. It also is recognized that each child in school needs 
school supplies, and especially a daily supply of notebooks, 
tablets, filler paper, memo books, and writing paper of all 
sorts and designs. These products are the basic essentials of 
education. 

Realizing this, the industry through the Paper Stationery 
and Tablet Manufacturer’s Ass’n. is undertaking to supply to 
newspapers, and through them, to merchants of school sup- 
plies, free professional ads illustrating these basic products. 
In mats of one, two, and three columns, they are illustrated 
on printed sheets which will be mailed to 4500 daily and 
weekly newspapers in the United States. 

In addition to the complete ads illustrated on these sheets, 
and for merchants who would rather design their own ads, 
free line cuts of standard school paper products also are 
provided. 

Merchants and newspapers are invited to use this material 
not only for the school opening season but throughout the 
school year. 


Nebraska Paper Enlarges Department 

In observing its 70th anniversary, the Citizen Publishing 
Company, Holdrege, Nebr., completely remodeled its build- 
ing at 307 East Ave. The expanded quarters now include 
showroom space in the front part of the building for office 
and business supplies. By entering one of the two front 
doors, a customer may purchase a typewriter, order wedding 
announcements, renew his newspaper subscription or place a 
classified ad. 

LaMonte Lundstrum, president, also serves as manager 
and buyer of the office supplies department. 


Bronx Company Expands Quarters 

Due to increased business, the Star Office Accessories Com 
pany, 555 E. Tremont Ave., Bronx, New York City, recently 
acquired 3,000 square feet of additional floor space. Stream 
lined assembly line production facilities now will permit 
faster and more efficient service, the firm reports. 


New Marchant Manager Named 

Marchant Calculators, Inc., announced recently the ap 
pointment of Gilbert F. Hartwell as agency manager of the 
Nashville, Tenn., district office which is located at 207 14th 
Avenue North. 
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made for long hard wear 
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» soft and luxurious 





) priced right 
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he | ® guaranteed against splitting 
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ds Chair by 
KS. Monarch Chair Co. 
il] High Point, N. C. 


Imperial Finish Armor- Weight Elastic Boltaflex 


Here’s a really rugged piece of goods. Here’s 
ing a new kind of jersey knit-backed vinyl especially 
designed and built to take the day-in, day-out, 
beating that office furniture has to take. 
ont The truly amazing strength of new Armor- 
ing Weight Elastic Boltaflex is the result of a special 
formulation and “Controlled Lamination” — 
” an exclusive Bolta process whereby the backing 

is laminated to the vinyl, not embedded in it. 
Yet, with all this super-strength and unusual 
tear-resistance new Armor-Weight Elastic Bolta- 
fiex is the softest, most supple, most luxurious 
supported vinyl you have ever seen at anywhere 
near its price. 
Send for samples. Try to tear it, note its un- 
usual resilience, its rich hand, test it any way 
. you like. You'll agree that for office furniture 
af new Armor-Weight Elastic Boltaflex is “IT”’. 
the Write Box 479. 


itly 
im 


BOLTA PRODUCTS, Lawrence, Mass. A Division of The General Tire & Rubber Co. 
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QUICK! 
ACCURATE! 
EASY! 


1,000 or more clear, 
sharp impressions 
without re-inking! 


x 
73 


PRINTS LABELS . . POSTCARDS 


ALSO PRINTS POSTCARDS, MENUS, FORMS, 
BULLETINS. Just type, write, trace or draw on 
inexpensive stencil . . snap it on duplicator and 
print—like using a rubber stamp. New FORM- 
CuT Stencil has facsimile of your label or 
shipping form die-impressed into the stencil for 
printing directly on boxes, cartons, packages. At 
your Office or Shipping Room Supply Dealer. 
Write for literature, Free Sample FORM-CUT 
Stencil and Print. 


THE QRIGINAL HAND STAMP STENCIL DUPLICATOR 





WLTISTAMD 


STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO. 











Sound Control Advocated by WOFI 

When does noise cease to be just annoying and start caus- 
ing actual physical distress and serious loss of efficiency? 

What can be done to control noise in offices and other 
work places? 

Ordinary sound levels range between zero, which is the 
fringe of hearing, to 110 decibels, which is the threshold of 
pain. A newspaper pressroom registers about 90 decibels; the 
average machine shop about 70; stenographic room noise 
around 60; and an average office about 30 decibels. 

It is pointed out by Charles E. Utley, an acoustical 
expert of the National Gypsum Company and special con- 
sultant on sound to the Wood Office Furniture Institute, that 
a marked increase in efficiency and improvement in health 
almost invariably results when offices are properly treated for 
noise control. 

This treatment includes not only walls, floors, ceilings, 
but also the use of desks and other equipment designed to 
help in keeping sounds within reasonable bounds. Wood 
furniture is cited as an example of a kind of equipment that 
absorbs sound effectively. 

Steps which can be taken to eliminate noise sources, and 
thus to supplement the essential work of basic and structural 
acoustical treatment include installation of automatic door 
closers; arrangement of “traffic flow” in the office to create 
a minimum of commotion and at the same time a maximum 
of efficiency; isolation of tabulating and accounting machines 
in separate closed-in areas; use of sound absorbing pads 
under typewriters; keeping doors into noisy corridors closed 
as much as possible; and use of air conditioning so that 
windows can be kept closed at all seasons. 

The Wood Office Furniture Institute through its Certified 
Office Planning Service has developed a unique, integrated 
program of office and work-space planning in which sound 
control plays a vitally important role. COPS dealers asso- 
ciated in the plan are located in major trading areas through- 
out the United States. 





Publishes First NBB Alumni News 

Under the editorship of Roy Kirchner, a sprightly first 
number has been published of NBB Alumni News, Na 
tional Blank Book Company. In his foreword, Editor Kirch- 
ner says, “Many of you who have spent your time and 
money to participate in our dealer sales schools in recent 
years have indicated a desire to keep up to date on an 
‘alumni’ basis. So NBB Alumni News has been born! This 
is Volume I, Number 1 “ 





IBM Promotes Payden 

Carl I. Payden, formery sales representative in the Toledo 
office of International Business Machines Corp., has been 
promoted to electric accounting machine manager at the 
company’s Wheeling, W. Va., office. He joined the firm i 
Detroit in 1940 and came to the Toledo branch in 1942,—AK 





Marchant Names New Manager 

Marchant Calculators, Inc., announced recently the ap 
pointment of Earl J. Ballman as agency manager of the 
Flint, Mich., district office and that John Kadlecsik has been 


promoted to service manager of the same office. 


Aluminum Seating Names Western Distributor 

Wholesale Office Equipment Co., San Francisco, Calif 
has been named west coast distributor for Fine-Rest chaifs 
facilities are maintained in Los Angeles, San Francisco 
made by the Aluminum Seating Corporation. Warehous 
Seattle, Wash. Wholesale covers 11 states. 
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1900 FILE Wesco’s engineering and styling are the result of close mar- 
ket analysis . . . what the buyer needs in accommodation 
Maximum filing h h : ° il 
emce of Ae . what he demands in price and appearance. Tailored 
Er to actual requirements, the Wesco line meets with instant 
est construction approval wherever office equipment is needed. Compare any 


Slt pe : of the items shown here. You will see too why Wesco’s best. 
ign styling 


Non-suspen 
sion — silent See us at the NSOEA Convention. Room 


operation. 28 507, Conrad Hilton Hotel—September 18-22. 
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WESTERN MEG CS 


F833 MANUFACTURING COMPANY 
WESCD 


AURORA, ILLINOIS 
AURORA. iLL. 


5 NEW YORK DISPLAY and REPRESENTATIVE: Arthur Gordon Company 
Associated, 206 Lexington Ave., New York 16, N. Y 


CALIFORNIA WAREHOUSE ond REPRESENTATIVE: Mr. F. C. Charles, 


1500 FILE ADD-A-FILE 
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DESIGNED BETTER TO SELL BETTER 
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LIT-NING Executive 
COPY HOLDER 


Sell the copy holder that has all 
these features: Line spaces sheets, 
phone books, magazines. Variable 
line spacer can be used either 
side to accommodate left and 
right hand pedestal desks. 
Reversible pica and elite type 
scale to measure and center 
headings. Heavy duty page 
retainers. Collapsible. All steel 
construction. Hammertone grey 
baked-on finish. Order now. 


Model 2C 





HORIZONTAL 
FILES 
HANGING 
IN-AND-OUT 
BOARD 
Model 
6H Model 12 HB 





BUILT RIGHT! Heavy gauge steel con- 


struction, rubber feet, baked-on finish are all 
quality you can see on Luit-NiING products. 
Smart and modern in design, they're loaded 
with customer appeal. Durable quality con- 
struction assures lasting customer satisfaction. 


PRICED RIGHT! All Lit-ninc products 


are priced for fast turn-over. You save assem- 
bly costs, too; items are shipped completely 
assembled, ready for display and delivery. 


BACKED BY 
NATIONAL ADVERTISING! 


Lit-Nn1nG helps you sell by building demand and 
acceptance through national advertising to your 
customers and prospects. 


. 


PRODUCTS COMPANY 


Sales Offices 
3907 Duquesne Ave. 
Culver City 
Calif. 







Factory Fresno, 
California 


LIT-NING JOE says: 


LIT-NING PRODUCTS COMPANY 
3907 Duquesne Ave., Culver City, California 


Send me your new descriptive catalog on the 
complete LIT-NING line. 


Firm name 
le ene 
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Boston Firm Wins Award 
For Advertising Excellence 

Mayor John Hynes signed a proclamation setting April 
28, 1954 as Brand Names Day in Boston to honor Business 
Equipment Corporation, only Boston firm to win a Brand 
Names Foundation award for advertising excellence. Busi- 
ness Equipment was awarded the certificate of distinction, 
one of the highest honors in the office equipment category of 





Win “A” in Advertising . . . Mayor John Hynes signs proclama- 
tion setting aside Brand Names Day in Boston. Seated at mayor's 
side is Melvin L. Levin, president of Business Equipment Corp., 
only Boston retailer to win Brand Names Foundation award for 


advertising excellence. Eyeing ceremony are company officials 
(left to right) Richard J. Feffer, George and Harry Levin. 


the nation-wide Brand Name Retailer-of-the-Year compe- 
tition. 

More than 1700 leaders in business, advertising, and dis- 
tribution witnessed the presentation of the award to Richard 
Feffer at the Brand Names Day dinner held at the Waldorf- 
Astoria hotel in New York City April 28. 

Louis L. Strauss, chairman of the United States Atomic 
Energy Commission, delivered the keynote address at the 
dinner; George Jessel was the master of ceremonies of a 
variety show which featured stars of the American Broad- 
casting Company’s radio and television networks. 


Remington Appoints Two Supervisors 

H. V. Widdoes, vice-president and general sales manager 
of Remington Rand, has announced the appointment of J. M. 
Langhorne, who has spent his entire career in the Richmond, 
Va., office, to sales supervisor of supplies. 

W. S. Wilcox, who joined Remington in December, 1935, 
as a junior salesman has been appointed supervisor of ac 


EEG 


counting machine sales in the same ofhce. 


Gift Show Held in Washington, D.C. 

The 10th semi-annual Washington Gift Show was held 
July 25-28 at the Hotel Willard in Washington, D.C. More 
than 1,000 buyers came to inspect new merchandise from 
some 300 firms represented. 

The New York Gift Show is scheduled for August 22-27. 





Texas Firm Holds Open House 


Patterson’s Business Machines and Supply Company ft 
cently held open house in its new, modern home at 6b 
Mesquite St., Corpus Christi, Tex.—EEG. 
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ALL OVER THE WORLD... in oFFice » BUILDING © INDUSTRY © HOME © SCHOOL 


De A BIG FASTENING JOB! 


Ta] 
BUILDING 
& DO-IT-YOURSELF 


















Outstanding 





ality, remarkable versatility and depend- 


able perf unce—these are the features that have 

made ARROW Staplers, Tackers and Pliers world-famous 
A > 

for practically every fastening job! Here is convincing 


proof that YOU CAN BE SURE WITH ARROW. If ARROW 
STAPLING PRODUCTS are not already working for you— 
t will pay to investigate the many proven time, labor 
and money saving advantages this complete line has 


offer 


STAPLING IS OUR BUSINESS —OUR ONLY BUSINESS. 
WE SELL ONLY THROUGH THE TRADE. 












RTISED IN ; — 
<aistus S CATALOG AND PRICES. 
: seas ARROW FASTENER COMPANY, (NC. 
ONE JUNIUS STREET, BROOKLYN 12, N. Y. 





NATIONALLY ADVE 







and OVER 35 inDUSTRIAL & SPECIALTY MAGAZINES 











re ne 


PIONEERS AND PACESETTERS FOR OVER A QUARTER CENTURY 
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Open Atlas-York Display Rooms 

Donald L. Barnard, sales manager of York Safe & Lock, 
recently announced the appointment of Mike Krasilovsky’s 
Atlas-York Safe Corp. as exclusive distributor of all York 
products for the greater New York area. The formal open- 
ing was held on June 8 at the new display rooms at 326 
Fifth Ave., New York City. 

Atlas-York will display the complete York line consisting 









HOLDUP | 
PROTECTION. 












326 Sth AVENUE 


Sketch of Fifth Avenue Showroom 


of all sizes of 1, 2 and 4-hour safes, money chests, plan files 
and the popular 4-drawer insulated letter file. They will 
maintain warehouse stock to supply their display room ag 
well as all York dealers in the greater New York area. Deak 
ers will be invited to use the display rooms for demonstrating 
the equipment they recommend to buyers and will be able 
to take advantage of immediate delivery from warehous¢ 
stock. 
























NOFA Sales Manual Almost Completed 

Prepared by the National Office Furniture Association 
specifically for the office furniture industry, the NOFA Sales 
oe be eats Manual will be released shortly. 

A few of the many “how to” features are: how to use @ 
successful selling plan; locate, select and contact prospects. 
uncover buying needs, conduct a survey, make a layout anda 
prestige national advertising— how to prepare a selling proposal. 

Other sections deal with the successful sales presentation 
selling techniques, overcoming price by selling service, capi 
talizing on a selling vocabulary, keeping and building @ 
regular following, merchandising facts about wood, meté 
leather, plastics and fabrics; and creating office atmospher 
through decorating. 

The NOFA sales-builder will sell for $3.50 per copy. 


Charles Doppelt & Co., NC. Texas Firm to Build Plant 


The Arthur J. Gavrin Press, Inc., manufacturers of bul 
2024 S$. WABASH AVE.+ CHICAGO 16, ILL. ness forms, has acquired a 12 acre tract of land in Denis 


Wow York — 389 Fifth Ave. » Telephone MUrreyhill 3-5777 Tex., here and will construct a plant with 35,000 square 
Oe ee eee of floor space. It will provide employment for 300 ¢ 


ployees.—JHR 
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Sell the line that’s pre-sold with 






Write for catalog and price list today! 







Nationally advertised 







RAE 






Showrooms: 
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HASKELL 








PIONEERS IN BUDGET STEEL 








HASKELL 


OF PITTSBURGH 


BUDGET 

















MG-361 
MG-421 
MG-551 
MG-601 
MG-661 


MG-661 
OFFICE TABLES 
Size 66 x 24” 








Haskell Tables play a major role in the new modular trend. 
Where there’s a space problem — you'll find the right size 
Haskell table. Attractive, sturdy — and designed especially to 
harmonize with Haskell Modular Desks and Cabinets. Use them 
for telephones, typewriters and all general office needs. 


TOP SIZE 
DESCRIPTION WIDTH DEPTH 








Office Tables STANDARD HEIGHT 
29%,"" 


One Drawer 36" 
LEG SIZE 


1213 Diameter 


One Drawer 42" 
One D 53” 
sa laceaigins DRAWER SIZE 
One Drawer 60” 19%," W x 1% Hx 18%" 0 


Inside Cl 
One Drawer 66" nside Clear 





GT-036 
GT-136 


Also available without center drawer 


STANDARD HEIGHT 
2612" adjustable to 274" 


KNEE SPACE 
224%)" H 


Typewriter Tables 
No Drawer 36” 
One Drawer 36” DRAWER SIZE 
193%," W x 1%" H x 1814" 


BOOK SHELF OPENING 


Telephone Tables 12%" x 18%" x97" A 
STANDARD HEIGHT 
29%,’ aljustable to 30%" 


No Drawer 18” 


2’ rubber casters available for typewriter tables at additional cost. 
All tables available in special heights at slight additional charge. 















BUDGET 
STEEL iit 


SPECIAL FEATURES OF HASKELL FURNITURE 






























@ Heavy furniture steel 
@ All rounded corners 


® Standard linoleum tops bound with 
aluminum 





® Baked enamel finish 


@ All drawers fitted with heavy channel run- 
ners that float over flat nylon bearings for 
smooth, quiet operation 


< 





PR-554 ees 


e All pedestal drawers interchangeable Size 55 x 24” 


Handsome, contemporary-design desks—to 
meet the modular trend. Highly suitable for 
executive, or secretarial use as well as general 
office use. With all the conveniences and com- 
forts for surface space — drawer space — knee 
space. Only Haskell gives you the equivalent of 
custom quality at low budget costs. Combine 
them with Haskell modular-design tables and 
cabinets for maximum efficiency and production. 





ize PR-424-C 


to Size 42 x 24” 


PR 554-C 


Haskell titgt 
with 
Individug/ units / 
Haskell gives you individuol 
units—each stands on its own 


feet, or pedestal—no interlock- 
T ing—no assembling necessary 


Y2" 


CAB 162 










a MODEL DESCRIPTION TOP SIZE STORAGE DRAWER FILE DRAWER *CENTER DRAWER KNEE SPACE 
No iw; o}] 4# | wi Hi] oO wit; o | wit |. | wit a D 
+ + +} +- ~~ + —————————— + ——+— — 





1 4 : 

PR 130 | Single Pedestal | 37” | 24" | 29% "| 12Vg"| 5%" | 203%" | 12Y%Q | 11 | 20% | 16g" | 1% | 18Y_" | 18Y_"| 27%," | 22” 
| 

PR 424 | Single Pedestal | 42 | 24 | 291/g"'| 12%g"| 5Y/g| 20%" | 12% | 11 | 2036" | 1934" | 1%" | 1849" | 214%" 22” 


5g | 20%" | 12%" | WW | 2036" | 1934 | 1% | 189" | 214%" 22” 
= ate | a. >» oe 4 J i 








PR 554 | Double Pedestal | 55” | 24” 294" | 1240" 


A 


— ' A —_ - 





4 a 


*Center drawers available if desired at slight additional charge. Standard Height 29 /4"’. 









HASKE Li BUDGET STEEL 
OF PITTSBURGH CABINET UNITS 
























CAB-165 


22 x 16 x 243,” 












CAB-163 


22 x 16 x 243,” 







No modular setting is complete without the conven- 
ience of Haskell’s handy cabinets—whether you use 
them for filing, storage or other office needs. A most 
versatile choice—tops to fit flush with desks and tables 
(Nos. 172, 173, 174, 175 ) —and those that fit under the 
MG tables (Nos. 162, 163, 164, 165). In multiple units 
—including Haskell desks, tables and cabinets—they 
are coordinated to give you a wide variety of efficient 
as well as attractive arrangements. 





























CAB-172 


24 x 18 x 291,” 




































— pescaenon - - oz | - ana saan : we wer * tat : 
i aceenade ‘a | io. | | 
CAB-162 | Steel Top—2 Drawers 16" | 22” 24%" | 12%"| 51%4"| 20%_"" | 1219" 1” | 2034"| | | 
CAB-163 | Steel Top—3 Drawers | 16" | 22" | 2434” | 12Y%4"| 51%" 203," | | 
CAB-164 | Steel Top—1 Shelf | 16" | 22"| 2434" | | | | 13/9" 19 3""| 219544" 
CAB-165 | Steel Top—1 Shelf & Door | 16” | 22” 243," | | | | 13 Yq""| 193/_""| 2134" 
CAB-172 | Linoleum Top—2 Drawers | 18”| 24 | 291%” | 12/4 "| 5 Ye") 2034" | 12%,_"| 11” | 2034"! 
CAB-173 | Linoleum Top—3 Drawers | 18” | 24” 291%"| 12/5" 5¥%" 203," | | | 
CAB-174 | Linoleum Top—1 Shelf | 18 | 24 | 291%," | | | 13 Ya] 19%9"") 21H" 
CAB-175 | Linoleum Top—1 Shelf & Door} 18" | 24" | 2914" | 7... | ia - | 13 Vo" 19 %_""| 21%" 








































Cabinets 162-163-164 and 165 will fit under MG Model Tables. 
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WRITE FOR DETAILS AND CATALOG 


OA 













i_ 





303 E. Carson Street, Pittsburgh 19, Pa. 








brand new and packed with sales dynamite! 


EGNA CASH REGISTER 


A VISIBLE ITEM 
INDICATION* 


*DOUBLE-VIEW 
WINDOW 
lerk and 


Giviaqua 


The fabulous REGNA DELUXE Cash Register REGNA FEATURES SELL THEMSELVES: 
Tile) silels slate MdslsMela-tehi-ti mele Zelila -Mlimaerie e 
register design in a decade! Sleek, stream e 
lined, low in cost— it's the perfect answer to ° 
iiT-Jrs)-)-10) ce} Me tealel | Melale Maal-tellllasipa-Ma-S fell (= e 
Lb T-) 5 ©) VND) RUD Gatoth 7-1 am tole) lolgelolmaelitige) 

Over cash-credit ... . protects funds .. . sim 
e)itil-)) -\,ele-Whelaeel abi lale Mil me) me ial -Mn.d ok @ 1) 7 D) 

UD OS ive) etal bol olg-telktielsm ol ll imeekiama-tellti-1; 
soil ° selolollalemMaslolelallal-MmelaleMMelel-SMMaalolany 
Thslelelare lil mm olele).4.4-1-3el]ale Mellel a. Mm lele) 


it-lelsle) @elts.¢-Veliti-lamelag-Meh Zell leloll-Miamiateliltiel 
or Electrically Operated Models with regular new wider tape w 
Or oversize cash drawers. oe Mame lute ie maelire 

IN CANADA: Regna Cash Registers of ( iN TREGNA CASH REGISTERS, INC. 

Dame St Wa Montreal, Que., and Business Equipment Mac! [175 Fifth Avenue, New York 10, N. Y. 

489-R King St. W., Toront j GENTLEMEN: Please send more information about the REGNA DELUXE 
OUTSIDE CONTINENTAL U.S. jer Box . Cash Register and about becoming a REGNA decler. | 


lm lelg way 
Ee Ls Sets 


Company. 


REGNA CASH REGISTERS, INC. * 175 Fifth Avenue, New York 10, N. Y. 
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LASY tor Your Customer to WS 
... 1S GASY for You to SEZZ/ 


Arnot. — 


PARTITION-ettes' 
and OFFICE-ettes * 


have everything customers are demanding 
today of the packaged office: 





@ They set up in minutes without special 
labor of any kind. 


®@ They look simply wonderful—of sleek con- 
temporary design .. . color-styled to your 
customer's specifications. 


@ They are modular. The OFFICE-ettes’ inter- 
changeable parts, consisting of free- 
standing partitioning panels and integrated 
desk units, can be combined in hundreds 
of different ways! 


These Arnot products are designed for 
change and changing. And, as an office- 
furniture dealer, you know that there’s 
more change and changing in offices to- 
day than ever before. That’s why you’ll 
find the market for OFFICE-ettes and 
PARTITION-ettes ready and waiting! Arnot 
Modular Desk Units can be used with or 
without PARTITION-ettes and are available 
in the most complete range of pedestals 
and tops ever designed. PARTITION-ettes 
are available in three heights and ten 
widths. 


For literature and dealership information 


on. up-to-the-minute, easy-to-sell OFFICE-ertes and PARTITION-ettes, write to 







1/4/)/<_,ARNOT- JAMESTOWN DI T 
u% LH { Vs AETNA STEEL PRODUCTS CORPORA 


r Jamestown, New York = 
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tT. M. Reg., Pat. Pending. In steel or wood, with or without 
bandfrost or clear glass 


* Licensed under DuPont Patent. in steel or wood. 





PRODUCERS OF: The new Arnot 
Partition-ettes; Arnot Functional Offics 
Furniture; Hospital and Laboratory 
Equipment; Under-Counter Bank 
Equipment; Aetna Stee! Doors and 
Frames; Kahr Bearings; Boyle Metal 
Office Partitions (Aetnawall). 
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Rem Rand Employees Go to School 


\ detailed review of the products of the dealer sales 
division of Remington Rand Inc., and effective sales and 
merchandising methods were the basis of a series of five 
meetings 1 tly. The clinics were held at the Hotel Sev 
erin, Indianapolis, Ind., and the Hotel Fontenelle, Omaha, 
Nebr., for dealers and their salesmen. 

The five-day sales school was conducted by H. W. 
Barnes, director of sales education. He was assisted in 





They Learn the Answers . . . Sales school conducted by Rem- 
ington Rand at Hotel Fontenelle, Omaha, Nebr., and below .. . 





. similar Q. and A. clinic held at Hotel Severin, Indianapolis. 


Indianapolis by S. P. Bland, supervisor of sales, and R. W. 
Webb, supervisor of sales, Victor Products. In Omaha he 
was assisted by C. W. Barsh, supervisor of sales, R. H. Olsen, 
account representative, and C, W. Sheets, supervisor of 
sales, Victor Products. 

The two sales schools are a part of a continuing sales 
education program for dealers and their salesmen which 
are being held in major cities throughout the United States. 





New York Firm Organized 


National Combustion Company, Inc., calculating machines, 
101-06 43rd Ave., Corona, N. Y., has been granted a charter 
of incorporation listing capital stock of 100 shares of no-par 


value-—EEG 





New Showrooms for New York Firm 

The Typewriter Shop and Werner Maeder have an- 
nounced the opening of their new showrooms in the recently 
completed Finger Building, 396 Conklin St., Farmingdale, 
s. 





Organize New Wisconsin Corporation 
Machine Accounting, Inc., a business bookkeeping and 


accounting service at 1916 Hall Ave., Marinette, Wis., has 
been incorporated with 250 shares at $100 each. Incorporator 
is Winifred K. Rettke—JEH 





San Antonio Executives Hear Heller 

Frank H. Heller, Dallas, Tex., branch manager for Rem- 
ington Rand, addressed the San Antonio Sales Executives 
Association May 3 at the Plaza Hotel roof garden.—JHR 
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Just one of many... 
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Values That Bring In Buyers 


Highest quality Indiana Chairs bring in more and more 
value-seekers . . . virtually sell themselves because of 
their obviously finer wood craftsmanship, serviceability 
and comfort. Your best customers and prospects visual- 
ize Indiana Chairs in their offices—though our national 
advertising. They come to aggressive dealers who cash 
in with the complete line. We'll be glad to tell you the 


details. Write for full facts NOW! 


CNVAC 








Indiana 











Justowriter Simplifies Author’s Alterations 
Author’s alterations are said to be made simply, and in- 


VERSATILE and PROFITABLE expensively on the Justowriter Recorder- Reproducer. The 


basic tape-operated automatic composing machine manufac- 
ATLAS VERTICAL FILING SYSTEMS saul by Cremnanid Daneale Corporation, poets we two 


units. Copy for composition is set manually on a Justowriter 


for Recorder-Reproducer producing an unjustified proof copy 

ee ; and a punched paper tape. Reproduction proofs or direct 

Offset Plates Negatives image plates are prepared automatically at 100 words per 
Stencils—X-Rays minute. 


Should revision be needed, the un-justified proof copy 
from the Recorder-Reproducer is marked to indicate the 
necessary corrections. When all changes have been noted, the 
tape produced from the typing of the proof copy is inserted 
in the reading unit of the Justowriter Recorder-Reproducer. 
This activates the unit to produce a new proof copy and a 
punched tape automatically. 

Guided by the proof copy, the operator stops the machine 
at points of revision or correction and punches the new infor- 
mation into the tape by the normal typing action. Thus, by 
typing only the changes manually, a revised proof copy and 
a corrected tape are prepared in a matter of minutes. The 
revised tape is then placed in the Justowriter Reproducer and 
perfect copy is set automatically. A delete key can cancel one 
character or an entire line from the punched paper tape. 

The Justowriter Combination of machines for composition 
may be had in any one of 11 different type faces ranging 
from 8 point to 14 point in size. Different type faces may be 
used so that copy from first machine may be stripped over 
the final copy for headings or emphasis. 





JUMBO MODELS 


A Jumbo—t(illustrated) 
52” high, 16” wide, 28” 
deep — files 1144” wide 
hangers 











B Jumbo— 

52” high, 18%” wide, 
28” deep—files 14’ wide 
hangers 


C Jumbo— 

52” high, 22%” wide, 
28” deep—files 22” wide 
hangers 


Two drawer cradle sus- 
pension filing cabinets 
and hangers for standard 
and large size plates, 
negatives and stencils. 





Robert A. Craig Retires 

Robert A. Craig, vice-president and treasurer of The 
Sikes Company, Buffalo, N. Y., retired June 15 but will 
continue to act on the Board of Directors. He was con 
nected with Sikes for 35 years after joining the firm as an 
accountant in Philadelphia. 


DELUXE MODELS 


A Deluxe—25'2" high, 13” wide, 
26” deep. Files 11% 


wide hangers 


Clary Names Waterloo Dealer 

General Business Machines, 521 Lafayette, Waterloo, 
Iowa, has been appointed exclusive dealer there for the Clary 
Business Machines. Both sales and service are being pro- 
vided. —AL 


B Deluxe—25'2" high, 15” wide, 
26” deep. Files 14 


wide hangers 


C Deluxe—25'2" high, 24” wide, 
26” deep. Files 22” 


wide hangers 





All steel construction, ball bear- 
ing casters, separate hanger 


frame, locking stop-arms. 





Atlas Cabinets may be equipped with your customer's 


choice of the six specially designed 


ATLAS PATENTED HANGERS 


See the best in Vertical Filing Systems 
at the NSOEA Convention 
Booths C-3 and C-4 


ATLAS 
VERTICAL FILING 


FOR STENCKLS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 

















Win by a Walk . . . R. W. Spegal, safety director, (center) and 
H. L. Henkel, plant superintendent, (right) show pride over safety 
award won by Herring-Hall-Marvin Safe Company. At left is 
Ryan Hall, president, Hamilton, Ohio, Chamber of Commerce 
Atlas Stencil Files Corp., 16716 Westfield Avenue, Cleveland 10, Ohio which put up the plaque. The inscription cites 1,248,265 mom 
hours without a lost-time accident. 


: 














154 OA —9/54 0, 








he 
nd 


on 


ng 


yer 


‘he 

vill 

bn 
an 


00, 
ary 


ro 


and 
ifety 
ft is 
erce 
nan 


/54 








Why Cosco Office Chair Dealers 


SELL MORE BIG INSTALLATIONS 


rom -Vail-lalae MMe Ko) Ml Gola elelaclilelal- 

























Big Corporations Today 
Buy Office Chairs with an Eye on Value 
and a Return On Their Investment 


Cosco Delivers More of Both and Cosco deal- 
ers everywhere sell more big installations 
because—in today’s highly competitive situa- 
tion—America’s top corporations demand 
value. Cosco chairs deliver more value—more 
luxury features—than other leading brands 
costing up to twice as much! And Cosco chairs 
do reduce fatigue and increase efficiency! 


Such major companies as... 
* American Airlines 
* American Optical 
* Loew's Theatres 
* United States Plywood 
* Trans-World Airlines 


...-now use Cosco chairs, and attest to their 
greater value and work performance. 


Want to sell more big installations? You 
will when you feature Cosco...the chair that 
holds the value lead! 












MODEL I5-F 
Secretarial Chair 
$29.95" 


FEATURE 
NATIONALLY 
ADVERTISED 


LUSCD \\\ii- 









MODEL 18-TA MODEL 20-LA 
Executive Chair Conference Chair 
It PAYS $47.50* $27.50" *Zone | retail prices 


TO GIVE THE CUSTOMER 


WHAT HE WANTS HAMILTON MANUFACTURING CORPORATION 


Columbus, Indiana 
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demand és 


PARES BRYA 


INDEX CARDS 


Like the wise old owl, sales- 
wise buyers must “keep 
their eyes open” — for 
quality and economy. 

Park Brand Index Cards are 
noted for their superior col- 
or, smooth surface and 
toughness. This stock is 
made of the finest quality 
100% sulphite pulp to our 
own specifications insuring 
unvarying uniformity. Fur- 
nished in all standard sizes, 
weights, rulings and colors. 
Attractively labeled and 


boxed. 


Send for Samples and quotation 


Imperial fffethods (0 


ILLINOIS 





FOREST PARK, 
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Finch’s in Idaho Has Face Lifted 


Finch’s Stationery Store, 211 N. Tenth St., Boise, Ida., 
recently underwent a complete face lifting. Among the 
special features is the textured marble terrazzo tile facing, a 
cantilevered marquee and a steel facade. The interior also 
has been completely redesigned and redecorated. 

Harold Finch first began selling printing and stationery 
to Boise offices in January, 1924. He started in a small 
rented store on N. Tenth St., stocking it with Globe- 
Wernicke office supplies and furniture, Wilson Jones busi- 
ness forms and Harter posture chairs. 

With business constantly expanding, he moved to larger 
quarters in the Masonic Temple Building, the present loca- 
tion. The move provided twice as much floor space, plus 
a large basement for storage. Since that time a store balcony 


has been added. 





Merit Award Given Linton Pencil Display 


The Linton Pencil 
Company the 
merit award in the 
1954 folding carton 
competition, Grand 
Exhibition, with its 
Circle (L)_ brand 
pencil displays. 

The three and 
four-color packages 
here illustrated are 
used in merchandising Linton Branded pencils No. 500 
Tuff-Point, No. 4CD Rancho and No. 555 Linco. 

Designed for window and counter use, the displays hold 
one gross ol pencils and the cartons are so constructed as 
to allow easy dispensing through slots in the side. 


won 





Delaware Firm In Expansion Move 


National Vulcanized Fibre Company, Wilmington, Del., 
has announced formation of an advertising-promotion de- 
partment as part of a long-range company expansion 
program. Heading the new department will be William 
H. Brown, formerly director of public relations and promo- 
tion for the Wilmington Sunday Star. He brings to his new 
position considerable experience in the fields of publicity and 
promotion. 

Last year the company achieved its second largest sales 
volume in history. It now is constructing new laboratory 
facilities at Yorklyn to house a growing research division. 





Pixley Safe Moves in Toledo 

The Pixley Safe division of the Newell B. Newton Co., 
office supply firm, has been moved from 613 Jackson St. to 
the Newton company building at 1010 Jackson St., Toledo, 
Ohio. The new location affords customer parking —AK 





Dictaphone Expands Houston Branch 


The Houston branch of the Dictaphone Company has 
been moved to new and larger quarters at 2401 Buffalo 
Drive, Houston, Tex. George Smith is district manager. 
—JHR 


Clarke & Courts Names Manager 


Chester C. Cameron, formerly representative for Clarke 
& Courts in Austin, Tex., has been appointed sales managet 
of the Houston office —JHR 
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Follow 

the 

GOLD RUSH 
to 

Booth 134 
at the 
N.S.0.E. A. 


Convention 





Join in Mosler’s golden salute to N.S.O.E. A. on its 
50th Anniversary. See you at Booth 134, 
Conrad Hilton Hotel, Chicago...September 18-22. 


~ Mosler Safe 
Os ©Yr - Since 1848 


World's largest builders of safes and bank vaults... Mosler built the U.S.Gold Storage Vaults 


at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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Dealers who want products that stay sold once they're de- 
livered to the customer know that they can count on Faymus 
Expertly made and beautifully packaged in individual boxes, 
Faymus products are the quality line — the line that brings 
customers back time after time 


Only Faymus daters give you ALL these features! 


e BANDS OF RED RUBBER—far more durable, resist rough treatment 
6-YEAR LIFE—year band is not quickly outmoded, carries 6-years of 
dates. 

BANDS TURN EASILY—never stick, never slip once set. 

RUGGED FRAME—for long, hard service. Heavily chrome plated 
HARDWOOD HANDLES—select wood, beautifully finished. 
EXTRA—year band carries useful wordings: Rec’d, Ans’d, Ent’d, Paid, 
A.M., P. 

Imprinting | at no charge on quantities of one gross or more. 

e Also available without imprint 


See the sensational new B&M product in Booth 236. 


WRITE TODAY! 


Gentlemen : 

I'd like to know more about the lowest prices and highest 
profits in the industry Send me complete information 
at once! 


Name .... 
De écaees ciiad edu eed waned 
Address 


| City . ‘ Zone State 
| 






Faymus DIV., Bankers & Merchants, Inc. 


3229 N. Sheffield Ave. Chicago 13, Illinois 
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Refrigerette Used Mainly in Office 

When automatic refrigeration moves out of the kitchen, 
where does it go? 

An analysis of the first year’s sales of Servel’s portable elec- 
tric Wonderbars shows that 35° of the refrigerettes sold 
are being used in offices and 16.1°% in recreation rooms or 
dens. 

According to Neal E. Schuman, field sales manager of 
Servel, Inc., hundreds of uses have been found for the re- 
frigerette, but more than half of all Wonderbars sold are 
being used in offices, recreation rooms and dens, with the 
following principal uses accounting for most of the other 





sales: 
Living é 
porches or patios, 7.7%. 
Nearly 6% of all refrigerettes sold are being used in hotels 
or hospitals, and 3.5°/ in boats or on airplane S. 


1?.3¢ 


rooms, 15°/: bedrooms or nurseries, 


/ 


E. J. Tamerlani Promoted by Burroughs 

M. E. Mengel, director of Burroughs Corporation’s prod- 
uct planning division, has announced the appointment of 
Edward J. Tamerlani as mechanical service representative 
for the division. Mr. Tamerlani has been serving as service 
representative at the company’s branch office in New York 
City. 

Mr. Tamerlani will be responsible for the development 
and preparation of a service program and service manuals | 
for new devices such as Burroughs’ Sensimatic to Punched | 
Tape business machine applications. He joined Burroughs in 
New York as a service trainee in 1948 and has served con- 


tinously at that branch. 


Esterbrook Launches Display Contest 

Esterbrook Pen Company has launched a window display 
contest open to all dealers and carrying 59 cash prizes. 
Awards run from three first prizes of $250 to 50 honorable 
mentions that will pluck off $10 awards. Entry consists of 
a display of Esterbrook products set up in a show window. 
Winners will be chosen from photos sent in by dealers. 





Winners in the Mongol brand “Paint with 
contest sponsored by Eberhard Faber Pencil Co. make @ 
in a New York department store. They 
are Gordon Price, 9, (center) of Brooklyn and Ellen Fecher, 8, 
Westbury, Long Island. They were introduced to their juvenile 
public by Miss Pat Meikle (seated) TV announcer. 


A Pair of Aces... 
Pencils’ 
“personal appearance” 
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PEN OR PENCIL CARBON PAPER 


STAIN REMOVER 


Hand (rea 






copies! 


SEZ way Stain k 
c ihe 


Hand Cream—in 
jent, economica 






penser, more moderr 
Or tubes: Remove 
bons, hectog 
other stains quickly 


ae SEE THEM ALL AT 


SHE The compiete line of M4 
Outstanding M&V-carbon pape Une cy apeiueeed 


relate! inked fale) elelal ane 
elsle Mm o)dle-TeMhioll oldlalell ollelel f BOOTH NO. 145-146 


its to you! N. S. O. E. A. CONVENTION 
SEPTEMBER 18-22 
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‘Export Statistics 


of U.S. office machines, 
equipment and supplies 


A LOW PRICED CHAIR nen Net Value 


FOR A HIGH PRICED Machines Accounting Nondetriptive excep ‘o a 
Machines eo Descriptive except 




















EXECUTIVE Punched card N ATEN 716 1471953 
Machines tfsting-—Addin except ‘Punched card New ... 4023 606514 
Machines Non-Listing Calculating except 

Punched card New ... ecsemaieniats ; 2059 717103 
Machines Accounting Etc. , except Punched 

card New, Nes. 236 57921 
Machines Card Punching and “auxiliary New 266 917607 
Machines Accounting Etc. Used and Rebuilt iS5i8 224133 
Parts for Accounting Etc. Machines . 2076721 
Addressing Machines 106 70066 
Accessories & Parts for Addressing Machines 43187 
Machines Duplicating Ex Lithographic Offset 383 8028! 
Machines Duplicating Lithographic Offset 60 97298 
Parts for Duplicating Machines .... 60729 
Cash Registers New . 1289 564407 
Cash Registers Used Rebuilt 435 52963 
Parts for Cash Registers —.......... 324818 
Typewriters Standard New Except Electric 7915 970101 
Typewriters Standard Electric except Automatic New 685 175620 
Typewriters Portable New . 4432 255664 
Typewriters Used Rebuilt except Automatic 2371 108503 
Typewriters Nes. ........ : 132 90084 
Parts & Accessories for Typewriters 489892 
Staplers for Office 65089 89248 
Dictating Machines ’ 422 107308 
Mail Handling Machines & Parts 37144 
Check Handling Machines & Parts 48192 
Office Machines & Parts Nes. 177840 
Mechanical Pencils All Materials (Doz.) 24505 95446 
Mechanical Pencil Parts 25629 
Pencils Ex Mechanical Black Lead (Gr.) 100194 260133 
Pencils Ex Mechanical Nes. Sse 5419 34177 
J “a 437% 
0 re 46669 
Fountain Pens Bal! Type (Doz.) . 102207 286748 
Fountain Pens Ex Ball Type (Doz.) 62097 633254 
Ball Pen Refill ink Cartridges (Doz.) 60174 84392 
Fountain Pen & Ball Pen Points Nes. 228147 
Fountain Pens Points (Gr.) —....... 22922 115930 
Carbon Steel Pen Points aati AMS 18tt3 21567 
Desk Pen Sets _... a 13516 31976 
Ink Writing —_ 141212 
Ink Nes. 305165 
Carbon Paper (Lb.) . SES 5 ee 143185 142230 
Ribbons Cloth Inked O Machines . 55666 





Office Supplies Nes. —...................- 355937 
(Nes.—Not elsewhere specified) 


Figures for April, 1954, Released in July, 1954, 
by the U. S. Department of Commerce 





Gregson No. 505 
Executive Posture (A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 

Department of Commerce, Washington 25, D. C.) 
Plenty of room for executive growth .. . 
Lots of comfort to dispel brain weary fatigue 

. Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 





The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 





Cormac Demonstration . . . Jim Knight, sales representative for 

the O’Neil Branch Co., Orlando, Fla., demonstrates a Cormac 

GREGSON MANUFACTURING COMPANY desk-top photocopier to Richard Fletcher, insurance manager for 

Manufacturers of Office and School Chairs the Tucker & Branham Co. of Orlando. The demonstration was 

LIBERTY, NORTH CAROLINA designed to show ease and speed in copying blueprints, contracts, 
deeds and insurance forms. 
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oe SET 


or 
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or 
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INTRODUCING Gaues 










LIGHTS AT ANGLE — 
REDUCES EYE FATIGUE 






FAST-SELLER 
FOR ‘“‘BACK TO SCHOOL” 





HOLDS 10 VOLUMES 
WITHIN EASY REACH 





ADJUSTABLE BOOK REST 
FOR EYE COMFORT 








@ Only 10” deep, 18” wide, and 20” high SUGGESTED RETAIL PRICE 

poe 87h eee 95 REMOVABLE SHELF GIVES 

® Perfect for study and taking notes h EXTRA ROOM FOR WRITING 
-— @€ac 


SLIGHTLY HIGHER IN WEST 














You’ve never seen anything like the entirely new 








Faries “STUDEE-LITE”! Designed to save eye- ER 

sight, space, time and motion, the Faries “STUDEE- '@) RP, 4 

LITE” is the result of detailed research into student no ie 
study habits at several large universities. — wee 


Beautifully finished in Faries new and smart two- 
tone Desert Bronze with Pastel Gray book rest, the 
“STUDEE-LITE” is approved by Underwriters Lab- 
oratories. Takes two regular incandescent bulbs. 


Faries Lamp Division, Elwood, Indiana 
Please ship at REGULAR DEALER DISCOUNT e 


Faries “Studee-Lite” #60200 
Quantity (Shipped 6 to a Special Introductory Stondord Package) 


Send Advertising Newspaper Mat: 2 col 3 col (Check One) 


DEALER’S NAME 





Packed individually, 6 to a special introductory 
standard package. Weight 12 Ibs. each. 


Look for our booth, No. 223, at the National Stationers Conv. 


























QO > sah 1 LAMP * 
Ht DIVISION 
STREET 
CITY. STATE 








General Lamps Mfg. Corp. . . . Elwood, indiana 


ee a ee ae, oe 
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9- it is covered, with Kalistion 
Take a moment to Look amd neal. | || 




















Lhe design and manufacturing skills of Thomas find their 
highest expression in pieces such as those illustrated here 


covered with Kalistron. On your selling floor, these and other 
Thomas chairs covered with Kalistron, will mean bigger profits, 


greater customer satisfaction. 


With Kalistron you can promise customers years of duty- 
with-beauty. That’s because Kalistron’s color is fused to the 
underside of transparent upholstery-weight Krene—the sturdy 
plastic sheeting. Even on arms, backs, seats, Kalistron is practi- 
cally indestructible when it comes to scratches, scrapes, marring. 

Kalistron holds its shape, provides greater seating comfort, 

drapes and tailors beautifully, cleans with 





a damp cloth. /t will help you create 








bigger volume. 








FURNITURE COMPANY 
HIGH POINT, NORTH AROLINA 


OA-9/54 


Thomas Furniture’s No. 180 Club 
Chair and Ottoman, covered with 
Kalistron. Luxurious full foam 
rubber tufted back. 


Thomas Furniture’s No. 120 dual 
purpose Club Chair, covered with 
Kalistron. Sell it as a reception 
room chair or a director's chair. 
May be easily moved about. 





Pieces illustrated on this page 


will be on exhibit at the nt SS | 





Kalistron Division 
United States Plywood Corporation 
World's Largest Plywood Orgenization 
55 West 44th St., New York 36, N. Y. 



















the NEW BURROUGHS TEN KEY | 5 al 


to 44 million prospects 


in 34 leading magazines 































How can you miss? You’ve got the newest ten-key 
adding machine in the world—the all-new, all-electric 
Burroughs! And, to back up your own 

selling efforts, Burroughs has launched an 
advertising campaign that will reach 

1414 million prospects! 

In 34 leading magazines—26 in the U. S. and 8 
in Canada—the young lady at the right will 
show the new Burroughs TEN KEY to 

a nationwide audience— including 

thousands of TEN KEY prospects 

in your sales area. You'll see her in 

LIFE, POST, TIME, U.S. NEWS, 

BUSINESS WEEK and many other 

widely read publications. 


Here’s your opportunity for added 
sales and bigger profits. Get your share 
of the expanding market for 

Burroughs products and Burroughs 
service—a market that’s being pre-sold 
by a continuing program of 
aggressive national advertising. 
Burroughs Corporation, 
Detroit 32, Michigan. 






SEE IT AT THE 


N.S.O.E.A 
CONVENTION 
BOOTH C-13 

















WHEREVER THERE’S BUSINESS THERE’S Burroughs 


Burroughs 
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Patents 


f*,. 
‘ f 


Sta 








a 


Granted J 
2,682,053. P 


2,682,145 


nN 
; 


2,682,297 


as) 


2,682,37! 
chines 


2,682,372. In 


2,682,580. Teleph 


2,682,581. Gan 
Like. f& 


er of Patents, Washington, D. C., 
nps and personal checks are not accepted.) 





es of patents can be obtained from the Commis- 
for 25 cents each, 














29, 1954 
Type Fastener Driving Device. Henry Ruskin, Bayside, and 
N. Y., assignor Speed Products Co., Inc, Long 
Jar Device for Otce and Other Clocks. Friedrich Hauser 
assignor Wurttembergische Uhrenfabrik Burk 
kar), Germany 
re _ Construction. — F. Hamilton, Columbus, Ind., as 
rp., Columbus, Ind Illustration. 
arrlage Shifting ~ a we Mae for Ten-Key Multiplying Ma- 
Zurich, Switzerland, assignor to Precisa A. G 
h, Switzerland. Ilustration. 
e Tax Calculator. Richard B. Romani, Chicago, III. 
ne Receiver and Transmitter Supporting Attachment. Pao 
i Hsue C. Tsien, Whitestone, N. Y. 
3 Contact Device for Record Controlled Machines or the 
é Norwalk, Conn., assignor to Remington Rand 


Granted July 6, 1954 


2,682,876. Met 


2,682,944. Type 


tration 


2,682,966 heet 


iJ 


2,682,993. A 


2,682,994. Re 


lustration 


Granted July 
2,683,458. Ca 


2.683 459 Expar 


2,483,519 


2,683,547 Tape 


hod of Preparing Cards for Card Filing Systems. ira W. 


writer Type-Action and Touch Control. Frederick W. Schremre 


Remington Rand In New York, N.Y. Illus- 
Meta File. Se rge D. Wiepert, Branford, Conn., assigr 
1g Machine Data Indicator. Angus G. Helgeson, Bir 
The National Cash Register Co., Dayton, Ob 
ng and Paper Feed Control Mechanism. Robert E. Boy 


Kuhne, South Pasadena, and Wharton A. Parsons 


to Clary Multiplier Corp., San Gabriel, Calif 


3, 1954 
4 rting Device. Martha E. Davis 
sssignors to United States 
f Agriculture. 
dable Binder Filing Device. 


Berkeley, and Jacob C. 
of America as repre 


Stephen C. Stephanson New 


Writing Machines. John T. Davidson, Dayton, Ob 
Register Co., Dayton, Ohio. Illustration. 
spenser. Howard L. Fischer, St. Paul, Minn. 


Granted July 20, 1954 


2,604,052 Writir 


assior 


2,684,095 Reinf 


tilustration 
2,684,146 


tration 


2,684,198. Ne 
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Ernst W. Rickmeyer 
. Janesville, Wis 
er and Antispreader for Brief Cases. 


3 Instrument. 


Prospect Heights, |! 


Raphael Dubrowin 


writer — Bar Action. Laurence B. Hill and George R. 
N. Y., assignors to Smith-Corona Inc., Syracuse, N. Y. 


t oning Mechanism for Typewriters. Walter T. Sagner 
Underwood Corp., New York. N.Y. Itllus- 


ve Total Taking Means for Combined Typewriting and 











THE CROWN 


For that Extra Qi Economy Effici 


aste nsist on the best line 


THE CROWN 


Se 


! 
! 
See eee 


R.A. STEWART AND CO.,INC. 


8O Duane Street « 


New York 7, New York 
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times faster 
than by hand 


LETTER 
OPENER 


Only $105 


F.O.B. FACTORY 


plus excise tax. Stacker 
optional ot nominal | price. 
(Prices 
without ad 


There are a dozen prospects 
for a Scottie Letter Opener for 
every single one who can use one 
of the larger, more expensive 
machines. Thousands of smaller 
businesses, as well as lots of 
large offices, offer an untapped 
market for this speedy, low cost 
time-saver. 


Retail stores . . . insurance and 
real estate offices . . . banks and 
factories . . . all will be inter- © Opens ofl sizes of 
ested on sight. Wherever time is envelopes. 
money—that’s the place for a 
Scottie. 


The Scottie will open 200 to . Oustaned and psteod 
; vA : or offices receiving 

300 letters a minute—30 times indie tae 
faster than by hand. Gets the 4 

. per day. 
mail open and the office off to 
a fast start. Clips a clean slice © Thousands of small 
from all sizes of envelopes with- ~~ medium * osm 
out cutting corners or damaging ina bashes. ° 
mail. Weighing only 9 pounds, 
—you can carry it anywhere. @ If you are experi- 
There’s nothing like the Scottie —= bn: nad " 
Letter Opener for steady, per- es 


coupon—some 
manent profits. territories are open. 








@ Opens 200 to 300 
letters per minute. 


@ Weighs only 9 Ibs. 








ARNOLD MAC KENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 






ARNOLD MacKENZIE, INC. 
3133 Overiook Drive, Minneapolis 20, Minn. 
ae ; am experienced in sales of specialty office equipment. Send 
full information on Scottie Letter Opener. My territory is: 


Dt etweececvscens coeeee coves . 
e i. «aie als @ die ob’ » 606 60 66.66 00.0 0&6 6.06 66s 60006 bE6 CORSO e 
BE DEED Cec ce ces ccc sececoeseceecesosersecceevesese 
2 o 
City... cone State. .cccccccccces 
eo @eeeeeeee#seseeseeesteee ®@ 


| 


Computing Machines. Arthur H. Sharpe, West Hartford, Conn., assignor ¢ 
Underwood Corp., New York, N.Y. Iilustration. 

2,684,240. Adhesive Tape Propeiling Mechanism. Seth B. Lindsey, Anoka 
Minn., assignor to Minnesota Mining & Mfg. ¢ St. Paul, Ming 

ag tee Multiple Level Filing Cabinet. Murrell L. Hamacher, Fort Lee 
N. J gnor by mesne assignments, t hrysler Corp., Highland Park 
Mich. 
Granted July 27, 1954 

2,684,655. Power-Operated Tape Dispenser. rson A. Kuhnle, Vermilion 
Ohio. 

2,684,718. Card Punching Machine. Hans P. Luhn, Armonk, N. Y., assignor 
to International Business Machines Corp., New York, N. Y. Illustration. 
2,684,719. Storage Key Punch. Reynold B. Johnson, Binghamton, Henry A 
Jurgens, Vestal, and Otto F. Moneagle, Endicott, N.Y., assignors to Inter 
ational Business Machines Corp., New York, N.Y. Illustration. 

2,684,745. Teletypewriter. Edwin O. Blodgett, Rochester, N. Y., assignor to 
International Business Machines Corp., New York, N.Y. Illustration. 
2,684,746. Continuous Form Feeding Device. John H. Bakelaar, Binghamton, 


Derk J. Oldenboom, Endicott, and Lorin T. Biever, Vestal, N. Y., 
nternational Business Machines Corp., New York, N. Y, 
2,684,747. Adjustable Paper Stop for Accounting Machines. Walter A. An- 

derson, Bridgeport, Conn., assignor to Underwood Corp., New York, N. Y. 
2,684,808. Automatic Spacing Stroke Control Mechanism for Accounting 


assignors to 


Machines. Walter A. Anderson, Trumbull, Conn., assignor to Underwood 
Corp., New York, N.Y. Illustration. 
2,684,809. Operation Control Means. Herman Gang, Livingston, N. J., as 


signor to Monr 
2,685,002. 


oe Calculating Machine Co., Orange, N. J. Illustration. 
Lock for Telephone Instruments. Myles Reilly, Astoria, N. Y. 





Clary’s European Sales Soar 


Dollar volume of European sales of business machines by 
the Clary Multiplier Corporation in the first six months 
of 1954 doubled 1953 figures, Hugh L.. Clary, president, 
disclosed. 

With the improvement of the European export market, 
the company is expanding its overseas sales organization 
and new distributorships have been set up, Mr. Clary said. 

Ted U. Hallberg, of the export department, took a five- 
week Continental tour and reported the cash register line 
is being “exceptionally well received.” 








Receives Safety Plaque .. . A. E. Diem, Dictaphone vice-presi- 
dent in charge of manufacturing, accepts a safety plaque from 
W. C. Crager. E. V. Anderson, Johnson & Higgins, (left) and 
George E. Trelease, Dictaphone plant safety engineer, (right) 
are interested spectators. 





A unique window display was 
offered by Carvajal & Cia Ltda., prominent Columbia, S.A., rep- 


Down South America Way .. . 
resentatives for Old Town products. A giant reproduction of the 


ribbon, spool and bale of a typewriter occupied the entire win- 
dow and drew considerable attention. 
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“UNITIZED 


fiat NEW advance in 
\ STEEL SHELVING in 2Q Years 
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Insert shelf support 
bracket—no fumbling 
with studs, bolts, nuts 
oe ¢ lock washers. 








Tilt shelf into support 
bracket, and you're 








Press shelf lock inte 
position—a slight ham- 
mer tap and it’s fin- 
ished. 





SIMPLICITY 










The most flexible shelving on the market. 
See 1-2-3..how easily and quickly shelves 
are assembled. 

NO BOLTS ..NO TRICKY TOOLS 
are needed to lock shelves in place. 

















Another new feature.. you can move any 





shelf within a unit without disturbing 


shelves in adjacent units. 









































SS 


a 


Any unit..yes, any unit can be moved 





without disturbing other units. 


























EL SHELVING 


Patent applied for 





UNITIZED fi STE 








Saves erection time! 





Fewer parts—no dilly-dallying with 
bolts, nuts and tricky tools. 


No other shelving is easier to install or 





assemble than Borroughs..none, bar none. 





Here’s shelving that’s in a class by itself .. 


obsoletes all other type shelving. 





Saves time 
rearranging shelves! 


No lost motion... you can change 
shelves in rapid-fire order. 


NEW! > 


BORROUGHS 
SHAPED POST ( 0 


for open shelving i) 

















oO! 





Has added strength! 


New Borroughs shaped post gives 
extra strength... extra value. 


« NEW! 


BORROUGHS 
1-PIECE CLOSED UPRIGHTS 


for closed shelving 























only 1 piece to handle Saves money! 
Less installation cost — no wasted air 


space—speedily adapted to any 
shelving storage problem. 

















Ye 











Send for catalogue 
BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 





od 





3004 NORTH BURDICK alll KALAMAZOO, MICHIGAN 














week. 


Small wonder that, during the first 
six months after the Buyers Index 
first introduced buyers’ inquiry cards, 
more than 8,400 dealer inquiries 
have been received concerning prod- 
ucts and manufacturers. Such re- 
sponse registers the steady dealer 
traffic in the annual Buyers Index 
issue—traffic that pays off for adver- 
tisers and dealers, alike. Here’s How: 
mit locates customers: When deal- 
a to the Buyers Index they are 
} specific buying information. 


170 


As you might expect, OA’s Buyers Index issue is the outstanding buying guide in the 


most recent questionnaire: 


They are ready-to-buy customers 
looking for a buying source. 

It locates wanted merchandise: 
The complete listings direct ready- 
to-buy customers to available lines. 
They locate the right merchandise at 
the right time for making sales. 

It directs buyers to your company: 
The complete listing of manufactur- 
ers provides full between-calls cov- 
erage and service to customers, 
when they are ready to buy. 

It makes new sales contacts: The 


industry, because it is geared to the expressed needs of dealers and advertisers. 
To make sure of providing the most useful service possible, Office Appliances 
contacts users from time to time seeking better ways to serve dealer needs. 
So, when stationers, machine dealers and furniture dealers across the country 
say that OA’s Buyers Index issue is in almost constant use—that it is an invaluable 
source of buying information—it is an endorsement that is meaningful and respected. 


Here, for example, is what a representative number of dealers told us in our 


° 
89 %o use the Buyers Index issue at least once each month 
(only one said “‘never’’). 


9, 
44.6% use the Buyers Index issue at least once every 


full supply of dealer inquiry cards 
in each Buyers Index directs inquiries 
to the efficient OA Service Bureau 
where they are quickly processed 
and forwarded te proper suppliers. 
They enable OA to direct new cus- 
tomers to appropriate sources. 

This effective 4-in-1 sales service 
provides a plus value to manufac 
turers who supplement their listing 
material with additional sales infor- 
mation by advertising in the Buyers 
Index Issue. 
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There’s this about ‘ 
The Buyers Index Issue... 


For Advertisers: The dramatic leadership 
of the Buyers Index issue in number of pages 
of advertising and the number of advertisers 
is solid evidence of its importance in pro- 
ducing sales the year ‘round among office 
supply and equipment dealers. 


For Dealers: The advertising in the Buyers 
Index issue provides an additional source of 
helpful information on merchandise and 
merchandising that makes the Buyers Index 
the most comprehensive, most-used buyers 
guide available. 


MORE ADVERTISERS 


Buyers Index Advertisers 


PLAN NOW. fe get 
the most complete, | 
in the industry. Be su 
represented in both ) 
annual Buyers Index 








See the new Harter chairs at the N.S.O.E.A. Show, Sept.18—22, in the Conrad Hilton, Room 605-A. Q 


(i last! A TOP QUALITY 


STEEL EXECUTIVE SWIVEL c 
ARMCHAIR! moe | c 
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HARTER MODEL 18008 
Ma 
T 
ing 
of t 
regis 
Can: 
Check and Compare depl 
. e * In 
This Quality Construction ee 
Fa) 
@ Smooth Steel Construction— no weld spatter Boss 
or hose-catching roughness. Its F 
anc 
@ Comfortably Curved Backrest with Foam have 
Rubber Cushion. ‘ 
to th 
@ Molded Rubber Armrests — never need re- 
upholstering. 
e “Balanced-Ease” Chair Control—fingertip 
handwheel adjustment. 
e@ Seat has Resilient Padding over Coil Springs 


— waterfall front. 


e Heavy Gauge, One-piece Formed Steel Base— 
stainless steel scuff plates—finest ball-bearing 
casters with two-inch soft rubber tread. 


HELPS YOU SELL COMPLETE JOBS e@ Fabric, Plastic Coated Fabric or Leather Up- 
holstery — wide range of pleasing colors. 

The Harter 1800B line of four matching chairs a : 

includes the swivel armchair, side armchair, rhe emer sy <<) geile: — 

swivel chair, and side chair. This harmonious 

executive suite helps you profitably sell com- 


plete installations. For information, write 
Harter Corporation, 925 Prairie, Sturgis, Mich. i | (Q) | OT E = 


STP eo 1s, Mit he ton 


STEEL CHAIRS 





ae 
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Marchant Announces New 
Managerial Appointments 


i dgar B 


p, president of Marchant Calculators, Inc., 
following appointments at scattered 
s thr out the country: 


has annoul 1 the 


agencit 


Edward ttleton becomes manager of the Albany, 
N. Y., distr hee. He formerly was sales representative 
n the New York downtown district office. 

T. C. Phe s agency manager at the Amarillo, Tex., 
district om 

Albert W wson to agency manager at Redwood City, 


lif. 
John H. Moyer 
He 


same district 


Ca 
named agency manager at San Bernardino, 


Calif. romoted from sales representative in the 





Find Uncle Sam 
Supplying 


Is Big Customer 
federal government with office supplies 
and office furniture is big business in the Chicago area, 
Edmund F. Mansure, U. S. services administrator said in 
Chicago rec Mr. Mansure, a Windy City manufac- 
before be mung identified with the Eisenhower ad- 
just completed an inspection tour of gov- 
facilities in the Chicago area. 


turer 
ninistration, ha 


ernment suppl 


He revealed that eight large contracts for furniture for 
the air force have been let to Chicago area factories recently 
ind rival facturers are displaying keen interest in 
government contracts and requirements. He stated the sup- 


ply support program became active last July and deliveries 


1OW a\’e 





Mayline Exhibits at Engineers Show 

The Mayline Company recently exhibited its line of draft- 
e and equipment at the 10th biennial show 
of the American Society of Tool Engineers. Over 30,000 
registrants ca from all parts of the United States and 
Canada to attend the show, held at Convention Hall, Phila- 
dephia, Pa., fi April 25 through 30. 

In attendance at the Mayline booth were: E. H. May, 
president; W Wendland, sales manager; and Irwin R. 
hasing agent. In addition to the showing of 


ing room furniti 


4 
‘ 


Bosshardt, 


ts products, Mayline also introduced its new catalog 8A 
und price h became effective May 1. Dealers who 
have not received the new catalog and price list should write 
to the cor 





Sales Stimulator .. . 
Addo Machine Co. is 
employing the charm 
of Lillian Marcuson, top 
New York model, in its 
intensive national cam- 
paign to promote the 
sale of its Addo-X add- 
ing machines. The firm 
claims Addo-X offers 
calculator performance 
at adding machine cost 
when multiplying. 








Just SHOW em 
... Youll SELL em! 





Stock this profit-making Felt-Point Pen that 
SELLS ITSELF! New colorful Marsh 77 
display means faster, easier sales for you in 
the growing felt-point pen market that in- 
cludes teachers, students, artists, shippers, 
housewives, businessmen. EVERYBODY 
is a potential user. It’s the only single 
writing instrument that does everything. 
Marks on anything with instant-dry ink. 
No. 1 Set contains: Marsh 77 Pen, can 
of ink and extra felt points .... . $3.25. 


MES 4 


elt-Feud PEN 
DEALERS: y 


Mail coupon today! hee | 


MARSH STENCIL MACHINE CO. FP-14 
83 Marsh Blidg., Belleville, Ill. 


Attached is our letterhead. Ship us display card with one dozen 
No. 1 Sets (and supply of Quickie Courses in Drawing and Letter- 
ing) billed at standard retailer’s discount. Sample 77 Pen for 
demonstrating included FREE. 

Name: 
Address: 
By: 


enananenenenaidnanmeusastitebenubesenenaaaedae 
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PRES-T0-LINE CORP. OF AMERICA 


174 





TYPISTS NEED THEM...TYPISTS WANT THEM! 
Saves unnecessary fatigue, frayed nerves, 
and reduces typing errors by eliminating the 
bounce, wobble and sway from typewriter 
platforms. Functionally designed... attrac 
tively streamlined to add smart modern lines 


to any office desk new or old 








RETAILS 
AT ONLY 


95 


FAIR 
TRADED 





instant fingertip release! 


Sturdy all-metal construction, smooth no-sag 
finish, firm-grip rubber top bumper and 
floor base. 


@ QUALITY CONSTRUCTION THROUGHOUT 
@ EXTENDS FROM 17 TO 31 INCHES 

@ EASILY ADJUSTABLE TO ANY HEIGHT 

@ AUTOMATIC, SELF-LOCKING MECHANISM 
@ POSITIVE SUPPORT ...NO SLIPPAGE 

@ TELESCOPES TO FIT INTO DESK DRAWER 





Extremely liberal discounts ! 








2339 COTNER AVE. e LOS ANGELES 64, CALIFORNIA 











“Just Among Friends” 
By E. J. Mitchell, 
329 Belt Ave., St. Lovis 12, Mo. 


Many dealers whose stores are located on the fringe area of their 
cities’ retail sections may be interested to watch the results ob. 
tained by two of our larger firms now working on plans to establish 
branch retail stores primarily for the increased sale of “over-the. 

inter’ merchandise. 

Omaha Printing Company, Omehe Nebr., plans to open a 
branch right in the middle of things at 16th & Farnum Sts. 

Schooley Printing & Stationery C mpany, Kansas City, Mo., now 

cupying a large building some two or three blocks from the 
edge of the main business area of Kansas City, contemplates open- 
ing a branch in the heart of the business section for the increased 


GE Gee Seagate 9 
. © £0 
F wing the establis snment t e iture store 
by Guares E. Seidel and “Morry” Cc. Mouritsen, Fa srnham's Station. 
ry & School Su ipply, maeente s, has picked s successor to Mr. 
Seidel ss head of the office furniture departme Chosen is El. 
mer F. Newstrom, whose prior nnections included Miller-Davis 
Company, M nneapolis; Carlson Br Moline; and his own office 
equipment business in Moline. 
Mr. Newstrom, however, has been in the Farnham organization 
about two years, and is an experienced office furniture man 
r ngratulations and good wishes to all of the foregoing. 
¢ ¢ 6 # a 
Guess ma f us are looking forward to mid-September for the 
pening » big NSOEA convention and exhibits, where we hope 
to meet r ident and view the many fine exhibits. (Be sure to 
“tote” along a goodly supply of purchase order blanks, so the 
poor 1 manufacturers can continue to eat). 


* 7 * * * 


jood earn our old friend Don Bernard, formerly of Zai- 

er Des Moines, and later of sales department, Diebold Safes, 
mbing the d ladder and is now sales manager of York Safe & 
Lock Company. Congratulati 
* * * # @ 


Have y heard about that reat international tishing trip last 
July? Can't say how many big fish were caught, but a lot of big 
T noo supply ind try mace an eftiorT fT bring home 
3 

rty which flew into the Canadian wilds for a week, were 
M. W. ‘tadalont of Farnham Stationery & Sc! Supply Com 
pany, Minneapolis: John Latta of J. S. Latta & Sons, school sup 
plies distributor, Cedar Falls, lowa, who is president of Nationa 
Sct Service Institute (the sct ipply and equipment trade 
association); Lee Rodenkirch of Fond du Lac, Wisc.; Meridan Glea- 


n of Omaha School Supply Co.; Henry McCord of Central Schoo 
ply Co., Louisville, Ky.; Frank Cooper of Codo Manufacturing 
rp., and the big school paper magnate, Harry Williams of Nee 


# * * ‘+ ’ 


| found a unique service at McClain & Hedman Company, St. Pau 
: eaded by Sterley F. Jerue and his son, Bob. 
When Mrs. Mitchell and | drove to the firm's front door for 
c € é we fc und ourselve ? ne-way Trairic street and 
No Parking” signs occupying the rb lines all around us. Mf 
Jer tepped out to welcome snd directed Mrs. Mitchell t 
irive nt sn enclosed driveway st the east end of the firm's 
di 
r leads to a huge elevator inside the building which 
ed t¢ arry trucks to the upper warehouse floors of the building 


We nosed our car right up to the elevator beside which is an et 
trance door into the McClain & Hedman retail store and upon et 
terina, found ourselves right at the desk of Mr. Jerue. It's quite 


rare to find a store where we can drive our car right to the side 
t t's desk. Jerue service, | calls it! (Note to travelers, th 
pen invitation for all to follow such a privilege. Ther 


busy trucks occupy this space 
oe ¢ © GF 


Almost everyone in our indu acquainted with Bob Valleau 
the Leopold dock: Milwaukee ie air representative for these many 
years. He has served his dealers most loyally and well. Now, ya 
fellows who have benefited from Bob's assistance and knowledge 
return a favor and drop a card of good cheer to him at 162 OF 
Ave., St. Paul, Minn., as he is agair and confined pretty much f 

hee 
neer hi ip with a card 1 Tew er sraging words. May 

y, he st retains that amu j i smile, even though feeling 
tough. Let him know you are his friends by dropping a line to hit 
He isan ynty swell guy! 


0A —- 9/4 
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with these beautiful 
full-color direct-mail 
“showrooms 


AVAILABLE ONLY TO 
Murphy-Miller DEALERS 


PROFIT FULLY from the exceptional value and excellent variety 
that builds EXTRA VOLUME for Murphy-Miller Dealers! Make 
frequent mailings of these fulbcolor, full-size postcards (sold to 
you at our actual cost) and you'll make sales . . . and more 
sales! Effective selling messages printed on back of each card 
cover all the facts that prospective buyers look for. Just add 
your imprint, mail’em out. . . and watch those pennies spent 
on stamps bring in big profits dollars! Mail coupon for samples 
and full details NOW. 










No. 241GP Comfort-Master 
Choir 





No. 5080GP Stenographer 
Posture Chair 





Embassy Group 


See our Exhibit at SPACE 374-375 — NSOEA CONVENTION 
Sept. 18-22—Conrad Hilton Hotel, Chicago 


MAIL COUPON TODAY! 


MURPHY-MILLER, INCORPORATED 
DEPT. OA-1, OWENSBORO, KENTUCKY 


| 

| 

| 

Send me without cost or obligation the following: 

| ( ) Free Samples and Full Details on Full-Color Postcards 
( ) Literature on the complete Murphy-Miller line 
| 

| 

| 

| 

! 

| 


Name 
No. 522-523 Executive- 
Type Posture Chair and 


Matching Arm Chair Store Name 


Address - 


INCORPORATED 


OWENSBORO, KENTUCKY 
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SHELVING, CABINETS, LOCKERS 


BY 





Be first to cash in on 


these POPULAR PRICED 


volume-selling items! 


| | oh - Send for Catalog and Price List My 
= 


E diy ‘Quprene of Maspeth 


UPREMACY IN SUPREME STEEL PRODUCTS, INC. 
EEL PRODUCTS 52-85 74th Street, Maspeth 78, Long Island, N. Y. 


eee see OL scliinanttinanain ee 




















G yx dal wilt 


EXECUTIVES... 














Leal tah 


Off equipment is office equipment... or was, until NAGARA ACTION 


hair appeared on the scene. Here is an amazing new chair... smartly 







1 for the modern office that changes the whole area of office equipment sales. 
ra chair is the only chair of its kind with the built-in deep massage... 
ve idea that will go behind the desk of every modern American executive . .. 
E ided in the Goodyear Airfoam cushions of the NIAGARA CHAIR are unique 
notors. With a touch of the switch, these motors convey a new motion, so © 1954 BY NIAGARA 
sating, yet so smooth and gentle to offer you the most satisfying and relaxing MFG. & DIST. CORP. 
issage you have ever experienced. So good for stimulating circulation while 
y relaxing your entire body. So good for decreasing fatigue 
othing the strain and ache of your work day 


ACTION” Lege ins 


without the clumsy lines of an ordinary reclining chair . . . is the only adjustable 
chair of its kind with the brilliant new NIAGARA ACTION. 






Now ) daily “deep massage” with Fingertip controls... the NIAGARA ACTION lounge 
chair nore than a chair... it's a better and newer way of life. 







Here is kind of office equipment that 
offe eA executive behind the desk - Niagara Massage, Dept. OAS. 
o rf xation and better living. Here is : 
Adamsville, Pa. 

Oo choir wh ty adjusts to al! offices * : 
and wi entific “deep massage” makes @ Please send me full details on Niagara Deep Massage. 
it the tem in the American office 

@ NAME 


Send for dealership information : ADDRESS 
now. For catalogs, prices, and 
House Beautiful brochure, act 
now by forwarding this coupon. @ @@eeeeeeeeeeeee eee & 


* city eovvanserstaatpehameces da 
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S ACCURATELY- PROMPTLY! 


DICTATE REPORT 






i your car, 


boat or plane 
a “rolling 
office’’ 


















INVERTER 


for changing your storage bat- 
tery current to A. C. Meuseheld 
ELECTRICITY 


@-*" 
AA 


in your own car!! 


oe ae 





ATR INVERTERS . . .especially 
5 designed for operating stan- 
dard 110 volt A.C.... 


mounted a @ TAPE RECORDERS 
out of sight " 


under dash 





@ WIRE RECORDERS 


or in trunk 


@ DICTATING MACHINES 


© ELECTRIC RAZORS 
for 


compartment! 





@ EXECUTIVES 
De SALESMEN 
® PUBLIC 
OFFICIALS 
© POLICEMEN 





@ FIREMEN 

@ OUTDOOR MEN 
@ REPORTERS 

@ FIELD INSPECTORS 
@ DOCTORS 

@ LAWYERS, ETC. 





NEW MODELS V NEW DESIGNS V NEW LITERATURE 
“A" Battery Eliminators, DC-AC Inverters, Auto Radio Vibrators 


AMERICAN TELEVISION & Rapio Co. 


Quality Products Since 1937 
SAINT PAUL 1, MINNESOTA—U. S. A, 
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‘Passed Away 





Otto C. U. Graver, 

53, president since 1945 of Otto Ulbrich Co., Inc. Buffalo, 
N. Y., and for many years a prominent figure in the city’s 
cultural life, died July 9. 

A descendent of one of Buffalo’s oldest families, Mr. 
Grauer had been ill for about seven months. 

Mr. Grauer represented the third generation in a family 
of book sellers, combining to an unusual degree solid busi- 
ness instincts with a discerning appreciation of creative 
artistry. 

An extremely quiet, reserved man with an air of straight 
forward honesty, he was a behind-the-scenes figure in nw 
merous cultural projects until illness began to curb his 
activities early this year. 

Even after he became head of the Otto Ulbrich Company, 
he spent hours each week beside the volume-crammed 
shelves of the main store at 386 Main St., greeting old 
friends and counseling uncertain customers. 

Otto Christopher Ulbrich Grauer was named after his 
grandfather, Otto Ulbrich, who opened his first bookshop 
in 1871. Born in Buffalo, Mr. Grauer was the son of 
Christopher Grauer—who headed the concern until his 
death in 1945—and Wilhelmina Ulbrich. 

He began work in the book department of the branch 
store at 222 Delaware Ave., since closed. In the ensuing 30 
years, he was to play a major role in the expansion of the 
company’s two stores to six, the quadrupling of its business, 
and the increase in the size of its staff from about 50 per 
sons to 165. 

Mr. Grauer transferred to the main store and was named 
vice-president in charge of the book department in 1935, 
Always an extensive reader, he preferred biographies for 
his after-office hours. 

With his wife, the former Harriet Richmond, he made 
numerous trips to Europe and spent hours browsing in the 
cluttered bookstalls of France, Germany, Italy and England. 

But instead of adopting their “literary” atmosphere, he 
was instrumental in introducing sale of social stationery 
gift wares, party goods, office supplies and a camera de 
partment in Ulbrich’s. 

During his years as president, Ulbrich’s opened branch 
stores in the University Plaza, Sheridan Plaza, Hamburg 
Shopping Center, Airport Plaza and on Chippewa St.—GET 


Omar E. Boyd, 

president of Stationers 
who died July 9, was noted for his 
years of service to Southern California 


Corporation, 


business. 

The stationery and printing industry 
attracted Mr. Boyd early in life, when 
he became associated with Cunning- 
ham, Curtis & Welsh Stationery Com- 
pany. Later he joined the H. S. 
Crocker Stationery Company. In 1920 
he founded Stationers Corporation together with Harry § 
Morgan, and Vern Googins. He married Lillian Wilson 
1928. 

He was active in the organization of Southern Californi 
Stationers Association and served as governor of the district 
for the National Stationers Association. 

He held memberships in numerous clubs and also be 
longed to the Rotary Club, the Elks for forty-one years and 
to Al Malaikah Temple of the Shrine. 

Mr. Boyd was born May 18, 1891 in Topeka, Kan. Hi 
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it'll have the whole 
=| N.S.O.E.A. Convention spinning!... 


ancl 


wg) , , . the “top secret” development Protectall 


will announce in Chicago on September 18. 


gE ek ton eel 
i tie 


"PLL LOOK FOR YOU AT 
THE N.S.O.E.A. CONVENTION! 
Join my tribe ... get a nice gift.” 


says Bright Dawn, the Protectall Indian Girl BOOTH 152 > 
(Honorary member Hopi tribe) Conrad Hilton 
Hotel 


Chicago 


SEPTEMBER 
18 to 22 


‘4 Protectall Safes r 
His Hamilton, Ohio 
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Wie keeps in step with dealers’ needs 


Ever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
. and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 
good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . .. try our service 


to dealers ... and see how we earn our good will. 


2 
write Ask us today for full information 


a 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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“TO THE 1evor GO ne ener 
Finest DESK STAPLER 






































(Uses Standard Staples) 


Welcome 
to the NSOEA Convention 
BOOTH 83 


See the VICTOR Stapler. . . 
the complete line of VAIL Paper Fastening Devices 
and, the HOTCHKISS Line of Staples 
and Stapling Machines 


/ 





VAIL MANUFACTURING COMPANY 


subsidiary—E. H. HOTCHKISS CO. 
900 EAST 95TH STREET CHICAGO 19, ILLINOIS 
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to admit it but these are typical of 
the remarks we overhear when our 
dealer friends have visited Associated. 
We do have an interesting operation. 
We do have six floors and a basement 
in a building occupying a half a 

city block devoted exclusively to the 
Office Supply and Equipment business 
— AND — we do invite you to come 
over and see it while you are in 
Chicago for the convention. Our 
sales staff plans to be here and we'll 


all be glad to see you. 


Your visit will help you to see better 
why it pays to order from Associated’s 
adequate stocks: 
You write only ONE order 
You receive only ONE shipment 
You receive only ONE invoice 
You write only ONE check 
and, because you are closer to 


Associated than to most factories, you 


get quicker deliveries. 













it’s easy to get here 

from the Hilton. See 
map and plan to 

visit us. 








ASSOCIATED STATIONERS SUPPLY COMPANY 


) 229 S$. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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S. Michigan 
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death occurred at his home, 523 South Plymouth Blvd. 
He is survived by his widow and one son, Omar E. Boyd, 
Jr., of Los Angeles. 


tr F EF + 
Dwight N. Briggs, 


sales representative of the office specialties division of the 
Sun Rubber Company for New York and New England, 
died July 26 in the New Rochelle Hospital, New Rochelle, 
N. Y. His home was in Scarsdale. 

Mr. Briggs was a member of the board of trustees and 
of the board of deacons as well as the clerk of the First 
Baptist Church of New York. He was a founder and treas- 
urer of the Stationers 12:30 Club and a member of the 
Scarsdale Town Club. 

For eleven years commencing with June 1918 Mr. Briggs 
was associated with Orrice Appuianees. After several years’ 
employment at the home office in Chicago he went to New 
York as assistant to C. H. Everly, then eastern manager. 
He remained in that capacity until 1929. 

He then became a manufacturers’ representative but can- 
celled arrangements with other companies after his activities 
with Sun Rubber Company expanded to a point at which 
they required his full attention. 

Mr. Briggs is survived by a son, Dwight W.; a daughter, 
Dorrit M., and a brother, Egbert E. Briggs. His age was 54. 


bt rkEr & 


Harry J. Robinson, 

81. associated with the Mosler Safe 
Company since 1901 and manager of 
the New England office for 35 years 
prior to his retirement in 1951, died 
July 5 of a heart attack in Hyannis, 
Mass. He was born June 1, at Merri- 
mac, Mass. 

Mr. Robinson was a 32nd degree 
Mason, a former director of the Rotary 
Club of Boston and worked closely to 
advance the cause of the Boy Scouts of America. He is 
survived by a brother, George F., of Cambridge, Mass. 





tk tt & 


Henry B. Gordon, 

82, president since 1919 of the Abbott Coin Counter Com- 
pany, Inc., in the Bronx, N. Y., died July 19. He lived at 
563 Park Ave. 

Mr. Gordon was born in St. Louis, where he became 
vice-president of the Shapieigh Hardware Company. He 
came to New York in 1915. 

Surviving are his widow, Mrs. Lella Sallee Gordon; 
two daughters, Mrs. Virginia Studd and Mrs. Elizabeth 
Chandler; a son, Harry B. Gordon, and a sister, Mrs. 
Gordon L. Richardson. 


tek kt + 
George Lewis McCarthy, 


inventor of the microfilming machine and chairman of 
the board of Recordak Corporation, subsidiary of Eastman 
Kodak Company, died July 9 at his home in Greenwich, 
Conn. He was 67. 

As a bank officer in his earlier years, Mr. McCarthy strove 
to find a way to offset what he considered to be one of the 
weakest points in the American banking system; namely, 
the practice of returning cancelled checks to the depositor, 
thereby surrendering the only indisputable evidence that the 
checks had been paid. 

Out of his idea of photographing all cancelled checks 
came a machine then called the “Check-O-Graph.” Me 
Carthy was brought into the Eastman Kodak organizatioa 
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SELL LIBERTYS 
EASY CLOSING... 


Anyone selling Liberty Storage Boxes 
can develop a lightning-fast, quick- 


as-a-flash, closing of the cord fastener. Your 


swift, sure, simple demonstration of just this one 


time-saving feature can convince a 


skeptical prospect . . . so 








develop your “selling 


twist” for more 


Liberty sales! 


Sell Liberty 
RECORD STORAGE BOXES 


. AND PROFIT—by selling a quality product thet promotes 
the good will of satisfied users and builds repeat orders. 

. AND PROFIT —becouse Liberty Storage Boxes, once sold 
are immediately deliverable, require no servicing, are com- 
pletely trouble-free. 


... AND PROFIT—because your customer wel couse 
he wants from the 25 stock sizes available. Boxes are packed 
fiat in carton for low shipping costs. 

. AND PROFIT —because Liberty Storage Boxes ore a quik: 
cttine, volume-producing line. 
DISPLAY LIBERTY BOXES PROMINENTLY .. . THEY'RE SALES- 


LEADERS, TRAFFIC-BUILDERS, REPEAT ORDER-GETTERS. 
Send for our New Catalog, prices and discounts. — 








3 — SERVING STATIONERS since 1918- 
720 South Dearborn St. 
Chicago 5, Illinois 


Closes Quickly 
and Securely 


Patented Closure assures valu- 
able records dust-proof, spill- 
proof protection. Records are 
always immediately accessible, 
easily transportable without 


re-wrapping or bundling. 





DELIVEKED FLAT, convenient for 
storage until needed. No loose 
parts, one piece construction. Set 
up in seconds. 


t 


A } 4 
be y - 
wl © 


SPILL-PROOF PROTECTION. 
Cord fastening compensates for 
strain . . . prevents contents from 
——— and disorganizing if 
dropped. 
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Liberty Quality 
in Every Detall 


Note the rugged solid brass eye- 
lets to prevent rusting; tough re- 
silient vulcanized fibre tension, 
buttons and back washers; strong, 
these are 


the hallmarks of honest quality 


long-wearing cord 


and precision workmanship, 


...and CLOSE 
SALES EASILY! 


with this and other 














SYSTEMATIC LABELS ore factory 
applied. Gummed title strips fur- 
nished at no extra cost for uni- 
form heading on each label. 





°o 








QUALITY CONSTRUCTION of 
highest grade, moisture-resistant, 
corrugoted fibre-board. Rein- 
forced at all points of strain... 
with quality fittings throughout. 











REFRIGERATED 


Ofine 0 furniture 





4: 
marcel 
Bars sell 


a quality 
market 


frigerated Bars 
r rightful place 
the finest custom- 
nifture Specially de- 
riqeration units are 
fitted into splendid 
that are decorative 
as functional pieces 


1 Penguin for every 
Moderr iMaelethitelalel 

mporary. Rich, fine fin- 

hardwoods and 

yrar veneers in Ma- 

1y, Walnut and Limed 

Toh atolal: akelaletiatiololcte, 
»ng-lasting dustre 

ed top opens into a 
service bar. The left 

mpartment is refrig- 

d while the right-hand 

irfmen?t serves Gs G@ 

and glassware storage 

artment 
f home ffice, showroom 


tive ’ ¢ club, den, ete 


>MALLER CONSOLETTE AND CABINETTE MODELS AVAILABLE 


; : ato 





48-01 28th Ave., Long Island City 3, N. Y. 








PR a ' E 4 INDUSTRIES, INC. 





and the Recordak Corporation was ultimately established, 
The success of microfilming in banks soon captured the 
attention of other business firms. 

In April of this year, Mr. McCarthy received the first 
annual Award of Merit, presented by the National Micro- 
film Association at its convention in Cleveland, “For Dis- 
tinguished Service to the Microfilm Industry.” His idea has 
resulted in the creation of more than 100 firms engaged in 
the manufacture or distribution of microfilming equipment 
and services. 

Surviving are the widow; two daughters and four grand- 
children. 

tr £k ft EF & 
Daniel J. Casey, 
60, of Upland Ave., Haverhill, Mass., pioneer office equip- 
ment dealer, died’ suddenly July 30 at his summer home 
in Hampton Beach, N. J. He had been associated in the 
stationery and office supplies business for 30 years and had 
been active in civic and sports circles. 

Mr. Casey was an ardent baseball follower and over the 
years had entered teams in Haverhill local and suburban 
leagues. Outside of being a member of various fraternal 
and civic clubs, he had served as a member of the Haver- 
hill Industrial Commission and an organizer of the Haver- 
hill Exchange Club. 

He is survived by his widow, the former M. Bernice 
Walsh, a daughter Margaret, and three brothers. 


tt tf i & 
Charles Brand, 
37, vice-president of Goldsmith Bros., stationers at 77 
Nassau St., New York City, died July 11 at the Beach 
Point Club. 

Mr. Brand was a graduate of Columbia University and 
served in World War II. Surviving are his widow, Mrs 
Sally Anne Rudolph Brand; two daughters, Virginia and 
Susan; his parents, Louis and Anna Brand, and a sister, 
Mrs. Pearl Sutter. 

+t - F F 
Paul Jensen, 
secretary-treasurer and sales manager of the Lightning 
Adding Machines Sales Company, Los Angeles, died July 
11 of a heart attack. He was 50 years old. Formerly in the 
brokerage business, Mr. Jensen had been manager of the 
firm since its organization a year ago. He was an active 
member of Southern California OMDA. Survivors include 
the widow, his mother, one brother and one sister. 


Fk kt t Ft 


Rosalyn Karasik, 

25, died recently in a fall from her 11th-floor apartment 
at 90 Riverside Drive, New York City. Her death followed 
closely that of her mother, wife of Charles Karasik of 
Jaclin Stationery Corporation 


tk tk Ft F 


Opens Stationery Store in California 

Roger Russell recently opened Russell’s Lakewood Sta- 
tioners at 5008 Faculty Ave., Lakewood, Calif. The store 
is in the new Lakewood Center business area. 

Mr. Russell has a background of business administration 
ranging from his experience in the Navy administrative 
offices, plus several years with office procedure analysis. Io 
the new store he carries a complete line of commercial bust 
ness forms, analysis pads and printed office forms as well a 
greeting cards, office machines and office furniture. 

As a distributor of office furniture made by the Invincible 
Metal Furniture Co., Russell’s can offer clients the advice 0 
specialists in office interior decorating. 
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Distinguished Design 
Added to Line Suite 


Executive 





ich 


Executive Suite * Series 5 


nd 





ing 


loday’s trend tends toward the modern, 
and for dealers who emphasize the modern, 
here is a very modern desk — No. 5FC72. 
Recently exhibited and favorably received at 
the NOFA convention. 


Named the “Executive Suite,” the series will 
consist of two 3-drawer flats; two flat top 
desks with 4-drawer pedestals; a secretarial 
desk with either left or right hand typewriter 
compartment; a series of tables; a telephone ADDRESS 
cabinet; and a credenza or desk console. 


NAME 


For those dealers not completely familiar Crry_—__ 


with the finer details of the line, we have 
prepared a specification sheet which may be 
had by sending the attached coupon to The 
Jasper Desk Co., Jasper, Indiana. 


THE JASPER DESK CO., JASPER, INDIANA 












JUSTRITE ENVELOPES 
produce... 


THAUMATURGIC* 


m™ \b¢ 0" 
~~ © a 


=f results! 


—_ 





















*(Tha’ ma-tur’ gic)—won- 
drous or magical. Envelope 
problems disappear as if by 
magic — when you stock, sell 

and use Justrite Envelopes! 


You need never worry about 
quality! Service to dealers and 
printers for over 35 years is sub- 
stantial testimony that Justrite has 
the experience and knowhow to 
produce quality products consistently! 


No disappointments on delivery! 
Two modern Justrite plants, geared 
to fast, quality production, assure 
prompt delivery! 


Customers are easy to please... 
when you offer them outstanding Justrite 
service, quality and variety of choice. 


Sold thru dealers only 


ere 
pie wat 


WRITE 
FOR PRICE LIST No. F-9 


See the entire JUSTRITE line 


NSOEA’S CONVENTION and EXHIBIT 
Sept. 18 thru 22, 1954 


CONRAD HILTON HOTEL, Chicago 
Booth 54, Main Exhibition Hall 








The envelope line voted most popular by 
dealers and printers everywhere! 





NORTHERN STATES ENVELOPE CO. 


300 E. 4th St, St. Paul, Minn 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S.E., Atlanta, Ga 


ee 








Handling the “Unprofitable 
Customer” 


@ ALMOST every office appliance dealer has met him at 
one time or another—the customer who “buys a dollar’s 
worth and takes up $10 worth of time”. He’s as common 
to the business as income taxes and inventories and just 
about as popular. He engages you or your salesman in a 
lengthy conversation and asks an endless array of questions 
about the smallest order, can never seem to make up his 
mind and demands as much “free service” as he can get. 

This type of customer is obviously not an asset, yet cour- 
tesy and convention require that we bear with him, annoy- 
ing though he may be, although in many instances losing 
his business would be far more profitable. While a “sure 
cure” for customers of this type will probably be forever 
lacking there are a few methods which may partially erase 
the problems caused by customers of this type. 

1. Supply Him with Ample Literature. Manufacturers 
of most office supply items furnish several pieces of attrac- 
tively prepared literature describing the various features of 
their product. Usually this material answers all pertinent 
questions concerning the product’s construction and opera- 
tion. When confronted by a customer of the aforementioned 
type, the salesman can hand him copies of this material, with 
the remark that “these can answer your questions better 
than I”. 


2. Refer Him To A Previous User. The customer who 
this fellow is sent to may not look kindly upon his visit, but 
he is not likely to be asked as many questions as you or your 
salesman would be. Too, the person to whom he is directed 
will be in a position to “brush him off”, whereas you or your 
salesman could not. By consulting a user of the equipment, 
the customer is likely to be more impressed by the product 
than he would be by a salesman’s description and is more 
apt to make a purchase. 


3. Time Sales Calls. If your salesman calls on a customer 
of this type early in the day, he may be forced to spend most 
of the morning or afternoon explaining the features of a 
piece of equipment that may not be purchased. His pro- 
ductivity will be sharply reduced for that period. However, 
if he makes his call late in the afternoon, the customer will 
have only so much time to query him and time spent with 
the customer will be reduced to a minimum. Because it is 
near closing time, the customer will also be less likely to 
ask many questions. 


4. Careful Selection of Equipment Offered. Because some 
types of office equipment require less description than others 
and have fewer features that require explanation, salesmen 
can avoid lengthy discussions about a particular item by 
simply failing to show this merchandise to customers of this 
type, reserving the less complicated equipment for them. 


5. Offer A Free Trial. If the customer is reliable, although 
troublesome, offer to loan him the equipment in which he 
is interested for a week “for inspection” unless it is heavy 
equipment such as a chair or desk. This trial period will 
enable him to examine many of the features of the equipment 
first-hand and obtain for himself answers to many of the 


questions he otherwise would ask you or your salesmen. 


6. Attempt to Close A Sale. After the customer has fired 
a string of questions for several minutes, end one of your 
answers by saying, “And now that you have learned the 
many features of the —, Mr. —, how about letting 
us deliver one to your office this afternoon?” This sudden 
sales effort will at least halt the questioning temporarily and 
the customer, unless he really intends to buy, is likely t 
drop the subject fearing that he will be talked into a pur 
chase. " -SC 
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World's Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 





Introducing 
SPEED-O-PRINT’S 
LIBERATOR MODEL 300 ELECTRIC 


r | SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 














HALVERSON 


DUPLICATOR BASES 


sturdiness and convenience that sell! 





Ideal additions to any 
duplicating department 


Double-Door Cabinet Base model 62DD 


The best made, lowest priced duplicator cabinet on 
the market ... packed with sales potential! Roomy, 
dust-proof enclosed storage space houses all dupli- 
cating supplies. Constructed for smooth, soundproof 
operation. Smartly streamlined to fit into any decor. 
Cabinet is 29%"’ wide, 20’ deep, adjustable from 
28%”’ to 30” in height. Shipping weight 60 lbs. 


"A9°° 


PULL-OUT SHELF 
on left for extra 
working space. 


F.0.B. Chicago. With bal! bearing 
casters (2 locking) $7.50 extra. 





4 adjustable glides for 


perfect leveling on un- 


Heavy-duty all-welded 
steel construction 


even floors 


Spirit-resistant Ham- 


merloid baked enamel Shipped completely set 


finish up 


35° 


F. 0. B. Chicago. 
With ball bearing 
casters (2 locking) 
$7.50 extra. 


model 525 


Streamlined 
All-Purpose Stand 


This versatile, quality-built stand provides a sound- 
proof base for duplicators, folding machines, and 
many other uses! Practical, modern design features 
rounded corners and smooth edges for safety and 
beauty. Storage shelf accommodates duplicating 
equipment, fluid, carbon sets, paper, etc. Width 
294%"", depth 20°’, height adjustable from 2814’’ to 
30’’. Weight 45 lbs. 


WRITE FOR DEALERS DISCOUNT 


HALVERSON SPECIALTY SALES 


Chicago 22, Illinois 







Raised 
safety edges 
prevent items 







from falling 
off shelf! 






1221 W. Chestnut St. 
Subsidiary of MIM-E-O STENCIL FILES COMPANY 








SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif, 





E. C. Strandine, branch manager for the International 
Business Machines Corporation, 1670 Wilshire Blvd., Los 
Angeles, reports the completion of the first programming 
school to be held on the West Coast in connection with the 
Type 702 Electronic Data Processing Machine. 

Twenty-seven students were enrolled and they came from 
points as far distant as Houston, Omaha, Seattle, St. Louis, 
and San Francisco. The schooling lasted 4 weeks. 


7 * * * * 


Bob Webster, business manager of the R. H. Webster 
Company, 2857 W. Ninth Street, announces the company 
is setting up a mammoth dealership program. Branches 
already are operating in Seattle, Portland and San Diego, 
for the Contoura machine made by F. A. Ludwig in Deep 
River, Conn. 

B. W. Knollenberg, president of Ludwig, was a visitor 
in Los Angeles recently and aided plans for the West Coast 


promotion. 
. * * * 


Shirley Barnes, salesman for the Stationers’ Corporation, 
Los Angeles, died of a heart attack July 19. Services were 
held at 9 a.m. at Forest Lawn Memorial Park, Glendale, 
July 22. His death followed closely that of Omar E. Boyd, 


one of the founders of the company. 
* . * * * 


R. A. Tiernan, one of the two founders of Tiernan’s, 
902 N. Main St., Santa Ana, died Wednesday, July 21, after 
a brief illness of virus pneumonia. Mr. Tiernan, 65 years 
old, was born in Galveston, Texas, but his parents early 
moved to Los Angeles. He established his first business in 
Southern California in Riverside in 1918. In 1920 he and 
Robert Fernandez established the Tiernan Typewriter Com- 
pany in Santa Ana. After the firm expanded the name was 
changed to Tiernan’s. 

Funeral services were held at the Santa Ana Episcopal 
Church of the Messiah on Friday, July 23. Cremation fol- 
lowed with interment in the Tiernan family plot in River- 
side. Mr. Tiernan is survived by his widow, Mrs. Juliette 


Tiernan, and two daughters. 
* * * 7 * 


A. C. Hauser, proprietor of Columbia Stationers and 
Printers, 301 S. Spring Street, Los Angeles, reports that his 
company is expanding its branch at Tia Juana, Mexico. The 
new address is on B Street, a leading business thoroughfare. 

Columbia is now adding a building at the rear of the 
main store in Los Angeles, to handle binding and printing. 


o - + + * 


Bob Picou, proprietor of California Inked Ribbon Supply, 
4556 E. Slauson Avenue, Maywood, is slated to leave August 
14, for Rochester, N. Y., where he will visit the factories of 
the Rochester Ribbon and Carbon Company. 

Mr. Picou, accompanied by his wife, attended the meeting 
of the Northern California Office Machine Dealers Asso 
ciation in San Francisco and reports that the event was 
very successful. He reports July was a record month for him. 


* * * * *# 


F. J. Swan, Sr., proprietor of the Swan Stationery Store, 
1014 Mission Street, South Pasadena, who has been com 
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exclusive new UNILOCK provides 
central locking on H-O-N UNIFILES 


The UNILOCK is a central locking mechanism that locks all 
drawers and doors on H-O-N UNIFILES — (combination cab- 
inets) — with one lock and key. Now you can give your cus- 
tomers plunger-lock performance at a much lower cost. This 
UNILOCK feature, together with other recent construction 
improvements, makes H-O-N cabinets a new high standard 
of quality at a moderate price. 


Shown at right is the 32-AU with UNILOCK. The UNIFILE 
line of 15 different models provides a wide selection of com- 
binations and locking arrangements. Write for illustrated 
UNIFILE Catalog folder. 


THE H-0-N CO. 


--O-N MUSCATINE, IOWA 


|| OFFICE EQUIPMENT 
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TRY’S Big Safe Features 


Look at SEN yuTe® INSULATION 


FIREPROOF VERMIC 


. to 1700 
Protection UP ONSTRUCTION 


Cc 
ALL-WELDED R 
HEAVY, on All STEEL INTERIO Lock 
ONE PIECE DO ny COMBINATION 
D ENAMEL FINISH 


INT BAKE 
CENT E PLATED 


M 
ALL BRIGHT PARTS CHRO 


DIMENSIONS 
Outside . io 
ad Yo" x 17/2 
wag cel WEIGHT — 225 \bs. 
for U.S Army field safes. 


inside 
x 12" x 13 


*As required 


For literature, prices and 
profit opportunities write to Dept. OA-9 





BRUSH-PUNNETT CO., 545 West Ave., Rochester 11, N. Y. 


LVAZ, 
a 


SAFE ond CABINET 
COMBINATION! 


Everyone Your Prospect! Sells for Less 
Than Any Other Comparable Safe Alone 
NOW, for the first time, everyone is a prospect for a 
SENTRY personal safe. In home or office, the beauti- 
ful new SENTRY cabinet-and-safe combination is as 
handsome as it is practical. And the price for both is 
the lowest in the industry—lower than for any other 
comparable safe a/one! Y et with this low price, there’s 
still a big profit for you on every SENTRY you sell. 


Genuine African Mahogany Cabinet 
Styled by Leading American Designer 
Created by Frederic S, Grover, well-known industrial 
designer, the new SENTRY cabinet is of genuine 
African mahogany, with solid antique brass hardware. 
Blends perfectly with both modern 
and period decor . . . 


SUGGESTED a fine piece of 


LIST PRICE 


furniture that conceals the safe, yet 
makes it instantly available. 25%” 
high, 20” wide, 20” deep. Don’t delay 
—get the details today. 
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fined to for two months as the result of an auto- 
mobile a expects to be back at work shortly. 

* * + * * 

The Parker Typewriter Company, 156 E. Colorado Street, 

Pasadena soon have a new store front according to 


Robert Parker, one of the proprietors. 

Wally Gogol is a new salesman with the firm. He for- 
merly was iger for the A. B. Dick Duplicator Company 
in Pasadet 

> * > * . 

E. D. Glassman, proprietor of the Typewriteria, 5216 
Wilshire Boulevard, Los Angeles, and Mrs. Glassman, at this 
writing ar d to leave shortly for Detroit on a business 
and pleasure trip. Detroit was their former home. 


Scheduled to return soon from a European trip are Mr. 
and Mrs. Ernest Von Rhine and their nine year old son. 
He is the prietor of Von’s Office Machines, 4703 Cren- 
shaw Boulevard, Los Angeles. They visited in Frankfort, 
Germany, where they have many relatives. 

; * + o * * 


The But 


has bec h so 


[ypewriter Company, Burbank, California, 

y John H. Wyatt to Richard Whiting. Mr. 

Whiting formerly resided in Michigan. Mr. Wyatt is re- 

taining his seach store at 245 E. Broadway in that 

city. In the Burbank store, Mr. Whiting is adding a few 
new line S 

* * * * * 

V. H. Vallet, sales manager for Southern California Sta- 

Lice Boulevard, Los Angeles, reports the com- 


tioners, 648 ' 


pletion of 8,000 square foot addition to the warehouse 
which adjoins the main building. Ebenzer Wallace is 
president Southern California Stationers. 


7 * * * * 


Paul Jensen, secretary-treasurer and sales manager for the 
Lightning Adding Machine and Sales Company, 234 W. 
37th Place, Angeles, died suddenly of a heart attack 
Sunday, Ju Services were held at the Wee Kirk o’ the 
Heather, Forest Lawn Memorial Park, Glendale. 


Beside dow, Mrs. Marguerite Jensen, he leaves a 
rother, | L. Jensen of Glendale, and his mother and 
ter wl in South Dakota. He was active in the 
South ( a OMDA. 


. * * * * 


Jack Ingram of the Emsco Manufacturing Company, Los 


Angeles, y securing exhibits for the Inter-City Con 

ence al Machinery and Equipment Exposition, to 
be held tober. It is sponsored by the Los Angeles 
Chapter NOMA. 


* * » * . 


Hal H. Hilton, executive of the National Cash Register 
Compat Sunday, July 25, after a brief illness. Mr. 


Hilton, ¢ native of Michigan but came to California 
} Of 
Since had been associated with the National 
Cash Res npany serving as its western division sales 


eader. Mr. Hilton leaves two sons, both of Los Angeles; 
one daug Mrs. Barbara A. Johnson of Colma, and five 





Reading Bindery Swept by Fire 


A fire v pparently started in an electric press motor 


on the r on May 13 swept through the C. F. Heller 
Bindery Washington St., Reading, Pa. Charles A. 
Newco ral manager, stated that damage will exceed 
$75,000. 7 was confined to the third floor of the four 
story build it paper stock and machinery on the two 
lower flo damaged by the blaze. 
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For the Important Men in Business 





the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being. 


For a full description of the 
Executive Posture Choir and for 
4 hundreds of other distinguished 
wood choirs, see the complete 
MILWAUKEE Catalog 


Visit us in Rooms 534A & 535A, 
N.S.0.E.A. Convention, Chicage 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 





“to all our 


dealers... 


we're looking forward, very much, 

to again seeing you at the NSOEA 
Exhibit in Chicago. Fred Chindgren, 
our sales manager; Howard W elshofer, 
sales engineer; and Al Lehninger 

of our Rol-Dex Division will be 

with me at the Conrad Hilton 

to talk with you about our lines. We'll 
see you the 18th.” 


Don Braley, President 


Watson Manufacturing Company, Inc. 


S 


~ WATSON 


Room 553 
Conrad Hilton, Chicago 
NSOEA Exhibition 
September 18-22 
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Watsou 


SINCE 1887 


since the first 
piece of Watson 
equipment 

was built, sixty-seven 
years ago, 

the consistent 
high quality 

and thorough 
dependability 
that has come 
from our shops 
has made 


WATSON 


a name 
recognized 
as a leader 


in the field. 





WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York | 
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Crit Truiontries | 
You can SELL what 
you have in stock! 












You can sell what you 
have in stock . . . and cut 
excessive inventories . 
by standardizing on the 
new Uhl Business Ma- 
chine Stands because 
Uhl’s new shelf is Inter- 
changeable . . . can be as- 
sembled either flush or 
raised, right or left . . 
any way your customers 
like them best. The new Uhl! stand offers your cus- 
tomers a variety of features and—always—stability 
and safety. 


All the traditional Uhl strength is built into this 
new stand. Strong, rigid, rugged, it will safely sup- 
port the most expensive business machines. 


YOU CARRY JUST ONE SHELF 
| FOR EACH BASIC MODEL 


Neo. 7800 (illustrated)... 17 x 24 top 
No. 671.....-.-+.+ 14 x 1712 top 
Standard Height—26 inches 


Manufacturers of Business Machine Stands, School 
Furniture, and a Complete Line of Industrial Seating 


Lhe Toledo Metal Furniture Company 


Since 1897 


1102 HASTINGS STREET + TOLEDO 7, OHIO 
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47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








The column this month almost missed the boat for several reasons, 
One of which is that I'm leaving on my vacation in the morning and 
am having to write it 10 days early. Next, | think the “boys” have 
beaten me to the vacation deal because they ain't sent nothin’ in, 
Lastly, it looks like I'm gonna have to get an act of Congress in 

rder to get the power company to run in a line for my air con- 
ditioner and this hot weather ain't conducive to anything like writin’ 
ac umn. 

* * * * . 








Taff Office Equipment, Greenville, N. C., has moved to much 
arger quarters a block down the street. The new address is 218 E, 
5th St., same side. The new job has five times the old space and 
will result in a much nicer display area. George Boyd is in charge 
f the office supply section and Mr. Taff the office machines de- 
partment. 

* * * > >. 





Bennettsville, S. C., now has its first full scale office supply firm. 
Jack Hamilton has opened the Hamilton Supply Company, 102 N, 


Liberty St., and has one of the neatest little stores in the area, 
Modern lighting and fixtures do a nice job in a small area. Jack 
has a Royal agency so has to spend a lot of time outside. You boys 
be sure and let him know when you expect to call. 

* . * * * 


When G. L. Garrick, The Typewriter Shop, Jacksonville, N. C, 
moved there from Fayetteville to take over the office supply section 
you could have put all of that department in a 10-gallon hat. Now, 
and coming section that is expanding every day. 








* * * - . 

See where Phil Rhodes of S. P. Richards didn't like 
these here parts so took off for Canada and came back with some 
that is. 





the fishin’ in 


beauties—stories, 
* * . * * 


and ware- 
a retail store, 
ed and managed 


Sanford-Hall, Jacksonville, Fla., is moving its off 

ise to 150 Riverside Ave., where it will also have 
The old location at 308 W. Adams St. will be retain 
by Chesins Reinhardt. 


= * * * . 


See where Bob Burhans, owner of Burhans Office Supply, Daytona 
3each, Fla., is trying to establish a “trend” by wearing not only the 
roverbial Florida sport shirt but the comfortable walking shorts as 
well. Now there is a man after my own heart. heck with what 
tradition” says should be done—the British can e my part of 
that. If enough more of us dictated-to males would follow Bob's 
ead we would get away from a lot of "fashion dictates” stuff. 

* * * > . 

Homer Nix has given up all of hi and the J, but not the 
air-conditioned Buick, to take over the sales manager's spot at 
H. & W. B. Drew Company in Jacksonville, Fla. 

* * * > > 
"Good Chompin T'nite” 

No special place to eat this mont t Jack Miller says the Sky- 

e k d restaurant at the airport in New ayes Beach, Fla. 

throw e Florida lobster that you can eat for two bucks and 

n t your eating some more. side bster, excellent 
teak a and chicken are available. 

* . > o . 

T two “contributing” this month were “Inky" Sanford 

Lydiard « and Tommy Parkes, so youse can see what happens when 
q happen to get the lead out. 





Issue Stresses Management Principles 

Issue 168, General Management Series, published by the 
American Management Association, Inc., New York City, 
recently has come off the press. The issue is titled “The 
Challenge Of a Buyer’s Market.” Papers are selected for 
inclusion in the General Management Series with a view 
to presenting material of lasting reference value and general 
interest. Stressed in the publication are articles on manage 
ment principles in action and managing for profit. 
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The Champion A 
628RUA, featuring W 
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COMPLETE LINE of Office Chairs 
Can Increase Your Profits 


And here’s how: The Gunlocke Champion Family enables you 
to help the executive plan his entire office. There’s a Champion 
for every office function—from the stenographic to the executive 
adjustable chair. And all are made to match in terms of style, 
design and rugged quality. 

It’s wise to sell a family of chairs like Champion. The executive 
will return again and again for matching pieces. Your profits 
swell as his office needs increase. 

Write today. Ask for more information about the famous 
Champion Family. | 


A.W. H. GUNLOCKE CHAIR COMPANY 











PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 


Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
volume .. . add 
to your profits 


with — 
STOCK ITEMS 


Yel (st elele) a: 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
Quick Out Sets 
Adding Machine 
Paper 

Legal Ruled 
Pads 


Write today: 


SALESBOOK CoO. 


for Catalog 
Factories at Ennis, Texas ¢ Chatham, Va. anid Salk 
Manufacturers for Dealers Only cuiia 
Branch Offices and Warehouses at Hous- ENNIS for 
ton, Dallas, Birmingham, New Orleans, Quicker 
los Angeles, Denver, St. Lovis. Turnovers 


196 








StH District Notes 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 








Folger Fellowes, popular sales manager of the Bankers Box Co, 
Chicago was rushed to St. Luk Hospital ir ne for an 
emergency appendectomy. Folger ick on the job again, better 
than ever 

Walton Wuebbold of Wuebbolid |: f Hamilton, Ohio, has 
aquired new and more spac juarters tor | tast growing 
business. It will be several mont} 

s © oon 

Among those along Lake Erie's e with whom baseball is a 

bby Earl Roesch, of Roesct fice Supply Sandusky. Ear 


s a loyal Cleveland Indian rooter and season boxholder. 

Marion Follin, manufacturers’ representative and sales manager of 
Niemann Inc., of Chicago, is spending a r vacation in 
Hawaii and California with his wife Frances and daughter Mary 
Anne. 

Who said there was no romance in business? On June 19 in 
Cincinnati, Armon Aston was married to Carol Scherer. Both are 
associated with Will Winnes Co. of that city. We wish them 
happiness. 






















Larry Schubert, treasurer of Fifth District Travelers Club, and 
associated with Miller J. Huggins, Anderson, Ind back on the 
job after a serious operation. 

Warren Wilson recently purchased the Frank Office Supply 
in Franklin, Ind. Mr. Wilson was formerly as ated with Allied, 
Inc. of Indianapolis. 

Best wishes also are extended to Harold Follis, owner and oper 
ator of Valparaiso Office Supply Co., now in a new location af 
72-74 Lincolnway, Valparaiso. 

* * . > > 

James F. Winter and Quincy Kraft, are co-owners of the Wabash 
Office Equipment Company, a new store at 408 Manchester Ave,, 
Wabash, Ind. 

Standard Printing Company of Princeton, Ind., recently suffered 
a fire loss of their entire warehouse. Bixby Office Supply of Grand 
Rapids, Mich., also lost their office furniture location in a spectacular 
tire in mid-July. 

R. E. Beekman, president of the Fifth District Travelers Club, 

reported back on the road again after several months of re 
cuperatio 

* * * o 6 = 

Hanly Morgan, popular operator of Morgan's Huntington, 
W. Va., has been grounded, not a la Godfrey style, but by his own 
choice. Hanly sold his airplane and bought himself a new cay 
which he drove to Beckley last weekend to take in the meeting 
reported below. 

The West Virginia Office Equipment Dealers Ass'n met af 
Beckley, W. Va., at the Black Knight Country Club, Saturday, July 
31. Following a morning of golf, at which Lloyd Landenbergert 
of Best Pencil Company excelled, Gene Hall, May Office Service, 
presided at a short business meeting. 

The group of about 50 then were addressed by William Hammon, 
Sales Manager of the H-O-N Company of Muscatine, lowa, on thé 
subject “Our Broadening Market." Hanly Morgan introduced 
Howard Gunlocke, president of W. H. Gunlocke Chair Co., who 
poke on "The Growth and Expansion of Our Industry.’ 

An hour of friendship and steak dinner followed. The next 
meeting will be at Morgantown, Nov. 6. The highlight of thé 
entertainment program will be the West Virginia-Fordham football 


Jame 


* * - * ; 


lt was good to see Gerald Hawks at the West Virginia meeting. 


Gerald associated with Howard & Stofft of Tucson, Ariz. He 
and his family were just terminating a vacat Charleston. 
He also an avid Cleveland fan, since the Tribe trains in Tucson. 

Detroit Stationers and Mot 6 Travelers held their annual 
1c outing and banquet at Glen Oaks Country Club, July 2! 
There were 250 Dealers, Travelers, and their ladies at the steak 
banquet. 


"Howdy" Schaefer of Schaefer's, Flint, Mich., as is his habit 
won low gross with a sizzling 70. Gene Grenon, nard's Office 
Supply, presided in awarding over 100 door and f prizes. The 
annual baseball game was close and furious, the Dealers finally 
nosing out the Travelers 7 to 5. 

All present were appreciative of the wonderfu a! and dancing 
ntil the wee hours. Ralph Schaefer, Beecher, Peck & Lewis, 
and co-owner of the club, sh i be thanked again for his fine 
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First Showing—Room 517-A at the Hilton—N.S.O.E.A. Convention, Sept. 18-22, 1954 


“PERFECTIONS 
in SECTIONS” 


styled by THE B. L. MARBLE CHAIR COMPANY 
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The warmest of welcomes is extended by the beauty and quality of these unusual 
sectional pieces. The flexible and original designs provide the answer to any 


furnishing problem, plus a host of variations of vibrant color. 


Y “APPEARANCE” i3 important, only “WOOD” will suffice! 


THE B. L. MARBLE CHAIR COMPANY * BEDFORD. OHIO 





There will be lots of talk like this in Room 551A of the 
CONRAD HILTONX 
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- slic TAYLOR HAS REALLY SCOOPED 
; | es 57 THE FIELD WITH THIS NEW 
a : FOAM-RUBBER GROUP 











LOOK AT 
THEIR DESIGN OF THIS 
4-PIECE SECTIONAL 










NOT ONE, BUT TWO 
BRAND-NEW 
POSTURE CHAIRS 


551A 
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* BE SURE TO SEE US 


at NSOEA 


Time: Sept. 18 - 22 
Place: Room 551A 
Host: Taylor 
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CHAIR COMPANY + . 


VY Times FORD, OHIO * : a 
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Complete 
Offices 


Furniture, drapes, lamps, 
desk accessories, ash trays, 
picture — all from Myrtle. 


Nationally 
Advertised 

To your customers with full } 

color pages in BUSINESS | 

WEEK. | 








kage Plan | 





Myrtle dealers everywhere are building new 
sales at greater profit margins with this unique 
plan. The economy and convenience of all- 
from-one-source buying can do the same for 
you. 











for Complete Details 


SPACE 504-A, 505-A, 507-A 


Conrad Hilton Hotel 


September 18-22 
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Locally 

Promoted 

With a complete Merchandising Kit 

including mailing brochures, ad reprints, 
counter cards, window streamers, 

newspaper mats and envelope stuffers. 






BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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big winner! 


YOU are eligible for the coveted Brand Name Retailer-of-the- Year 
Plaque or one of four Certificates of Distinction to be awarded 
in your retailing field next Brand Names Day. 

Win one of these important awards by promoting brand names 
all through 1954! Brand names mean business. Thousands—or millions— 
of dollars worth of national advertising, paid for by the 
manufacturers, pre-sell your customers and cut selling time. You get 
faster turnover, because known brands outsell unknowns by 
seven or eight to one in most categories. 

Steady demand and repeat sales give you fewer markdowns. Because 
brand name manufacturers pre-test their products, and assume 
responsibility for them, you have fewer adjustment worries. Reputable 
brands add prestige to your store, and bring you advertising help 
that cuts your costs and adds to the effectiveness of your advertising. 

These are the ways you win, this year, by promoting brand names. When 
you win a Brand Name Retailer-of-the- Year Award, your winnings 
increase! Exciting publicity in your local newspapers and trade papers 
brings you prestige among your customers and your suppliers, 
and adds to store traffic. 


Be a big winner! Send the coupon for your Brand Name 


Retailer-of-the-Year entry blank today! There’s no cost, 
no obligation, no entry fee. And you get the idea-packed 
merchandising kit, “Brand Names Mean Business,” 


pococe-ee eee 


37 West 57th Street, New York 19, N. Y. 


Please send me an entry form for the 1954 Brand Name 
Retailer-of-the- Year competition, and a copy of the 
free kit, “Brand Names Mean Business.” 


Firm Name rm 





Type of Firm 





Executive 


Title. 








OS iets 





City Zone State 





OA — 9/54 





Os 





) / 54 








Laxey in FABRIC 





Niemann 





The Decorator Approach to Upholstered Business Furniture 
a giant step forward to 


i d | | i 
. . 7 


the Business Scene 





e SKILLED CRAFTSMANSHIP e MODERN FUNCTIONAL DESIGN 
AND NEW EYE APPEAL THRU COLOR APPEAL 


. for that “LUXURY in FABRIC” look, be sure to visit Room 550-A NSOEA Convention 
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DUO FAST 


Pocket Stapler 


Only this PEN SIZE stapler has 
so many enthusiastic users— 
Salesmen + Insurance Men - 
Office Workers + Teachers 
Lawyers + Doetors + Claim 
Agents - Auditors + Students - 
Shop Foremen + Nurses 


llomemakers 


Owe U 


GIFT BOXED 


omy 444 


/ \ \ wgtip of f caP ~ 
use: 
Gg it's ready fOr 
a 
Helpful Sales Aids—To help you with 


your job, we furnish diplay cards, 
envelope stuffers, newspaper mats. 


FASTENER CORPORATION 
860 Fletcher Street, Chicago 14, Il. 
Please send the following to company below— 


Quantity 
Dozen DUO-FAST POCKET STAPLERS 


Cartons Refill Staples No. 154, 24 packs of 1000 ea. per 
display carton 
© Please send Additional Dealer Information 


Store Name ~ Se eee 









Your Name_ See a, 


Address___ entpeaistiva dial 
SS ; (TS ee 
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Knock, Knock . . . 
A. C. Buehler, presi- 
dent of the Victor 
Adding Machine 
Co., smilingly dis- 
plays the brass 
knocker he received 
from company sales- 
men with best birth- 
day wishes. The gift 
ties in with Victor's 
sales promotion 
campaign to “knock 
on every door.” 








GtH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 





With a program designed to keep in step with the 50th ann 


ersary of the National Stationery & Office Equipme nt Association, 
the Great Lakes Travelers Club planning its finest of all pre 

nventior ncheons on Friday noon, September | n the Boule 
vard Room of the Conrad Hilton Hote 

“This will be a start at 12:15 P.M t at 2 P.M. affair,"’ promises 
Don Sharpe of Reyburn Manufacturing Company, chairman of the 
kick-off event. He states that t! ng time will be rigidly ob- 
erved in order that convention personnel can finish booths or go 


back to sales meetings which manufacturers may be holding that day. 

A flood of confirmations have beer received by President Walter 
Lennartson of GLTC, who has invited regional governors, presidents 
f traveler ibs and Washingtoy “NSOEA staff members to be 


ic . 

Tw tand-out attractions on the program will be the music of 
Betty Young and the Charmer snd the wit of past NSOEA 
president Less Crowl, who will recall some of the interesting an- 
ecdote nnected with associatior nventions in bygone years. 

Assisting Chairman Sharpe are | hairmen, Herb Walsh, Ace 


Fastener Corp.; Rus Ragan, American Pad & Paper Company; Ken 
Henderson, The Carter's Ink Company: Charles Gilbert, OFFICE 
APPLIANCES; Bill Boyd, Acco Products-Art Steel Sales Corp.; 
John Smythe, Geyer Publicatio Gordon Kickels, C. L. Barkley & 


mpany; Ray J. Eichenlaub, Se: e Steel Products Corp. 
* * * 7 > 
Golting Ahead . . Next big golfing event f the Great Lakes 
rave Cluk the tournament Friday, September 10 at North 
Shore ¢ ntry Club Six miles Tr T d wntowr M lwaukee on 
Highway 4 
Present w » GLTC members, dealers from Wisconsin and Ill 
ynufacturer friends and salesmen of the industry. Tee-o 
time will be from II a.m. to | p.m. The golf and dinner ‘pechell 
dea $9.00. Golf alone is $4.00 and the prime ribs or lobster 
tail dinner alone is $5.00. 
Committee Norm Hanson, chairmar mgt Allen, co-chairman; 


Ray J. Eichenlaub, Tom O'Leary, Bill Roussey, Jim Gibson and Bill 
Oesterich. 


> > > > . 


New Arr val... Mr. & Mrs. L. Everett Thomson, Jr. of the S. J 


n pany, Milwaukee, announce the arriva f a son, born 
June 30. Weight 9!/2 pounds. Great rejoicing in the family as it 
s the first boy in the Thomson kinship in 24 years. L. E. Thomson, 


Sr. was duly elected for the Grandfather of the Week Award at the 
following Kiwanis meeting. 
* * . - 
Jottings . . . Emil Mayer, with S. W. _Becl Elgin, recently 
hieved the supreme thrill in golf, a hole-i ne... Mr. & Mrs. 
Scaane (Mittag & Volger) Wilson have adopted a baby girl 
Laurel Elizabeth . . . Ray Simmons of Commercial Stationery & 
Office Supply Company, Milwaukee, has been called into service by 
Uncle Sa 
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Photograph Courtesy of Wood Office Furniture Institute 


You can sell greater value 


at 5 times more profit with 
GENUINE UPHOLSTERY 


Leather 


@ Actual dollar comparisons between leather- 
upholstered office furniture and identical pieces 
covered with substitutes, prove that genuine 
upholstery leather pays you the greatest profit 
every time... with the same selling effort. 
Genuine upholstery leather more than pays 
for its slightly higher initial cost—in longer 
wear, matchless appearance, easy cleaning. 
Leather for executive suites and for every office 


SEND FOR THIS FREE BOOKLET 


#t Genuine Upholstery Leather” 

w, free, fact-filled booklet on leather 
for the asking. It offers convinc- 
ns why leather is the best buy for 
>mers and the most profitable 
Write for it today. There's 


won 





Only Genuine Upholstery Leather 
Wears as Well as It Looks 


AMERICAN LEATHER MFG. CO., Newark, N. J. 
THE ASHTABULA HIDE & LEATHER CO., Ashtabula, Ohio 
BLANCHARD BRO. & LANE, Newark, N. J. 
EAGLE-OTTAWA LEATHER CO., Grand Haven, Mich. 
>ARDEN STATE TANNING, INC., Pine Grove, Pa. 
GOOD BROS. LEATHER CO., Nework, N. J. 
* THE LACKAWANNA LEATHER CO., Hackettstown, N. J. 
* RADEL LEATHER MFG. CO., Newark, N. J. 

RASER TANNING CO., Ashtabula, Ohio 
* Suppliers of finished leather. 


**eeee 
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is easy to sell because it actually improves with 
age ... becomes softer and more comfortable 
each year . . . retains its beauty indefinitely with 
a minimum of care. Leather resists tearing and 
hard knocks, keeps its color without fading or 
loss of brilliance, develops a rich patina that 
no substitute could duplicate. Why sell less, 
when genuine upholstery leather offers you . . . 
and your customers . . . so much more? 


Cen CL AIMCO LC 








l THE UPHOLSTERY 
LEATHER GROUP, INC. 
, 141 East 44th Street, New York 17, N. Y. 

’ Please send your new booklet “All About Genuine 
, Upholstery Leather.“” No obligation of course. 

| Name 

Compony__ 

| Address ea" Aes . mr 

l City Zone— . 
L 
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Rock Island Sunset Limited Bar Lounge Car 
Another De Luxe CARLTON-SURREY installation. 


Whether it be 
a Railroad Club Lounge Car, 
an Executive Office, 
a Conference Room 
or a Luxurious Building Lobby 


CARLTON-SURREY’S designing staff 
stands in a position to serve dealers 
anywhere in behalf of their most 
discriminating clientele. 


Our fine New Catalog will prove a 
valuable asset in your files. Write for it. 





arlton-Surre 


Exhibitors Building e Grand Rapids 2, Michigas 


Makers of Fine Furniture 
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Two can confer 
as comfortably 


as ONC -=-= 


\ 





-=-even four or five 


conferees can “sit-in” 








an executive session 


when it’s a NEW 
PEERLESS ‘‘Cordial Group” DESK 


In addition to the luxury of a desk possessing the Nth degree of 

styling, the busy executive can now hold more productive business 
sessions. More productive, faster, because whether the session is 

with one or five conferees, each can “sit-in” . . . use the “Cordial” desk as a 
conference table. Then too, there’s the famous, time-proven, rugged 
construction of all Peerless desks which results in unexpected long life. 
You'll like the three new standard colors—Dove Gray, 

Antique Green and Saddle Tan. One will appeal to the most discrim- 
inating taste. Your Peerless Dealer would like to give you more 

details on these interesting facts . . . and when it comes to office 


furniture planning, he’s a good man to know. 


. Car 
tion 





STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « los Angeles 


ae a metal desk, file or table for every office need ———— 
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When you visit the 


NOUEA 


CONVENTION 
at the \WNRAD TILTON HOTEL 


Vesit- »# 








BOOTH 93 


Be sure to see our 20 new dealer items. 
All fast moving, smartly designed and 
conveniently packaged sales builders. 
With the daily increasing demand these 
items will be sure-fire profit makers. 
Get your share of these sales. Ask about 
them at the Booth. 





Reyburn’s New Dealer Catalog (just out) 
should give a welcome lift to your 
sales efforts. All items are effectively 
illustrated and bound in a handsome 
blue leather, loose - leaf binder. Get 
your copy for PROFITABLE reading. 


THE REYBURN MANUFACTURING CO., INC., 
PHILADELPHIA 32, PENNA 


a 4048 W POLK ST. CHICAGO 24. ILL 
WAREHOUSES 19 & ond ST. FORT WORTH. TEXAS 














StH District Notes 


IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO, 





The 8th Region welcomes Loyal Carlion, Jr. of the Bates Manu 
facturing Company. Sorry to see Lee "Gabby" Gamel leave us, 
We wish him well in his position with Bates as Canadian resident 
representa 

> > > > 

Congratulations to Herb Johnson of the Wilson-Jones Company 
his promotion to post of midwestern sales pervisor. 

. > > * > 

Everyone in St. Louis was glad to see Wm. Schmeiderer who came 
to St. Louis recently to attend the St. Louis Stationers’ party to 


honor Al Bartens upon his retirement from the Shallcross Printing 
& Stationery Company where he spent 50 year, and for a grand 
total of 54 years in the stationery industry. An achievement few 
people attain. Al has not entirely left us as he still continues to 
publish the stationers' Bible, ‘The Barten List. 
* * * * * 
Tom Morrow has recently been promoted to stationery buyer at 
Schooley Printing & Stationery Company, Kansas City. Joe Landes, 
the former buyer, has taken over other duties. Joe is now in his 
49th year with Schooley's, and God willing, hopes to make it 50. 


* . * . > 


The dealers in the 8th Region need no longer be out of mer- 
chandise. We have four fine wholesale suppliers—Scott-Rice Whole- 
ale, T Federal Office Supply, Kansas City; Associated Station- 


ers, Chicago; and Blackwell-Wielandy Co., St. L 
* * * * . 
The House of Wren, of Oklahoma City, under tl e direct super- 
vision and management of Bennett Wren, is doing an extensive job 
in sales promotion. Bennett has recently added Paul Marlar, J. B. 
Sarton, and Bill Hollowell to his fine organization. With the assist- 
ance of Hugh Bush, stationery, and Jim Grote, furniture, Bennett 
Wren is rounding out a well-informed sales organization. 


H. J. "Scottie" Scott of the Scott-Rice Company in Tulsa, has re- 


covered from his illness. Scottie was in St. L y see the 
Cardinals play the Giants and the Dodgers. 
. + « . * 
Mrs. Lucille Settle of the Roberts Printing & Stationery Company 
Hutchinson, Kans., and her husband, Norman, just returned from the 
West Coast. While in California. they saw thei: r Garry, off for 
Hon 
* * > * . 
Tom (Speed) Seward of Parrott Speed Faster rp. n the 
end. He and his family just re t ett tor Canada for a short 
* * * 7 
Our fine friend, Gene Mitchell, t returned from his northern 
trip. fk port Dusiness very ; yene r noaer represents 
H ier Desk Company in any of territory. Gene represents th 
lowing companies: Jasper Seating Compar y nvey, Inc. Sun 
Rubber Photo Materials Company, and the Worden Company of 
Holland, Mich., manufacturers of w 
> > * 7 a 
Omaha Printing Company of Omaha, Nebr planning an ex- 








” 


A Family Affair . . . Pictured here at the Kankakee, Ill., plant 
of Amberg File & Index Co. are 9 of the employees with their 11] 
sons and daughters who are newly embarked on their business 
careers. 


Front row—Jackie Jones, Margaret Dutour, Madeleine Wieliczko, Grazine 
Kupckievicius, Connie Wehling, Mary Berens, Eleanor Mills. Middle—Pauline 
Forbes, Pamela Amberg, Jane Dutour, Alex Powell, Mamie Wieliczko, One 
Kupcikevicius, Glenn Wehling, Ferdinand Berens, Hazel Mills. Rear—Anthony 
Amberg, Gilbert Amberg, Robert Powell, Thomas Dandurand, Mary Jane 
Dandurand 
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Manufacturers of the complete line . . . that stands the test of time. 


“Records Eternal’ Carbon Paper Now Being Offered to All Dealers 


N an exclusive interview last month, a spokesman for 

The H. M. Storms Company, told about the success of 
a new dealer program currently winning recognition 
among dealers. 


This plan, now working successfully among present 
Storms dealers, is being expanded to include every dealer 
in the country. According to information received, The 
H. M. Storms Company of Brooklyn, N. Y. decided that 
every dealer, large and small, could benefit by selling 
their well-known Private Brand line of Carbon Paper— 
“Records Eternal.” 


Accordingly, Storms is making this offer: Every dealer 
who orders a minimum of 100 boxes of “Records Eternal” 
of a single number (one weight and finish), will have his 
name imprinted on the box and ON THE BACK OF EACH 
SHEET OF CARBON PAPER, at no additional charge. 


THIS IS THE KIND OF PERSONALIZATION THAT MEANS REPEAT BUSINESS FOR 
EVERY DEALER! 


The H. M. Storms “Records Eternal” trademark is famous among dealers as one of the 
finest private brand names available. It stands for curl resistant, slip resistant, long 
wearing and clean writing carbon paper. It is specially processed to give excellent service 
and is available in standard weight, lightweight or featherweight . . . in HARD FINISH 
grey writing for standard and electric typewriters; in MEDIUM FINISH, clear, clean copy 
for general use, and in INTENSE FINISH black writing for standard and noiseless Type- 
writers. 

Dealers are urged to get in touch with The H. M. Storms Company immediately for 
complete information on this new plan. 


New Carbon Paper Plan 
Wins Industry Recognition 


THE H.M. STORMS COMPANY 





Storms Building, Brooklyn 38, N. Y. 


OA —9/54 


4 











“TIP-TOP”’ 
WOOD TRAY 





DANDY AGATE 
CARD TRAY 
with Steel Bottom 





woop 
CLIP BOARD 





CLIP HEAD 





ONE SOURCE OF SUPPLY 


A complete line of filing accessories 
WOOD « METAL © PAPER 


Every Hedges filing accessory 
represents Highest Quality 





POP’LAR OAK TICKLER 
also STEEL CARD FILES 












Unequalled Value . . . Proven 
Salability at down to earth 
prices. 


“ae WRITE FOR LITERATURE 
AND DETAILS 


BIG BEN 
BOX FILE 





SS RARE Dare CA rn ge 
Tey ar 
BOX FILE 


Be sure to visit us 
when in Chicago for 
the NSOEA Convention 


HENGES MANUFACTURING COMPANY 


Makers of Files and Filing Equipment 


WENTWORTH AVENUE |: Gmier.ve = ORES 
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take a GIANT STEP 


with LWAUGAGA 


to * A QUALITY LINE WITH REPEAT SALES 
* BONDED DEALER PROTECTION 
* ACCURATE, PROMPT DELIVERIES 
* SATISFIED, STEADY CUSTOMERS 
* FULL MIAMI-DEALER COOPERATION 








Capitalize on your abilities and reputation with the 
service MIAMI renders in all business forms for any 
register. 


Men attain real and lasting success when they work and step 
together. See us at Booth 79 N. S. O. E. A. Convention. 


MIAMI! SYSTEMS CORPORATION 


CINCINNATI 9, ONS 





REGISTER FORMS.....AUTOGRAPHIC REGISTERS .....CONTINUOUS PRINTED FORMS 
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Meet ALL requirements 
of ALL typewriters 
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WHY Stock 34* Carbon Paper Items? 
WHEN Nev-r-KURL UNIVERSAL 


.Can Be Used on Standard, Noiseless and 
Electric Typewriters 


.Cuts Dealer Carbon Paper Inventory 
Slashes Investment in Stock 

. . « -Simplifies Purchase for Dealer and Customer 
. . « Saves Customer Office Supply Space 


New inking makes NEV-R-KURL UNIVERSAL wear 
TWICE as long. This all new smudge-proof car- 
bon paper will continue to give clear, legible 
carbons long after the ordinary paper would 
have been consigned to the waste basket. 


NEV-R-KURL UNIVERSAL will not curl or wrinkle 
under any conditions—it’s plastic backed. 

Dealers can increase carbon paper profits, cut 
their costs and the costs of their customers to 
make more sales. Let us tell you the rest of the 
story. Write to: 


*Dealer Average 


L. A. PHILLIPS, President \ oa 
—7 ‘ - | 
|e PROTYPE CLEAR-PRINT 
as TYPEWRITER WeOD STAMP 


CARBON PAPER RIBBON PADS 











PROCESS / CO. i192 mitt st. RocHEstEeR 14, NY 


par the near iture A Wy inde ; Jirection and 


iperv f Fred Pfaff. 


+ . * * ¢ 
Congratulations to Rebert Comfort, mtort Printing & Stationery 
Company, upon his rank of Command f the Nava! Reserve fo, 
ae | ynd St. L ; County 
* + ¢; ea 
James Devanny is now buyer, stationery department of Buschar 
Br if t. Louis. Good luck 
> > > > . 
All the friends of Mrs. Herbert Held, wife of the stationery buyer 
Herb Held, of B ackwell- Wielandy Company, St. L will be glad 
to hear that she has completely recovered trom he ng iliness. 
* * > * . 
Carl Shutz, Eagle Pencil Company, my business associate, is beat. 
ing the heat down in the Ozarks with two air-conditioners. Stay in 
the hil Car T too hot TO Trav 
* > * * > 
Lloyd Stafford, owner of Stafford Office & Sct Supply Com- 
pany, ‘ awa, Kans., is making | bid tor the Ve cratic Nomi- 
nation to Conaress from the Eastern Kansas S trict. Good 
Gite & 
> * > > . 
Newell A. Augur, President of Wallace Pencil Company, recently 
eturned from a business trip to the West Coast where he visited 
Wallace franchise dealers. 
7 > > > . 
tr » grapevine, | hear Dona MacDougal, daughter of Enid 
4 Dan MacDougal, will soon be married. Dona, we all wish you 
the best of everything. 
’ > ¢ ©* 
A he friends of the 8th Regi ena tneir ympatny Tc Harold 
and Pete Jiotines in the passing of their father Peter Hoffman, 
founder > Smead Manufacturing Company, Hastings, Minn. 
* . * * : 
A little bird from Aspen told me—more later 
* * * > . 
Ray Baldwin, Governor 8th Region working hard in our area's 
penait 
* * * > . 


STAY ALIVE FOR ‘55 IN WICHITA 


Shaw Promoted by Duofold, Inc. 

Duofold, Inc., has announced the promotion of S. Arthur 
Shaw, Bay Village, Ohio, to district sales manager in charge 
of sales in Ohio, western Pennsylvania, and West Virginia. 
He has been with Duofold since 1924.—AK 


‘Financial Notes 





Rentngien Rand Inc., New York City—Net income for three months ended 


30 totale A 307, 518 or 63 cents a mmon share mpared with net 
come of $3,114,280, or 59 cents a share, for the like 1953 period, James H. 
Rand, president, told stockholders at the annual meeting on July 27. Mr. 
Rand described the future of the mpany as “bright"’, and noted that it 
was taking a leading role in electronic a inting work which is leading to 
what might be termed automation in the office." enera!l of the Army 
Douglas MacArthur, chairman, informed the meeting that he had put 
hased 800 shares of the company's mmon stock, asserting that he hed 
jone so t because of any pressure but "because it was the best buy on 


International Business Machines Corporation, New York City—The corpora 


on reported on July 27 that for the six months ended June 30, 1954, net 
ncome was $21,600,314. This is equal to $5.27 a share on the 4,098,471 shares 
itstanding at the end of the period. For the 1953 first half net income was 
$15,575.997, or $3.80 a share, present share b As a result of a 2.5% stock 
ljividend paid last January 28 and a stock spl lit up of 25% May 7 of this 
year, the nber of outstanding shares was increased .from 3,198,868, Earn- 

ys for ¢ t half this year, the report stated, were not subject to the 
xcess profits tax which for the same period in 1953 amounted to a charge of 
$3,598, 600 


Minnesota Mining & Manufacturing Company, St. Paul, Minn.—Sales for 


the three ths period ending June 30 totaled $57,786,178, largest quar 
terly sales volume in company history. Sales for the first quarter totaled 
sa 789. The firm also reported net me of $6, 193,852 pe taxes and 
preferred dividends compared with $5,259,281 for the first quarter. Net i 
come before taxes and preferred dividends was $12,649,437 compared with 
$11,069,866 for the first quarter. Second quarter earnings amounted to $4 
per share 8.218.985 shares of common stock outstanding, $.!! higher that 
first quarter earnings. First half earnings totaled $1.39. Last year the com 
pany had per share earnings of $.57 for the second quarter and $1.09 for the 
first half with 8,140,596 shares outstanding. During the second quarter of 
953 sales amounted to $55,171,997. Income before taxes and preferred 


Jividends for that period was $13,301,252 and $4,605,162 after taxes and pre 
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AMERICA’S GREATEST TELEPHONE DIRECTORY-CATALOG 
AND READY REFERENCE SYSTEMATIZER... 
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THE MOST REVOLUTIONARY IDEA IN OFFICE EQUIPMENT IN 25 YEARS 
“<> <i> 
< vi! ei | 


WALLSTER 
CAT NO W.4 





We Stehna 4 ert 7 vo w. wlililicerect 


new york G3, n. y. 











Wiltshire Modern office furniture installed at Coldwell, Banker 
& Co. in Sacramento by H. S. Crocker Co., Inc., of Sacramento. 





Imperial wood office furniture sells faster 
because it has been “pre-sold” to your 
prospects through regular monthly adver- 
tising in these leading national publica- 


tions. 


SEE OUR EXHIBIT SPACE 516 
N.S.0.E.A. SHOW 
CONRAD HILTON HOTEL 


Have YOU 
Joined 
COPS? 
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management 


experts select 
wiltshire modern 


Coldwell, Banker & Co. are experts. From 
this modern office—in Sacramento, Cali- 
fornia — they offer state-wide service on 
management of commercial, industrial and 
residential real estate and property. 
They’re also experts at selecting office 
furniture to promote efficiency in their 
many services. That's why they chose Wilt- 
shire Modern. 


Rich, smooth, warm-toned Wiltshire Mod- 
ern is just as popular with Imperial deal- 
ers who stock and display it. It brings 
larger volume sales, easier . . . with MORE 
profits. 


Start offering Wiltshire Modern and Im- 


perial’s complete line NOW! We'll send 
you full information. 


desk company 


EVANSVILLE 7, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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04g it at the show! 
(tr 


Easier sales for you! 
More value for your customer! 


No. 1744F 


JOHNSON 
EXECUTIVE POSTURE CHAIR 





@ 4-way comfort @ Top grain leather 
adjustment covered arms and 
@ Foam Rubber seat back 
and arms @ Genuine Walnut 
@ Coil Spring Back @ Plastic Scuff Plates 
@ Durable fabric © Beautifully finished 
covered seat @ Soft Rubber Casters 


Here's a brand new JOHNSON Executive Posture 
Chair—a chair that will open the way to a wealth of 
new sales opportunities for you. 

The 1744F Johnson Executive Posture Chair is loaded 
with top quality features . . . yet, moderately priced for 
fast, easy selling to a market that’s almost unlimited. 
Cash in now on this wonderful opportunity! These 


easy sales are waiting for you . . . with this new 
No. 1744F Johnson Executive Posture Chair. 


Write today for complete details. 


Visit our display! See this new moneymaker! 


NSOEA CONVENTION—ROOM 500 














Conrad Hilton Hotel September | 8-22 
C | 
= 868 / 
‘vs JOHNSON CHAIR COMPANY iy 
Busines Chains 4401 West North Avenue Chicago 39, Illinois = 
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GO PLACES with Weldou Roberts Enasers 


(Photo courtesy Natonal 
Tourist Publicity Asso- 
ciation for Ireland) 





LARNEY. .-Yes and No 


See Blarney castle, kiss the famous Blarney Stone, and 
Irish legend hath it that you'll have all the luck in the 
world! But you needn't trust to luck to select and sell the finest, big 
profit erasers that Ireland, all the world, your customers, know best 
and use most: Weldon Roberts Erasers. They Correct Mistakes In 


Any Language! 


LOOK OVER—ORDER— 
THESE BEST SELLERS 
FOR YOUR TRADE NOW 


930 ENSEMBLE (Pink & Gray Rubber) 
A combination eraser that does most 
everything. Handy bias beveled shape. 
Soft, pink pencil rubber joined to soft, 
gtay ink eraser. For ink, pencil and 
crayon erasing. 


399 TRI-PLY —The original superior, 3- 
layer eraser for typists. Two outer 
plies of red pencil rubber, for smooth, 
clean erasures on originals and carbon 
copies. Center ply of soft gray ink 
— for a single letter or a complete 
ine. 








440 GREEN GLOW —Soft, smooth, pli- 
able eraser in attractive green color 
for pencil erasures and cleaning work. 
Features the “stubby” shape with bev- 
eled ends. For office, drafting, art, 
school and general use. (Large size, 
No. 441.) 


Uhidon Retest Eraser. | 
Greel Glow 
440 s«swsee cae | 





JET ERASER—Convenient cylindrical stick eraser in attrac- 
tive, transparent plastic holder. Tip unscrews so eraser can 
be moved outward. Red rubber for pencil erasing, gray rub- 
ber for ink. Pocket clip style for general use. Brush whisk 
Style for typists. Refills. Tops for typing, accounting, draft- 
ing, professional and student use 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 


World’s Foremost Eraser Specialists 
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Honor Hotel Typist . . . M. W. Thayer (second from right), sales 
manager of Elliott Fisher Div., Underwood Corp., presents an 
Underwood portable typewriter to Ralph Petit, Hotel Statler, 
New York City, winner of a recent contest as the “speediest and 
most accurate hotel room reservation typist’ in the city. Others 
in the photograph (left to right) are A. Fitzsimmons, James Mc- 
Carthy and John H. Rudd, Jr., all hotel officials. 





Orn District Nortes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 











Office Equipment Company in 


A. D. McKnight, formerly with 
yht Office Supply on West 


McAllen, Tex., has opened the McKn 
Highway in Pharr, Tex. 
* * > . * 
Quarters of Bodemuller, the Printer, Opelousas, La., is being com 
pletely remodeled and air-conditioned. The store perated by 
M. H. McCord. 


> > * * 7 


Charles Klipple has opened the Klipple Office Equipment Com 


pany, at 118 W. San Antonio St., in San Marcos, Tex 
* > > > > 
Leon Broussard has opened Bruce's Office Supplies at 113 W. 
Main St., in Lafayette, La. 
> * * * > 


Cole Office Equipment Company has moved into a new store at 
66 N. Wright St., in Alice, Tex., and Cole Office Equipment at 719 
Leopard St., Corpus Christi, Tex being completely remodeled. 

* * > * * 
na from 649 Main St., to 80! 


Reine Stationery Company is m 
cation with a large 


Main St., into a two-story building at a corner 
warehouse space in rear. 


* * * * . 

S. L. Johnson is associated with The Bonner Company at Corpus 
Christi as a store salesman. .. . E. D. Gisclard has been ‘appointed 
manager of the furniture department of Dameron-Pierson Company, 


in New Orleans. 


* * * * « 


Clem Bernard of Clem Bernard Company in New Orleans is con- 


fined t¢ me after being hospitalized with a heart attack. 
* > > * > 
The following have just become members of NSOEA: The Orange 


Stationers, 407 7th, Orange, Tex., W. Bernard Waltman, and Bruce's 


113 W. Main St., Lafayette, La., Leon J. Broussard. 
* > > 


Office S 
> . 


Supplies, 


April 20, 21 and 22 are the dates of the 1955 District No. 9 
regional meeting in Little Rock, Ark., at the Mar Hotel. District 


Governor Jack Perdue is using the yan ‘555 in 55,"" meaning 555 

reservations in 1955. So start sending in your reservations for your 
choice of rooms. 

* * * . . 

Dine and Rest 

Six miles west of Gulfport, M y will find Holiday Shores 


Motor Hotel with a new kind of hospitality that is warming both to 
heart and purse. Here, lapped by the limpid waters of the Gulf of 
Mexico, with its own white sand beach, 850 foot private pier and 
|, you will find a grand hotel in dungarees—a place 


n 


for those who seek solace, rest or recreation. 


wimming fF 





McGuinness Moves to Cincinnati Rem-Rand 

J. J. McGuinness, former systems sales branch manager for 
Remington Rand Inc., in Dayton, Ohio, has been named 
manager of the Cincinnati branch sales office—AK 
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new 
modern groups 
by Stantard 


Empire 480 ) 


SEND NOW FOR THE COMPLETE PICTURE 


If you have 


completely 
the lines y 
units and 
Furniture 


the 4800 
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know-how and the yen but feel that you're not 


pitalizing on the executive furniture market, here are 


1. Send now for literature, in color, showing all 
easy-to-sell features of these two new Standard 


—CONSTELLATION, the 5300 Group . . . EMPIRE, 









STANDARD FURNITURE CO., Herkimer, N.Y. 
Send immediately complete facts and illustrated folders on: 


C) New Constellation 5300 Group 
C) New Empire 4800 Group 


TUDICUIUD occ cccccccnccccs 55nesehbeutseeeseugeey ape wee see aninennnn 
FIRM 
DUCES «oo coccccccccpececcscnssoctecectnge ouuess«seneslennnnnnn——-EE 
CITY Seveesophndtage des ; , STATE 
lhe» cus event aust ent Ga entietendi ax endian cnaiaiiniieneaee 
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AN IMPORTANT SERVICE FOR OFFICE FURNITURE 
AND EQUIPMENT MANUFACTURERS 


Sel Om € aprectenced Designer 
Work with You tn ‘Creating 
Smad, Meden Hardware... 
é ngtneered lo Cost You tess 


NATIONAL LOCK COMPANY 
ROCKFORD, ILLINOIS 


We want to take advantage of your cooperative 
design and engineering service. Please send us 


& National Lock design engineers are specialists in complete information. 


creating smart, modern hardware that will accent the beauty 
of your products. With an extensive background in materials 
and production techniques, they can help you secure a 
great deal more for your dollar investment. These National 
Lock stylists will work either independently or in co- 
operation with your own designers... whichever you 
prefer. @ This service covers a wide range of items. It 
embraces zinc die cast, aluminum die cast, stampings, 


plastics in both compression and injection molding, etc. Typical Examples of Confined Patterns 
@ The hardware shown below is not available for general - , 
purchase. However, keep in mind that National Lock Created by National Lock for the Exclusive Use 


manufactures an extensive line of standard hardware, too. of Leading Office Furniture Manufacturers 





Drawer Pull for Wood Desks 


q 
g 
) = 
Small Pull for Dictation Shelf 


Filing Cabinet Label Holder 


Desk Drawer Pulls 


aad 


Filing Cabinet Drawer Pulls with Thumb Latching Device 


Distinctive Hardume...All Irom J Source 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, 
LIFT HANDLES...EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY « Rockford, Illinois 
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. i & | {A Chair, courtesy of Jasper Chair Company, 
Jasper, Indiana 












































































































“Oo 























= iy tagll 
pao: 

















7 


In every desk job, 
efficiency improves with 


U. 5. KOYLON FOAM CUSHIONING 


For many hours every day, your office is “home”’ for you and your busy 
employees. Here they really need the deep, luxurious comfort of U.S. Koylon 
Foam Cushioning to offset office fatigue. This most modern of cushioning 
materials is scientifically perfect for posture in any position. When you move, 
cross your legs, reach over the desk or stretch, the buoyant support of 
U.S. Koylon Foam never leaves you. It reshapes itself after every sitting— 
always looks beautifully tailored, handsome for the life of the furniture. 
These are the reasons U.S. Koylon Foam Cushioning is required equipment 
in fine offices everywhere. You'll find its welcoming ease a real asset, 
for business service, and good looks. 





Us UNITED STATES RUBBER COMPANY - ROCKEFELLER CENTER - NEW YORK 20, N. Y. 
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SEE HANO 


Areadliner 


FORMS and DEVICES 





Leading Stationers watch Hano for headline 
developments in Autographic Registers and 
forms, Continuous and Continuous Carbon 
forms, Snap-a-parts and Marginal Punched 
Continuous forms. So far in 1954, Hano has 
made headlines with 


Sensational Hano N.C.R. Business Forms with 
paper developed by National Cash Register 
Co. Write up to four copies, type up to seven 
copies . . . no carbon required! 





Hano Refolder Registers, the new HUR 
models, sizes for every need . . . quick, clean, 
foolproof! Don't mi hese and other new 
Hano items at the NSOEA Show, Chicago, 


Sept. 18-22. 


age j 
; * ~ rf Pa 
( KE. MASS@ 
‘ 
} 
mT E © ‘ { 
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*New Branch Plant at Mt. Olive, Illinois, to 
better serve our midwestern and southwestern 
dealers with quicker deliveries, lower freight 
costs. Some dealerships open in South, South- 
west and Midwest for established stationers. 





General and Sales Offices: HOLYOKE, MASSACHUSETTS 
Branch Plant: MT. OLIVE, ILLINOIS 





11itH District Notes 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y ST., VANCOUVER, WASH. 





Aithough we still are hearing wondert mments about the Sun 
Valley Regional, it is time to start thinking about the 1955 get-to- 
} held at the Gearhart Hotel, Gearhart, Ore., Sun- 
Jay, May 22 through Tuesday night. 

Don't send in your reservations as Gov. Larkin will ask for them in 
Jue time. The Gearhart Hotel has opened a new heated swimming 

and other improvements assure an excellent setuf 


. * > > * 


This is a special note to the membe » Ore egon Trail Travel- 
. The head of the entertainment committee is Gerry {American 
Pencil) Whitcomb and members are Harold (MMM) Sullivan, Ken 
Globe-Wernicke) Sutherland, Bob (W-Costello) Opie, and Dave 
87 Lines) Rudnick. 


Gerry Whitcomb will also arrange for the Seattle Christmas party 

nd Ken Sutherland the Portland Christmas party. The dates for the 
two Christmas parties will be announced later 

> > > > > 

Horace and Jane Kilham of Kilhan n Portland are spending 

their vacation on a cruise to Prince Rupert and p bly Ketchikan, 

Alaska, aboard a private yacht. Ah r dealers lead such a tough 


fe. Also aboard will be Mr. and Mrs. Marshall G. Hopkins of the 


Northwest Paper Sales Company in Seattle 
Mr. and Mrs. Lee Robbins of the Standard Stationery Company of 


rtland, the parents of two lovely girls had their third child July 13 

a girl. Never mind, Lee, | read about a couple in Maine that had 
thirteen gir then finally adopted a | 

. > > * > 


Ray (Smead) Thompson has been working the Pacific Northwest 
and your reporter ran into him at Needham's in Salem. 

Bob Needham was "batching" it, with Maxine at the beach, so 
he three of us had dinner. Ray ordered a Martini and was disap- 


pointed when the waitress could not find any anchovy ves. How- 
ver, she st fled an olive with a crab leg Only in Oregon can you 

yet that kind of treatment, Ray. 
The Oregon Trail Travelers in Seattle had their annual picnic 
15 and Gerry Whitcomb reports a fine time er joyed by all. 


Dick Vaughns were there and alt they ied a specia 
vitation to Mr. and Mrs. Jack Ellis, who were in town, the Ellis 
family did not attend. Gerry swears that Jack was afraid to tangle 


with the d of pinochle players he knew were there. Jack and 
ther visit od C. S. Pillsbury and Pill reports that they are doing fine 

S itner rnia. 
> * + * * 


A. L. Tredway, for many years buyer at Trick and Murray in 
Seattle and associated with Voight's Pioneer C 
Klamath Fa now is with The County Stationers, 532 East Main St., 
Ventura, Calif. Best wishes for succe 


* 7 * * * 

This will be the last column by this correspondent. I've en ioyes 
writing it but it's time to turn it over to someone else for a fres 
ant at the District || news. From now on the second \ ae Pens 
f the Oregon Trail Travelers will get the assignment. Bob (Eagle 
Pencil) Anderson was elected to that post at the Sun Valley Re- 
yional and for the balance of his term will handle the smn. 

You need help to write a colum: as this and I'd like to say 
hanks to all my contributors. I'm especially gratefu Editor Walt 
Lennartson who never got too mad wt was late with my copy; 

Chet Williams for his advice and suggestions; to Joe Dwyer for 

ng me my chance to be a "journalist’’ and Bob Davis for 
‘ t faithful reader and severest crit With all your 
* 7 > * * 


“Out where the handclasp is a little stronger." 


Parker Pen Holds “Family Day” 

“Family Day,” an open house and inspection tour for 
employees and their relatives, was held June 17 at the new 
general office building of the Parker Pen Company in Janes- 
ville, Wis. An estimated 3,000 attended the event, which 
marked the formal opening of the modernized offices build- 
ing and completion of the firm’s biggest expansion program. 
Bruce Jeffris, Parker president, said the objective of the pro- 
gram was to “streamline all operations for greater efficiency.” 
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Sell more, profit more 
with ££000// 
OFFICE FURNITURE 


j 4eopold “eye-appeal” turns to “buy-appeal” 
when you show prospects the exclusive com- 
fort and convenience features incorporated 


in distinctive Leopold designs. 


Top position file space, easy closing drawers, 


sell to work-wise office managers. 


Comfort engineered designs, easy height ad- 
justment have “buy-appeal” for personnel- 


minded executives. 


THE Ke qpo/d ‘wurnnt 





Top photograph shows the Alice Bank and Trust Company, 
Alice, Texas. Leopold Installation by Stafford-Lowdon Co., 
Fort Worth, Texas. 


Leopold durability—scratch resistant endur- 
ing Dulux finishes—solid construction—-sell 


to forward-looking business people. 


The Leopold Company furnishes “tools” to 
offer complete office planning service and 
new, hard-hitting sales helps to increase 


profit-making Leopold Sales. 


Ask the Leopold Representative who calls on 


you, or write us for details. 


ea) 





BURLINGTON, IOWA 


OA —9/54 


Member: Wood Office Furniture Institute 
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BERMUDA 


Available in fluorescent or incandescent style for home, 
office and reception room. Two 60-watt bulbs or 22- 
watt Circline tube. Choice of Brown or Grey finishes. 
(Write for brochure below, for complete specifications.) 


Model 8000—Incandescent 
eee $ 19.95 


Model 8001 —Fivorescent, including 
Cireline tulbe, Retell each... ccccccccccetes $29.95 


 ceemneeeaeMeGE cnc oe 


STANDARD 








Best quality, yet low -pric ed, desk lamp with one or two 
fluorescent tubes. Choice of Caribbean Blue, Terra 
Cotta, Ebony, Brown or Grey finishes. (Write for 
brochure below, for complete spec ifications.) 


Model 4900—One tube. Retail each, 
POE PO cp ecsecee i $8.95 


Model 4902—Two tubes. Retail each, 
ee ' % 14.95 


~» - and many others, too! 
Write for this new illustrated brochure that gives complete specifications fer entire line. 


ORDER DIRECT FROM FACTORY—TOP DISCOUNTS 
INDUSTRIAL LAMP CORPOR, 







DIRECTOR 


Fluorescent desk lamp for home or office. Shade swings 
in 180° arc. Genuine Sessions electric clock. Choice of 
Brown or Grey; gold finish trim. (Write for brochure 
below, for complete specifications.) 


Model 201—One tube. Retail each, 
Wilke Ria ek BAY 00 Coe e Sees aes $1 8.95 


Model 202—Two tubes. Retail each, 

I chal gk tN a oeon se ease aeee $22.95 
Similar model available in choice of Caribbean Bive, Terra 
Cotta or Ebony. 


FLAMINGO 


Incandescent desk, end table or pin-up lamp. Supple 
stem permits direction of light. Choice of Caribbean 
Blue, Terra Cotta, Ebony, Brown or Grey finishes. 
(Write for brochure below, for complete specifications.) 
Model 250—Choice of colors. Retail each 


ST a cde A754 Cheese eseey ocenbenes ¢ $8.95 















DEPT. 907, ELKHART, INDIANA 





218 OA —9/54 








> / 54 








OFFICE EQUIPMENT 






Rear wall vertical stiffeners 
insure rigidity. 










Side action cam type com- 






pressor for positive lock- 





ing and more filling room. 






Side wall Z-bar stiffeners as- 
sure alignment. 







Triple-tied strong cradle floats smoothly 


on ten roller bearings. 






H-O-N Dealers: This is the way you wanted it! 









ADDITIONAL FEATURES 


Four corner torque plates of 
heavy steel in base make 
cabinet rigid and help pre- 
vent shipping damage. All 
parts chemically treated to 
resist rust. Sprayed and 
baked enamel finish. Full 
28%" depth by 52” height. 
Available in two and four 
drawer models — letter and 


Many of you have asked us to produce a full-suspension 4- 
drawer file. You requested high standards of construction to 
sell at a good attractive merchandising price. 







This assignment, we felt at times, was a tough one to handle. 
But now the job is done and we're rather proud of the results. 






The construction and performance of the new H-O-N full-sus- 
pension file are good—and the price is right. This unit is now 
in production and ready for delivery. 







We think you will be as pleased with it as we are. Order your legal sizeo~with or withest 


floor sample and see. The H-O-N Company, Muscatine, lowa. 





plunger locks. 
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LIGHT WEIGHT 
PERMANENTY "GIO ™ 





INEXPENSIVE \ 





MOISTURE 
RESISTANT _ 


* 


Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. (” soxaie™ ° 


CANTON, OHIO 








She Makes It Her Business . . . Mrs. Frank McGlynn, White 
Plains, N. Y., wife of a New York City salesman for Clary, dis- 
covered if pays to know her husband's business. She won a big, 
gleaming percolator for her answer in a San Gabriel, Calif., 
telephone call from President Hugh L. Clary as J. W. Stallings 
(left), general manager of distribution, sits by. With Mrs. McGlynn 
are Peter, 5, and Kathleen, 2. It’s all part of the Clary Mulfi- 
plier Corp. contest to stimulate interest of wives in their hus- 
bands’ progress. 





MARITIME PROVINCES 


W. J. McNulty, Correspondent 
116 Prince Edward St., St. John, N.B., Canada 





Albert D. Holyoke, 83, of Woodstock, N. B., died recently. For 
many years he had been engaged in the sale of new and used 
office appliances and supplies ir jing furniture. Born at Wood- 
stock, he had been located at Saint John and Moncton in New 
Brunswick 

* * * * #*# 

Crown Equipment Company, Montreal, Que. is emphasizing 1954 
model Royal portables at $69.50 with a free typing course and @ 
case accompanying the machine. The individua! purchaser is allowed 
an even 12 months to pay. 

ee 0 @e¢8 


The National Typewriter, Inc., Montreal, Que., has been giving 

the featured position to the R. C. Allen typewriter. Demonstrations 

ae ; 

are being stressed not only in the building but 
' 


prospective buyers. 


t rr: 
+ the ofttices of 


e ¢ 6&8 Ca 


The all-new Rex-Rotary fully automatic duplicator distribution is 
via Sou Ltd., with headquarters at Halifax, N Telephone and 
mail orders are being stressed. 

. ¢@ @ © 

Wholesale Typewriter Company, Montreal, Que., has been offer 
ing adding machines at $19.95. earance sale recently were 
100 all standard models, 50 Remington and Underwood noiseless 
tandards and 100 new models of Royal portables 


o ¢ 6 Oe 


Kerr-Ellams Office Appliance Ltd., Halifax, has been specialit 
ing in Vornado air circulators, as a way of assuring office workers 
being cool and comfortable. 
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CONFERENCE TABLES 


Series 222 








Series 471 





Series 151 


Series 333 





Series 131 


fl 


Series 71 


: 


Series 171 


1 


eries 91 


OFFICE TABLES 








Series 50-S 





AUXILIARY TABLES 
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SAMSON 





Series 444 


SAMSON CONFERENCE TABLES are designed for practical use, and are 
built to last. The ageless beauty of their American Walnut and White Oak 
hardwoods also bespeak enduring quality. Styles range from 
early Jacobean to Contemporary, and are available up to 16 feet in length, 
Special sizes, heights and styles may be ordered for custom installations. 

A series of small Samson tables for the office and reception room also are 
available. All Samson tables are made by Mutschler Brothers Company 
of Nappanee, Indiana, who has been building the Samson line for 
nearly forty years, and whose woodworking experience goes back to 1893. 





DEALERS: 
MUTSCHLER BROTHERS CO. 


Write for new DEPT. 903 NAPPANEE, INDIANA 


20-page cata- Please send free copy of new Samson catalog. 





log ~ full data 
on all Samson con- DEALER _ 
ference and office tables. ADDRESS 
Ss cnwinmacmtgsliiatistaiites tcsisiniitaasiis 











SEE US AT BOOTH A 


(Same as always) 


Get the Facts 
on the New “Quick-Service 
Merchandising Program” 
for Dealers! 


oo-Sponsored by National Blank Book Company and Four other 
Major Stationery Manufacturers 



























See how you 
can get a complete 
SELF-SELECTION 
program layed-out to 
meet your specific 
requirements 





















oe 
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Self-selection Aisle Cases Self-selection Wall Cases 


Every progressive dealer knows that sooner or later _ specific needs over a planned period of time. We'll 
he is going to have to re-design his store to feature have full facts for you at Booth A — also in rooms 
“‘Self-selection”’ in order to keep his share of business. 546A and 548A. 





It can mean headaches . . . expenses, if not care- 
fully planned. NOW five major stationery manu- = 6y DISPLAY IN BOOTH A — NATIONAL’S NEW 
facturers offer their dealers an individual Master COMMERCIAL ITEMS FOR FALL SELLING 


Plan with floor layout designed to meet the dealer’s 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Mass. - New York - Chicago - Sanfrancisco - Atlanta + Dallas - Boston - Los Angeles 
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MWaltonal five KEYBOARD adding machine 


4 


~ NOW! 


Every key 
is its own 
motor bar! 





Saves up to 50% hand motion! 


and add without touch- 
’ 50% less hand travel 

f effort for operators. 

Ke it! 

dded and printed the 

et on the keyboard— 

s electrified! No more 
motion from keyboard 
because every key is also 
only completely elec- 
trified Adding Machine! 

National’s ther-touch” action 
makes it easier than ever to press com- 
binations of keys at one time—more 
lume-and-effort-s ng! 

All ciphers t automatically—still 
re effort ar me saved! At the end 
f the day tors feel fresher—and 


Now you can list 
ing a moto! 
—l oreal Sa 
No wonder the 
Amounts 
instant they 
because eve? 
back and fortl 
0 motor bal 
1 motor bar. 7 


m 


they have accomplished more with less 
effort. 

The National Adding Machine gives 
you “Live” Keyboard plus 8 other time- 
saving features combined only on Na- 
tional: Automatic Clear Signal . . . Sub- 
tractions in red . . . Automatic Credit 
Balance in red. . . Automatic space-up 
of tape to tear-off line when total prints 
... Large Answer Dials». . . Easy-touch 
Key action . . . Full-Visible Keyboard 
. . . Rugged-Duty Construction in com- 
pact size for desk use. 

One hour a day saved with this exclu- 


sively National combination of features 


will repay the entire cost of a National 
Adding Machine every year—an annual 
return of 100%. 


THE NATIONAL CASH REGISTER COMPANY, varron 9, onto 


949 OFFICES IN 94 COUNTRIES 
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NOW 


you can forget the motor bar! 


Contact Dayton Office, 

Adding Machine Division, 
now, for information about the 
complete adding machine line 


dealerships still available. 








MASO’S NEW 


STEEL CHAIR SUITE. 


5 Beautiful Matching Pieces! 





Swivel Arm Chair Desk Side Arm Chair 
Junior Executive Posture Chair 
Secretarial Posture Chair Armless Side Chair 


Every One Of The Finest Quality! 
With Top Quality Features! 








No. 1050 i 
Matching Desk Side 

Arm Chair For 
Executives 





CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 












No. 1000 
Matching Swivel 





Arm Chair For No. 1005 
Executives Matching 
Secretarial 


Posture Chairs 





VISIT wesc ““LAMIDALL ROOM” 

SEE—Our Newly Improved Models 
—New and Increased Line of CHAIRS 
Stools and Office Machine STANDS! 


ROOM 502 Sonne nitton Hore. 


NSOEA SHOW SEPT. 18-22 














53 W. Jackson Blvd. 
Chicago 4, Illinois 
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J. S. Luckett, Sr., president, Luckett Loose Leaf, Ltd, 
Toronto, who recently returned from a two months’ ya- 
cation tour through Europe, said he found much evidence 
that Europe is going through a “period of uncertainty, un- 
rest, jealousies and a great deal of nationalism that can 
well explain some of the political differences we in America 
read so much about.” 

He said that wherever he and Mrs. Luckett went on the 
Continent the people considered America (and this includes 
the United States and Canada,) as “rich countries,” in 
comparison with their own status. He found people on the 
Continent greatly interested in our products, cities, customs, 
and particularly our distances which are difficult for them 
to grasp. 

“We saw American office equipment and writing in- 
struments everywhere we went. There was little evidence of 
modern loose leaf equipment in any of the stores, which 
were largely devoted to social stationery lines. But the 
Europeans are not behind the times when it comes to 
office machines and developments of this nature.” 

He said he had visited a number of plants concerned 
with the industry while in England and these had proved 
modern, extremely busy and the employees optimistic and 
hard-working. 

Among general impressions: “Some parts of Italy ‘poor 
and backward’; France ‘politically confused, upset and un 
certain’; England ‘still making tremendous recovery 
strides’; Holland ‘every evidence of prosperity, industry 
and progress’; Germany’s U. S.-occupied zone, ‘a bee-hive 
of industry, with people definitely looking to the future, 


depending on U. S. for aid and protection’.” 
* * * # @ 


Stationers’ Association of Montreal has arranged the fol 
lowing schedule of meetings for the ensuing season. Donald 
L. Campbell, Dennison Mfg. Co. of 
Canada, Ltd., Montreal, will head the 
group’s first educational session, Sept. 
22, with a discussion on increasing 
fall and pre-Christmas sales. Oct. 20 
meeting will be chaired by Granger 
Robertson, Granger Freres, Ltd., and 
will feature a talk on sales promotion. 

The Nov. 3. dinner will be under 
the joint auspices of the Stationers’ Earle Opie 
Guild of Canada, Inc., and the Montreal group. Hugh L 
Kennedy, Montreal, current Guild president, will preside. 
Guest speaker will be Earle Opie, president, Weber Costello 
Co., Chicago. A special guest expected is Paul Burbank, 
general manager, National Stationery & Office Equipment 
Association. 

Montreal Stationers’ Christmas party is scheduled for 
Dec. 10, with Humbert Paul, Dawson Bros. Ltd., in charge 
of details. Feb. 15 will see resumption of educational meet 
ings, with George Knox, Brown Brothers Ltd., Montreal, 
as sponsor. April 19 meeting will hear a guest speaker 
outline how various aspects of the printing industry relate 
to the stationery trade. Co-chairmen of this session will 
be Ronald MacDonald, Allan Singer Ltd., and Angus G 
Barwick, Barwick & Sons, Ltd., Montreal. General chair 
man of the association’s educational program is Allan Seats 
W. V. Dawson Ltd. 
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Sponsored jointly by the Canadian Business Equipmeft 
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Store transferred records from floor 
STEEL FRONT to ceiling — without shelving —in 


FILE ae " ® 
Bes * O 


FIBERBOARD 


FILES 


Limited storage space sometimes requires stacking of 
transferred records all the way to the ceiling. You can do 
it with Oxford Steel Front or Steel Clad Files—yet have 
every record instantly accessible, without unpiling old- 
fashioned boxes to get at the ones underneath. 











ke 


STANDARD ~< 
FILE 





Instant accessibility! That’s the great advantage of pull- 
drawer storage files—originated by Oxford in 1931, and 
brought to their present perfection in the three styles 
illustrated. 


OXFORD FILING SUPPLY COMPANY, INC. 


Garden City, New York St. Lovis 6, Missourt 


STEEL CLAD 
FILE 
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id no. SP-575 
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ALUMINUM fixed back posture chair 





iy HOCUAAAGHOOEDORDEAUGEOGRAAOGRGESEEROGGAERDAOLESASOGSORGEROAOUEDESUELORI OBIE 





CHECK THESE FEATURES 


e A fixed back posture chair in aluminum 


Beauty e@ Foam rubber in both seat and back. 1%” thick—pure foam 


rubber in seat 


" Comfort e Brushed, natural satin aluminum finish on exposed structural 
Tineke tor ~— 


Economy e Gracefully styled 


e Ball bearing casters 


a — e ° ° . 
Durability e Available in a wide assortment of colors and materials 


e A smart, quality Fine-Rest aluminum chair built to compete 
with lower price chairs of other materials 











veneaoesanens soneneecensnareegt 


See our display ... room 521-A NSOEA CONVENTION, CHICAGO 


DISTRIBUTORS 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
ALUMINUM SEATING / orperalé nies Sige Sete a somes = 
EASTERN PA. DISTRIBUTOR 
SAFE & EQUIPMENT WHOLESALERS, 260 S. Fifth St., Philadelphia 6, Pa. 


WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 
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TECHNIPLAN dealer: 


THE OPEN MIND is readily impressed by the 
direct advantages of the original engineered 


modular offic system—TECHNIPLAN, 


WHAT You Get, with Techniplan, is invari- 
ably more in you expect. You need better 
ace—you get that PLUS not- 
in individual worker output. 
iplan for bigger work output 
iddition, flexibility and cus- 
rk stations for every kind of job. 
icy—it comes coupled with 
increased worker comfort 
and convenience. With all of these you get 
appearing offices. 


use of floor s} 
able increas« 
You buy iv hr 
—vyou get 
tom-fitte 
You desire 


noise ab: nt, 


modern, impressive 


THERE’S NO SECRET to Techniplan versatility! 


Interlocking, interchangeable components 
fit any desired arrangement; as readily con- 
form to changed requirements. Interlocking 
or free-standing partitions provide privacy 
wherever needed. 


ENTHUSIASTIC USERS, in 
of offices nfirm these advantages. 


Globe-W 


all sizes and types 
Your 
cke dealer will show you nearby 
installations, or demonstrate Techniplan in 
his store. Find him in your classified ‘phone 
book, under “Office Equipment.” 


4 = 











Your copy of 
this Techniplan 
book is free— 
request it on 
your business 
letterhead, 
please. Address, 
Dept. 9-OA. , 











Engineering Specialist in 
Office Equipment, Systems 
and Visible Records 
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Cincinnati 12, Ohio 








BEAMING BOSSES 
BY THE HUNDREDS! 


It is truly astounding—the enthusiastic 
comments that keep rolling in from the 
many sizes and types of TECHNIPLAN 
installations. The most popular subject 
of‘comment is the immediate and note- 
worthy effect on individual worker out- 
put. 


Any time a business can increase its 
output per worker, and do this day in 
and day out, without prodding, with- 
out urging, as a natural and inevi- 
table result of providing the right 
office equipment — THAT’S NEWS! 
For months G/W TECHNIPLAN has 
been generating just this kind of re- 
action. Alert dealers are finding one 
enthusiastic user is the quick and 
easy clincher for other sales. 


This TECHNIPLAN advertisement 
pictures the “Big Lift” in work output 
for hundreds of thousands of smart, 
progressive businessmen. It puts the 
G/W Dealer into the headline—as a 
closer tie-up with your own store identi- 





fication, G/W Techniplan displays, and 
outside selling. 


Note the high-spot advantages given 
repeated emphasis in this ad: 


Increased work output 
Better use of floor space 


Complete flexibility 


~~ 


Custom-fitted job facilities 
Privacy—with noise reduction 


Increased worker comfort— 
convenience 


Smart, modern, 
impressive appearance 


Any ONE of these advantages is a 
sales-maker. Just give your organiza- 
tion the opportunity to offer ALL of 
them. 


Help boost 
support; it has worked wonders for 
hundreds of G/W Dealers. Can you 
afford to neglect the opportunity? 


sales with vigorous local 






Sincerely, 


Eimer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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only BARKLEY 
TAB GUIDES 








Patent No. 2248355—D128118 


Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Tab Guides 
should be demonstrated to every office manager. Barkley 
Tab file guides and card guides bring greater ease .. . 
speed . . . efficiency to filing routine. The crystal clear 
plastic tab angled for greater visibility helps to make 
“filing and finding” effortless. If the value of a product 
is proven through performance, Barkley Plastic Tab de- 
serves special mention. Make it “your business” and 
“good business” to see that every company in your com- 
munity knows about Barkley Tab Guides. 





Established 1921 


[.1.. BARBLEY & CO. 


scturers of Filing Suppl 


W. Von Buren St. Chicago 7, |!! 
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Manufacturers’ Association, and Toronto branch, National 


Office Management Association, a two-day preview of the 
products of more than 20 leading Canadian suppliers Aug. 
25-26 attracted a record crowd of executives and dealers to 
the Business Equipment building of the Canadian National 
Exhibition, Toronto. 

The preview, which preceded the official opening of the 
“big fair,” was designed to give business men and women 
an exclusive opportunity to examine in detail the latest in 
equipment and methods leisurely. Officially opening the 
show was Robert Saunders, chairman of the CNE, who 
paid tribute to the associations for their “tremendous con- 
tributions to the constant advance of business ethics and 
business equipment in Canada.” 

Guest speaker at a luncheon held on the opening day 
was A. V. Pigott, Winnipeg. George Marshall, National 
Cash Register Co. of Canada, Ltd., Toronto, is president 
of the CBEMA, while Walter Upshall, Eaton Co. Ltd. 
Toronto, is president, Toronto branch, NOMA. 

The following firms were exhibitors: Acousticon Dicto- 
graph of Canada, Ltd.; Addressing Machines & Business 
Systems (Bradma) Ltd.; A. B. Dick Co. of Canada, Ltd.; 
Dictaphone Corp. Ltd.; Ditto of Canada, Ltd.; Executone 
Communication Systems Ltd.; Gestetner (Canada) Ltd.; 

International Business Machines Co. Ltd.; McBee Co, 
Ltd.; Joseph McDowell Sales Ltd.; Mitchell-Houghton Ltd.; 
R. F. C. Morris Co. Ltd.; National Cash Register Co. of 
Canada, Ltd.; Audograph division, Northern Electric Co, 
Ltd.; 

Office Specialty Mfg. Co. Ltd.; Pitney-Bowes of Canada, 
Ltd.; Seeley Systems of Canada, Ltd.; Smith Corona 
(Canada) Ltd.; Sonograph Ltd.; J. & J. Taylor, Ltd.; Under- 
wood Ltd.; Addressograph-Multigraph of Canada, Ltd.; all 
of Toronto. 

Toronto branch of NOMA arranges such a preview of 
business equipment at the CNE every second year. Much of 
the equipment shown this year was on display for the first 
time in Canada. 

* * * * 

The Waterman cup for low gross went to J. H. David, 
Carter’s Ink Co. of Canada, Ltd.; Montreal, when Montreal 
Stationers’ Association held their annual golf tournament 
at St. Lambert Country Club. P. Barrette, Minnesota 
Mining & Mfg. Co., London, took the Dominion Blank 
Book cup for low net; Luckett Loose Leaf Century Cup 
went to L. G. Logan, C. F. Dawson Co. Ltd.; Montreal. 
Chairman of the affair was Adrian Gauthier, Esterbrook 
Pen Co. Canada, Ltd. He was assisted by Paul Papin and 
Humbert Paul. 

* * * * # 

The election of three employees to the firm’s 25-year 
club was recently celebrated by the Montreal firm of 
Charters & Charters, Ltd. Honored were Eleanor Sawyer, 
secretary-treasurer; George Ryder, purchasing agent, and 
Francis (Tommy) Gill, a salesman. The firm’s president, 
Eugene Charters, presided. 
* * * * *# 

Napoleon Martineau, pioneer in the typewriter and office 
equipment industry in Quebec Province, died recently im 
his 69th year. He was president of N. Martineau et Fils 
& McGill Typewriter Co., Montreal. He was winner of 
an international contest as typewriter salesman in 1914 and 
1915 when he was awarded the Rice Leaders of the World 
Association Prize, as representative of Remington Rand Co. 

Born in Quebec City, where he was educated, he joined 
Remington Rand, later founding his own company. 


* *# # # # 


Herbert W. Looseley, former far Western Canada man- 
ager of Pitney-Bowes of Canada, Ltd., Toronto, has been 
appointed to the newly-created post of sales manager for 


OA —9/54 








OA 






































al 
he 
ig 
to 
ial 
| 
he | 
en 
in 
he 
he 
mn 
na 
lay 
nal 
nt 
d., 
to | 
Css 
d.: 
ne 
d.: 
0. 
d.; 
of 
AO, 
da, 
na 
ler 
all 
ol 
ol 
rst . 
: Why 2 out of every 5 Revo-File sales 
rid, . ° 
al | literally drop into your lap 
Cilt | 
ota F 
ak & land the other 3 come almost as easily! 
up | 
eal | It’s a fact that 2 out of every 5. . . 40 out of every 100 active card records is a prospect. And every Revo-File sale 
0k | Revo-Files sold, each month, represent additional pur- means a big profit — with no service headaches. 
and chases from customers who have bought Revo-Files before! * + * 
on thay [ie abs lee ion r ” eae handling this profitable line. Better do it right now. 
equipment. | ke having 40% of your orders “dropped 
« | into your lap.” And, according to dealers who are handling 
oe Revo-File, th ond orders are often bigger than the REVO-FILE HAS ALL THESE "EASY-SALE” ADVANTAGES: 
a | initial ones! « Uses prospect's presentrecords. + Operates at convenient desk 
What are the reasons behind this unusual performance? No costly changeover. height. 
. You'll find a few of them in the box at the right * Increases production. * Occupies less floor space. 
fice | Tjeasons why it’s easier to make the initial sale, reasons why © Ratins enhie : pee Gm fe soled whae 
in the Revo-File ke eps on selling additional Revo-Files. * Reduces clerical fatigue. . india employee morale. 
Fils Every firm in your community that has 3,000 or more 
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and Dep’t OA-9, Revo-File Division 
rid | The Mosler Safe Company, Hamilton, Ohio 
( "7 Vt 0- Vo VY | Please send me a catalog and full particulars on how to cash 
ned | in with Revo-File. 
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y b : f See our envelopes and us at 
ES ... there are envelopes for the N. §. ©. E. A. Convention. 


every need and purpose in Be sure and visit 


Quality Park’s quality line... Booth No. 9 
e $s 


envelopes that mean satisfied 
A cordial welcome 


customers and repeat business 
for YOU. That’s Quality Park! 


awaits you. 








General Office and Factory, Quality Park, $t. Paul 4, Minnesota 
Chicage Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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STATIONERS LOOSE LEAF CO. 


DAN A. MAC DOUGALL 
JOHN J. KERNS 
GEO C. POHNKE 
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CONRAD HILTON HOTEL....CHICAGO 
48th Annual Convention of the NSOEA 


Greeting old friends and making new ones is a pleasant experience to 
which we look forward each year as convention time approaches. 

We sincerely hope you'll accept this invitation to visit our 
headquarters suite in the Conrad Hilton Hotel. You'll find 
pleasant relaxation and a friendly welcome waiting. 






MILWAUKEE 1, 524 N. BROADWAY + NEW YORK 3, 114-116 E. 13th ST. 


FAULILESg 
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DIVVY DRAWER UNITS FOR THE FLEXIBILITY YOU DEMAND 


Divvy Drawer Units can be used as individual units on 
bench or under counter, or can be stacked up to 7 units 
high. Made of heavy gauge prime cold rolled furniture 
steel, spot welded together to assure long life and 
durability. 












DRAWER UNITS 


BY OTIS 









































538” wide 

oOo; ola 
_——- a 

FIFTY DIVVY UNIT 13 /a/a 
0;/0\|a 

Same basic unit as described 

above except in smaller size. 

Half-size unit: 1634’ wide, same —— > 

height and depth. Weight 32 Ibs. [oS Tol 

Write for the name of your local g i —_ " ( 

Otis dealer and new complete — — 

catalogue ‘a! a=) t 














These exceptionally versatile drawer 
units come in 3 different widths. Make 


en 



































eo } up desired combinations of drawers 
i | | cy | cy | CD | on each shelf to meet your particular § 
requirements f 
a ~ . } ¢ Overall size of full units: 
| ce) Le) | © ap Ly } 335’ wide, 11%.‘ deep, 1034" high 
ss Weight 63 Ibs. 
—- 7 - * Drawers divided by two adjustable 
| | c= | £9 | | cy) | &) steel separators; sides slotted on 1 Vv 
centers for adjustment of dividers t! 
e Gray or olive green baked enamel 
) <) | oa cp | finish. 0 
Attention dealers and Si 
distributors: some valuable 
me lhe 4 ; 
| | cD | 7 | =o | © | territories are still open! 
fi 
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SUGGESTED SHELF ARRANGEMENTS 


If 














TIS 


STEEL PRODUCTS 
CORPORATION 


Ellicottville, N. Y. 





qi 
bi 
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Canada, it was announced by K. C. Dalglish, president. 
Succeeding Mr. Looseley in British Columbia is J. W. 
Rattray, ntly assistant manager there. Mr. Looseley 
joined tl Toronto sales office of Pitney-Bowes in 1945. 

Mr. Rattray joined the firm at Vancouver in 1947. Also 
annou Mr. Dalglish was the appointment of J. H. 
Edy as iger of the new sales and service territory of 
Alberta th headquarters in Calgary, he will take care of 
expansi¢ that rapidly-expanding industrial area. 

* * > > * 

Other t ussociation news: Hamilton Stationers’ group 
held th ial picnic at nearby Bronte when about 65 
enjoyed ; and a buffet dinner. 

Wi eg Stationers’ annual golf tournament saw the 
Luckett trophy go to J. A. Murray of Willson Stationery 
Ltd.: Sa trophy to Don Schaefer, General Stationery 
and Pap td 

* * * > . 

A me program in Canada has been announced by 


Arthur G. Schaefer, vice-president in charge of sales, Seng 
busch Self-Closing Inkstand Co., Milwaukee, Wis. The 


loront of S. J. R. Saunders & Co. Ltd. now becomes 
factory representatives in eastern Canada and for all ac 
counts vestern Canada not covered by Merrill Hasty. 
: * * > * * 

\' former resident of Toronto, and vice-president of In 
ternational Business Machines Co. of Canada, John F. Brent 
was recently elected vice-president and general manager 
of Internat 11 Business Machines’ World Trade Corpor 


ation 
- * * . * 


\ tv veek strike by employees of two Vancouver 
statione! ended recently following a “round-table” 
discuss participants. The employees were members 


of Clar Stuart Ltd., and Mitchell-Foley Ltd. 
* * * . * 
lo t the increased demand for writing instruments, 
the W. A. Sheaffer Pen Co. Ltd., Goderich, Ont. again 


has ste p its production. Leon H. Black, president 
of the ¢ an company, said domestic sales had increased 
approximately 30 per cent since March 1. 

Canadia Industries (1954) Ltd., Montreal, has an 


nounce ollowing new slate of company officers. H. 
Greville Smith president; vice-presidents, Leonard Hynes 
and W. T. D. Ross; secretary, D. W. Shales; treasurer, 
E. L. Hamilton; assistant-treasurer, W. H. Flynn. 


* * * * * 


Albert E. Brownlee has been named to succeed Harold 
V. Irwin ynager of Burroughs Corporation’s Hamilton, 
Ont. bra Mr. Irwin has been transferred to Ottawa 
territor\ 

* * * * * 

An a . with an estimated cost of $100,000, is 
planned for the Edmonton plant of Dominion Envelope 
& Cartor Western ) Ltd., D. H. Ross of Toronto, the 
irm s | re he has revealed. 


* * . . * 


Karl P. Warwick, of Chapman & Warwick, Vancouver, 


Was recent onored with the post of Grand Master of 
the Gra Lodge of Ancient Free and Accepted Masons 
of British Columbia. Election occurred at a meeting of 
some 58 ibers, representing 141 lodges. 
* * * * . 
Grand loy Ltd., Toronto, prominent office appliance 
firm, recently opened a new and completely modern store 
nan upt \ ocation. 
. * * > * 
Calli Brothers Ltd., Toronto, recently moved to larger 
quarter city’s downtown area. The firm has been in 
busine: 1920. It was created by two brothers, William 
OA~—9/54 


For faster turnover... bigger profits... sell 


Victor bhampio 


AMERICA’S FINEST 
LOW COST 
ADDING MACHINE 










Precision-Built 

by Victor, World's Largest 
Exclusive Manufacturer 
of Adding Machines 


FULL-KEYBOARI 
em a ae 
tomatically, totals 7 
umns 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT'S EASY TO SELL THE CHAMPION 


4. Low price — Compare! Champion 
can't be beat for value! Built to last 
for years! 

5. Quiet — fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard —both 10- 
key and full-keyboard models. 


1. Easy te use — simplified key 
arrangement, natural-angle “‘feather- 
touch” keys. 


2. Easy to carry — lightweight, 
compact. Carrying case available. 


3. Modern design—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 
In Canada: McCaskey Systems Limited, Galt, Ontario 
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Victor Adding Machine Co., Chicago 18, Dept. OA-954 | 
Send details on how I can become a Victor Cham- 
pion dealer. 1 

! 

! 

Name . Letinies :" 

! 

' 

Address sahihsiplinittaepdidl : 

I 

| Das... cnenicnenstatiaiel : 
Sew senannnanaasseaminatwe awed 








DUO- 
TANG 


LOOSE LEAF 
COVERS.... 


Right FOR PROFIT 


These popular, easy-to-sell covers 
are truly a line you can show with 
pride and sell with profit. 


Right FOR VERSATILITY 


Ideal for Catalogs, Instruction 
Books, Manuals, Price Lists, 
Theses, Proposals and other pres- 
entations. Available in a wide 
range of colors and materials. 


Right FOR QUALITY 


Precision uniformity, good looks 
and workmanship give Quality 
top rating. 












Right 
g for customers’ quick 


selection when you use DUO- 
TANG’S New Counter Display 











and Storage Case. 
Consistent advertising 
of this most copied of 


loose leaf covers has made ‘““DUO-TANG” ingonvth 

eC UIUEE cectonre inck 20 Eas MANUFACTURING | “* 
UII We Gece voce sock come, COMPANY 

200 SO. PEORIA ST. « CHICAGO 7, ILL. 
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here's the "inside" story 


on JAIILILSIDIE STERLING 


desks... CHECK and COMPARE’ 







nmr 
One piece quality rolled 3 eee Ta) 
edge linoleum covered 

top; with four heavy 
channel reinforcements, 


Spring action stop and 
crossber reinforcement 
for finger touch avte.- 
matic control, 


Reinforced heavy gauge 
channel to eliminate all 
sway or vibration. 


Reinforcing gussets at 
corners of pedestals. 


Solid one piece 
“wrap-around” steel 
sheet. 


Sound proof undercoat- 
ing on all desk walls and 
under automatic refer- 
ence shelves. 


Finger touch avto- 
matic heavy slide 
reference shelf. Ball bearing rollers 
on all box and center 


drawers. 








Reinforced heavy 
gauge drawer slides. 


Heavy vertical rein- 
forcements for end 


Rubber bumpers at panels. 


all contact points, 


Plated progressive 
ball bearing suspen- 
sion in file drawer. 


Radius rounded con- 
tours at all corners. 


No sharp edges. —————"—_ 





Island type pontoon Rececsed Central control lock- Concealed heavy cross- 
adjustable bases. back panel. ing mechanism; locks wise channels reinforce 
all desk drawers. each pedestal. 


v 
STERLING EXECUTIVE No. A-1 STERLING SECRETARIAL No. A-15S STERLING SINGLE PEDESTAL No. A-1P 





visit us at NSOEA Booths 349, 350, 351 *Send for ‘CHECK and COMPARE"’ catalog 


FAINILILSIIDIE, lad Cy e ae ex 3 
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INTERESTED 
im GerriCcEs 


OFFSET? 


COME AND SEE THE 


PLANOFAX PLATE 


AT THE NEW YORK BUSINESS SHOW 


MADE TO SOLVE YOUR 
DUPLICATING PROBLEMS 


FAST 


Stenalax 


electronically prepared 


1. OFFSET PAPER MASTERS 





2. MIMEOGRAPH STENCILS 
3. POSITIVE SINGLE COPIES 
OF GRAPHIC MATERIAL 


NO CHEMICALS NO FUSS 


TIMES FACSIMILE 


CORPORATION 


Hotel Biltmore Arcade 
43rd St. and Madison Ave. New York 17, N.Y. 
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and George, in an upstairs room with limited stock. 

Will Callow died in 1944 and the management came 
under the direction of his brother, George, and a board 
of directors. George has long been active in the affairs of 


trade groups in Canada. 
* - a * SI 


The annual golf day of Windsor Stationers’ Association 
was recently held at Lakewood golf club where Bob 
Maynard of Dominion Office Supply, Windsor, captured 
the Preston-Noelting trophy. J. C. England, Costain, Stiles 
& Langford, Ltd., London, won the Fine Papers’ trophy. 
Locke Johnston, Sankey-Sheldon & Co., Smiths Falls, Ont., 
took the association trophy, presented by the group’s pres- 
ident, Ivor Evans. Handling arrangements for the event 


was S. (Tack) Tackaberry of Windsor Office Supply, Ltd. 
** # @ @ 


Canadian Pulp & Paper Association, Montreal, in a re- 
port to the industry, reveals that the output of fine paper 
in Canada in the seven years up to 1951 increased 61 per 
cent. The fine paper production of Canada, about 200,000 
tons annually, has a value of some $60 million, plus the 
$7 million of coated paper produced from basic grades of 
fine paper. 

The association’s industry produces some 500 different 
grades of paper. The report said that Canadian exports of 
fine paper for the first four months of the current year 


were up by 50 per cent over last year. 
+ * - * * 


Chubb Safe Co. Ltd., Toronto, a newly chartered Cana 
dian company, associated with Chubb & Sons Lock & Safe 
Co. Ltd., of London, Eng., with plants in England, Aus- 
tralia and South Africa, has purchased the plant and all 
shares of Smillie Steel Products Ltd., and Milners-Smillie 


STEEL 
FILING CABINETS 


e@ NON-SUSPENSION 

e FULL SUSPENSION 

e 4 and 2 DRAWER 

e LETTER and LEGAL size 
e PLUNGER LOCKS 





The ""CONSO" File —2 drawer file plus 
storage cabinet (extra shelf); Width 30", 
Depth 14". Black with Brass H'dware 





The New LEXINGTON Safe with com- 
bination lock. Retails for $20.00 


q Complete Line of Files, Typewriter 
Stands and Desk Combinations 





Write for Catalog and Dealer Prices. 


LEXINGTON METAL PRODUCTS, INC 


565 Park Avenue Brooklyn 5, N. Y. 
Phone Ulster 5-3246 








OA — 9/54 





0, 


CT 
CT 
UU 


he 


nt 


ot 





FOR TH 


Illustrated: 


M-8000, Executive 
Posture Chair. 


M-5000, Matching 
Side Arm Chair. 
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OFFICE OF 





METAL-LUX 


There is a touch of magic in the way 
MILWAUKEE METAL-LUX Chairs transform an 
office from the ordinary into the realm of 
distinction. METAL-LUX dealers capitalize on 
this quality of distinction. These are the 
chairs that give them every selling advantage: 





the merit of clean, modern beauty never 
before attained in a metal chair, superlative 
comfort and construction—and such obvious 
good value. MILWAUKEE METAL-LUX sells 

on sheer superiority. 


MILWAUKEE METAL FURNITURE COMPANY 
101 N. Campbell Ave., Chicago 12, Illinois 


DISTINCTION 


If you haven't yet 
shared in METAL-LUX 
sales and profits, write 
for full literature teday. 


See us at the N.S.O.E.A. 
Convention, 
Conrad Hilton Hotel, 
Chicago, Sept. 18-22 


Room 536A 
(Milwaukee Metal 
Furniture Company) 


Rooms 534A-535A 
(Milwaukee Chair 
Company) 


237 





Vie niin ¢ Guin Mi 
Uf ‘J My. 


CHICAGO LOCKS 


illustrated are some of our many types. 


MANUFACTURERS: Write for engineering co-operation on your lock needs 


Ask for our complete catalog 
CHICAGO LOCK CO. 


2024 N. RACINE AVENUE © CHICAGO 14, ILLINOIS 








needs. 
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Your office is People 
Seat them comfortably Pp 


re 
and they’ll work better of 


SS 


BG 


Most of your office people work AN 


sitting down, hour after hour. It’s only 
natural they'll work better, faster and 
make fewer errors when working in a 


« 
. 


comfortable, relaxed sitting position. 4“ Adve, aed 
Uncomfortable, old-fashioned chairs ¢ lising 

rob them of energy... rob you of 8u 

many work hours which are ch as th ° 

rightfully yours. ts, 


It’s easy to retrieve these “lost 
hours” with beautiful Steelcase office 
and posture chairs. While there are 
many good chairs on the market, 








rememover: there must be a reason ’ 
why more people buy Steelcase office 
chairs than steel chairs of a ; 
any other make! , From the 
Your Steelcase dealer will be happy Y f 
to give you full details on the complete Steelcase series 
family of Steelcase chairs, desks, files 
and service units. He’s listed under 


“Office Equipment” in the Yellow 
Pages. Call him today. 


= appearing in 
—_— 
BUSINESS WEEK 











METAL OFFICE FURNITURE CO. 
Grand Rapids * Michigan 


tier Corte tobe = MANAGEMENT METHODS 
eo-cremmed bentiet, “Posting Up Yow and OFFICE MANAGEMENT 
Office mail to Dept. D. 


STEELCA 


PUSIN.E.S S&S EQUIP ME WF 


NATION'S BUSINESS 








¥ aaa 
POSTUR HAIR EXECUTIVE CHAIR INSTITUTIONAL CHAIR 


Many other chair models available for every office need 
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press. 


These modern wardrobe units keep wraps open to light and air, dry and 

They reduce floor space requirements to a fraction; are so 

designed and finished they fit in any available space; are fireproof, vermin- 

proof and built for lifetime service of welded heavy gauge furniture steel, 

||-ins They have become standard equipment in offices, factories, public build- 

| ings, schools, churches, institutions and homes—wherever there is a wraps 
problem. 













No. $-6 
Office Valet Costumer 


Replacing costumers in private 
and small offices accommo- 
dates 6 coats, 6 hats, um- 
brellas and overshoes. 





“ R No. 3-U 


Office Valet Rack No. 342 


Accommodates 3 AACA Valet Wall Rack 


people per sq. ft. or 6 


per running foot in 
double back-to-beck Mounts on wall accommodates 


3 coats and 3 hats per foot. 
In cabinet wardrobes or closets 
gives checkroom efficiency. 











units. Any length, by 
the foot. 






















No. 6-12 
Lockerette 


Combine best 
feature of both 
lockers and racks. 
Keeps wraps 
aired, dry, in 
press. 12” x 12” 
x 15” lock boxes 
keep personal 
effects private. 





No. $-4-CT 


Checkerette No. D-4-CT 


Checkerette 
Stores away like 
folding chair. Set 
up anywhere with- 
out tools in a min- 
ute. Holds 24 hats 
and coats on hang- 
ers (or 32 on hooks) 
in 4 ft, 


More capacity than 
any other 4 ft. rack 
{up to 64). Fold- 
away, adjustable 
height shelves, 
caster base and 
other features. 
























































No. H-4-CT 


Holds 50 hats. Also 
widely bought on 
casters as portable, 
stationary, display, 
gathering service 
and vault rack. 
Fold-away feature 
Also made in 3 ft 
unit, 











Write for Catalog Sheets showing 
modern wardrobe equipment for the office, factury and home. 


VOGEL-PETERSON COMPANY 


No. 98 
Checkerette Stormrak 





se Placed at door saves floors 
and carpets. Holds 8 um- 
No. W-4-CT brellas, 9 pair overshoes. 
Checkerette Wall Rack - 
°. 4 
Most flexible rack built. Lengths Umbrella Rack 
to fit in anywhere. Hangers or 
hooks, single or double hanger Sizes to hold 24 or 16 um- 
bars and end bars. Mounts any brellas. Compact efficient re- 
height. Extends only 11” from wall. movable drip pan. 








See these modern wardrobe 
units at the NSOEA Show, 
Room 539, Conrad Hilton Hotel, 
Chicago. Sept. 18th-22nd. 





1121 West 37th St. e« Chicago 9, Ill. 
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Sales, Ltd., Toronto. The plant of the former company will 
be expanded 

Managing director of the Canadian company is R. S. 
Ruston, while S. R. Acomb is sales director. Chubb products 
for several years have been handled in Canada by the 


Montreal firm of Dawson Bros. Ltd. 
> * * + 
Credited an outstanding example of modern stationery 
and office appliance store layout, the Three Rivers, Que. 
firm of P. V. Ayotte Ltd. is keeping pace with expanding 
retail development in that area. Ayotte’s big display windows 
now give feature attention to office equipment. 





Bandes Names Dixie Representative 

Julius Bandes and Company, Inc., Long Island, N. Y., 
have announced the appointment of Al Marschall to repre- 
sent the company throughout the entire South. The firm 
manufactures desk and office accessories. 





Waterloo, lowa, Firm Moves 

The Allbee Printing Company has moved to new and en- 
larged quarters at 515 Washington St., Waterloo, Iowa. 
Verle W. Allbee owns and operates the store—AL 


Business Opportunities 


Line or Lines Wanted for Southeast—George L. Brinley, 314 38th Ave., 

N. t Fla., desires to give full time to one manufacturer 

three lines, restricting operations to Florida, or will 

thern states. Mr. Brinley has served as territory sales- 

nes, also a branch and regional manager. He will 

oduct whether mechanical, supply or furniture. 

New ‘Reese Concern "Adds _Branch—Chapel Company, Third & Chapel 

Ay M 0, N. J., is expanding its printing and lithography busi- 
ess with ft idit f an office supply department. 








Styled to Serve Your Need! 


@ Steadily gaining in favor and use because of sturdy 





character of construction, versatility and surprising low cost. 
Masotex, Hardwood plywood, or Formica top material. Matching 


“Comfort-Width” Bench with choice of tops. 


Pa LIM 4/-Dursose 
FOLDING TABLE -<ixc 


HARD 
MIRROR-LIKE 
TOP RESISTS HEAT 
AND ALL 
Sie] eile}, 














= 


@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 
® FOLDING BENCHES 
® OTHER EQUIPMENT 








j FAST DELIVERY 


Write for Illustrated Literature 


THE JAMES P. LUXEM CO. 


3345 NORTH LINCOLN STREET, FRANKLIN PARK, ILL. 
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“MUST-SEES” 
at the NSOEA Convention 





H-H>M SAFE RECORD FILE DESK 
—desk and fire-resistive filing cabinet . . . both in one 


Big, 5 ft. all-steel desk, in handsome modern design, has over- 
hanging top to provide ample knee room on all sides. The 
pedestal is made with two drawers in either legal or letter size 
or with top drawer in large size ledger file for posting tray and 
smaller storage drawer at bottom. Finish is neutral gray with 
black trim; also supplied in matching colors. 


New H-H-M 
ECONOMY FILE 


Has many features found on 
more expensive files. Ball glide 
drawers work smoothly. Finish 
is a handsome gray. Pulls are 
chromium siasedl Available in 


legal or letter size, in 4- and 
5-drawer models. 


Model 
No. RS-12104 









H-H-M MOTEL SAFE 
Can be used as a base for cash 


register or under a counter. 
Only minimum sums of money 
are exposed in cash drawer. 
Money placed in the right rear 
compartment of drawer is 
dropped into a tray in the safe 

: each time drawer is closed. 
Ample space in the fire-resistive safe for books, valuable papers, 
reserve supplies of currency and coin. 


Many other new models of record safes, wall safes, money safes, 


etc. will be on display. Valuable exclusive franchises now open. 
Come and see us in exhibit booths 20 and 21. 


HERRING-HALL*MARVIN 


SAFE COMPANY 
Hamilton, Ohio 
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Spotseald® Adding Machine & Other Rolls » Desk Blotters, Embossed & Plain + File Folders, Manila and Kraft Memo Fillers « Notebooks, Eye-Tint® & White + Pads, 
Plain » Pads, Ruled + Printed “Copy” Second Sheets + Bond & Sulphite Papers - Manifold Papers + Mimeo Papers + Duplicating Papers « Manila Second Sheets 
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mem. SELL on RENT 


Easiest Way...to Build ; 


| ? " 
ia = Pq REBUILT IB M ELECTRIC 


e TYPEWRITERS 
by SHIPMAN-WARD 


Quality Typewriter Rebuilders for Over 60 Years! 












EASY DOES IT! 


You sell ‘em or rent ‘em... 
let IBM service ‘em! 

Big demand plus a good 
margin means steady extra 
profits for you! 










os : 


_ SE 1PN AAN-V ARE MEG. CC Z 


LOOK FOR f= Se 


THIS MARK 
OF SUPERIORITY... *., 





IBM ELECTRIC TYPEWRITERS COMPLETELY 














ofuxe REBUILT . . . PERFORMANCE PROVED... 
IN THE WORLD’S LARGEST ELECTRIC 
~~ ao TYPEWRITER REBUILDING PLANT ... AT 





SPRINGFIELD, MISSOURI 


Stop in and see us while you're 
at the National Stationery and 
Office Equipment Association 48th 
Annval Convention and 18th Ex- 
hibit! 

September 18-22 
CONRAD HILTON HOTEL «¢ Chicago 






Write for REBUILT IBM ELEC- 
TRIC TYPEWRITER price list 
and type styles available. 




















Canadian Distributor 
RANDMAR PLATEN 


[SHIPMAN-WARD MFG. CO. \ietex 


Montreal, Que., Canada 
The Dealer’s Quality Supply House for Everything in the Office Machine Field 


325 N. WELLS STREET + CHICAGO 10, ILLINOIS 

















OA~9/54 243 











AMERICAN 


NUMB@RING:*MAC RIN&Z 


Numbering Machines with FORESIGHT 
AMERICAN VISIBLE > 


Knowing the next number to 
print is important. It enables 
the operator to eliminate dpli- 
cate or missing numbers. Avail- 
able with consecutive, duplicate 
and repeat action, or with tripli- 
cate or quadruplicate action in 
place of duplicate. 












654321 
“< CARBON COPY 


Up to 12 legible car- 
bons can be made 
with this superior 
visible machine. 
Sharp faced figures 
on steel wheels 
provide constantly 
clear impressions. 
Platform available 
for convenient han- 
dling of forms. 


654321 
LEVER ACTION —> 


For irregular numbering, your best 
buy is an American Visible Lever Ac- 
tion machine. Can be furnished in up 
to 15 wheel capacity. 


MODEL 
71 





< 5-1 MACHINE 


Most economical of all multiple 
movement machines. Sturdily con- 
structed for long accurate service. 
Made with the American unparal- 


| 1 lele d I Ste ards of ons C- 
1 righ t and: constru 
tion. 


WRITE FOR LITERATURE and PRICES 


AMERICAN NUMBERING MACHINE CO. 


BROOKLYN 8.N. Y 


ATLANTIC AND SHEPHERD AVES . 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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How To Build Your 


Sales Volume..... 


By ROBERT E. WILLIAMS 
Executive Secretary, 
Association of Consulting Management Engineers, 


New York, N. Y. 


® SALES VOLUME isn’t built just by putting more sales- 
men on the road, or by stepping up advertising, or by 
“talking it up” inside the company. It is a complex man- 
agement job involving the product designer, the engineering 
department, the production manager, plus everybody in 
sales management and in departments having anything to 
do with getting products from the plant to the customer. 

Getting into shape for really competitive selling may 
be somewhat painful for many businesses. Comfortable 
habits may have to be broken; new things learned; harder 
work assigned; money spent; and risks taken. To be sure, 
some firms with better-than-average foresight and resources 
anticipated these needs with training, research and similar 
programs. But many are currently “starting from scratch” 
and for this reason will have to move farther and faster 
for a while to catch up with the market. 

As World War II has slipped further into history, there 
has been a continuing tendency for the break-even point— 
the volume of business needed to cover fixed costs—to 
rise in many companies. In this connection, there are 
basically two lines of action you can take in fighting a 
high break-even point. You can go after more sales volume 
to sustain profitable operation, or you can cut expenses to 
lower the break-even poinf. Actually, the two methods are 
compatible, and can be carried on concurrently to some 
extent. 


Attack or Retreat? 


Expense reduction alone is not a good subject for pre- 
ocupation in a buyer’s market. In the first place, its appli- 
cation is limited and defensive. You cannot keep on 
cutting expenses indefinitely without shrinking your busi- 
ness. In the second place, it does not prepare your organiza- 
tion for more intense competition; on the contrary, it tends 
to stifle new ideas and to foster timidity. It is bad for the 
morale of the whole company. It is a retreat instead of an 
attack. It emphasizes doing less, instead of doing more. 

A far better plan seems to be to hold the break-even 
point in line, or make moderate reductions in it, and go 
out and get more sales. Theoretically there are no limits 
on this kind of policy, except the size of the market and 
your ability to produce and finance. Competition is exciting. 
It places emphasis on ingenuity. It builds morale, because 
it is dynamic, not static; expansive, not shrinking. 


No Market Is Static 


A surprising number of sales managers still think 
their markets as they were before World War II. They 
think of buyers as units in a statistical mixture, not as 
persons who are constantly struggling to improve their 
status, with a consequent changing of their characteristics 
as buyers. Marketing research shows some signs of re 
awakening, but it still has a long way to go considering 
the startling rate at which market conditions have changed 
and are changing. Patents expire. New products, processes, 
and raw materials are introduced. Nearly two million brand- 
new consumers start to make purchases in the United 
States every year. At the current rate, each year about 
three and a half million citizens get married, set up new 
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Something New and Wonderful 
has happened to the 
Ball Point Pen 


A new and refreshing note — dramatic and exciting — 
has come into the ball point picture, — something 

that every quality-minded dealer can welcome 

with enthusiasm. Now — with the ball point idea 
firmly accepted — comes the time when quality should 
prevail above cheapness — when mechanical 
perfection should rise above mediocrity. Now comes 
the new MORSE Flo-Ball — exquisitely boxed — 

to raise the profit plane of the dealer — to reward the 
dealer with satisfactions of selling a ball point 

pen with integrity built into it. Tap this great, 
untouched quality market! Turn it to your great profit. 
Sell the line that makes Quality its watchword — 

the MORSE Filo-Ball line. The public is looking 

for the infallible ball point pen — it wants true worth, 
honest value, prideful possession. This is it — as 
you shall quickly see once you place the complete 


MORSE Filo-Ball line on display. 





MORSE 


Hler-Becall 





COUNTER DISPLAY CASE 





SHOWCASE DISPLAY TRAY 


Even the Showcase Tray Radiates Quality Quality is its own best spokesman — and 

—as new and refreshing as the MORSE quality speaks forcefully in the MORSE 

Flo-Ball Pens themselves. A display that in- NATIONAL ADVERTISING Flo-Ball Counter Selling Case. There's 

vites sales —keeps stock turning over fast. Look for MORSE Flo-Ball National Adver- nothing old or stale about this new era of 
tising — starting in Sept. 20th LIFE and quality merchandising — it's all new and 
October 9th POST, and regularly there- stimulating — and highly profitable for 
after. Everything needful to a fresh aggres- you, the dealer. 





sive sales promotion program is provided. 





WRITE or WIRE — Flo-Ball representatives are 
making the rounds as fast as they can, — but 
if you want advance consideration, a word from 
you will get action. 
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VIAKE IT 
A POINT 


Saratevatenate's‘u'stens'a'stetetehate SOQEQQQEEO OLR BE PPE NOR TR OE OLR RR RE 








AND SEE 


| the WORLD’S 
VMIOST VERSATILE 
HANGING FOLDER 


PED woes orn 




















PO. 


MAKES THE DIFFERENCE! 


TEMPO TODAY. OFFERS YOU THE MOST COMPLETE LINE 
OF STENCIL DUPLICATING EQUIPMENT AND SUPPLIES 










T, ul . 
empo Imperial 
King of High-Speed, 
Heavy-Production Duplicators 
$895.00 





geha dual-cylinder 





@ FOUR GREAT MODELS 
@ ELECTRIC AND HAND 
@ PRICES START AT $199. 


A DUPLICATOR—A STENCIL AND AN INK FOR EVERY 
CHURCH, SCHOOL, ORGANIZATION AND BUSINESS OFFICE 







WRITE TODAY FOR FULL INFORMATION 


MILO HARDING COMPANY 


Main Office 
SAN FRANCISCO 5 LOS ANGELES 15 PITTSBURGH 22 
141 New Montgomery St. 432 W. Pico Boulevard 317 Third Avenue 
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households, and presumably change some of their buying 
habits. Another three-quarters of a million get divorced 
and presumably change theirs, too. And the population 
keeps shifting around at an astonishing rate. 

All these variables make the market anything but static. 
They emphasize the need for a brand-new analysis of the 
market as a first step to gain the information needed for 
a competitive selling policy. Perhaps the second step is 
to make sure your distribution plan serves the changing 
market effectively. Ten years ago your distribution system 
might have been a “dandy,” but there is an even chance 


it needs a thorough overhauling now to make it fit the 
new conditions. 


A single set of facts makes this clear. The physical 
volume of goods flowing into the market today is roughly 
double the volume preceding World War II. Prices also 
have doubled, approximately; so the dollar volume of goods 
on the move is some three or four times as great as it 
was before the war. This isn’t just a modified market; 
it is an entirely different market. In many companies, high 
selling costs result from trying to serve a 1954-model market 
with a 1940-model distribution plan. In a converse way, a 
distribution plan that was prohibitively expensive in 1940 
may be effective and economical with the support of greater 
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volume 


What's Your Sales Proposition? 


Once your market has been clearly delineated and your 
distribution system has been fitted to the market, it is time 
to take a good look at your product and try to decide 
whether it is the best product you can offer to your new 
market. 

Fo.get any ideas about “educating the consumer.” From 
now on the consumer is going to educate you, or you are 
going to be selling less. Numerous subtle trends and 
changes, like shifts in color preference, changes in living 


1 MILLION 


‘54 STARK CALENDARS are in use Today! 
Did you get your sales share? 













It pays to keep your eyes on 
STARK CALENDARS all year ‘round 


A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
ender pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 

Fast, 2-color lithograph printing enables us to a 
give you the best in quality and prompt service. details 


“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALEN DARS UICONPONG led 


100-112 BISSELL ST. + PHONE * JOLIET, ILL. 
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METEOR 
PAYROLL SYSTEM 


e@ Modern as tomorrow — and selling fast! Here is 
the ideal, up to the moment payroll posting instru- 
ment you’re proud to show to your customers (it 








offers convincing proof of the progressive type of 
store you operate!). 


The new Multi-Rite Meteor Pegboard is scien- 
tifically designed to assure positive registration of 
all forms. One writing completes all records . . . 
quickly, easily, accurately! 


The new Meteor Payroll System—fastest, simplest, 
most efficient—brings you 8 big new extras not 
heretofore available. 


CESCO Systems men are at your service to 
explain the simple method of operation. 


Write for Catalog A and full details about 
our Demonstration Kit. 





Established 1900 


.» NEW Multi-Rite° 








THE €.E. é 00. Gsco) 
44-07 TWENTY-FIRST STREET « LONG ISLAND CITY 1, . ¥, 
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are most welcome to visit our booths 
No. 443 and No. 444 at the NSOEA 


CONVENTION. 
We will have in our exhibit several 


new chair models, revolutionary in de- 


sign and construction. 


Don’t miss seeing them! 


THE FRITZ-CROSS CO. 


300 E. 4TH ST. ST. PAUL 1, MINN. 








SAFES 


VAULT DOORS 














1316-C 120 1419-C 120 





Private Protection Home Chest 


SCHWAB 


BURGLAR PROOF CHESTS 


Carry Underwriter’s Class A, B, and C T20 Label 
FOR THAT ex2za measure OF PROTECTION 


1622-C 120 


visit our display 7 C F WA B 


ROOM 533-A SAFE COMPANY 
NSOEA CONVENTION LAFAYETTE, INDIANA 


habits, income and social status of customers, and simple 
whims may indicate that your product needs to be re- 
designed for better “sales appeal.” In other words, you need 
to make sure that your product fits your market. 

Along the way you will have to answer a difficult ques- 
tion: What is your sales proposition? To be competitive, 
do you propose to cut the price of your merchandise by 
cutting quality or costs and to do a minimum of selling? 
Or do you propose to handle products that outshine any- 
thing your competitors have, increase the selling price, 
then get out and sell? There is no single correct answer 
to this question. Sometimes a combination of both is good. 
And if the products are designed to fit the market, you may 
discover that the question has already been answered. 

Here again, analysis of the market can come to the 
rescue. Instead of guessing, you can go to the “master of 
your destiny”—the consumer—and get some information 
about what kind of products he will buy, how much he 
is willing to pay for them, where he will buy them, and 
when he will buy them. 


Stimulate the Sales Organization 
It’s a cliche, but it’s worth saying again: many of today’s 
salesmen have forgotten how to sell. Or, as so many people 
have pointed out so often, some of today’s salesmen never 
knew how to sell, because they never had to know how. 
Finding men who will become good salesmen is difficult 
these days, partly because it is just difficult to find good 
men, and partly because many likely prospects regard sell- 
ing as “dull,” “uncreative,” or “undignified.” Some indus- 
tries will have to do a better job of selling salesmanship 
as a career. 
The sales organization will need to be planned for the 
future. A couple of years from now, some of your sales- 
men may have to be sales supervisors. Any plan of selection 
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Insulated Files 
2, 3, and 4 drawer 
Letter and Legal Sizes 
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Successful management 
recognizes the importance of efficiently designed office furniture 


STOW 6 DAVIS 


EXECUTIVE FURNITURE MANUFACTURERS 


GRAND RAPIDS, MICHIGAN 
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VISIT BOOTH 336 66 

womcowmmon |W poy 
this ae happen 
ilies g ee ee a 


new and improved 
METALSTAND Enc!” 


This could happen to you! Because 
METALSTAND has recently gone “all 
out” to make this line the best value on 
the market. Though the prices are still 
practical—the quality is now superior! 



























Only the best goes into this new and 
improved line —the finest materials, 
expert engineering and master construc- 
tion throughout. Why not order the 
better-than-ever METALSTAND line — 
NOW! It moves fast! 


SUSPENSION AND NON-SUSPENSION FILE CABINETS 
STORAGE CABINETS — TYPEWRITER STANDS 


=) 


7516 to 7524 State Road 
Philadelphia 36, Pa. 


Bcd GW Senile 
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The HARPER File 


Full suspension—8 rollers 
to each drawer. A quality 
file at surprising low cost! 
Dust-proof, enclosed bot- 
tom shelf. Legal or letter 
size—2, 3 or 4 drawers.* 





METALSTAND 
Non-Suspension File 


Introducing a brand new 
item — a non-suspension 
filing cabinet that's perfect 
for those who want quality 
but at a low, low price!* 


*All filing and storage cab- 
inets available in green. 
gray. grained walnut and 
mahogany finishes. 
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and tra ¢ should take this into account, and should 





provide an adequate number of men who can grow into Pp Fi Pp cti F 
managerial jobs. roven ire rote ion or 
You cannot do a thoroughly good job of pepping up your Your Customers’ Records 
| sales department for competitive days without reconsidering | , 





nd compensation. If these are unsuitable, 
| you cannot attract or hold good salesmen, and you cannot 


sales 4 


Murry OD, seclatod, 












build up 1 volume you may need. As one anonymous 
phrasemaker said, “Things have really changed. These 4 e 
days you have to give a man an incentive to get him to | gE a ill 
go out a really push himself.” 
One further aspect of sales management is due for a Ci 
lot of improvement. Selling the item is not the whole with the Underwriters 
story. After it has been sold, it must be delivered to the 
buyer at the right time, in the right place, and in the right 
quantity. Selling against a backlog of firm orders has 
almost bec a routine in many businesses. But in a 
more competitive market, customers buy on their own 
delivery terms, or not at all. The whole sales-communication Passed all fire, explosion and im- 
system needs improvement in many a company. Among pact test. 
other things, this means improved methods of entering and Letter size, 2-3-4 drawer models. 
handling orders, better sales reports and forecasts, better Legal size, 2-3-4 drawer models. 
warehousing, better scheduling and shipping, and in some Standard finish, green or grey 
cases, bette rvice to the customer after the product has baked enamel. 
been st Special finish on request. 
- Other cabinets available with 
Check Up On Advertising Underwriters’ “D” label. 
n rece urs the basic purpose of a lot of advertising Order now or write for illustrated 
has not b to sell goods, but to “keep the company name brochure. 
alive,” pending the possible revival of competition. The Territories open for dealers and 
planning anagement of advertising have tended to distributors. 
become la uisical. A good many ads are “cute” or 
nonsens d seem to have been put together by one altiiaehd MANUFACTURING COMPANY 
copywrit or the amazement of other copywriters. A lot 


AR 


idvert f space and time are wasted, because the 


nager wants to use up his budget, and isn’t 820 W. MAIN ST. © LOUISVILLE 2 








: | ML 

NO © RESOURCE FOR “ADD-A-SECTION” 
INTERLOCKING 
tele] @og Vy) 4) 


¢ Will interlock with Economy and Universal styles 
formerly manufactured by Globe-Wernicke Co. 

















“Bookcases that grow 











with your needs” 








(ge way 
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A DIVISION OF 
GRAVELY NOVELTY FURNITURE CO. 
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modern-flow & 
STEEL LOCKERS 


'@) STREAMLINED THROUGHOUT. Gracefully 
rounded edges inside and out add to eye 
appeal . . . prevent scratches and snags. 

(} NO NUTS, BOLTS, OR PROTRUDING HINGES. 
Has sliding channel construction that of- 
fers 83% faster assembly . . . no bolts to 
fall out . . . greater strength and rigidity. 
Completely pilfer-proof. 

CO RECESSED LATCHES AND LOUVRES. Gate- 
type 4-point latch accommodates padlock, —y 
keyed lock, or combination lock. t 

() RUST RESISTANT. Steel is phosphate treat- 
ed for maximum rust resistance. 

BAKED ENAPAEL FINISH. Standard colors 
and accessories. 


(} Modern-Flow Lockers available in single and double 
tier types in all standard sizes. See them at your 
Equipto distvibutor today or write us for full facts. 












Division of Aurora Equipment Company 
812 Prairie Avenue, Aurora, Illinois 
Stee! Shelving...Parts Bins...Drawer Units 





THE TRIMLINE GROUP 


of fine office accessories 


tig 


Designed to please your 
most particular cus- 
tomer, built to last, styled 
to be at home in either 
traditional or modern 
settings. 


TS-620S TELEPHONE STAND a 


COORDINATED ACCESSORIES BY JASPER TABLE COMPANY 


W-513 WASTE BASKET 
LT-613 


LETTER TRAY 
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BC-634G BOOKCASE 


too careful about whether he is reaching his market. In 
some companies the authority for advertising and sales 
promotion is delegated to a second-rate employee, because 
the management does not have much faith in advertising— 
or doesn’t really understand it. Management’s part in adver- 
tising then consists of keeping the second-rater in line. 

This brings us right back to where we started this 
discussion. If you know your market and the character- 
istics of your buyers, advertising and sales promotion can 
be effective selling tools. But they do not function all by 
themselves. They contribute something only if they are 
carefully fitted into the over-all selling plan. 


Check Up On Your Own Situation 

Before your organization is prepared to “get out and sell,” 
you will need to make some kind of appraisal of your 
competitive resources. You need to know the strong points 
as well as the weaknesses, because you want to build on 
one and get rid of the other. Here is a check list of questions 
you can ask yourself to help to put your finger on strong 
and weak points in your sales management, and to show 
which direction your plan for improvement ought to take. 


— Goals and Product Lines 

[] — Do you know what your break-even point is? 

[] (€ Have you established sound sales budgets and quotas 
by product lines and by sales territories? 

[] () Have you analyzed whether you should go after 

more sales in all lines, or should emphasize certain 

lines? 

Are you getting a satisfactory share of the business 

in your industry? Do you know the trend? 

|] Are your products competitive in quality and design? 


OO O 
OO O 


Do you have a sufficient number of products with- 
out too many? 

















T-636D TABLE 





Sound, top-quality con- 
struction and finish as- 
sures each piece extra 
long life, extra years 
of service. Available in 
genuine Black Walnut 
or Rift White Oak, 
hand rubbed to a warm, 
natural glow. Write to- 
day for a catalog of 
the complete line. 


See our exhibit at 657A 
VNSOEA Convention, Conrad 
Hilton, Sept. 18-22 


JASPER TABLE CO., 
JASPER, INDIANA 
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: First-Half 1954 Sales Way Ahead 
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ane of 1953. 
wal Large, New Plant Ups Capacity 
(Three Previous Plants Have Now 
gn! Been Outgrown). 
ith 
@ New Rest-All Models, new service 
features, new styling, new colors 
give Rest-All Dealers every ad- 
vantage for maximum sales and 
| —_ profits. Write for complete details. 
i 
. Model 950 
, \ Mode! 1500 
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THERE IS A_REST-ALL MODEL FOR EVERY NEED, FOR EVERY SALES OPPORTUNITY 
408 NORTH MERIDIAN RD. - YOUNGSTOWN, OHIO 
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EXTRA SALES! EXTRA PROFITS! 


For the first time! A paper Shredding Machine designed especially 
for office use! Quiet, dust-free, compact, portable, streamlined! 


Quickly, easily, effectively DE- 
STROYS confidential papers and 
obsolete records. 


LOW LIST PRICE WITH FULL DEALER 


DISCOUNT. The big new extra sales, 
extra profits product your salesmen 
have always wanted. You sell it just 
like typewriters or adding machines. 
(Just about same size and weight as 
business typewriter. ) 


NATIONALLY ADVERTISED IN: 
Burrough’s Clearing House 
Dun’s Review & Modern Industry 
Management Methods 
Office Magazine 


EASY TO DEMONSTRATE! No instal- 
lation! No special wiring! Anyone 
can operate! Just feed in papers and 
records. Unreadable shreds come 
out. Features greater cutting width, 
speed, capacity, and power. Big na- 
tional demand! Hard-selling sales- 
promotional material available! 


FULLY GUARANTEED against defec- 


tive material and workmanship. 


Priced well within budget of all 
businesses—large or small! 


F R E E Write for circular #10 giv- 
ing full details on the new SHREDMASTER 
BANTAM 10, and your extra sales, 
extra profits dealer terms! 
































PAPERS GO IN HERE 


OFFICE RECORDS/CORRESPONDENCE, 
CARDS/DRAWINGS/COUPONS/CHECKS/ 
CERTIFICATES/ 




















UNREADABLE 
SHREDS COME 
OUT HERE 
















Also available: 
Larger office and 
industrial type 
SHREDMASTER 


machines. 





~ 
ts 
” 

iad 


the yo | REDMASTER Corfe ration 


A DIVISION OF SELF WINDING CLOCK COMPANY, INC 


215 Willoughby Avenue, Brooklyn 5, N. Y. 
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packaging satisfactory in all respects? (Con 


market increasing at the present time? Do i 





need new products? Do you have the right 
set-up to be competitive? EI R ] 


inufacturing, shipping, and merchandising 





ents.) HOLLYWOOD 
prices competitive? Have you taken care CHAIR 

the risk of being overpriced in today’s 122W 
terms of sale right? 

ake a reasonable net profit on each dollar 

olume above the break-even point? Do 

how this total breaks down by products? 

OTTOMAN 
The Market and Competitors 120W 


1 sound appraisal as to the future? 
know your total sales potential, and do you 

Packie: E SIONS: 30x24 

'y territories: seat seat 

minimized any tendency for transporta height 17 


to limit your opportunities? inches. Bolster 
(wedged) 4x8 
x12 inches 


CHAIR DIMEN- 


warehousing system fit today’s market? 





inventories large enough but still not high. 
OTTOMAN DIi- ¥ 
have natural advantages over your com MENSIONS: 
\re you making the most of them? Are 30x24x17 inches 
you know? high. 


Write for illustrated literature and prices. 


Grand Rapids Leather 
Furniture Co. 


201-207 Front Ave., N.W. 
Grand Rapids 4, Mich. 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 


competitors any advantages over you? 
loing all that you can to overcome them? 
know your competitors? Are you on 
terms with them? Should you be? 
ompetition—direct or indirect—foreseen 
tely as not to threaten your market? 
tilize market research to get facts before 





of 
Grand Rapids 








5 iles moy es? 





1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 


240 Fleet St. East, Toronto 2B, Ont. 
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bg The Selling Organization p 


= 
® 
a 
z 


Ls > Cis See 
LC). CF. U)- eeee 


Do you study markets before you undertake product 
development? 

Do you co-ordinate sales and manufacturing through 
market research? 

Do you get market facts before you plan your 


This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 
is a real 


“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
Yd -— anges — = se Size 36” wide by - Do you direct your salesmen wisely in terms of 
deep by 78” high; weight 175 pounds. how much of their own planning they should do? 


List price 850.00 each Should you continue in just this way? 


advertising? 
Do you have enough salesmen without having too 


many? 

Are your salesmen properly trained? Are they effec. 

tively supervised? 

Is your compensation plan effective in amount and 

in method of determination? Does it contain incen- | 

tives to do a good job? Does it encourage quick 

sales at the expense of future business? 

Are territories well laid out? Are you sure you | 

know? - 

Do you have an effective system for selecting and 
| 





ia ta 


hiring salesmen? 

Do you have a consistently low “turn-over” of 
salesmen? 

How is the morale of your sales organization? | 


Do you know where you are gaining or losing 
ground, by territories, customers, and products? 

Do your sales supervisors and managers spend | 
enough time with your salesmen? 





Li Cris iz. Gag 
LS os Cre 


_] 


[ 7 


LESS DEALER'S DISCOUNT [] [J Do you handle inquiries, orders, and correspondence 
Peele. st. 69145, a0. quickly and accurately? 
(} (J Are your catalogs, price lists, and specifications 
MIDWEST METAL MANUFACTURING CO. clear and up to date? 
——————————_ 1818 N. 18th ST. ST. LOUIS 6, MISSOURI [-] [.}] Do you have satisfactory technical material about 





=F | 
“Tr. 





ALUMINEASE A’ 
Serces POSTURE CHAIRS 


Cast Aluminum Bases and Seats ‘ 
Foam Latex Cushioning = 

Finger-Tip Adjustments a . Oo 
Replaceable Covers 4 See | 
Full Bumper Protection 4 

Choice of Three Arm Rests 










Model A-33 | 


Clerical chair, with large 
seat and back for mascu- 
line comfort. | 
See Cramer in Booths 147-148 | 
at the NSOEA Convention. 


Model A-22-HM-T!: 


Popular stenographic, shov 
ing two optional features, the 
“Dial-A-Tilt” and “Hite- 


Master” controls. 


k Model A-334-TB 


ie One of several types of arm 
~ models in this series. Shown 
with optional “Dial-A-Tilt” 





so POSTURE CHAIR CO., Inc. 1205 Charlotte — Kansas City 6, Mal 


<n ti ter 
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*" | Now...two new high-fashion colors to make more sales for Berger dealers! 








ur : 
LOO | 


end 


Tice 
ions 


Out 


ON DISPLAY 
| 


Sahara Beige and Willow Green 
N.S. 0.E. A. Convention 
Room 545 
Conrad Hilton Hotel 
Chicago 
September 18-22 


148 


/34 | OA-—9/54 





nouncing 








BERGER'S BRILLIANT NEW 


Sahara beige 


A modern warm shade with beautiful metallic luster. One of this 
season’s most wanted colors. Light in tone, and appropriate for the 
largest executive furniture as well as for smaller units. 

Handsome and distinctive. 


willow green 


Cool and refreshing. Keyed to the most modern decorating. Subtly 
blends with today’s color preferences. Brings new lightness and 
safety to floor areas. Lovely metallic luster. The kind of highest 
quality finish you’ve come to expect from Berger. 


BIG NEWS! 


Sahara Beige and Willow Green now are standard on all Berger Steel 
Office Furniture and Equipment. Including famous “5000 Series”’ Desks 
and Tables... Filing Cabinets . . . Storage Cabinets and Wardrobes .. . 
Bookshelf Units. Also your choice of other Berger finishes—platinum 
gray, walnut and mahogany grains. Write for color samples and dealer- 
ship availabilities. Berger helps dealers sell. 


REPUBLIC STEEL CORPORATION 
Berger Manufacturing Division 


1058 Belden Avenue, Canton 5, Ohio 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


TEEL OFFICE. EQUIPMENT 
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WIDELY ACCLAIMED... 


the distinguished new 
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DESKS 
\ 44 










Model F575 
75” x 40” —Regal Walnut 


of furniture for the executive and general offices 


So flexible in the many drawer arrangements made 
possible, so easy to work with day after day — 
that’s the new Hoosier Flex-Eze Series! Each desk 
and auxiliary piece in this new Hoosier Series is de- 
signed for the prestige of the office. Each com- 
bines quality appearance and maximum utility, at 
reasonable cost. That's why the outstanding 
Flex-Eze Series is a must to round-out a complete 


stock of office furniture . . . to sell the entire market! 












TRUE CLEAR TH » 








MORE THAN BEAUTY ALONE! 


@ New, exciusive INTERCHANGEABLE File Drawer — 
readily transferred to either side, top or bottom, to 
suit the user’s convenience. Can be used with hanging 


or suspended files, or with partitions. 


@ Positive-action “EASY-PULL” Drawers operate on metal 
runners with NYLON ROLLER and buttons—open and 


close with “‘finger-tip” ease. 


@ Tops and corners ROUNDED for added safety. 








See our Exhibit at the NSOEA Convention © Space 537-A 


HOOSIER DESK COMPANY « JASPER, INDIANA 
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your products, and is your sales engineering service 
| as it should be? 


i Om 


Helping the Salesmen 
Do you spend enough on advertising to make any 
impression on your market? 


Ne 


Stantial 


Are jy spending your advertising money on the 
ght media? Are you sure you know? 

Do you have suitable plans to continue or increase 

T sing when sales volume begins to fall off? 

Do you supply adequate promotional materials? 

Are yé advertising and promotional expenditures 

consistent with direct selling expense? 

Do co-ordinate advertising and promotion with 
ersonal selling? Do your salesmen make the most 

ot it 

Do your salesmen have good sales kits? How often 

do you check up on their effectiveness? Is this 

frequently enough? 


Make Your Move Now 
If you can answer “yes” to all of these questions, keep 
on doing whatever you are doing. 
ust answer “no” to some, if you don’t know 
the answers some, or if the text preceding the questions | 
has pointed out some opportunities for improvement, then 
Do it now. 


If you 


you have 1 10D to do. 





Machine Missing From Tulsa Firm 


Addo Machine Company, Inc., has informed Office Ap 
pliances that an Addo-X model 341E, serial No. 82206 is 
he Security Trucking Company, Tulsa, Okla. 


missing tron 


Anyone having knowledge of this machine is asked to 
communicate with Noel Brewington, 419 N. Robinson, 
Oklahoma City, Okla. 


we ll be seeing you in Room 520-A 


NSOEA CONVENTION, CONRAD HILTON, CHICAGO 
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|GUARDSMAN-VALENTINE, INC. LA PORTE, - 


THE FIRST NEW CONCEPT 
IN FOLDING CHAIR STRUCTURE 





DURABLY BUILT TO 
WITHSTAND THE MOST 
GRUELLING CONDITIONS 


Krueger's cheod again 
this time with two entirely new 
Y-type choirs — one of tubular 
steel, the other of channel 
stee!. Both, boasting radically 
new structural methods ond 
details thot moke them the finest, 
\ most durable and comfortable 
\ portable choirs ever offered 





CHAIRS TO MEET EVERY BUDGET 





ENGINEERED In addition to the tubular 
series 80 choir (illustrated) and 
the new Channel series 70, 
Krueger offers a wide range of 
chairs from which to choose. All, 


Sele) a Sami.) 2): 


a till (tel mi i te 


@ 18-gauge electrically seam- 

welded tubulor frames featuring exclusive structural 
@ Pivot point frame strengtheners Gotalls thet assure comprete 
@ 16-gauge tubular frame satisfaction for many yeors ofter 

stretchers your investment has paid for itself 
@ Large reinforced shaped seat — 

la x 15" 4 WRITE FOR NEW COMPLETE 
@ Fully covered safety folding LINE CATALOG 

hinges 





Form fitting 8” deep backrest 


ARUBGER 


METAL PRODUCTS @ GREEN BAY @ WISCONSIN 














Under it is a C1613 Under- 
Rate money chest, with Under 





Left to right—No. 6108 truck chest 








writers’ C-T20 safe No. 812 “*E’’ 

writers’ relocking device label. Under it is a C1914 Underwriters 
C-T20 safe Next a C2216 Underwriters’ C-T20 safe And a 
(3218 Underwriters’ C-T20 safe. To the extreme right is a No 







iLF Flame-Guard insulated one-hour file. 
Also available INSULATED FILES with Underwriters’ 
“C"’ Label. 


“D" and 














INDIANA 
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| Form Denzer’s, Inc., in Sandusky, Ohio 


The sale of the C, F. Denzer Company, Sandusky, Ohio, 
became effective July 15 and a new corporation, Denzer’s, 
Inc., was formed. 

Officers of the new firm are: President, Russell Bolesky; 
vice-presidents, Dutch Germany, John Bolesky, Harold 
3olesky; treasurer and general manager, Quaid S. Mishey. 

Mr. Mishey is operating the organization for the inactive 
members who are industrialists of Mansfield, Ohio. An 
experienced stationer, Mr. Mishey states that the firm is 
continuing with its sources of supply and maintaining its 
franchises. 













LIFETIME STEEL 
| DRAFTING TABLE 


TOOL & SHALLOW DRAWER OPERATE 
ON BALL-BEARING ROLLERS 


From the profit line of STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 


Write today for illustrated catalog 


QUIP 

a MENT Co, 
bot "), 770 East New York Ave. 

ke 2 Brooklyn 3, N. Y. 





Window Winner . . . Huston Stationery & Printing Co., Inc., New 
York City, won top honors for the best window display featuring 
photos from the movie “Executive Suite’ arranged in V.P.D. 
Spel-Binder albums. The contest was sponsored by Joshua Meier 
Co., Inc., and MGM. 


oxae if 3 
fF... 4 262-A7T. 4% 











282-A7. 6% 262-D.P.S. 






262-W.D. 


Also manufacturers of Office Desk Pads, Home-style Desk Pads, Work Distributors, 
Telephone Book Covers, Office Chair Cushions and Acetate Products, including Sheet 
Protectors, Card Holders and Protective Holders. 


CHICAGO DESK PAD COMPANY, INC. 


15 NORTH JEFFERSON STREET CHICAGO 6, ILL. 
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1,200,000 READERS receive these ‘‘biue- 
chip” business publications 12 months per 
year (totals based on certified A.B.C. and 
C.C.A. audits). 


SECURING 











DELAWARE COUNTY BANK 
re, Ohio ; 
pe Desk Installation 
by LEE'S Book Store, 
Delaware 
(Dealer) 


— 


ith an eye 
th and security, W 
Or aaenh . . those are the 
to e ° 


tab- 
qualities that built this old, es 


re the same 
ished bank. They @ 
ene its executives recognized, 
a n Desks. 


and bought, in Jackso 


The warmth and richness of fine 


d furniture — traditional dignity 
woo ye 
designed in the modern mode 


i 
here’s Jackson Desk craftsmanship 


sasv 6? 






Select Jackson 


FUR 
JASPER OFFICE ree 






DGES OF SECURITY 


that appeals te farsighted executives, 


everywhere. . 


kson 
Select the Jac 
e to your own office @ o 
. see your near-by 
ler NOW! For his 
write to- 


7 
Desks most OP~ 


Jackson Desk deo 


name, and further details, 


day, Dept. F-8. 
1) orrice 


MEMBER ofr WOO 
FURNITURE INSTITUTE 


RE CO. 
ner yu. s- Ae 


Desks 




















Securing sales is basically sound 
business. And we secure solid sales 
volume for Jackson Desk dealers— 
by telling the nation’s top executive 
why their own business colleagues 


prefer Mastercrafted desks. 


We go to your market, 1,200,000 
strong. Throughout the year, ad- 
vertisements like the one shown 
here reach your prospects through 


their preferred publications. This is 


0A—9/54 


the convincing type of proof that 
turns sales your way. 


Then we follow through by direct- 
ing inquiries to you. The Jackson 
Desks on your floor don’t stay there 

. . they move to your customers 
where they belong. If you are not 
now a Jackson Desk Dealer secur- 
ing sales this easier way, write us 
for details now. 


MORE SALES 


for Jackson Desk Dealers 


... desks designed with 


peda 


BUSINESS,IN MIND 








JASPER orrice rurnsrure co. 


Jasper ’ Indiana 
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We're the 
FRANKEL 





We'll be looking for you in Chicago... AT BOOTH 42! 


Please look for all of us, too! 


Hlean Write PRODUCTS 





Yes, and once you see and try the complete FRANKEL line, you'll know 


why the name “FRANKEL” means top quality. For almost half a century, There are still a few 


FRANKEL’S pioneering and research have made the FRANKEL products 
the finest in the field, with top national acceptance and use! FRANKEL’S 


exclusive franchised 


dealerships available. For 


pioneering dates back to 1906, and since that time, FRANKEL was one of further information, see the 


the first to pioneer pure silk typewriter ribbons. In 1923, FRANKEL 
pioneered protein stencils...in 1928 FRANKEL pioneered the printing 
of the scale on top of the stencil instead ef on the back...In 1930, 
FRANKEL pioneered the crystal (film) stencil ... now, the ATOMIC GREEN 
STENCIL, the NYLON RIBBON, the GESTETNER TUBE INK, and now the 
KLEAN WRITE No. 777—A MIRACLE-DRY INK! Look for usin Chicago... 





FRANKEL representative 


in Chicago, or write 
directly to 

FRANKEL MFG. CO., 
in Denver. 








Booth No. 42... and see why FRANKEL means quality! 


FRANKEL MANUFACTURING COMPANY 


285 RIO GRANDE BLVD. * DENVER, COLORADO 


“The line that is imitated but not duplicated” 
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A Dealer's Reputation 


By JAMES P. WARD 

{mes Supply ¢ ompany, 

Chicago, | 

@ A DEALER’S REPUTATION is the biggest asset in 


attention 
dealers... how to turn casual 


prospect interest into sales' 












his business. He is always guarding it zealously in his 
ustomer | home town relations. Sw Ns 
If he pr ses to call on a prospect at a certain time, all types of 
he lets nothing interfere with his being there on time. It he SELECT ROUGH and 
promises te ike a delivery at a certain time, or promises adding machines 
to includ rtain extras with the order, he makes it his REBUILT MACHINES 
personal b ss to follow up the order and see that his calculators 
promises are rigidly kept. This helps him get repeat m oa , a 






typewriters 


business 
















\ good reputation with the manufacturers, wholesalers bookkeeping machines 
and other sources from which he buys his office machines 
and supp just as important to the dealer as his repu uTeeiaws 
tation with the customer. NTERNATION 

When | uuys from these sources he promises to pay APPLIAN 
his account when due. If he carelessly fails to keep his 
promise to pay on time, ignores statements and follow-up 
etters, | kens his reputation with the concern from 
whom he bought the goods. This is more serious than the | Ko  petremeseccecteceeneead og 
average dealer realizes, as every other concern with whom ’ yen 
he does business will soon learn of the dealer’s poor repu \ owt +’ Gentlemen: Attached is our business letter 
tation for paying his bills. Dun & Bradstreet and other \ we { head. Please send me your dealer price 
credit agencies are continually writing suppliers in the office ys ; list. 
machine industry as to the reputation of certain dealers for see SS Sess .- | S) 
paying their accounts. All this information is then avail << gand for ADDRESS... 
! dag ¢ : | ur * the hing — dh list today! pee ed 

ere are some dealers who have the money to pay eee Di iiestoskedcbdiniiibaociiaa 












THE DEEPEST COMBINATION WELHAM 
Tw Bam =6NEW ** 300)" SERIES 














and You 
Buy the Best 


Available with or 
without combination 
lock compartment. 


Available in choice of 
olive green or grey 
baked on enamel. 


Here they are—in answer to requests from consumers 
and dealers throughout the country. WELHAM’S NEW 
“300” SERIES, the deepest, safest, most versatile files 
for home and office ever manufactured. 6 beautiful 
models to choose from. . . all with WELHAM’S fam- 
ous, meticulous attention to details. 


WELHAM METAL PRODUCTS CO., INC 


MICHIGAN CITY. INDIANA 





’ Write today for complete brochure and price list. * 
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their accounts promptly, but they are careless about keeping 
| their promises to pay when due. This hurts their reputation 
| with their sources of supply almost as much as those who 
are poor pay. 

A banker is usually willing to extend the note of a 
customer who comes in before it is due, makes a_ partial 
payment and asks for an extension of the balance. But the 
one who lets the note come due and does not show up 

OR ER NO until after the banker notified him, is very rarely granted 
i. ia” an extension. The banker feels sure that he would have 










the same experience with the customer when the extension 


CHRISTMAS 
TRADE! becomes due. 
Your sources of supply are practically in the same posi- 
WORLD GLOBES tion as the banker. When a wholesaler ships to a dealer 
A Jet Age “must” on Open account, it is evidence that he has confidence that 
in demand by “World the dealer will keep his promise to pay on or before the 


conscious” families. 
Broad style and price 
range. If a dealer finds that he cannot pay promptly, he should 

write to his supplier before the account is due, making 

a part payment if possible, as an evidence of good faith, 

and then ask for an extension for the balance. No whole- 

saler will hesitate to grant this extension; but those about 

whom the wholesalers, like the bankers, worry are the P 
dealers who buy and promise to pay at a certain time, and 

then ignore statements and follow-up letters. 


time the invoice is due. 


—~f, 
a 





CHALKBOARDS 
A gift for Mom or the Kiddies 
that the whole family can use. — es 
Range of styles. ALPHACOLOR ments, ignores statements and follow-up letters should not f 
( 


Tempera dry colors for blame his sources of supply for putting him on a C.O.D. 





The dealer who is constantly in arrears with his pay- 


SEND FOR textile and figurine paint- basis. 
CATALOG GT-54 ings, etc. Alphacolor Pas- Credit Terms Are Liberal a 
TODAY! tels for the art-minded. i ; , seth 
There is no other industry in which the manufacturers, 
WEBER COSTELLO COMPANY wholesalers and supply houses are so liberal with credit as Cc 
; in the ofice machine industry. They go out of their way 
Manufacturers « Chicago Heights, Illinois : in 7 § tes ¢ 
to help dealers succeed in their business. They know that p 











YOU SELL QUALITY PLUS COMFORT WHEN YOU SELL ° 


; } / cc 
Jasper Chair Co. Chairs! — » 
THE OLDEST, BEST-KNOWN CHAIR COMPANY IN JASPER, INDIANA sa 
Get your share of profits in ‘54 with the line that offers top construc- 
tion, styling-for-comfort and proven durability. e. 
Jasper Chair Co. Chairs, quality standard of the industry for over dis 
30 years, maintain their reputation for “The Right Chair at the Right , 
Price’”—one of your best guarantees for volume sales in the “hard sell” yo 


days ahead! 


WE EXTEND A SPECIAL INVITATION TO VISIT US AT SPACE 505, 
a NSOEA CONVENTION, AT THE CONRAD HILTON, SEPT. 18-22 


Write for Specifications 


* Chair 
“an cHal® 60m —VJaspel i Cha Company 


4 REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
R. J. FREEMAN AND JOHN R. FREEMAN 





On 


PO) 
ba: 















FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE (EASTERN) .385 MADISON AVE 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, N. Y. A 
¢4 we JAMES S. FOWLS, (SOUTHERN) JACK $. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) 
SPan-smor® 327 SUNSET DRIVE, NORTH 2925 REVERE AVE 666 LAKE SHORE DR 2< 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF. CHICAGO, ILL. SPACE 844 
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Precision Pen Quick Sales 
Quality Turnover 
+ = + 
Low Retail High Dealer 
: Price Profits 
























: ®@ Low price alone does not create sales . 
volume. People are fed up with unsatis- ° 
t , : F 
y factory low-priced pens. Precision quality ° 
° Lht-F2iLEDeluxe 
| alone does not create sales volume, be- : RETRACT-O-BALL 
‘ add , 7 Press top — point’s 
5 cause most precision pens are too high- ‘ os out. Flick clip—point’s 
V . ee 2 
. , y in. New desi fill- 
. priced for the mass market. ° stdin aah 
7 and quickly changed 
~ without soiling your 
@ ALL-RITE is the pen, above all others, that ° fingers. 69¢ 
. Pen, 
combines low price AND precision quality. . ALbL-Rile retoil 
: STANDARD Refills 25¢ 
That is the vital reason why ALL-RITE PEN ° The quolity leader 


\ in the low-priced 
sales are skyrocketing from coast to coast. * field. Can't leak, 
skip or smear, 10 
beautiful colors — 
Blue or Red ink. 





® Order ALL-RITE Pens from your supplier— ‘ 
» f ¢ 
- display them—the sales results will amaze ‘ 29 retail 
you! ; sr 


Only_7@22-R2éTE Pens have the MICROGRAPHIC 


POINT which guarantees smooth, easy writing with 
bank-approved ink. 


Send for illustrated catalog and prices — TODAY 


1|/ ALL-RITE PEN, INC. 
1 | 241 Hudson Street, Hackensack, N. J. 
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DUPLICATING 
SPECIALISTS 


Scientific know-how and research 
make ROSE products the highest 


in performance and dependability. 


e MASTER UNITS* 

e SPIRIT CARBONS 

e HECTOGRAPH CARBONS 

e SPIRIT CARBON ROLLS 

e ALSO Duplicating Fluid & Hand Cream 


were, 


SE RIBBON AND CARBON 
MANUFACTURING CO., INC. 


R43 


¢ iSfere™ 


General Offices and Factory * Harrison, N. J. 











competitic casionally tough and profits are small, and 


it may be no reflection on the dealer if he sometimes gets 
in arrears th his payments. Suppliers have been lenient ia SURE TO SEE 


with dealer n this account; but there is no excuse for 

gnoring statements of the account and not answering h 

letters inquu g about the payments at Boot No. 96 
[There a any dealers with small capital who get 

unlimited credit from their sources of supply, because they Stationers Convention 

either pay ptly or make a small payment when due and 

isk for a tension tor the balance. And there are many 

large dea vho can buy only for cash or C.O.D. because CHAIRS 

they car et their accounts run in arrears without 

even writing an explanation or asking for an extension. 
No dealer can afford to have a bad reputation in the with 

industry. H n improve his standing in the industry by N 

paying pl ptly in the future or ask for an extension. ew 


Chis information will get quickly to all the concerns with Phenolie 
whom he oO muUSsINesSS. 
Anvbod make a promise, but a promise is never Plastic 





sO specta r and never so convincing as a promise kept. Bases 
: , Base Guaranteed 
Dictaphone Cited for Plant Safety ast to cuba thes an 
\ new all-time high plant satety record of 2,846,933 man hose, will not ner te 
“ths ‘ <2 teria 
hours without a lost time accident, from May 1, 1953 to en ee 
) : ‘ . throughout — Re- 
May 2, 1954 the achievement of the Dictaphone Corpora tains new appear- 
tion. ance longer. 1000 
A speci tion including a bronze plaque by the Globe pound on es 
. , , . ren an 
Indemnity I: ince Company was presented by W. C. Surebility 9 
Crager, supervising engineer for Globe. In making the pres 


entation, Mr. Crager pointed out that it was unusual for his 
company t ke such awards and that Dictaphone was the D t PEN DA BLE MFG. C ° 





frst firm t so honored in 10 years. ' 
\iter the presentation, visitors and Dictaphone safety per P. O. Box 1121 Omaha 2, Nebr. Factory Bellevue, Nebr. 
sonnel watcl 1 movie, “Care of the Heart.” 








New FEasy-fo-Sell Smokers & Ash Trays 


Jeweler’s Bronze — Brass — Chrome — Decorator’s Colors — Walnut — Oak 
See Them at BOOTH 142 Exhibition Hall, N.S.0.E.A. Show. 


Nos. 


Nos. 262- 













No. 17—7'%" round Walnut base, solid brass screen, 542’ x Ye’. Re- 
movable metal liner. Also available (No. 16) in 7” square base. 
No. 140-X.—New 








Nos. 170. 180. 190 Nos. 18-21—Same pattern as No. 17, in Decorator Colors, Chrome, modern design, 

and . 19 yyy Genuine Jewelers’ Bronze, and solid brass. lam ele 
Smoker in Soli al- . 

og Bh ; : > a “ 1%” post. Ship- 

 eatke a - + Nos. 262-265—Large capacity receptacle, 542’ diameter, 1%" deep. oiae on + 

Chrome and Decora- Available in genuine Jeweler’s Bronze, Solid Brass, Decorator's commtted vente 06 

tor Cole “9 . . 3 je 

pe “a Colors, Satin and Bright Chrome. New available te 

al liners Heavily - -~ Statuary Bronze 

ghted 842" bases No. 8-A to 12-A—Walnut or soft Tone Oak bases, 6” or 8” glass to saettion 

; 0 en r e 

liners. bright and satin 


chrome. 


WRITE FOR CATALOG OF COMPLETE METAL AND WOOD LINE 
Including Snuffer Type, Screen Top & Open Type with Glass Liners 


ta Salle Products (o. 


2216 N. CLYBOURN AVE., CHICAGO 14, ILL. 
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Fete Old Time Printer 
Michael F. Devaney is a familiar figure to residents of 


7 + . 
34” wide lip 
Geneva, N. Y. Mike should be. He recently celebrated his 


50th year in the printing business in Geneva and the festivi- 
ties were held in the same building he first hung out his 


business shingle. 


He set up his printer’s shop at 435 Exchange St., June 15, 
AT NO 1904 and he still hangs his hat at the same address. Mr. 


Devaney got his first smell of printer’s ink when he started 





EXTRA COST | work for the Geneva Daily ‘Times in 1900 as a printer’s devil 
For That and he has been actively engaged in his profession ever since, 

MODERN DESK Despite his 70 odd years, Mike is a big man and his 

(ISLAND BASE) friends are legion. A lot of servicemen today recall his kind- 


IDEAL OVER HEAVY | ness and generosity during World War II. He bought copies 

=—— | CARPETS — ROUGH | of the local papers and sent them to Gls all over the world. 

FLOORS — WORN 
SPOTS 





Elect Vice-Presidents of IBM 

John J. Kenney, former general service manager, and 
William W. McDowell, former director of engineering, were 
elected recently as vice-presidents of International Business 





Machines Corporation. 


Made of | 
TEMPERED | 
HARDBOARD 
COLORS: BROWN GREEN ¢ MAROON e BLACK e GREY 


aT oo a - 
pegs 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST oe ST. LOUIS 7, MO 


Mr. Kenney is in charge of activities of 6,600 IBM engi- 
neers in serving customers throughout the country, while 
Mr. McDowell heads the company’s research and engineer- 
ing development work. 












Edwards with Underwood at Dallas 


J. E. Edwards has joined the staff of the Dallas branch of 


the Underwood Corporation as a typewriter sales represent- 


ative—JHR 













































CRAFTSMANSHIP | | 


EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fashioned for luxurious 
NO. 9800 SOFA wear. Customed for lasting comfort and pleasure. Priced 
for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 
who buys. In a large selection of genuine leather and 


Elastic Naugahyde and a wide range of styles you will 





NO. 90 EXECUTIVE 
find just what you want for every customer. POSTURE CHAIR 







WRITE FOR CATALOG! (} 
NO. 1000 | 


CLUB CHAIR 133 BLEECKER ST. NEW YORK 12, N. Y. 
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tHe MARCHANT came widia 












Ss World’s 
Greatest Value 
in Calculator <<a 
Performance separ} siaaee 


~~ ” a oo 
' YY. 9 Y 
s . a ao 


LL 


TO MULTIPLY 


Just 
1. Enter the multiplicand 

2. Enter the multiplier 

Read your answer in the dials 






S 


A “ONE-TWO” OPERATION IN AUTOMATIC 
MULTIPLICATION AND DIVISION 


CORREO EEE EOE ORO HOE EE SHEE EEE EEE EEE E EERE EE EE EE EEE EEE EEEEE EEO EEE EEE EEE SESE EE ES OSES EE CHEESE EEE EEE SEEE EEE EEE EHE EEE HEHE EE ETRE ESE SE SESE SED EES 


MARCHANT'S new FIGUREMATIC is the only 
calculator in its price range that brings you this automatic 








“one-two” operation in both multiplication and division, TO DIVIDE 

P with automatic carriage control as well. After brief Just 
instruction anyone in your office can operate a 1. Enter the dividend 
FIGUREMATIC efficiently. Call the local MARCHANT 2. Enter the divisor 


MAN for a time-test on your own work. You'll discover 
| that for fast; simple, accurate operation... 


Any way you figure—IT’S MARCHANT! 


Read your answer in the dials 


Find out how a MARCHANT calculator will help cut your 
figurework costs and lighten your figuring burden. 
Mail this coupon with your business letterhead for free... 


MMORCHANT  seons ws 


~~ 


index to Modern Figuring by Marchant Methods. . . . (J 


Descriptive literature on Marchant Calculators 


MARCHANT CALCULATORS, INC., OAKLAND 8&8, CALIFORNIA 
P-9 





bes eee eas a> =e oe oe oe a oe DS 
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Write for LATEST CATALOG 
PRICE LIST and DEALERS DISCOUNT. 


NEIMAN STEEL EQUIPMENT CO., INC. 


BALFOUR & VENANGO STS. PHILA. 34, PA. 





BEFORE YOU BUY 


COPY HOLDERS... 





_ SEE THE 
NATIONALLY ADVERTISED.. 
NATIONALLY ACCEPTED, 


HOLDS EVERY TYPE OF READING Pres Oline 


MATERIAL: STENO NOTEBOOKS, Wiikieesnhdiidebanibibaa 
FOLDERS, CARDS, ETC. 


PROTECTED TERRITORIES FOR DEALERS 
NOW AVAILABLE 


PRES-TO-LINE CORP. OF AMERICA 


2339 COTNER AVE. * LOS ANGELES 64, CALIF. 
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Write for Your Copy 
Bristel Profits Catalog 


A Complete Line for Every Commercial Stationer 
netted 
BRIEF CASES | 


PORTFOLIOS | 
BRIEF BAGS | 
CATALOG 
CASES 

























We also make 
Special Cases 
& do Special 
Order Work of 
All Kinds 





4 | ZIPPER PORTFOLIO 
| Made of 4%, & 5-oz 
top grain cowhide. 16, 
17 & 18 in. lengths. 
| Colors: suntan, ginger, 
British brown & tan 
| Six interior utility pock- 
ets of various kinds, 
including zipper-closing 
hidden pocket. Disap- 
pearing handles. 


COMBINATION 
| BRIEF & OVERNIGHT 
| BAG 


6 oz. top grain cowhide 


Colors: suntan, ginger, 
British brown 18 and 
20-in lengths Has out- 
side flap ¢f ket carrying 


| a removable under - arm 
ad Zipper portfolio. 


~ Bristol Mfg. C 
Which PHONE 
PROBLEM is Yours? 


AND WHICH DO YOUR CUSTOMERS HAVE? 





1. Safeguarding privacy of conversation—eliminating embarrass- 


ment or business ‘Leaks.’ 
2. Preventing phone talk annoyance — quieting the office for 


greater efficiency. 


3. Improving phone hearing in noisy places by keeping sur- 


rounding noises out of transmitter. 


HUSH-A-PHONE 


Solves These Problems 


Dealers: 


Thousands of Hush-A-Phones have 
been sold over a period of 33 
years. It is still a monopoly and 
our sales helps enable you to 
capitalize this fact. Write for 


Dealer Proposition. 





HOW TO ORDER: Flat side of phone handle specifies 
E-1, F-1 or G-1. 


HUSH-A-PHONE CORPORATION 


Room 755—65 Madison Ave. New York City 16 
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S-T-R-E-T-C-H 


your office space with 


~ FILE-MATE DELUXE” 


De Luxe Combination 
File and Cabinet 











Unconditionally Guaranteed! 


A 3-in-1 unit thet makes your office 
do more in less space! ‘“‘File-Mate”’ 
replaces four different pieces—soves 
space ... time .. . money! 


1. “‘Tep Secret’’ Compartment. 
Roomy secret compartment for con- 
fidential documents! 

Complete with lock and key and 
titled envelopes. 


2. SAF-T File holds 2,000 docu- 
ments, complete with fileholders for 
fast, tidy filing. 


3. Storage Cabinet with shelf to 
double floor area. Plenty of room 
to accommodate books, bottles, 
papers or many other bulky items. 









Finest heavy-gauge all-steel construction. 
* Scratch-resistant baked enamel finish in 
handsome decorator colors © Dimensions: 12/2’ wide, 10” deep, 
30° desk height 


For convenient, efficient —_ ' with maximum security—order oa 


File-Mate Deluxe from your office supply dealer, department store 
or write for name of nearest dealer. 


ES) GOODFREND metal products co. 





14815 South Loomis Street Harvey, Ilinois 





a 
Manufacturers of steel specialties 























Reach top-shelf items 
quickly, easily, SAFELY! 


srep\ [FETCH 


TRADE MARK 





STEP-N-FETCH is a step and handle set that 
solves your top shelf storage problem. It 
provides an easy, quick, SAFE way to step 
up and fetch merchandise from top shelves. 
STEP-N-FETCH is made of durable steel, 
cadmium plated with rubber tread. It comes 
in two inexpensive models: one a rigid step, 
the other a step which flips up quickly flat 
against the shelf edge. Steps are a size to 
fit the ball of the foot. 

Installation is very 
simple. Screw on the step 
and handle to any stan- 
dard wooden or metal 
shelving. 


* aici STEP, Model 20 295 


or 


‘4c FLIP-UP STEP, Model 30A 3°95 


Ask your 
distributor 


NARVA PRODUCTS, 


70 East 45th Street, New York 17, 


INC. 
N.Y, 
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MR. DEALER: GET YOUR SHARE 
OF THE MAGIC MARKER MARKET! 
INSTANT-DRY! WATERPROOF! 


magic marker ‘jake 
Manting, and Writing Nh 


fr permanent identification 
.. for quick, easy marking 



































aT a a 
: MAILING caulement Acomplete self-contained 
marking instrument with 
a felt tip which writes in 
> BROAD or FINE lines. 
Available in 9 colors 
including white. 
ST OTMING. sorties Magic Marker 
2 retails for just 
‘ A 
a 
| FOR HOME -SCHOOL-oFFICE-sTore _ Refills 25c. 


(Slightly higher on West Coast) 





See Magic Marker at the NSOEA Chicago 
Convention, Sept. 18-22, Booth 44 
Write for the sensational LOW-COST HIGH-PROFIT Deal! 


SPEEDRY PRODUCTS, INC. 


“Dept. OA-9" Richmond Hill 18, N. Y. 














Leedall ribbons are secretary- 
designed with the profit building 
combination of supreme quality 
at easy-to-sell prices. Added to this 
are 8 powerful reasons why 
LEEDALL ribbons do Lead All. 
New, attractive display packaging. 
New precision metal spools. 
300 thread count. a: 
All ink densities - all colors. 
Moisture-proof wrapper seal. 
Typewriters - adding machines | 
Special requirement ribbons. 
Inked reels. 

Clarity, Crispness eee Continuous- 
action * Self-inking are identified with 
Leedall ribbons of perfection. _ 

Prove it to yourself .. . test it! Write 
for free wear-down sample and price list. 


RIBBONS . CARBON PAPERS . DUPLICATING SUPPLIES 


LEEDALL PRODUCTS MFG. CO. 
MILLTOWN 1, NEW JERSEY 
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SPINS itself clean! 
WHRLO-MATIC 


Pat. No. 2659513 





WHIRLS AWAY cigarette ashes and butts! 
KEEPS ASHES and unpleasant odors locked in! 
CLEANS ITSELF at the touch of a finger! 





No. 5101 floor stand 
Available in 5 
finishes. 





No. 5102 


5102—Floor stand with re 
movable cocktail tray 


5103—Desk model in 5 fin 
ishes. 

5107—Brass and black. Pew- 
ter ond black 


5105—Rocker type in 4 fin- 
ishes. 


No. 5103 





Send for Brochure of Complete Line No. 5107 No. 5105 


WHIRL-O-MATIC INC. * 22 WEST 19 ST., N.Y., N.Y. 

















°*PREST@O°° Aluminum 


FHBPBES SCREW 


~ POSTS 
js V4," to 4" Lengths 
© Bright finish aluminum 


@ Rustproof—standard 
boxin 
Used for Catalogs, 8 
hoto albums, sample . 
4 record iene. © Prompt delivery from 
scrap books, swatch stock 
books, maps. 
Guaranteed saving 
over your present prices 


EXTENSIONS AVAILABLE 


“Presto” PRONG PAPER FASTENERS 


High Grade bright fin- 
ish tin plate steel—all 
standard sizes and ca- 


pacities . . . attractive 
boxing .. smooth 
edges .. . long wear- 
ing .. . Ideal for bind- 


ing any type of paper 
records. 


a 
Priced Right for 
Greater Profits 
s 
WRITE TO DEPT. A 


FOR ILLUSTRATED 
PRICE LIST—NOW! 


CHARLES LEONARD, Inc. 


MANUFACTURERS OF STATIONERY SPECIALTIES 
58-04 64th St., Maspeth 78, N. Y. 
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ZIPPER RING BINDERS 


BRIEF BAGS— PORTFOLIOS 
CATALOG CASES 
A Quality Line that Satisfies 
Every Business, School, and 
Professional Use. 


Priced to Give You a Proper Profit 





Our Illustrated Catalog showing the Com- 
plete Line should be in every dealer’s files. 


Write For Your Copy Now! 
CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. e CHICAGO 6, ILL. 
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Finest in.design 

Richest in features 
Sturdiest in construction 
Attractively priced 







In five heights « 18” ¢ 22” e 
24” «© 26” © 30” e 4-way 
adjustable backs « Choice of 
steel or wood seats. 


DEALERS! 4. «: 


complete catalog, price lists, 
and confidential discounts. 


writ today! 


Manufacturers of Quality Steel Equipment since 1936 





os 
¥%,'' TUBE 


q 1’ TuBE 




















Rernnard Franklin Coa.ine. 


nd Bo 4 Ph 














DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 

Dav-Sen Changeable Letter Di- 
rectories for Lobby, Office, 
Outdoor Use 







e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt 

e Absolutely Warpproof 

e Also Available with 5’ 5” 
Standards 


Dav-Seon Genvine Self-Sealing 
Cork Bulletin Boards 


e Indoor and Outdoor Styles 
e Hardwood or Metal Frames 
e With or Without Locking Glass 


rs 
e World's Largest Selection 
DEALER INQUIRIES INVITED 


if Your Dealer Can't Supply, 
Order Direct 


Dav-Son Changeable Name Picte 
Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin- 
ish. 104%”x2%”. 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 


INSIST ON DAV-SON—YOUR BEST BUY! 


| pigidized sree 


TRANSFER CASES 


priced to compete with cardboard transfer cases 


| 

















_ ORDER 
TODAY! 


@ Constructed of heavy furniture steel. 

®@ Added strength & durability due to the special forming 
process of rigidizing. 

@ Available in letter and legal size. 

@ Baked on enamel finish in lustrous office green. 

®@ Horizontal & vertical stacking feature. 


You're cordially invited to visit our Factory Showroom 
while you're in town for the NSOEA Convention. 


Top FLIGHT PRODUCTS CO., INC. 


Manufacturers of the Famous No. 25R Transfer Case 


6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 







1. Insert type form and 
lastic sheet into hot Eva- 
ress, apply pressure, let 
cure for 10 minutes. 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 
3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
© PLATENS 11x13” S po tg ane 
oo ave finis' u ate. 
© INSIDE CHASE 10%x12 More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 











~~ SORTING FILE. . 
NOE 2 
‘so. 


MAILING TABLE 





For additional information send for 
FREE Literature giving Company 
Name and Title to 


NGLE S$ eee INC. 


DEPT 3 PLAINWELL MICHIGAN 
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BUSINESS BUILDERS THAT INCREASE 











SALES VOLUME ae YEAR AFTER YEAR 
-—— pe 
me l/ fi 


WRITE FOR FREE 3 COLOR ILLUSTRATED 





CATALOGUE zi OF OUR COMPLETE LINE OF 


———— 


——— 


SJ 
aT 
Mi | 
LOCKERS. CABINETS iiI|_ || 


HL 


STAR STEEL EQUIPMENT COMPANY INC. 
117-20 FOURTEENTH ROAD, COLLEGE POINT. N. Y. 


For SUPERevs.. 


Always buy SURERDEX 


TR AOE MARE 


The Quality Line of Filing Supplies & Gummed Specialties 


SHELVING, TABLES. 






















* Vertical File Guides * Blank Index Strips 


* Guides * Rolled Labels 

* Folders * Protex Loose Leaf 

* Index Cards Patches 

* Index Tabs * Adding Machine Rolls 

* Transparent * Pakneat Sealing Tape 
Index Tabs * Pin Tickets 


At Leading Stationery Stores Throughout the Country 


THE WARSHAW MANUFACTURING CO., INC. 


MAIN STREET BROOKLYN 1, 
276 OA — 9/54 











O/ 


More and Were BANKS 

# SAVINGS AND LOAN 
ASSOCIATIONS, BUSINESS 
——INDUSTRIAL, UTILITY and 
¥ GOVERNMENT OFFICES are 
odopting CHANGEPOINIT 


mab RA DUCTS. They tind then 


more convenient, sate and 
~—dependabls, “Wr ite-fortitera- 
¢ ture and prices today. 
ecetlaee 





544 South Rockford 
BtcC > TULSA,OKLAHOMA 


be 


mm nrrnnnrn 


modtrnize 


IN BEAUTY... 
QUALITY... 
LUXURY 


No. 400 SECTIONAL 


Available in all sizes 
and with curved units. 


UPHOLSTERED FURNITURE FOR OFFICES, HOTELS AND INSTITUTIONS 


1 2 -> ' 
us sil Write jor Ne lu Full ( olor if ata log 


v 


Modsernize . 


666 Lake Shore Drive . Chicago 1 
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Now—CARD Sturdi-Lite 
BETTER Vault Steps at LOW Prices 


ALUMINUM— 

Tubular Frame _ construction 
STRONG and RIGID, yet 

surprisingly Light. They make 

upper boxes more rentable. 











7 Always Bright 

| Neat Looking — no 

| upkeep cost. Rubber 
feet prevent slipping. 
NON-SKID Rubber 
Treads on One-Piece 
Aluminum steps. 10” 
between steps in 
both models. Top 
steps 9%" x 16”. 
Lower steps 9” x 
14”, 
3-STEP MODEL—No. 
303 30” high, 17” 
wide, 26” long. Price 
F. O. B. Detroit, 
Mich. $3750 


2-STEP MODEL — No. 
202 20” high, 17” 
wide, 18%” long. 
Price F. O. B. Detroit, 

; Equipped with 


Mich. $9500 (4% 
25 tie. = Casters—Add $5.50 
3, 4, 5 and 6 STEP SAFETY LADDERS NOW AVAILABLE 








Dealers: Write for complete details 
and dealer discount schedule. 


D. R. CARD CO. 


829 Merchandise Bidg., MINNEAPOLIS 3, MINN. 














Crack The Whip on Shelving Sales! 





STEEL SHELVING 


THAT SELLS 
$ MADE IN POPULAR 36” WIDTHS 
$ SOLD AT POPULAR LOW PRICES 
$ UNIT-PACKED FOR CUSTOMER 
CARRYOUT 


NOW... 
You Don’t 
Have To Be 
An Engineer 
To Sell 

Steel Shelving 








Snitoh) METAL PRODUCTS COMPANY 


3611 KING AVENUE @ CLEVELAND 14, OHIO 
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Hint On Worker Advantages 


® WHEN CONSIDERING worker advantages or “fringe 
benefits” extended to employees in the office supplies and 
equipment business, management is likely to think in terms 
of total or over-all effect. Thus if one advantage exceeds 
that enjoyed by most other workers in the area, but another 
benefit is sli ghtly below normal standards, management quite 
reasonably supposes that the two more or less balance each 
other. 


Employees, however, usually compare their benefits on an 
item-by-item basis. For example, they will accept without 
comment a policy on holidays and sick leave which may be 
more liberal than most local businesses offer. But they 
seldom will take such an advantage into account to balance 
a shorter vacation period or some similar supposed disad- 
vantage. 

The office supplies and equipment dealer may expect that 
all employees will insist on “fringe benefits” 


eventually 
The comparisons and 


equal to the best offered in the area. 
demands almost invariably will be determined by matching 
point for point, with little regard for the fact that total ad- 
vantages in their present employment already may be as high 
as the total offered elsewhere. Thus the dealer fails to re- 
ceive full credit for the money spent in keeping his workers 
happy and contented on the job. 


It is the mark of good management to hold any individual 
advantage or benefit in line with general area practice, for 
an excessively liberal plan in one direction won’t be of much 
help in meeting other demands. In these days of high costs 
of conducting an office supplies and equipment business, 
generosity toward workers must be held in line with the 
above-mentioned essential difference between management's 
and the worker’s viewpoint—GMD 











—. 


on a ee Man You 
: sayS-* Can't Sell 
Goods ware 


@ CRAM’S self-selling 
quality globes move fast 


if displayed. 


@ Stock up now for im- 
mediate delivery. Cash 
in on this fast selling, 


good profit line. 





@ Send today for new 


Globe Catalog No. 64. Model No. 252 


Price range $3.45 to Chrome Plated Meridian and 
~ ao base. 12’ black ball. One of 
> ] ) a 0). many exclusive styles. 








“THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind 
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F \ The Christmas Gift Market 


GIVES YOU THIS POWERFUL 
: ¥ SALES AMMUNITION / 


Fi BY 2 . —— r — : % 
The Exclusive wlficle wear GUARANTEE }4e7 tt 


: UNCONDITIONAL, Alas iaae hy 
Guarantee of Christmas Gift Sales! TUFIDE 
Is Your 




























5-YEAR 30.50° 
. i i NTEE has created COLORS: 
. = ; aa wns aoe ten a ane sales records for GUARANTEE! Titt a 
n a 
ye d prnmappennt Over 1,000,000 Ft lager _ 
eaiers ° : TU at 
(« been sold already. And this year, 


EXCLUSIVE 


(Patented) 


LIFETIME 





business and student cases 
j ights because TUFIDE p Proven 
(« = bowel” Christmas gifts—handsome, practical an 
= { anal 


( y ; priced. 

«a ingly low price 

HERE’S WHY YOU'LL SELL MORE et at 
TUFIDE is the world’s only business case UNCONDI 







EXCLUSIVE © 








“PLAN OF ' 

IFETIME 
ACTION” \ Baalaainal 
PROMOTION /4 
















wee ot 
i ks 1 rs > 
Amazing TUFIDE loo : 
aia VE FULL YEARS! ” iB 
- a ae a ~ feels like leather... yet outwears ny 
° = 2“) like leather... by actual abrasion tests. Boost you 
: CY) 5 to 1, as proved by 












the 
Christmas gift sales and profits. Feature iy > 
ideal Christmas gift. You'll ere dl — nd gps 
i table 
fastest selling, most pro 
pe ape Write for full facts NOW! 


Ss. 
WRITE TODAY FOR CATALOG AND PRICE 


E r ctigheP gt at AraiPruatar, bs ~ us 
C$GSGSSG8e 
ewe e eee 


it To ore Products 1401 W. JACKSON BLVD 


SINCE 1918 CHICAGO 7, ILLINOIS 
SEE US AT THE STATIONERS’ EXHIBI 



















Chicago — Room 556 





A proven way 
$ to accumulate 


$ money 


SL 











STEERS S<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 











COIN HANDLING ACCESSORIES 
Presses « Legal Seals « Downey Change Trays 
Moisteners « Currency Racks « Manual Coin Counters 
Packaging Trays @ Linen Shipping Tags 
Stee! Strong Coin Trays & Litt Pans 


COIN WRAPPERS 
Old Style « Rainbow e Automatic ¢ Duzitai! 
Kwartet ¢ Tubular 6 Gunshei! 


BILL STRAPS 


Federal « Colored e Banding 





GUILD TYPEWRITER PAPERS are available in grades, weights 
and finishes for al] office needs, plus manu- 

script covers, plain and scored. 

GUILD STATIONERY AND OFFICE 

SUPPLIES are sol 


d through licensed mem- 
bers only. 





. 
Welcome NSOEA CONVENTION 


“S~, dealers are invited to visit the “STEEL STRONG” 
display Booths 13 & 14 and “Entertainment Heod- 
quarters Suite 800” 


SS 
. DOWNEY CO. HANNIBAL, MO. 


Write today for information on member- 
ship, or visit us at BOOTH 81 in Chicago. 


STATIONERS’ GUILD OF AMERICA 


1421 Chestnut Street, Philadelphia 2, Pa. THE C.L 
OA~9/54 
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FORCE | 
NUMBERING \\. 


MACHINE 


Fast-selling ... highly 
profitable. Every office 
needs this sturdy, 
time-saving number- 
ing machine. Auto- 
matic action. Consecu- 
tive, duplicate and 
repeat movements. 
Write for latest price 
lists and catalog. 





— 


WM. A. FORCE 


OMPANY INC ORP 


RATED 
216 NICHOLS AVENUE, BROOKLYN 8,N.Y. 
ALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO. CANADA 


Whats All the Excitement ? 


N... for the first time an automatic 

letter folder priced within the reach 
of all offices. Operates manually 
with complete assurance of neat, 


even folds on every letter. 






A "MUST FOR USERS OF 
WINDOW ENVELOPES 


FOLDS 4 SHEETS 
AT ONCE, NEATLY 


PATENT PENDING 
’ * 
a Af-{ | 


LETTER FOLDER 








@ Simple to use 








@ Over 1000 letters per hour 


@ Tested and proven by offices of all sizes 


THE BLANKENHORN COMPANY, Inc. 





900 S. WABASH AVE. CHICAGO §, ILL. 
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THE NEW imPROVED 


COPY-RIGHT Copyholder 


ak———y 
for over 30 be 
years the 
“*mostwanted"™ 
copyholder... 
now manufac- 
; tured by Curtis- 
Young Corpo- 
ration. 

















P feather 
¢ Action .-- ine 
e 2-Leve cer moves copy ¥P 
touch spe _ velvet 


or more at a —" 

brake lowers copy: 
° Patented Knee-Actio’ ight 

Gripper, holds any 





1 
«202 
ge°se 
=.8 
a ¢e zy 
=o2>: 
c <> 
=*® i] 
S706 - 
2-386 
eo>- 
~ae=<xe 































ely. 
copy sec! —— holds a! any 
. Turned-Po9e | ast. .- |e S 
back finishe : any Typewriter, Tt ie —T Cony risa 6 S 
: ° i evailad! aa 
e Fastens ae tert % sizes 3 6 : 
quickly and € } wee f 
t 
b 
one See wee Mens hcmmceen Seek @ Manen, | 
Copyholders — Duplicating Supplies — Carbons — Ribbons 
110 West 1 8th Street * New York 11, N. Y.* Cable: CURTYOUNG 5 








QUALITY 
DEPENDABILITY — 
VALUE! 


THE SHELVING DESIGNED 
WITH THE USER IN MIND! 


e Interchangeable Parts 
e Wide Selection of Sizes 
Adjustable Spacing 
Optional Parts 
Precision Made 
Easy Erection 
Rust Proofed 
Quality Finish 
“The Parts Fit’ 


Ra 























PRODUCTS, INC. 


1 Catherine Street 
Red Bank, N. J. 
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SIGNALS FoR BUSINESS 






Nu-Vise ,. — —= 
METAL 


3 . CRU Kay - 

PROJECTING | > ae se 
SIGNALS - Uh ioe 
burlings o2 Co. Ine. 






2S + 


SIGNALS 


or ‘visible’ systems 


Why 


Cellugraf © 


TRANSPARENT 
SIGNALS 
»% for “visible” systems 


’ 


sales with Graffco 
they remind, com 
mand i I nm point the way to 
— they reveal 
» the « eater efficiency and 
better c ny system, 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 


* Keep BUSINESS Under Control 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance 


NOESTING PIN TICKET CO., INC. 
728 &. 136th Street, New York, N. Y. 
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U. S. features the 


Hot Wax Process In 


SPOT CARBONIZING 


e Never fades 

e Never dries out 

e Spotting in all sizes 

e Spotting in all shapes 

e Spotting on all paper stocks 


Quotations and samples cheerfully submittd and 


without obligation, of course. 


For Domestic & Export Trade 


U. $. CARBON & RIBBON MFG. CO., INC. 


621-623 CHERRY STREET PHILADELPHIA 6, PENNA. 
Established 1895 











Ws 1404, 
DuPticATe RECORD 


INVOLVES AN ENVELOPE 


. For Wages paid in Cash . . . for Repair Records 
. . for Dozens of Applications feature .. . 


Mutti-Copy 









ENVELOPES 


On Pay Rolls the 
employee receives a record-imprinted 
envelope for tax purposes; the com- | == 
pany retains tipped-on duplicate 
copy. Multi-Copy Envelopes save time, eliminate mistakes and mis- 
understanding. They are ideal for many applications in many businesses. 
Many sizes, varieties of papers and colors available. 

Large Steady Volume for Stationers — Dealers 


eee 





Tremendous volume — steady repeat business gene profit margin. Don't 
delay while territory available. Write in time samples — prices. 
THE WESTERN PAPER GOODS COMPANY 
300 Miles of Envelopes Daily Established Nearly 60 Years 
1224-48 W. 8th St. Cincinnati 3, Ohic 
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C-THRU HAS 


A MID-CENTURY 


"LUCKY 50° 


See us _net / 
at Booth 59 Sur prize? 
at the 

Convention 

Chicago Big news — big excitement 


at the C-Thru Display at the 
NS & OEA 50th Anniversary 
Convention. If you register, 
you’re going to have a grand 
opportunity to walk home 
with the BIGGEST SUR-PRIZE 
you've had in years. 


Sept. 18 
to 
Sept. 22 


@ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


filet lini 


CONN., 


HART F O Rae 





for the Best & Most Economical 


MARKING PENCIL 


4 TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 





Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 








age. List price 25c per package. 





3'/." 
REFILL 





WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 


A 49c 
RETAILER 


(including 
Federal Tax) 


TWEETEN 2r¢ Co., Inc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 
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Radio Gets the Business 


@ “I! HAVE BEEN in business here for more than 20 
years,” said Bill Stevens, proprietor of Stevens Typewriter 
Company, Eugene, Ore. “I have found radio the most ef- 
fective method of publicity. For 18 years I have run a spot 
ad every day in the year. I have no regular time. Sometimes 
it is in the forenoon, sometimes the afternoon, but every day 
people hear my name, location and a few words regarding 
my machines. I have the exclusive agency for the Olympia 
portable in Eugene, and feature this type. 

“In the fall I go after the high school business strongly. 
At the beginning of the school season I run a big ad in their 
school newspaper, and occasionally afterwards. It is im- 
possible to secure much of the University trade as students 
can buy at the co-op which gives a 20°% discount. 

“Our advertising calls attention to the fact that we take in 
old machines on the purchase of new ones. As a general 
thing the old machine serves as a down payment, since the 
initial payment is always 20 If the machine brought in 
is not worth 20°% of the new one, the buyer pays the differ- 
ence. We recondition the old machines and sell them at 
slight profit. 

“We handle practically all types of portables, but no stand- 
ard machines. However, we do take in old standards on the 
purchase of new portables, and in such cases, after putting 
them in shape, we display them in the window. We have 
not found direct mail profitable, and the only use we make 
of it is stuffers in our monthly bills. 

“Many people aside from students and business men are 
now buying machines. We find that men, professional and 
society, are buying them for their personal convenience. 
Another class that buy these machines are old people whose 
hand-writing is getting shaky, and they wish to write a read- 
able letter. In these cases, very naturally, the cheapest ma- 
chines are purchased.—WBS 


Get this handsome, compact 


HIGGINS Book 
DISPLAY STAND 





A postal card will bring it to you 


FRE to help you increase 


your sales of the popular Higgins 


Art Books. 


TECHNICAL 
ILLUSTRATION $2.50 
COLOR DIGEST $2.00 
TECHNIQUES $1.25 
LETTERING $1.25 
CARTOONING $1.25 
Arts & Crafts 
PROJECTS $1.25 

by the 

makers Above titles 

of Higgins also in boxed 


famous 
drawing Inks 


HIGGUIAS ini co ie 


assortment $9.00 


271 Ninth St., Brooklyn 15, N. Y 
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the Jewel of Staplers! 










FIRST with sooTH te7 


the LATEST 

Tr 

“FASTEN-ATING”’ 
Staplers . 
Since 1919 


PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOG 





THE NEW 
"ESSO™ 
1S A HONEY! 
y, 


200 HUDSON STREET 
NEW YORK 13, N. Y. 














Quality, All-weather 
BAR -S 


METER READING BINDERS 


Perfectly balanced for Easier Writing 
Used by Gas, Electric, Phone & Power 
Companies & other big public utilities 








Ruggedly built for maximum service and sheet protection under té 4 A F t T t bE 9 
all weather conditions. Stainless steel metal parts. Unwarpable, - 


moisture-immune, easily-cleaned special composition covers. 


@ Simple, Positive-locking Spring Mechanism. 
This lonia Mode! 40 


@ Variable Binder Capacity from 1/2 to 5 in. 
@ Aligning bor assures easy splitting for sheet removals. 

steel, indestructible folding choir with 
a new safety design. 


Posts maintain perfect 1. alignment. Leaf body held 












der spring compressio 
* Excl ve PROUDFIT Principle makes perfectly flat open- 


| geo 


is @ low-cost, oll- 


Immediate Delivery on sheet size 4%" x 9”. 
Prompt Delivery of Any Size from Stock Metals. 
SAMPLE BINDERS FURNISHED ON REQUEST 
Write for Illustrated Literature & Prices 


GRAND RAPIDS LOOSE LEAF BINDER CO. 


For 50 Years Designers and Manufacturers of Complete Loose Leaf 
Systems for All Business Purposes. 
Specialists on County Records Binders. 


10-16 LOGAN STREET, S.W. 
GRAND RAPIDS 3, MICH. IONIA MFG. CO. - IONIA, MICH 





Again Available! 


Our Model 45—luxury chrome 

finish, leather wphosejored 
ng-filled seat a 

For - -flight executive use. 











Choice of colors. Write today for 
folder and prices. 
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KOL STANDS 


for every office requirement 





The popular KOL Special Dictat- 
ing Machine Stand. Overall height 
2334"; 2%” rubber casters, plus 
the famous feature “KOL NOISE- 
STOPPERS.” 


Model No. 110 The office “Dandy” 
with a dozen uses. Working sur- 
face, 16” x 24”; height 26”; 2” 
rubber casters, standard, 24%” & 
3” available. 


Model No. 120 “JUMBO.” Big 
and sturdy. Ideal for card files, 
ledgers, postage meters, coin 
counters, duplicators, etc. Top 
panel—18” x 30”; 26” high; 2” 
casters, standard. 214” & 3” avail- 


able. 


Custom Built Stands, expertly 
made, to your own specifications. 
From one to any quantity. 


Write for catalog. 


KOL inc. 


2507 University Ave., St. Paul 4, Minn. 











The Acco Fasteners 
in Accopress Binders 
bold from 2 to 2000 
sheets. Capacities 
from 1 to 6 inches 


ACCOPRESS 

















SATs 
o 4 , a’) ‘ 


IMPROVE YOUR PROFIT 
PICTURE WITH THE PARKER 
SLIDING DOOR CABINET 


A NEW STEEL SLIDING 
DOOR CABINET—It’s a must 
for business concerns. Saves 
valuable space—only one of 
its kind. Sell its many fine 
points—you'll profit! Sliding 
doors glide on ball bearings 
Electrically welded. Four 
shelves adjustable every two 
inches. Available with lock 
optional to assure privacy 
Available in baked enamel 
finish: Green, Gray, Grained 
Walnut and Mahogany. 


3 CONVENIENT SIZES 
6 SLIDING DOOR MODELS 




















| 
STYLE| DESCRIPTION SIZE | 
72SL Steel Sliding Door, | 72x36x18 
Storage or Wardrobe 
72SL-24| Steel Sliding Door, | 72x36x24 
Storage or Wardrobe 
42SL Steel Sliding Door, | 42x36x18 
Storage 
42SLG | Glass Sliding Door, | 42x36x18 
Bookcase 
30SL Steel Sliding Door, | 30x36x18 
Storage 
30SLG | Glass Sliding Door, | 30x36x18) 
Bookcase 











(Available with lock on request ) 


Model Shown—No. 72SL 
Steel Sliding Door Cabinet 


PARKER STEEL PRODUCTS, INC. 











60 COLUMBIA ST. 
BROOKLYN 1, N. Y. 


See Our Exhibit At The 
CHICAGO CONVENTION 
BOOTH NO. 346 
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BINDERS 


Accopress Binders are the economical loose leaf—or 
permanent—means of binding business papers. Made 
of fine pressboard. Long in life. Low in cost. Stack 
fla. They insure permanent safety for all records— 
letters, orders, contracts, invoices, reports, etc. Choice 
of many styles and sizes. See your Acco catalog. 


ACCO PRODUCTS, INC. 
Ogdensburg, N. Y. 


In Canada: 





deco Canadian Co., Lid., Toronto 





























MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, ne have 


been off. Yims 


Our Hares through thre dealer exclusively., 


Write for our Illustrated Price Lists 
Vanufacturers 


SUSPEND-O-FOLDERS ¢ FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 
er 


ADVAACo 
ADVANCO PRODUCTS 


Davision di dice Salesbook Co. 


148 West 24th Street, New York 11, 
Telephone CHelsea 3-1276 


ms \. 
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Os 





es 





@ A Glass 


Smooth Two Sides 
@ Vise-like Spring Holds Papers Securely 


@ Unreservedly Guaranteed 


Smooth Surface—Made of Tempered Presdwood, 


FURNISHED IN THE FOLLOWING SIZES 


Stock | Stock 
No Size | No. Size 
200 6Vo"x 11" (Note) | 206 9 x17" (Cap) 
203 6° x 9 (Memo) | 207 15” x20” (Way Bill 
204 9 x 1219” (Letter) 208 114%" x 13%4” (Auditor 
205 9 x 152" (Legal) | Packed 12 to Carton 

Write for descriptive circular and latest price list 


WOODALL [NDUSTRIES [NC. 


3500 OAKTON ST. 


Chicago Telephone CO 7-2600 





SPEED-Mo 


SPONGE RUBBER STAMP PADS 








rPCLNOUR STAMP 
PAD NEEDS IN 


ONE 
ALL-PURPOSE | , 
LINE! 


Supply your customers with all their 
stamp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is a Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on special 
pads (up to 20” x 36”). 














Mo pads. 


Speed-Mo pads are of a specially treated spe 
rubber. Clear impressions guaranteed. Re-in! 
neat and simple — yeu just Grech the ink en. 






LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


ORANGE, MASSACHUSETTS 


50 FEDERAL ST., 


in Canada, 


Bossence & Co., 
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for complete 
429 Main St West, Hamilton, Ontario 


information write 





SKOKIE, ILL. 



































KOL 


1000 SERIES 


VERSATILITY 

Not just one stand but a 
matched series for every office 
need 


STRENGTH 


All welded steel construction 


FINISH 


Baked enamel over resin primer 
in three colors. 


LEG ROOM 
No braces to catch dust or 
stockings. 


¥ QUIET 


No bolted joints 


¥ QUIET 

2 soft rubber casters are 
" standard. Larger casters op 
‘ tional 

¥ QUIET 

NOISE STOPPERS” A KOL ex- 
clusive—rubber sockets insulate 
stand from casters. 


KOL INC. 





2 























> 2507 University Ave. 
St. Paul 14, Minn. 

STANDARD 
=e Write 
STOPPERS A, ; For 
2" RUBBER 

CASTERS ; : Your 
Optional Q KOL 
Equipment Catalog 








a 
READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 











Takes all copy up to 20 inches 


= A money-moaker that is easy to sell. 

WW" Now the RITE-LINE Copy holder has 

pia f the new Telescopic Eyeguide at no 
= . extra cost. Takes all widths of copy 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
_ Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 


eo ~~ MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 








EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 
RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 
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“IT'S 20 YEARS 
OVERDUE BUT 


ITS ANOTHER 
‘FIRST’ 
FOR AIGNER!” 








SAVES 56% 
TYPING 


TIME! 








YOU ARE INVITED TO GUZZLE 
Coffee And Doughnuts And SEE 
Two Lovely Ladies Demonstrate 
The Benefits of AICO TYPERITE Tabbing! 


ROOM 501 nsora show sepr. 18-22 
AIGNER 97 Reade St., New York 13, N. Y. 

















INDEXES 226 S: Clinton St., Chicago 7, IIL 


Natta Addie 
STORY IN A NUTSHELL! 


MECHANICAL 
ADDRESSING 
FROM Ge 
PAPER } 
TAPE 























PRINTS 
WITH 
SPIRIT 


MODEL 40 
above only 
$52.17 
including supplies 
for a 500 name list 


SEE OUR DISPLAY 
AT THE NSOEA SHOW ... 


Make a date right now to see the Booths C 15 and C 16 Sept. 18 thru 
entire Master Addresser line of fast 22nd, Conrad Hilton Hotel Chicago, 
selling, low-cost addressing moa Illinois 


Master Addresser Co. 


6500 D West Lake St.. Minneapolis 16. Minn. 





chines, duplicators and _ postcard 
printers at The Show. 
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When you find an outmoded sorting system. . . 


YOU’LL FIND A SALE FOR 
KOHLHAAS VERTICAL SORTERS! 





each KOHLHAAS sale 
is a profitable sale! 


KOHLHAAS Fast Selling Saatetes 


e Easy-reading metal e Complete filing safe- 


Index Tabs ty, privacy 
e Up to 90% savings e Operator fatigue re- 
in space duced 


THE Kohbhaas COMPANY 


(8012 South Chicago Ave. Chicago 12, lMinois ute we 
slephone BAyport 1-433 : 


lays? gerd Sorters for— a 
LETTERS, CHECKS, ‘SLIPS, WORK TICKETS, BILL STUBS, BILLS OF 
LADING, STOCK CERTIFICATES, PAYROLL CHECKS, INVOICES 


TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


] LES 
“a bet a 


Poninn(ias ng =e ie 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


Na TYPEWRITER COMPANY, INC. 


200 HUDSON ST NEW YORK 13, N. Y 
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er ee oe 


ideal Sysiem_ 


Simplified Bookkeeping and 
Tax Record Books 









oer aS 


i , 
is \¢ * = _ 


7 
- Be * 
¢ RATS 






Apsco's 
ringing 
a your bell... 
v5.0. BA Convention, Booth mr. stationer 


‘50, Conrad Hilton Ho tel 


OVER 1, 000, 000 USERS PREFER 


and rely on ideal Systems for keeping of accurate records that they know 
are approved by tax inspectors and auditors and recommended by bankers, with its grand-new, brand-new full line of pencil 
accountants, credit men and trade associations throughout America. sharpeners, staplers, and punches. 

Over 3,500 dealers, realizing the preference for 
ideal Systems, are taking advantage of the in- 


creased sales which are made possible by the ; j 
many offerings in what is recognized as the Nationally Advertised, Nationally Known, 


most complete and fastest seiling line. 


FOR EVERY BUSINESS, 


PROFESSION, HOME, Stock + display and sell apsco products 








“— 
7 












FARM AND RANCH. 











Remember—only Apsco produces pencil sharpen- 
ers engineered for specific office, factory, and 


Ideal Systems can be started any time of the 
year, are simple and easy to keep and require no 
bookkeeping experience. Enjoy year 'round sales 





— Kitractive PRICES 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 school applications. 

Counter Displays Liberal Discounts « Free Delivery 

Suet the stat sine fer Write today for catalog and select the books It costs less to sell the best. 
your counter. A real best suited to your trade. 

self-seller. Larger dis- Immediate delivery from LOS ANGELES or NEW YORK 








Apsco products inc. 


PO. Box 840 Beverly Hills, Calif. 
Factories: Rockford, Ill. * Toronto, Canada 


plays available 






and wholesale stationers in many cities. 


na NUSctHeN eT De IDEAL SYSTEM (ompany 


346 SO. FLOWER ST., LOS ANGELES 13, CALIF 6 CHURCH ST., NEW YORK 6. N.Y 


















For Your Customers Who Wish to 
SPEAK IN PRIVATE! 


JUNIER rr 
MUFFLER 

Snaps on to standard 

cradle type phone “: $1 .0O 


mowtapiece. Retails at 


Write for New 
72 page 
Marking Device 
Catalog 


Hundreds of Profit Mok- 
ing marking devices for 
every need, FREE illus- 
trated catalog sent on 
request. 













Daters & Numberers, Rub- 
ber Type Sets, Porous Pric- 
ing Kits, Grocer Pricing 
Stamps, Stamp Pads & 
Inks, Special Band Stamps, 
Metal Stencils, Metal 
Checks & Tags, Brass & 
Steel Stamps, Numbering 
Machines, Self-Inking 
Pricers, Sign Marker Sets, 
Rubber Pencil Caps. 


Largest Selection of 
marking devices and 
products in America 
assures customer sat- 
isfaction. Tell US 
about your morking Now you do not have to shout or talk loud when 
needs. talking on the phone . . . Hold Voice Muffler close 
to your mouth, and your voice at almost a whisper 
can be es heard at the other end . . . This gives 
you privacy from those who may be near you while 


CONSOLIDATED STAMP MFG. CO., INC. you are talking . . . Individually boxed; 24 to car- 
ton. Usual dealer discount. F.O.B. Ringwood, N. J. 





Patent No. 2,540,873 





44 WARREN ST 1123 W. WASHINGTON BLVD 
NEW YORK 7, N Y CHICAGO 7, itl 


BEM Co. racine coast sactony F. R. JUNIER ASSOCIATES 
5464 ALHAMBRA AVE LOS ANGELES 32, CAL 366 Fifth Avenue, New York 1, N. . 


Greatest Vlame “a Marking Deuices LOngacre 4-5655 
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PREMIER CUTTING BOARDS BELONG IN EVERY OFFICE AND PLANT 








—=e“me= AND HERE'S WHY! 


Feature for feature Premier Cutting Boards are outstanding in every way 
—best buy in cutting boards for every office and factory, large or small. 


Welcome to the N.S.O.E.A. Convention! 


| Representatives 
| Henry Deutsch, Cox Lane, as 
ee No. 5S, Box 747, Dallas 9, Texas. 
Precision ground steel blades for true | aene Seennet, Aceés.. 

cuts. 1355 Market, San Francisco. 


6 exclusive features: 


m E. J. Mitchell, 
Removable Blades for easy sharpening | 329 Belt Ave., St. Louis, Mo. 
. P x Milton Stone, 320 Broadway, Room 
Adjustable vertical guide for absolute | 625, New York City, covering N. Y. 


square alignment. S,  Lieisenstein. 223 South 10th st 
Philadelphia, a. 
Micro - Measured vertical, horizontal | ——— Sheridan Rd., 
scorme. Stan Mollerstrom, South Eastern 


J Atlantic States. 
“Non-Drop” safety knife. en _— 


| 
Hard wood base, with rubber feet | Photo Materials Co. 


Sizes Range from 8” to 30” inclusive 334.N. Bell Ave. Chicago 12, Ill. 





High Grade Permanent 


MAGAZINE BINDERS 


Choice of Green, Blue, 
Brown or Black handsome 
stiff cover, Levant-grain 
imitation leather. Magazine 
titles imprinted in gold. 


SPECIAL 
INTRODUCTORY DEAL 


Attractive Counter or Win- 
dow Merchandise Display 
supplied FREE with 
each initial order for 
12 cartons, or a total 
of 48 covers and 17 
assorted titles. Titles 
carefully selected for 
a quick turnover. Can 
deliver any other titles 
desired within 10 days. 













Packed 4 to a car- 
ton. Guaranteed to 
satisfy. 


7” 
Immediate 
Shipment 


Qualified 
Dealers 
Write for 
Discounts. 


TOLA SPECIALTIES 


Specialists for Over 20 Years in Custom-made Binders 
for Advertising & Sales Presentations 


554 West Adams Street Chicago 6, Ill. 





tee ee 


svi 






AT NEW 
LOW PRICES! . 


SMO-KING’S ¢ 
NEW AUTOMATIC ) 
“SPIN-TOP” : } 

( 


FLOOR MODEL STANDS 


The new No. 38 Smokers’ Stand (illustrated) 
features the sensational “Spin-Top.” A touch 
of the finger—‘presto’’—the top spins it- 
self clean! 





Base and Top are of polished Chrome or 
Brass, combined with Black, Grey, Bronze, 
Green or Maroon. Overall height—26”, 
top—7”", base—8”. Many other models in 


a complete range of new low prices. t 


No Smoke 
No Smell ae 


SMO-KING PRODUCTS, INC. dept. 1-0 


111 Pioneer Street Brooklyn 31, N. Y. 


ea oa 


HANDY "GLIDEX"” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 


No Dirt 
No Dust 


For Illustrated Brochure, 
write to: 


SoC eet tele el etl ee 


a 











a asl 


Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 





4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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FOLDING TABLES 
BUILT IN QUALITY... CADDIES 


BUILT IN BEAUTY J 
types of Fold- 


Pedestal or straight leg tables . . . Six 
sturdy and well constructed for a ing Chair and To- 
includ- 


lifetime of trouble-free use. Wide ble Caddies, 

variety of sizes and top materials. ing understage mod- 
Safe, positive “‘Du Honey 20” lock els, Gurebie oll-atest 
constru-tion, 


featured on all tables. 

Write for Cate Today! 

MIDWEST FOLDING PRODUCTS | ‘x: anion Tete 
DEPT. O-2, ROSELLE, ILLINOIS principal cities 


sORT-()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN USE For fast hand-sorting of cards, 





checks, letters, invoices, orders, 
business forms or public docu- 
ments. We make ail types from 
tiny desk models to shuttle-carri- 
age machines. Write for illus- 
trated circulars. 

Representatives everywhere. 






The Sorter 
You've Always Wanted 


Associated Industrial Designers 
P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 


ROLLING STORE LADDERS| 


| ‘ ROLLING LADDERS—Madce 
from Oak or Birch. 

| SIDE and CEILING TYPES 
with steel track for mounting 

| on shelving, filing cabinets or 
ceiling. 

| “A" and LIBRARY TYPES— 
require no track and are 

| mounted on wheels with Auto- 
matic Safety Brakes 

| Send for Circular 42-OA and 
dealer discount 

| WELDED STEEL SAFETY 
LADDERS—Made from 1 di- 

| ameter round furniture tub- 
ing, with expanded metal 

| steps. Mounted on Swivel 

} Brake Casters. Ladder can be 

rolled freely when no one is 

| j on it. When you step on the 
ladder the rubber tipped legs 

| rest on the floor and prevent 
rolling. Made in 2 to 8 step 

| heights, and 3 widths 
Send for Circular 53-0A and 

| dealer discount 











Manufactured by 


I. D. COTTERMA 


4535 N. Ravenswoood Ave. 
CHICAGO 40 














A Specially Jlem 
SELL MASTER SPEED KEYS 
i  eicanp isi 
Typeuniten Key 


for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION  282,,,,Chauncey, Street 
































Profitable repeat business! 
ARCO “OPEN RING” 


circular shaped) 


Handier, more economical, competitively priced. 


ALLIANCE RUBBER COMPANY 


30 years specialized Mfg. of rubber bands. 








Alliance , Ohio Hot Springs, Ark. 
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KING posture cuans 


ANNOUNCE THE ALL NEW 


EXECUTIVE ROTARY 
SYNCRO-TILT 
Model 600 


Features a big 19°’ x 18V2" x 
4” thick coil spring seat unit 
...» 17" x 17" foam rubber 
padded backrest. Foam rubber 
padded armrests with 21” 
spread between arms. Base is 
one piece molded aluminum 
with 24” caster spread .. . 2” 
hooded casters. Available with 
Koroseal or Claremont fabric 
: . in @ wide color range. 
Write for catalog on complete 
King line. 


K ENG posture cnair co. 
956 S. Raymond, Pasadena 2, Calif. 














SALESMEN 
1904 1954 
Different? - Yes! 


But exactly alike in 
their dependence 
upon 
BEACH'S 
"COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 
expenses. 


Beach Publishing Co. 
7338 Woodward Avenue 
Detroit 2, Michigan 











a Time-Saving 


“DUx" 


on every desk 


PRECISION 
PENCIL SHARPENERS 
that speedily sharpen: for pencils, 


slim pencils, soft leads, hard leads. 
Also repoint crayons and chalk. 


Counter Display Boxes, Envelope 
Stuffers & Mats are available 
to dealers 


Exclusive Distributor 


FRED BAUMGARTEN 


675 Cooledge Ave. Atlanta 6, Ga. 
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IT’S DRI-FLO WHEREVER YOU GO! 
VA 


DRI-FLO MARKER 
UTILITY MODEL NO. 57 





marker with choice of nib; one 
Y2 oz. instant dry ink (choice of 
8 colors) or one V2 oz. opaque 
ink (choice of 10 colors) and a 
dropper for easy filling. 


Two styles ore available, one for 
instant touch marking, and one 
opaque marking. Specify when 
ordering; also specify chisel, 
e, or round nib. The Model 
consists of the aluminum 


ORDER NOW—Write for full details on ovr complete tine of marking devices. 


FORCE WESTERN '< 216 W. Jackson Blvd. 


Chicago 5, Ill. 
RAndolph 6-6937 











DAYTON STENCIL 
WORKS CO. *oiic"™ 











BANK LITHOGRAPHING 


ae 


Deposit Slips . . . Statements 


Bank forms lithographed to your customer's 
specifications. Shipped under your labels and 
imprint. 

Low prices and top quality work will enable 
you to sell our line. 

Price list and samples available to well rated 
office appliance stores and dealers. 


FREDONIA LITHOGRAPHING CO. 


FREDONIA, KANSAS 

















DON'T 





PASS UP THOSE 
EXTRA... 
COMMISSIONS 


s 









You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 
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RIGHT THIS MINUTE... 






ANOTHER "Tpuloman’ 


LAUNORY 
| MARKING FEN 


IS BEING SOLD! 


$415 








Beautifully merchandised on self-selling 
counter display with 12 pens. Pre-sold 






with national ads—radio, TV, newspapers Tox incl. 
@ WON'T EVAPORATE @ ENOUGH BLACK REFILLS 
@ WON'T RUN INDELIBLE INK FOR 50¢ 


@ WON'T WASH OUT 3000 MARKINGS 


\ At your Wholesaler or write direct for literature and prices. 


| Amazing Cash Box is Roomy .. . Easy to use! 


| The Curmanco Change Maker has 
all the convenie:t features of a 
| cash register drawer. Fully welded 
| steel construction makes it light 
| and easy to carry. Five big com- 
| partments for reserve bills or rolled 
| coins. Five roomy scoop compart- 
| ments hold a maximum amount of 
loose coin. All compartments roomy 
and large enough for a maximum 
| amount of coins and bills. Save 
expense of cash register. 
| 
| 


No. 527—Size 15 x 10 x 21/'’—Wght. 4 Ibs. $7.50 
With hasp cover for locking $7.50 extra 


2448 LARPENTEUR AVENUE 
SAINT PAUL 8, MINNESOTA 


FREE to introduce you to 
Ready Ure 


THE FASTER SELLING LINE 


RUBBER STAMPS 


They sell on sight because of smart, modern design in 
rugged plastic. Scores of titles for office, factory, home. 
Mail request on your store letterhead and we'll send 
FREE stamp so you can judge for yourself .. . also some 
eye-opening discount news. 
OPENINGS FOR DISTRIBUTORS, JOBBERS 
Write Ronald K. Duke 


RONALD K. DUKE CO., Dept. OA 
MANUFACTURERS 
5464 ALHAMBRA AVENUE LOS ANGELES 32, 


AMAZING new 474 


A MULTI-CLEANER ji So.ro%8t!% 


NEW CONCENTRATE 
for Every Type Business Machine 
ENDORSED AND USED BY LEADING 
MANUFACTURERS OF OFFICE MACHINES 


SEND IIS GET A GENEROUS SAMPLE 


OF CONCENTRATE — Sufficient to 
‘ 
ge 
Ay 95 Plus testing sample (already mixed and 
’ ready to use). SEE how it Removes 
ON 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
CURRIER MFG. CO. 













CALIFORNIA 











MAKE ONE GALLON of CLEANER 
Fingerprints, Dried Ink, Oil, Dirt, yet 


‘aye protects Decals, Plastic, Rubber, Felt. 
A Van Wyck Products Co. Ine... 
MONEY-BACK 


GUARANTEE Pasadena I, Calif. 
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tag 
re 


50 


= 








JUST OUT! 


OF i F-lfelem| OUR NEW 
i: anal CATALOG 
PARTS of 
SUPPLIES PLATENS 
PARTS 
SUPPLIES 


TYPES ERWPMENT compan INC 


+ oe eee 


TYPEWRITER EQUIPMENT CO., INC. 


“COMPARE AND SAVE” 
WRITE FOR YOUR COPY 

















409 LAFAYETTE ST. NEW YORK 3, N. Y. 





TWN Toy Mei ees 


Model 1546 illustrated) — desk scale, with 
2 Ibs. by 1 oz. 





Lustron plastic body — 


Model 1509 


by 2 oz. Computes postage for air-mail, 
first-class, and merchandise up to 4 lbs. 


Model 1530, Parcel Post Scale. 


25 ibs. by 1 oz. 


Model 1 51 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by 2 oz. 


me 
4 Col bia 


LOOSE LEAF CORP. 


MANUFACTURERS 
" All Styles Loose Leaf Binders 
—— Ring Binders Magazine Binders 
post einpers  ‘Mult-O-Ring Binders Catalog Proposal 
sTorRAGE sinpers Sheet Holders Covers 
Sales & Advertising Scrap Books 


r Prong Binders Flexible Folders 
“For Quality, Price and Fast Service” 
SEND FOR OUR CATALOG 
| 285 LAFAYETTE ST., NEW YORK 12, N.Y. 


WOrth 6-2944 


for average office use. 5 Ib. 








Screw Post Binders Telephone & 





RING BINDERS 
PRONG BINDERS 














FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
“ARROW” 


LETTER FILES 
CARD INDEX FILES 
INDEXES 


e 
A QUALITY LINE 
AT LOW PRICES 
. 

ASK FOR 
OUR LATEST 
LITERATURE & 

PRICE LIST 

. 


HAVE TERRITORY 
AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS co. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 





oa | 


MARK/L O 
CELLULO/0 PRODUCTS 


KoceeSeatonetinnen, penchotvemsS-eman, 
ers; foctory record protectors; tag 
bill-f bill fold eovalopes stamp conteiners, etc. Made 
Sostate (Seme resistant) transparent cellulose. We 
your particular 


Markile Company, Mfrs. 
Chieage 


3633 S. Recine Ave. 9, U. S.A. 











EQUIPMENT 


CATALOGUE #701 
— 


why VALUES IN 
\ 


peste Only 
FOR 
MORE 
PROFITS 


Write for your 
FREE copy! 


The J. R. GELLER Co. (DIRECT FACTORY AGENTS) 
1133 BROADWAY, NEW YORK 10, NEW YORK 
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Tru-Potut LEAD HOLDER 


Lightweight! Perfectly Balanced! Non-Fatiguing Grip! 


DESIGNED 


Draftsmen, artists, anyone who works with a pencil will 
appreciate balanced comfort of a TRU-POINT Lead 
Holder. Weighs only 1'/, oz. Operating mechanism 


FOR 


located in finger grip portion of holder. 3 models: No. 
110 TRU-POINT Press-Top Lead Holder; No. 120 
TRU-POINT Automatic Single End Lead Holder; No. 


—Ta ae COMFORT 


130 TRU-POINT Automatic Double End Lead Holder. 
The TRU-POINT Lead Holder with matching TRU- 
POINT Lead Pointer makes a very practical set. 


Write for literature ELWARD MANUFACTURING CO 


ane Comer prices Baker Street, Coloma, Michigan 


EXTRA PROFITS cus¥Svvens 


SCHOOLS © CHURCHES © CLUBS ete 
WE DROP SHIP DIRECT TO YOUR CUSTOMER 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES} 











@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 





Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
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TICKET PUNCHES 









FOR 
EVERY 
PURPOSE 


TALLY PUNCH 







Nos 7, 33 Notches ards, sheets, etc No. 
] dies not over A wide, ¥” deey No. 33, 
! over %” dee 

No. 2—For %-%” round holes; 3” reach 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2 All will take special dies 
illey Punch—Regi sters number of punchings t 
199. Punches 4%”, %” or +” round holes—als 
al designs. Same counter avasiann I Nos 

10, 11, 21. Write for ci 





NOTCHING 





THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven, Conn- 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 


<— PUNCH 
























They're Always In Demand 
By Your Customers Who 
Work With Coins! 







Constantly in demand by small 
store owners, salesmen, routemen, 






ice cream vendors, laundrymen. : * 
newspaper vendors, gasoline sta- against loss and spoil- 
tions, restaurants, bakeries, trans- age. Thousands in use 
portation, etc. Fastest operating dail 

changer . . . adjustable barrels . i 
eject up to 5 coins . . . minimum Here's a profitable item 


for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 


Ret-A-Phore 


WORLD’S FINEST TRUE TELEPHONE REST 
CLIPS ON—IN 5 SECONDS 

ONE PIECE MOLDED CONSTRUCTION 
ELIMINATES ADJUSTMENTS 


Profitable dealer and jobber discount 


me 


We'll be at booth 311 N.S.O.E.A. 


weight and maximum rigidity 
exclusive solid-base design 
safety locking device. 


4 tube model illustrated—$4.95, 
retail. Also, 3 & 5 tube models. 
Descriptive Folder ‘‘A’’ and whole- 
sale prices on request to Dept. A 


J. L. GALEF & SON, Inc. 











85 CHAMBERS STREET *© NEW YORK 7, N. Y. 




















The Original 
SINGLE-FLUID 
Ink Eradicator 
@ INK-OUT contains no free 


acid, leaves no brown stains. 










@ |INK-OUT makes permanent eradica- convention Chicago Sept. 18-22 
tions quickly with one application. and we look forward to seeing 
@ INK-OUT removes ink, iodine, fruit you. 
and medicine stains from paper, Exclusive Manufacturer and 


Distributor 


REST-A-PHONE CO. 


P.O. Box 8788 Portland 7, Oregon 


leaves no brown stains. 








—s gs THE LEADER 


3—een IN PLATENS 
AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


AAs... tonne Ames Supply Company 


’ Billing Machines, Addressing 
Machines, Addressing Plates, ATLANTA DETROIT 


U1 





Marking Devices end many 156 Alexander, N.W. 6527 John C. Lodge Expwy 
thers... 
+ Basy to Use » No Mess CHICAGO NEW YORK 
+ No Liquids to Spill 564 W. Randolph St. 37 Murray St. 
¥ DALLAS SAN FRANCISCO 
1913/2 Commerce St. 583 Market St. 





SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 











292 OA — 9/54 


| KNOW THE TRADE MARK 


but = who makes it 
7 








Complete buying information 
at your fingertips 


] PRODUCT INDEX—over 1,500 products classified 


2 DIRECTORY OF MANUFACTURERS—over 3,000 with 
names and addresses 


3 TRADE NAME—TRADE MARK INDEX—over 6,000 


with names of manufacturers 


4 MANUFACTURERS’ ADVERTISING—many use cato- 
log-type advertising giving complete product infor- 
mation 


5 TRADE ASSOCIATIONS—City, State and National— 
names and addresses of officers and meeting dates 


OA —9/54 


EMECO’S NEW 


NAIM 


ALS! 
ADD 
TO 
YOUR 
PROFITS 


Clerical 

Posture Chair 

Model 1008 
SCULPTURED 
MASTERWORKS 


BY 


EMECO 


CRAFTSMEN 


ON DISPLAY ¢g > \ 
at NSOEA Exhibit, Executive 


Posture Chair 


Booths 303 - 304. Model 1009 
Conrad Hilton 
Hotel, Chicago. 
Sept. 18 - 22. 


j emeco 


CORPORATION 


€LIP THIS COUPON. 
for More Sales and Profits 


EMECO CORP., HANOVER, PENNA. 


Please send me the complete Emeco Catalog 


0 a ee 
ee italien meee! 
ee 5 





293 












































































































































LOUNGE 









































SERVICE DEPARTMENT 









































STOOLS, CABINETS, SHELVING 
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Ctandardization 
trom top to bottom 


Here is what standardization of 
business furniture means to you. 
It means that from Royal...a 
single source, you can get 

a complete ‘‘seating package," 
reducing your inventories and 
increasing operating efficiency. You 
can offer your customers uniform 
installations for their offices, 
reception rooms, cafeterias and 
plants, plus simplification of 
purchasing and easy replacement. 


Send for complete information on 
the complete Royal line of superior 
metal furniture. 


metal furniture since "97 z Oya 


Royal Metal Manufacturing Co. 
175 N. Michigan Ave., Dept. 59, Chicago | 


Factories. Los Angeles - Michigan City, Indiana 
Warren, Pa. - Walden, N.Y. + Galt. Ontario 
Showrooms: Chicago - Los Angeles - San Francisco 
New York City 





Be sure fo visit us during the 
National Stationers Convention 
Room 549 


Conrad Hilton Hotel 
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DUPLICATC 


ALL THE FEAT 


VISIBLE FLUID SUPPLY — You 
always know level of fluid in 
tank, no pumps or rubber hoses 
to get out of order. 


FLUID CONTROL — Measures 
exact flow of fluid to paper 

compensates for any kind 
of paper, any atmospheric con- 
dition 


ADUSTABLE PRESSURE CON- 
TROL — Assures maximum copy 
runs of always brilliant copies. 
Should copies lighten, adjust 
control. 


RAISE-AND-LOWER CONTROL 
— Simple dialing of control 
wheels raises or lowers print on 
page. Forget all centering tricks. 


ROTARY FEED—Electrically op- 
erated, zips the copies through 
in perfect registration .. . paper 
size up to 9 x14 inches. 


BUILT-IN RESET COUNTER — 
Always in view of operator... 
you run exact number of copies 
you need. 


Styled by 


Famous Industrial 


Designer 
Jean 


Reinecke MODEL 


PUSH - BUTTON CONTROL — 
Push - button starts duplicator 
running, last sheet through shuts 
off machine and motor. Can be 
operated single sheet, hond- 
feed for systems use. 





$325°° ie 






announcing the, 
Underwood Lea 


—-PROFITABLE PORTABLE LOOKS AND PERFORMS 
LIKE COSTLY MACHINES>< YET SELLS FOR ONLY $6925! 


PLUS TAX 











DECORATOR als 
TAN-TONE 4. f 10 teachers 
FINISH! "2 out 0 he ne 
és orge 
"STREAMLINED FINGER-FORM od Leader ! 
DESIGN! KEYS! Underwo ? 
chine 


"BIG MACHINE” SEGMENT business 


FEEL! se 288 raat pear tor 
argining Y 
FULL SIZE 
FAMILY Now the popular-priced Leader is better than ever! 
KEYBOARD Completely redesigned for even greater sales 


appeal, even higher profits for you! National TV 
starts September 7th! Don’t wait! Get full details 
on the new Underwood Leader Portable Typewriter! 


DEALER DIVISION 


UNDERWOOD 


w7Y, . UNDERWOOD LIMITED, TORONTO 1, CANADA 


6 
oXKA 


UNDERWOOD 
aX phn 


ONE PARK AVENUE, NEW YORK 16, N. Y. 





GRE os 


SALES AND SERVICE EVERY WHERE 





wren 


VISIT UNDERWOOD’S EXHIBIT AT THE N. S. O. E. A. CONVENTION 














